fifth annual nofa convention 

do sales training schools pay off? 

sell rental service of office machines.. 
rain for sale 

stationery corner serves customers 
furnish the job from basement to roof 


wholesale stationers’ 35th assembly 










KEY ON THE COVER 
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Want a stronger line? 








[t's WEBSTER’S ! 


In carbon papers, ribbons, duplicating and other office supplies, Webster's line puts 


you well out in front of competition. It’s strong in quality, strong in variety, strong 
in attractive packaging. Webster's national advertising brings you new customers . 
and Webster's high quality brings them back for more. Whatever your customers 
want, you've got it in Webster's profit line. 


lf your customers want... 


TREATED BACK 
CARBON PAPER 


WEBSTER’S SHURFLAT 
tops the field. For the very finest, sell 
MultiKopy. O. K. meets competition 
in the lower price range. Both carbons 
Stays flat in any climate, regardless of 
humidity or rapid temperature changes 


DUPLICATING 
SUPPLIES 


SILK OR COTTON 
TYPEWRITER RIBBONS 


WEBSTER’S LINE IS COMPLETE 
for both Spirit or Direct Process type 
and Gelatin or Indirect Process type. 
Materials are carefully matched, 
designed to turn out clean, clear copies. 


WEBSTER’S STAR BRAND 
and MULTIKOPY RIBBONS 
set the standard with a leader in every 
price range. Finest fabrics, smoothest 
inking. Clean-cut impressions, read- 

able as long as the paper lasts. 


WEBSTER'S sales aids are at your service without 
Folders 


with your 


charge mailers, blotters and catalogs 


store name imprinted r eye 
hewspaper mats are O 


the asking. Just write F. S. Webster Cx 


1 


lisplays 


catching « irs for 


pany. 


F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
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composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 
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Advertising Rates upon application. 
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March 3, 1879. 
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Titik ADVERTISEMENTS 
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These advertisements present the pr ducts of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their services in resolving any disagreements which result from relations established 
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, y te wenth 


A ng Machines G Wernicke Co., The 


Mayfair Company, The 
Rox Barnes Co 
Weis Mfg. ¢ 

Brief & Zipper Cases 


without obligation. 


Imperial Leather Furniture Co 
Jasper Chair Co. 

Jasper Seating Ce 

Johnson Chair Co. 

Marble, B. L., Chair Co., The 


= s mers Loose Leaf C< Metal Office Furniture Co 
ste Pro Miller, Herman, Furniture Co 
Ste Bros New Indiana Chair Co 
Bulletin Boards Scerbo, Frank, & Sons, Ine 
Kowles, E. W. A., Companys Shaw -Walker Co 
Business Forms Stanley Mfg. Co 
Adding Machines, Rebuilt & Used Exiine, William, In Sturgis Posture Chair ¢ 
‘ I \ Cor Calculating Devices Taylor Chair Co 
Addressing Machines \ Safe & Equipment (« Wells Chair Corporation 
4 Calculating Machines Chairs, Posture 
Addo Machine Co, Ine Aluminum Seating Corp 
\ ‘ A K. « Business Mehs., In Art Metal Construction Co 
Adhesives Barrett Add. Machine Div Bright Chalr Co. 
~ Ink ‘ Monroe ¢ Machine Co Cramer Posture Chair Co 
Air Circulators & Conditioners Odhner Sales In Fritz-Cross Co 
\\ Pre a Distributors, Inc General Fireproofing Co 
Arch & Clipboards = h, L. ¢ & Corona Type Gunlocke, W. H., Chair Co., The 
“ Victor Adding Machine Co Hamilton Mfg. Corp 
\ Caleulating Machines, Used Harter Corp 
Reliat Pypw. & Adding Mch. Corp High Point Bend. & Chair Co 
Carbon Papers Imperial Leather Furniture Co 
s See Ribbon & Carbons lasper Chair Co. 
Card index Boxes & Trays Johnson Chair Co 
\ Steel Equipment, Inc King Posture Chair Co 
cd Amberg File & Index C« Marble, B. L., Chair Co., The 
Arm Rests Art Metal Construction Co New Indiana Chair Co 
Art Steel Sales Corp Royal Metal Mfg. Co 
Ash Trays & Stands Be m Mfg. Co., The Sturgis Posture Chair Ce 
Cole Steel Equipment Cs Paylor Chair Co 
( imbia Steel Equip. ( Wells Chair Corp 
‘ Corry -Jamestown Mfg. Cc Chairs, Tablet Arm 
Associations ei il Fireproofing Co Adirondack Chair Company 
on 4 Giol Wernicke Co., The lasper Chair Co 
Bank Supplies Guide System & Supply ¢ New Indiana Chair Co 
} H O-Nize Company, The Wells Chair Corp 
I Me is (x Cheeks, Stamped Metal 
1 t Metal Furniture ¢ Dayton Stencil Works 
Bankers, Notecases Ma ( par The Force, William A., & Co 
M oft Furniture ¢ Clipboards 
K Bart ‘ See Arch & Clipboard Files 
. & =I Walker Ce Coin Bags, Trays, Wrappers 
Billing Machines We Mfg. Company Exiine, William, Ine 
Ya un & Erbe Mfg. Company Copyholders 
Card Index Files, Revolving A l’roducts, In 
Binders, Catalog & Pe < al h ‘ ‘ Compar tankers Box Co 
Cards, Business Copy Right Mfg. Corp 
‘ \ ' | B., Company Rite-Line Cort 
Cash Boxes Correspondence Trays 
Binders, Permanent Storag Art Ste Sales Corp Art Metal Construction ( 
‘ e Ste Equipment (« Art Steel Sales Corp 
(et } eproofing (« Corry -Jamestown Mfg. Corp 
a Wernicke C¢ The General Fireproofing 
Blackboards G s & Supply ¢ Globe -Wernicke Co., The 
M fa ( pany, The Imperial Methods Co 
Steel Equipment ¢ Maso Steel Products 
Kock Barnes (<« Mayfair Company, The 
Blankbooks Cash Register Parts Peerless Steel Equipment ( 
I ‘ Register Parts ¢ Sengbusch Self-Cl. Inkstand ¢ 
Cash Tills Service Prod. Div. Woodall 
i ne Ca Drawer Co Shaw -Walker Co. 


Casters, Caster Bearings, Slides 


Biue Print & Pla F sbinets 3) ( [ lAd 


Chair trons 


Se ( rT 
Chair Mats 
H i } ator 
= I’ D> Wood 
s ‘ Mifg. « 


Chairs, Folding 
\ K (ha ‘ 
Bond Boxes R WW Mr 


‘ porati 


Chairs, Office 


" ~ ‘ 
\ ke 8 & Equiy 
\ M Cor m « 
Ba Mi Co 
Bookkeeping Machir Br ( — 
‘ Chatr ¢ 
t ‘ ‘ 
( ! wfing « 
Box Letter F ile ( I Leather F 
‘ ‘ , W. H., Cha 
< la ‘ 
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Stempel Mfg. Company 
Valeo Company 

Weis Mfg. ¢ 

Wells Chair Corp 
Yawman & Erbe Mfg. (« 


Costumers 
Glohe-Wernicke Ce Th 
i Salle Products Ce 


Peerless Steel Equipment ¢ 
: » Compan) 
Wells Chair Cory 
Crayons 
Dixon, Joseph, Crucible ¢ 
Kowles. E. W A.. Co 
Cushions & Pads, Chair 
Perfect Rubber Seat. Cushion ¢ 


Dating Stamps 


‘ American Numbering Machine (+ 
Force, William A., Co 
Fult Marking Equipment (« 
R t-O-Mfg. Co 
Desk Lamps 


Bainbridge, Kimpton & Haupt. Ir 
Flexo Int'l Corp 


. General Lamps Co 
rt Mayfair Company, The 
Midwest Naturlite Co 
( ‘ s Chair Corporat 


, | , | | r | ¥ ‘ 
LASSIFICATIONS 
— a , A a , 
f the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
ire represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 


the service bureau, through which the information will be promptly and cheerfully furnished by letter 


Desk Name Plates 
Force, William A., & Co 
Plastic & Wood Products Co 
Rowles, E. W. A., Company 
Desk Pads & Tops 
Wilson Jones Co 
Desk Pen & ink Sets 
Sengbusch Seif-Cl. Inkstand Co 
Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment Co 
Yawman & Erbe Mig. Co 
Desk Trays 
See Correspondence Trays) 
Desk Work Distributors 
Advance Prod. Div. A. 8. B 
Globe-Wernicke Co., The 
Victor Safe & Equipment Co 
Wilson Jones Ca 
Desks 
Alma Desk Company 
Annike Sales & Equipment Co 
Art Metal Construction Co. 
Bentson Mfg. Co... The 
Browne - Morse Co. 
Corry Jamestown Mfg. Corp 
General Fireproofing Co 
Gillespie Furniture Company 
Globe-Wernicke Co., The 
Haskell Mfg. Co., Ine 
Imperial Desk Company 
Invincible Metal Furn. Co 
lasper Desk Co 
Leopold Co 
Mayfair Company, The 
Metal Office Furniture Co 
Miller, Herman, Furniture Co 
Myrtle Desk Company 
Orna Metal Products Co. 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
« Scerbo, Frank, & Sons, Inc 
Shaw - Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corporation 
Yawman & Erbe Mfg. Co 
Diaries 
See Memo Books 
Dietating Machines 
Miles Reproducer Co., Ine 
Dietating Machines, Used 
American Dictating Machine Co 
Draftirg instruments & Equipment 
(-Thru Ruler Co 
Cardinell Corp 
Haskell Mfg. Co., In 
Duplicating Machines & Supplies 
American Stencil Mfg. Co 
Bainbridge, Kimpton & Haupt, Ine 
buckeye Ribbon & Carbon Co 


Code Mfg. Corp 

Dick, A. B.. Company 

Hart Mfg. (x 

Hever Corp., The 

Ink Specialties Co., The 

Manifoid Supplies Co 

Multistamp Company 

Old Town Ribbon & Carbon (+ 

Peerless - Imperial Co., Ine 

‘jueen Ribbon & Carbon Cx 

Rex-O-Graph, Ine 

Smith, L. ¢ & Corona Typ 

Speed-O-Print Cory 

Techny graph (« The 

Victor Safe & Equipment (+ 

Wolber Dupl. & Supply ¢ 

Wright Dupl. Div. Hart 
Duplicating Stencil Files 


Halverson Specialty ¢ 


Envelopes 
Giobe-Wernicke Co., The 
Northern States Envelope C+ 
Quality Park Envelope C 
Smead Mfg. Co 
Wilson Jones Cx 
Envelopes, Plastic 
Cooks’, In 
Markilo Company 
Eradicators, Ink 
iar ’ Ink ¢ 


(Continued on page 6 








(Continued from page 5) 
Erasers, Blackboard 
Rowles, E. W. A., Company 
Erasers, Rubber 
Dixon, Joseph, Crucible Co 
Faber, Eberhard, Pencil Co 
Roberts, Weldon Rubber Co 
Expense Books 
Beach Publishing Co. 
Boorum & Pease Company 
Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co 
File Boxes, Fibre 
Bankers Box Co 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co. 
Mosler Safe Co. 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advanco Prod, Div. A. 8. B 
All-Steel Equipment, Inc 
Annike Sales & Equipment (: 
Art Metal Construction Co 
Art Steel Safe Corp 
Bentson Mfg. Co., The 
Browne-Morse Co., The 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Co 
Invincible Metal Furn. Co. 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Peerless Steel Equipment Co 
Remington Rand, Ine 
Rockwell- Barnes Co. 
Shaw- Walker Co 
Victor Safe & Equipment Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 


Bainbridge, Kimpton & Haupt, In: 


Globe-Wernicke Co., The 
Imperial Methods Company 
Weis Mfg. Co 
Wells Chair Corporation 
Filing Supplies 
Acco Products, Ine 
Advanco Prod. Div. A. 8S. B 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne- Morse Co. 
Corry-Jamestown Mfg. Corp 
CGlobe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co. 
Quality Park Envelope Co 
Rockwell-Barnes Co. 
Shaw-Walker Co 
Smead Mfg. Company, The 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Fountain Pens 
Esterbrook Pen Co., The 
Gummed Cloth Rings 
Dennison Mfg. Co 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co 
Honor Rolls 
Plastic & Wood Products Co 
index Card Signals 
(See Signals, Index Card 
Index Tabs 
Amberg File & Index Co 
Barkley, C. L., & Co 
Globe-Wernicke Co,, The 
(iraff, George B., Co 
Guide System & Supply Co 
Markilo Company 
Shaw-Walker Co 
Sheppard, C. E., Ca 
Speed Products Co., Inc 
Victor Safe & Equipment Co 
Warshaw Mfg. Co., Ine 
Inks, Adhesives, ete. 
Carter's Ink Co 
Dennison Mfg. Co 
Rivet-O Mfg. Co 


Inkstands 
Cushman & Der m Mfg. Ce 
Sengbusch Self -¢ Inkstand ¢ 
Labels 
D iM f 
sl Me { 
0 rd F S ( 
‘ haw M ‘ 
W Mr ( 
Ladders, Library, Store & Vauit 
( 1 LD 
Layout Kits, Office 
\ j Pla I pmet ( Ik 
Leads for Mechanical Pencils 
( ‘ 
Ele I ( 
ler | ’ 
Leather Goods ‘ 
‘ Pro r 
S Pro« 
B 


Letter Trays 


Library Equipment 


\ Ste Equi I 
Brow Morse ( 
( Jame 4 Mfg. ¢ 
Lockers & Storage Cabinets 
A s } I 
\ Metal ¢ ( 
M ( 
M ( 
( W ‘ I 
M I ( 
ne S Eq ‘ 
Walk ( 
Y & | Mf ( 
Loose Leaf Books & Devices 
\ Loose Leaf B é ( 
\ I & I ( 
«x! { 
C. I ( 
ba! LAx fa BR le ( 
Sta | ] i 
W n Jor ( 


Loose Leaf Metals 
I ( 
She CEB. ¢ 
Loose Leaf Sheet Covers, Plasti« 
Cook I 
Mark ( 
Ww m Jor Cor 
Mail Bags, Canvas or Leather 
r as Prod ( 
Mail Distributors 
\ P D A.S.B 
G \ ke ( rm 
~ ~ |} ( 
Map Tacks 


( 4 q 


Nix I I ‘ 
Maps. Globes, ete 

\ n™M ( 
Marking Devices 

For WW \ X 

M ( 


Matched Office Suites 


Mechanics & Repairmen Available 
( reial I 


Memorandum Books 


Box & Pea ( 

I rag & S wok ¢ 
R Barr 

W . on ¢ 


Memorandum Devices 


q Ad Vir 

Mending Tape 
De m Mfw. ¢ 

Metal Badges, Checks, Tokens 
D n Ste ‘i 


Moisteners 


Numbering Machines 

A n Nu Ml ( 

For Willia A. 4 

Rot t Nut Vl ef 

Stew R. A., & ( i 
Office Partitions & Railings 

{ VW ! ke ( 
Office Printing Outfits 

} W \ & ¢ 

M o gr ( 

Pads, Figuring 


Hox & I ( 


Paper 
Rockwell- Barnes ( 
Paper Clamps 


4 Products, I 
Cushman & Denison Mfg. ¢ 
Esterbrook Pen ¢ I 
Paper Clips 
( hman & De M ( 
j Cut W ( 
Mfg. ¢ 


Paper Fasteners & Washers 
Dixon Research, I 
Paper Fastening Machines 


\ Paste ( 
Fa ( I 
Cor 
b Mi ( 
‘ ‘ I 
\ Safe & Eq ‘ 


Parcel Post & Postal Scales 
Ha Scale ¢ 
Paste 
See Ink Ache 
Pen & Ink Sets 
I erbrook Pen ¢ I 
Pencils, Mechanical 


I rbrook Pen ¢ 
l I'e il Cory 

Pencils, Wood Cased Lead 
D “ Joseph, Cru ( 
I Kberhard, P ( 


Penholders 
j I ‘ 
Pen Refills 
I er Pen ¢ 
Pens 
I P ‘ 
s seit. I ( 


Pens, Steel 


I wk Pen ( I 
Pins & Pin Containers 

\ Mi ( 
Plaques 

! & Wo Ir ( 


Posting Trays & Stands 
I 7 oratior 


Presentation Covers 


\ rg File & I 
Price & Sign Markers 
Fo W i Bo» & 
I Mark I ( 
s K. A & ¢ 
Punches 
\ I I 
& 1 ( 
‘ WW ( I 
I I ‘ 
W ( 
Push Pins 
Mix P Pin ¢ 
Ribbons and Carbons 
\ Ca ne& Kh \ ( 
\ in S Mt ( 
R & { ‘ 
Ink ¢ 
Mi ( 
Ss 
s ( 
Old 7 K & ¢ ( 
I al ¢ I 
Prox ‘ I 
RK & ¢ ‘ 
K ‘ é ‘ 
K Ka 
} I ( 
Ss Hi. M., ¢ 
‘ 
S17 R 
“ P. s., ¢ 
\ I 
Rubber Bands 
! E} I ‘ 
Robe W RK ( 
Rubber Stamp & Plate Mfg. Mchs 
\ an | ( 
Rubber Type 
W A ( 
s KR. A & t 
Rulers, Transparent 
i K r( 
Safes, Office 
\ \ ( ( 
I I ( 
( s } ( 
I x ( 
Glo We ke ( I 
r ~ ( 
Ha M s ( 
Metal I ( 
f Ste Safe ( 
\ s Car 
Sate ¢ 
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Remingt 


Victor Safe 
Sales Books 


Rand, Inc 


Shaw-Walker Compa 


& Equipment ( 


pa 


Ennis Tag 
Sand Urns 

Va Ca any 
Sand Urns (Sandless 

\ M 
Scrapbooks 

Glolt W 

W 

W 


Shelving 


Ne Mf 


Shows & Exhibitions 


Manag 


Na al OF 

Ne \ k S 
Signals, index Cards 

r & 

‘ 7, ¢ 

\ Ss « 


Equipn ‘ 


Signs, Changeable Lette 


Smoking Stands 


4 ur 
V 
We ‘ 


WwW 


Sorting Devices 


\ 


Ya & 
Spindle Files 
W ‘ 


Stamp Pads 


ror W 

I M 
p 

Ki OM 


Stew 


Stamps, Duplicating 


M 


( 


\ 


Stamps, Rubber 


See K 


4 i 
Office 


«x t 


Stands for Office Machines 


\ s I 
‘ ~ 

G 

{ ( 

M < 

M s 
VI \ 
rif s 

W ( 


Stationery Racks 


8 


Stencils, Brass 


W 


Stenographers Notebooks 


En 
Rock 

Stools 
Ila 
Ma 
W 


w 


Storage & Transfer Cases 


& I ( 
‘ 
& ( 
( I 
‘ 
‘ 

I 

M ( 
‘ 

‘ i 
& S&S ‘ 
M S 

| 

I ( 

T 
( 
s ( 
I 


Continued bottom page 


April, 


1951 


WANTS AND TOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 


charge $2.40, payable with order. 


sl 


LATIONS WANTED 








\I » RIBBON EXPERT with many years 
acture of all types inked ribbons 
yn methods and possessing the proven 
lle male/female help. Capable, vigor 
130, care Office Appliances, Chicago 6 


SUPPLY and Office Furniture 
outside salesman. Draft exempt 
rences. Will consider any good town 
(Also have wide knowledge of type 
hines.) Box D-131, care Office Ap 


f 





va 


SUPPLY and Stationery, Office 
S lesires position as inside or outside 
: California. Married and draft exempt: 

»-132, care Office Appliances, Chicago 6 








VR {ANIC AVAILABLE—Fifteen years’ ex 
H dding machine experience Married, 
-133, care Office Appliances, Chicago 6 











EXECUTIVES AVAILABLE 
































> S s r Greater Philadelphia area available 
residence near Camden, N. J Pres- 
00 in exclusive adding machine field 
prove and diversify Experienced ir 
responsibilities Box D-134, care 
izwo 6 
KX Et hly acquainted with all phases of op 
ted successful retail stationery busi 
eeking position as manager, buyer or 
ral manager of a progressive retail 
Personal and past record will stand 
) care Office Appliances, Chicago 6 
\ OM Y EXPERIENCED in all phases of com 
ffice appliances, and office furniture 
buyer, preferably in Southwest or 
6, care Office Appliances, Chicago 6 
ENECUTIVES WANTED 
ASS SALES EXECUTIVE acquainted 
trade experienced and enterprising 
fT furniture department maintainine 
$20,000, representing nationally knowr 
shed 1942, has shown steady growth 
lepartmental authority and respon 
WW re Office Appliances, Chicago 6 
ED ger office supply dept Established 
O Must be experienced. Box R-56, care 
oro 6 
SALESMEN WANTED 
ON |] PEWRITER RIBBON SALESMEN of 
nity for high commissions. Sell Na 
e necessity wanted by every stenog- 
every business office Multiple sales 
\ Manager, 53 Park Place, New York 7 
Continued f page f Tags 
D Mra. ¢ 
Ent Tag & Saleshook (« 
Tax Records & Forms 
Ace Loose Leaf Bindery (« 
Telephone Accessories 
Store Fixtures & Eq ment Victor Safe & Equipment ¢ 
I Telephone Memo Device 
Strong Boxes, Fire Protect Kine N Compar 
Thumb Tacks 
~ Graff, G ge B., 
. = n Tack Compar 
S & Va Mfg. Compar 
Tables Time Clocks & Recorders 
I B Machines ¢ 
“ 4. 1D.. Mfg. ¢ 
Trimming Boards 
Ideal S ol Supply ¢ 
Typewriter Cleaning Material 
BK F h pion & Haut ] 
Ca ‘ 
M Company 
Norta D ting Company 
S Regal 7 writer ¢ 
Rivet-O Mfg. Co 
& | Webster, F. 8... ( 
Tabulating & Statistic Machines Typewriter Cushion Bases & Knobs 
Peerless & Equipment ¢ 
Rowles, E. W. A., Company 
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Add six words if box address is used 


SALESMEN WANTED: An old established office furniture 
store in Los Angeles has openings for two office furniture 
salesmen for inside and outside sales work. Must have car 
and experience in similar lines. The positions offer un- 
limited opportunity to the right man. Write Box R-57, care 
Office Appliances, Chicago 6, and give full particulars in 
first letter. 

SALESMAN WANTED in Honolulu, Hawaii. Experienced in 
sales Calculators, Add. Mchs. & Voice Writing Mchs. Must 
be draft exempt. Excel. earnings possible for qualified man 
Alexander Bros., Ltd., P. O..Box 2814, Honolulu, Hawali 
OUTSIDE SALESMAN OR COMBINATION SALES SERVICE- 
MAN—Free to travel Arizona. New & Used Business Ma- 
chines. Good opportunity for right man. Box R-58, care 
Office Appliances, Chicago 6 


MECHANICS AND REPAIRMEN WANTED 


WANTED Experienced Typewriter and Adding Machine Me- 
chanic, Permanent Job, good salary and commission Ad- 
dress inquiries to Sheridan Typewriter & Supply Co. 241 
N. Main St., Sheridan, Wyoming. 

WANTED EXPERIENCED UNDERWOOD AND SUND- 
STRAND Mechanic Must be reliable Give complete in- 
formation and references Underwood Sales Agent. Lo- 
cated in California, adjacent to Los Angeles. Box R-59, 
care Office Appliances, Chicago 6. 

OPPORTUNITY FOR TYPEWRITER, Adding Machine Me- 
chank Man needed at once. Guaranteed salary. May buy 
repair shop if right man. PETERSEN'S Office Supply, Mus- 
catine, lowa. 

EXPERIENCED SUNDSTRAND ADDING MACHINE ME- 
CHANIC by Underwood Dealer in city having finest climate 
in California Give complete information and references 
Can also use good typewriter salesman. ROBERTS TYPE- 
WRITER CO., 156 West San Fernando St., San Jose 10, Calif 


WANTED TYPEWRITER MECHANICS—Adding Machine 
Mechanics—Calculating Mechanics—Ediphone or Dictaphone 
Mechanics—Time Clock and Time Stamp Mechanics, inside 
or outside work. Young Office Machines Co., 170 N. LaSalle 
St., Chicago 1, Illinois 


TYPEWRITER AND ADDING MACHINE MECHANIC. Ex- 
perienced all makes. Pleasant and profitable working con- 
ditions for steady, industrious man. Send full details. A. H 
Foxcroft, Guaranteed Typewriter Co., 439 So. Spring St., 
Los Angeles 13, Calif. 


TYPEWRITER AND ADDING MACHINE MECHANIC—By 
Smith-Corona_ Typewriter and National Adding Machine 
dealer. Good pay. Permanent position. Please send qualifi- 
cations, references, and snapshot first letter. Typewriter 
Service Company, 120 North 3rd Street, Albuquerque, New 
Mexico 



































ADDRESS WANTED 





WANTED address of James McPhail, typewriter mechanic 
age 45, red hair, has a number of teeth missing. Any one 
knowing his whereabouts, wire collect Las Vegas Stationers, 
Las Vegas, New Mexico 


WANTS AND FOR SALE, Continued on Page 8 





Upholstery Materials 
Kalistror 
Thomas Furniture Co 


Typewriter Cushion Keys 
Peerless Imperial Co., In 
Speed Key Corp 

Typewriter Tables 

See Stands for Office Machines 


Visible Systems Equipment 
Art Metal Construction Co 
Typewriters Boorum & Pease Co 
Paillard Products, Inc Globe-Wernicke Co., The 
Typewriters, Mfrs. of Postindex Visible Files 
Allen, R. Business Machines Remington Rand, Inc 
Shaw -Walker Co 


Stationers Loose Leaf (« 


Int'] Business Machines Corp 
Remington Rand, In 
Royal Typewriter Co Victor Safe & Equipment (+ 
Smith, L. C., & Corona Typs Wilson Jones Co 
Underwood Corp Yawman & Erbe Mfg. ¢ 
Typewriters, Rebuilt & Used 

Regal Typewriter Co 

Reliable Typ. & Adding Machine Corn 


Waste Baskets 
Art Steel Sales Corp 
Bainbridge, Kimpton & Haupt, In 


Upholstered Furniture Cole Steel Equipment Co 


tarcalo Mfg. Co 


Bright Chair Co 


Corry -Jamestown Mig. Corp 
General Fireproofing Co 
Grand Rapids Leather Furn. Co Globe-Wernicke Co.. The 
Imperial Leather Furniture Ce Mayfair Company, The 
National Vulcanized Fibre Co 
Shaw -Walker Co 


Kalistron 

Royal Metal Mfg. Co 
Scerbo, Frank, & Sons, Inc 
Stanley Mfg. Co 


Wells Chair Corporation 


Wholesale Stationery 


tainbridge, Kimpton & Haupt, In 


Thomas Furniture Co 
Wells Chair Corporation 


7 





WANTS AND FOR SALE, Continued 





Page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








"eet S ok So e Be RL Ce eee ELLIOTT-FISHER, Burroughs, Moon Hepkins Adding and 
SALES REPRESENTATIVES AVAILABLE Calculating Machines, Comptometers, Blectromatic Type 

= — o 7 een vriters and fanfold machines, bought and sold (Chicago 
MANUFACTURERS REPRESENTATIVE Middl. Atlantic Officé Appliance Co., 1930 West 2lst St., Chicago 8 














States. Complete coverage Statione: ind Office Furniture — . — 
Dealers. Due to material shortages on present lines, we can BURROUGHS MOON HOPKINS, Elliott-Fisher Remington 
give time and attention to ar idditiona imlity product Accounting Machines, and everything in the office machinery 
Straight Commission Box D 7 ire Office Appliances ime State model, serial number and we will quotes 


highest 
Chicago 6. ish prizes. International Office Appliances, In« 29-31 East ' 
= = 2d St., New York 10, N. Y. 








YOU NEED AGGRESSIVE REPRESENTATION. I am look 
ing for exclusive lines for Mint t Wisconsin and the Da WANTED TO BUY Sundstrand bookkeeping machines, Mod ' 
kotas. 20 years’ experience in office ichine es and serv els A and C. Give omplete model number, seria ze cal 
ice. Will consider lines as manufacturers agent. P. E. Kel iage and whether front feed or back feed. International 

ler, Keller Office Equipment © 0 Uni rsit Ave St Office Appliane« Ine 29-31 East 22d St.. New York 10. N. ¥ 
Paul 4W, Minnesota ee cenitiidlentanbaean = 
































— . WANTED \ll makes calculators and adding machines. State 
SALESMAN EXPERIENCED e of adding, calculating Feet Senn eaten RUMEIES One etding capacity. interne } 
. ; : onal Office Appliances, Ine 29-31 East 22d St New York é 
and bookkeeping machines, also office management, desires N.Y 
to act as manufacturers’ repr I é elling for one or 1 te - ee 
more established companies. L Atlanta. Interested ’ , 
in southeastern territory. Prepare give thorough dealet WANTED: Burroughs or N.C.R. Bookkeeping i Billing 
coverage. D-138, care Office Ap nee C} ts r Machines, Ca ilators, Comptometers, Adding Mact es, ete 7 
iny style (Qluote complete descriptior and best price 
AMERICAN BUSINESS MACHINES, I 4 Broadw New ‘ 
JOBBER ITEMS WANTED: Sn ffies 1] items and York 12, N. ¥ : 
supplies wanted to distribute alor vith tl Print-O-Mati« SS - a —eee ' 
aera nee and supplies in Minnesota, Dakotas and surround ELLIOTT-FISHER machines, calculating machines, adding ( 
Seneete It tian = aha = = am Min chines ill office euipment, bought and sold W J : 
. 7» 4 Crowley Compan 106-908 N. Water St Milwaukee 2, Wis 
MANUFACTURERS REPRESENTATIVE WANTS LINES WANTED TO BUY Late model Elliott-Fisher bookkeeping 2 
of merit. Twenty years experienc: Conscietr ous presenta ind billing machines Must be over 250,000 seria number f 
tion. Sound value essential! Correspondence nvited Box Accounting Machine Service Co 60 VW Washington St 
D-139, care Office Appliances, Chicago 6 Chicago 6 , 
SALESMAN WITH FOLLOWING want idditional ne for BURROUGHS PRODUCTS our specialt get our higher cash 
aggressive promotion in New Er nd and New York State prices for calculators, bookKeepers, billers, compt eters 
Box D-140, care Office Applian . €o izo f \ lL. Steen 47 So. Dearborn, Chicags Ill 2 














. . . - BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Book ¢ 
SALES REPRESENTATIVES WANTED keeping Machine Comptometers, a makes ilators 2 








— ought and sold Dorrell Office Machines Co (Ir 93 S 2 
OFFICE SUPPLY and SPECIALTY SALESMEN—We want th, Minneapo Minn : 
distributors for the following lividual territories St Cy oe keene — “ meen ——- ; 
Louis, Chicago, Detroit, Cleveland, Pittsburgh, Newark. and WANTED: Rough Adding Machines and Calculators Give 
Atlanta. Carry our highly repeat ite long with your pres make model, serial, capacity, ete Ford Adding Machine . 
ent lines tox R-60, care Office Applianes Chicago 6 Service, 48 Warren St., New York 7, N. ¥ 








DISTRIBUTORS WANTED ELLIOTT FISHER AND SUNDSTRAND machine Comp 


srw ee ometers, Burroughs, Friden, Marchant, Monroe ¢ l lators 
SEVERAL STATES are open it : jus parts f the United Electromatic typewriters itine manhinan and & aie 
States for a franchise on a nevy Ribbor nking Check machines bought, sold, rented. rebuilt reeter-Warsh Co 


TS 85 < 


Writer :: List price $60.00. Ver) ! d t. Box R-61 


: 849 N. 3d St Milwaukee 3, Wis 
care Office Appliances, Chicago 6 


= — BURROUGHS BOOKKEEPING MACHINES All Models 
RETAIL BUSINESS FOR SALE Boukeht and Sold (Giive serial number ind model ir request 
oe for quotation. Business Equipment C« 160 W. Larned, De 






















OFFICE EQUIPMENT, STATIONERY and school supply 


store doing wholesale as well as retail ong established ir . vavengends . : . , : 
thriving Midwest college town Wonderful trade -area sur BURROIL GHS ACCO! NTING MA‘ HINES Bought d Sold 
rounding. teal opportunity for g#o getter Present owne! ae rborn Equipment Company ime ’ West Lak« —— 
retiring Write today Box R-f ire Office Appliances Cl igo 8 





Chicago 6. ——————— ———— 
WANTED ALL TYPES of Bookkeeping Machines, Karde 
National Cash Registers, 2000 and 3000 « ss. PAN-AMERI 


:u CAR 1225 So. O e St Los Angeles ( iforr 





ESTABLISHED 16 YEARS Typewriter, adding mact 














niture and supply store About ) miles Chicaeg Pe fe teen fae to PRES aie rele ae 
New and used equipment About 50 pewriters for rental . . _ : : , ‘ > 

Good stock of new adding machine Complete repair shop WANTED BURROL GHS or N. ¢ R B On KCSpING icnines 
good lease and plenty of chance for increase ji volume of | makes of ileulators, comptomete! dding n ichines 
business. Box R-63, care Office App neces. Chicago ¢ Advise se rial number mode l, feature et OFFICE MA 

(CHINES IN¢ 619 Pine Street, St. Lou Missouri 
OFFICE SUPPLY COMPANY with Franchise on leading MONEY CHANGERS -COIN COUNTERS WANTED An) 
typewriter and adding machine line i Hobb ind Crafts make. any conditio! We repair and s¢ rebuilt machines 
Department, established 3 year n Southwest ty of 26,000 rhe Mathieu Company 21 W. Fullerto A we Oo oo 47 
, will sell complete at inventor ost V nventory i oe 7 

about $17,000.00. Details upon 1 Box R-64 ire Of a = a faa ne a 
woe Appiaaces, Chicago 6, II! OUTDOOR NEON SIGN FOR SALE: 22 feet high, porcelai 
7 — tering Office Furniture Make offer Baker 122 So 
FOR SALE:: THRIVING STATIONERY ind Office Equip Pr syivania St Indianapolis. Phone Market 8&4 

ment Store, Middle Atlantic Stats Populatic« rae Ser\ siatiiabiad “ ; oamiaminemas — 
ing an area of 100,000. Approximaté $15,006 sh required SED SAFES for DEALERS, all makes, refinished like 
Box R-65, care Office Appliances, ¢ Lzo f Ww write f e list or tell us your needs 


> 








SAFE COMPANY, 245 Canal Street, New York—Car 6-2255 








FOUNTAIN PEN REPAIRING 





ADDRESSOGRAPHS WANTED—CLASS 10, H-8 00 and 
) Also, 3400 and 3700 for C or EE plates. Business Equip 
nent Co 160 W Larned, Detroit 2¢ Mi 


WELTY'S REPAIR ALL MAKES FOUNTAIN PENS Desk 
Pens, Pencils, ete Repaired at tar rd price time now f : 
averages 5 to 21 days and impr We especially fe ‘ iareis . . . . : ; 

ture “CONKLIN,” SWAN, WATERMAN, WAHL, PARKER VISIBLE EQUIPMENT bought, sold and exchanged. We 
WELTY, SHEAFFER. MOORE, et t'can repair all othe ecialize in rebuilt Kardex, Acme and International Visible 
































makes. We feature Gold Pen Point nd Repairing Mail Factograph cabinets, as well as other makes. Write and tell 
all makes to ONE place for better ervice ASK AROUT +s What Visible Equipment you need or } e for s Spe 
NEW WELTY PENS, $1.50 to $10.00 LIST. Welty Pen and prices to dealers. Heineman Offi pment C Dept 
Repair Co. (Est. 1904). 38 So. State St., Ch OA, 4 N. Sth St., St. Louis 1, Mo 
Gown KARDEX ACME, all makes used ible filing « pment 
LISTS l sands of reconditioned cabinets, p els, books ilways 
WILL SELL CHEAP list of over al nd industrial as Gt tr mele Gee G Hekee en 
names typed on 3x5 cards in 48 tes. $50.06 b. Chicago ; ure y 'N, » % ee ; a Y _ ; 
C. Mathieu, 3321 W. Fullerton A Cc} zo 4 nah whe FP 2 si 
J a ae VISIBLE FILING EQUIPMENT 
ADDING MACHINE PARTS, TYPE, ETC. OLDEST ESTABLISHED dealer specializing in reb Kar 
- - EE ating — lex Acme -ostindex, et We offer full « -operati« » th 
LARGE STOCKS of new and used Addine and Calculating dealer on sales and purchase Write us in full confidence 
Machine Parts available. Quotations furnished n specific hat our twenty years of experience gives us the know how 
parts upon request. I. A. Deh TY 64 Mist A Oakland require Commercial Card System ; Grar Sr et 





Calif, N York 138, N. ¥ . L 
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atents 


Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted January 30, 195! 














2,539,542. Feed Interrupting Mechanism for Stapling Machines. Olof Einar 
2,539,622. Typewriting Machine with a Second Ribbon and Means for Guid- 
ng the Same Z h, Switzerland, assignor to Ruf-Buchhe 
2 539,755 Machine f Making Stencils s Rogers and Joseph Ett 
. Roas just New York N 
stration 
2,539,839. Moistening Control Device for Duplicating Machines. Hubert 
h istration. 
2,539,923. Posting sy for Bookkeeping Machines. Rayr i A. Phaneuf 
2,539,969. Dug ating Machine fayette Alameda Ca 
istration 
2,540,027. Typewriter Punch. & aid ige, fF jhkeepsie, N. Y., assig 
t M New York N. Y. Olustration. 
Granted February 6, 195! 
2,540,189. Accounting Machine hn T. David Pa H. Williar snd 
' ' to The National Ca 
R Illustration 
2? 540.2% Office Machine f N hwe 1M ‘ Park? snd Rober? £ 
' . P + MM tiplier Core San 
2,540,297 Collapsible Office Machine Frame Nadine T. Freemar snd 
5 é al if sSiQ Clary Multiplier Corr 
2,540,528. Pen Lead Pointing or Sharpening Device. Take ta Chicag 
Granted February |3, 1951 
2,541,075. Typewriter Desk yrence W. Koct t M Ilustration 
2,541,185. Card Filing Apparatus Ww : —. A ’ Hamiltor , 
2,541,191. Ribbon Vibrating Mechanism for Typewriting and Like Machines 
anor ¢ { . i¢ c New Y i 
2,541,270 Telephone Supporting Stand Meyer Mit k New York WN 
stration 
2,541,401. Mechanica! Eraser. 8 e Burr Ang Ca 








2,543,249 2.543.435 











2,541,418. Adjustable Typewriter Base. Robert E. Herrick, Chicago, III. 
2,541,463. Plastic Adding Machine. Philip Cummins, Morristown, N. J. 
2,541,513. Copyhoider for Typist Stands. Mary Hassett, Pipestone, Minn 
2,541,585. Filing Cabinet Handle. Charles E. Jones, Chicago, IIl., assignor 
to Rockwell-Bernes Cx Chicago, Il. Ulustration 

2,541,669. Locking Clip for Pens. Anthony G. Rosa, Lyndhurst, N. J 
2,541,685. Fountain Pen. Robert Boder. Zurich-Oerlikon, Switzerland. 
2,541,705. Line Producing Device for Typewriters. Manue! G. Lemos, New 





re N 
2,541,753. Page Card File Processing Apparatus. Henry H. Feldstein, Cleve- 
and, Oh and Marc J. Feldstein, Arlington, Va 
2,541,791. Index Tab. Bernard T. Taylor, Scarboro, Ontario, Canada 
} 2,541,855 Clip Assembly Har A Bauer Prairie View | assignor tec 
Autor nt Cx Ch aao. ! 
2,541,881. Telephone Address Index. Georce Menning and Ernest H. Seibert 
hicago, Iil., assignors to Autopoint Co., Chicago, | 
2,541,903. Automatically Selective Indexed Memorandum Device. Fortunate 
S. Ajero, Chicago, | assignor to Mary Lee Hyre, Antioch, | 


Granted February 20, 1951 

2,542,059. Stenciling Device. Shy Rosen, New York, N. Y. Illustration 

2,540,027 2,542,165. Loose-Leaf Binder Combination. Bernard T. Taylor, Scarborougt 
ntar Canade 

2,542,267. Fountain Pen. Edward Terrel!, London, England 

2,542,277. Pressure Roller Adjusting Means for Duplicating Machines. Frank 








™ =F Se yey Z ve ngham, England 
» Saree > <——ae 2, 290. opyholder. Michael J. Rochford, Chicag | 
- 2,542,403. Adding Machine. |van Engstrom, Chicag Dorothy Engstrom 
\ administratrix of said Ivan Engstrom, deceased 
2,542,443. Bed and Platen Hectographic Addressing Machine. Joseph A 
~<a Weber. Prospect Heights. II! vi 
esensee 2,542,496. Carbon Holder for Writing Machines. Lester K. Fieischmanr 
—— chicago, |! assignor to Standard Manifold C Ir Illustration 
2,542,585. Index Card. Oskar Magnus Bredesen Sillerud, Kristiansand S$ 
Norway assiagnor ¢ Ostenfieldske Handelskompar Aktieselskap. Oslo Nor 


2,542,647. Desk Calendar. John Flanagan, Maylands, South Australia, Aus 


y Inventions, Ltd Adelaide, South 











ee ee P ssignor ft wentieth Centur 
>i ' ’ Australia 
~ - ae 
Ne: } 2,542,718. Holder for Notebooks. Harm D. Sne« Port Arthur, Tex. Illustration. 
"oe 7 Granted February 27, 1951 
' ag™ + 2,543,124. Shiftable Type Organization for Typewriting Machines. Charles W 
| : Nort West Orange, N. J., and John H. Ritz, Huntington, N. Y., assignors 
‘ 3 Raiph C. Coxhead Corp., New York, N. Y. Itlustration. 
eal 2,543,144. Paper Fastener. Thomas F. Wold, Portland, Ore. Iustration. 
. . 2,543,249. Pencil Lead Sharpener. Hugh M. McClure, Chicago, III. IMlustration. 
2,541,075 2.541.270 2,543,435. Record Forming, Translating and Printing Apparatus and Auto- 
matic Control Mechanisms Therefor. Arthur H. Buckley, Chicago, |! 
—— ssig to George Gorton Machine Cx Racine, W Illustration. 
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Contents Unique 
Continued 


EFORE MAKING additions to 

the subject of the February 
“Trail” section—the text pages of 
OrFIcE APPLIANCES which in both 
number and content have made the 
journal unequalled—we mention 
another fact that contributes to its 
uniqueness, the number of its staff, 
29 persons for production of the 
journal of, monthly issue and the 
annual issue of the O. A. Buyers 
Index of Office Utilities. All names 
are listed on the journal’s masthead 
except the highly valued secretarial, 
stenographic and departmental as- 
sistants. This total is exclusive of 
special writers and correspondents 
who contribute to the value and in- 
terest of the publication. 

If there be a trade journal staff 
with half the number in any similar 
commercial field we venture to 
State that it is engaged in produc- 
ing more than one monthly journal 
and one annual directory 


Pages, Number and Contents 


We open return to the subject of 
the number and contents of the 
journal’s pages with reference to 
the several which precede the title 
page. 

For a number of years OFFICE 
APPLIANCES went to its subscribers 
with up to 32 pages of advertising 
in this forward position. But ever 
stirring in mind was the fact that 
a publication’s value as an adver- 
tising medium is in precise ratio 
to its reader interest. The thought 
led to the decision that the forward 
pages should, for subscribers’ con- 
venience, carry only the journal’s 
masthead, lists of certain text con- 
tents (general and departmental), 
“Wants & For Sale,” “Patents,” in 
dex of “Advertisements” and “Clas- 
sifications” of the utilities. 

No notice of the plan was given 
in advance of the change to the 
manufacturers concerned. However, 
a day or two before copies would 
reach them, each received a letter 
giving the reasons and expressing 
our hope for their approval. And 
it was freely given. No protest, no 
criticism came of the action which 
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was taken without first inviting 
opinion. The shift received favor- 
able comment from other adver- 
tisers and a number of subscribers 

Although the change was made 
for the convenience of subscribers, 
it was, in fact, an advantage to all 
advertisers. By increase of reader 
interest for one thing and by its 
providing two forward listings for 
each advertisement 

Recent addition was made to the 
forward pages for comment upon 
“The State of the Industry” and 
reference to certain special articles 
in the number. Also, for the “Trail” 
in which it was thought some older 
and some younger members of the 
industry personnel might find some- 
thing of interest 

The number of text pages in 
OFFICE APPLIANCES, in proportion to 
the many advertising pages, is con- 
siderably greater than the custom- 
ary percentage. But to “postumize”’ 
the situation, “There’s a Reason”’ 
which is to record for present in- 
terest and preserve for future refer- 
ence many events occurring in the 
activities of the great industry it 
was created to serve 

Further reference to certain sub- 
jects in this group concerned with 
the “commerce” of the industry 
defined by Webster (institutional) 
as the “buying and selling of com- 
modities,” will be made in a future 
section of the “Trail.” 


Some Other Pages 


It is the opinion of many that the 
contents of trade journals should 
be confined to subjects relating to 


the business of the particular trades 
served by the publication 

This custom has been followed in 
OFFICE APPLIANCES from its entry 
in the field but with a difference 
that has made OFFICE APPLIANCES 
unique: the difference being the 
inclusion of many subjects of im- 
portance to all business but which 
are seldom considered from that 
point of view 

Many pamphlets containing sub- 
scribers’ opinions of the contents 
of the journal have been published 
through the years. As indicative of 
general opinion of the policy from 
the start we turn far back—35 or 
more years—and present the com- 
ment of four readers. 

“This new creation of yours which 
has just reached my desk enlarges 
my vision of trade paper possibili- 
ties. It seems to me that you have 
solved a big problem—in making a 
clean, helpful and, in the same 
operation, a successful trade publi- 
cation. And you have made a beau- 
tiful thing as well.” 

The above from a man promi- 
nently identified with one of the 
largest manufacturing concerns in 
the industry. 

“My congratulations on the Octo- 
ber OFFICE APPLIANCES. It’s great 
‘from kiver to kiver.’ 

“Every number I see makes me 
think of the papers in our line, it 
is so different. I only wish we had 
one half so good 

“How anyone in your line can 
resist the great flood of informa- 
tion, to up-to-the-minute ‘dope’ on 
current events, I can’t understand 
The October number alone is worth 
the price of a year’s subscription.” 

From the general sales manager 
of one of the largest corporations 
and quite the largest in its own line 
of business. 

‘You are certainly getting out a 
journal which possesses not only 
force and commercial ‘ginger,’ but 
also dignity and literary grace. I 
am pleased to be affiliated with an 
industry that can boast of so good 
a trade paper.” 

Above from the president of one 
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of the most important manufactur- 
ing companies in this industry. 
‘When opening my post a few 
minutes ago I took a glance at the 
July copy of your magazine, OFFICE 
APPLIANCES. Page 43 caught my eye. 
It did me more good than my break- 
fast. We need more talks like that 
but don’t expect to find them in 
business magazines. It’s very hard 
to live anywhere near James Allen 
these times of war. Two sons in 
the trenches, reduced turnover, un- 
certainty everywhere. However, 
right will get on top in the long 
run.”’ 
The above from the president of 
a large concern in Belfast, Ireland 
The quotation referred to was the 
chapter on serenity in James Allen’s 
little book, ‘As a Man Thinketh.” 
The copy from which the quotation 
was made being a gift from the 
president of one of the great ma- 
chine companies in the industry. 
From the long line of approving 
comments upon the journal through 
the succeeding years we take a re- 


cent one—dated February 22, 1951 
from a long-time reader in France: 
“T have no wide experience in 
American publications but it really 
seems to me that the perfection of 


yours can hardly be matched either 
as regards its general presentation 
or the beauty of its advertisements 
and printing job 

“Office appliance and equipment 
businessmen in the States are really 
lucky to possess such a wonderful 


agent to intensify and valorize their 
trade.” 
Pages “Unusual” 

Material in OFrFricE APPLIANCES 
“not appropriate for a trade jour- 
nal” discovered a very considerable 
reader interest and opened much 
interesting correspondence. 

The purpose of an almanac is to 
present a full year calendar, infor- 
mation about the weather, the 
heavenly bodies and the tides. But 
Benjamin Franklin’s almanac is not 
only remembered but is much 
quoted and frequently reprinted 
because of contents “not appro- 
priate” to almanacs. (See Aside.) 

To list only full-page “unusual” 
articles would require turning the 
pages of the bound volumes of 47 
years. Such contents were not only 
in full pages but also in paragraphic 
quotations of wisdom and philoso- 
phy mixed with paragraphs having 
direct relation to business grouped 
under appropriate heads. 

Something on one such page im- 
pressed a subscriber in France, an 
Englishman but a resident of Paris. 
He wrote to express his reaction and 
intimated that we would probably 
advance so far as to publish Frank- 
lin’s declarations. It appeared as 
frontispiece in the next issue. One 
result, a copy of Arnold’s “Light of 
Asia,” from which many quotations 
were presented. 

“A Flower from Life’s Garden” 
was a two page article copied from 
The Daltonian, typewritten house 


organ of the Dalton Adding Ma- 
chine Company, then in Poplar 
Bluff, Mo. The article was copied 
from The New York Times. The 
story of a dinner in celebration of 
the 75th birthday of William Win- 
ter, the famous writer and dramatic 
critic, given at the Lotus Club in 
New York. Many eminent persons 
in drama and literature were pres- 
ent—many fine compliments to the 
character and work of Mr. Winter. 
The event was made impressive by 
Mr. Winters’ response to the several 
speakers, inspiring by his evaluation 
of life’s values. Something the Dal- 
ton Company felt would be good for 
their entire personnel to read. If 
good for their business, good also 
for the business of the industry. 

The appeal of the title resulted in 
“Another Flower from Life’s Gar- 
den.” A letter from a school teacher 
to a youth condemned to death. 
A letter not designed to encourage 
hope for modification of the sen- 
tence but to turn his mind to 
thoughts that might enable him to 
meet his fate without despair. 

A brief quotation from Samuel C. 
Warren’s “Ten Thousand a Year” 
brought an interesting letter from 
the sales manager (a lawyer) of 
an important machine company. 
Several young men “read law” in 
his father’s office. One special re- 
quirement was that every student 
read “Ten Thousand a Year.” Which 
story certainly illustrates the point 

how not to do it. 





Aside 


Among the many activities which 
made Benjamin Franklin the 
world’s outstanding citizen, the lit- 
le stationery and printing shop 
two little acorns which became 
mighty oaks), made him a member 
of the stationery trade, through 
the evolutions of which he becomes 


in retrospect, qualified for member- 
ship in NSOEA. OFFICE APPLIANCES 
presents his name for honorary 


membership. In the January, 1931 
issue of The Honolulu Item, house 
organ of the Mercantile Printing 


Company, Ltd., of Honolulu, Ha- 
waii, editor Ed Towse listed most 
ff Mr. Franklin’s contributions to 
vorld progress. Appropriate ma- 
terial for a trade journal in the 


office equipment field 

The late Glen Buck, advertising 
specialist extraordinary, business 
philosopher, and occasional con- 
tributor to OFFICE APPLIANCES, once 


said, “Every businessman should 
read Pencil Maker Thoreau’s ‘Wal- 
den’ because it has nothing to do 
with business.’ But like many other 
books having “nothing to do with 
business” it contains much to store 
in a reader’s mental filing cabinet. 
Some day it will apply to his busi- 
ness. 

One unique feature was a page 
captioned, “Mintings’”—a page 
“Dedicated to Progress.” The fea- 
ture appeared for several years and 
although presenting nothing direct- 
ly relating to business, drew more 
favorable comment than any other 
feature. Illness of the staff mem- 
ber who selected the material, an 
inspiring but exacting task, brought 
it to end. Six quotations from 
“Mintings” in the 25th Anniversary 
number (June, 1929) indicate the 
nature of the material. 

“For as he thinketh in his heart, 
so is he.”—Proverbs 23-7. 

“No good thing shall be withheld 
from him who lives in harmony 
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with the higher laws and forces.”’— 
Ralph Trine. 

“Hast thou reason? I have. Why, 
then, dost not thou use it? For if 
this does its own work, what else 
dost thou wish?”—M. Aurelius. 

“In the Book of Poetry are three 
hundred pieces; but the design of 
them all can be embraced in 
one sentence, ‘Have no depraved 
thoughts.’ ”’—Confucius. 

“Sublime is the dominion of the 
mind over the body, that for a time, 
can make flesh and nerve im- 
pregnable, and string the sinews 
like steel, so that the weak become 
so mighty.”—Mrs. Stowe. 

“A day is more magnificent cloth 
than any muslin, the mechanism 
that makes it is infinitely cun- 
ninger, and you shall not conceal 
the sleezy, fraudulent, rotten hours 
you have slipped into the piece; 
nor fear that any honest thread, or 
straighter steel, or more inflexible 
shaft, will not testify in the web.” 

Emerson. 
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The State of the Industry | 


Brief interpretations of significant facts and trends 


Regulation No. 7 e CEILING PRICE regulation No. 7 issued February 27 by the Office 

Not for Stationers of Price Stabilization permits some retailers to price certain 
items according to specific mark-up margins rather than at the 
price they sold these goods between December 19 and January 25. 
But Order No. 7 does not cover stationery, this industry is ad- 
vised. Instead, it applies to clothing, household furniture, 
rugs, dry goods, lamps and household textiles. OPS has stated 
that subsequent regulations will cover stationery items. Until 
that time comes, the stationer and office equipment dealer is 
governed by the December 19-January 25 base period on prices. 


Here Are DO Orders e On FEBRUARY 27 the National Production Authority issued Regu- 

That Do Apply lation No. 4 which authorizes business firms, hospitals, muni- 
cipalities and some otherss to use DO rated orders for the pur- 
chase of maintainence, repair and operating supplies (MRO) as 
well as minor capital additions. NPA has advised informally that 
the DO ratings authorized by this regulation may be used for the 
purchase of all office equipment and supply items. Such DO rat- 
ings on orders authorized by Regulation No. 4 must bear the sym- 
bol DO-97 together with the words "Certified under NPA Regulation 
No. 4" and must be signed by the person authorized to make the 
purchase. 


Another Way to e AND HERE'S another DO note of interest to the industry. The 
Get DO Business NPA ‘has modified'‘its regulations to permit the issuance of DO 
orders for the procurement of commercial office equipment and 
supplies and certain miscellaneous items by the Defense Depart- 
ment, Atomic Energy Commission, National Advisory Committee for 
Aeronautics, the Coast Guard and Civil Aeronautics Administra- 
tion. These DO orders are valid only if specifically authorized 
by these five agencies. NPA explained that some of the agencies 
had been having difficulty in obtaining paper stock for contin- 
uous forms for mechanical office equipment, field manuals and 
tactical maps. This action will permit the orderly procurement 
of these necessary supplies and other miscellaneous items, NPA 


said. 
Outside ‘Policing’ e THE INDUSTRY should be aware of this: Attorney General J. How- 
Already Established ard McGrath has announced that he is establishing a special unit 


in the Department.of Justice which will supervise all litigation 
arising under the Defense Production Act of 1950. He stated that 
all violations of the price and wage control orders will be 
vigorously and promptly prosecuted. This industry will want its 
policing to be done from within and not from without. 


Industry Hopeful e HOW MUCH of a cutback in production for civilian needs will be 
on Defense Work required is still unknown, but this industry is hopeful on de- 
fense work. The equipment makers rightfully argue that their 
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if You Buy Heavily 
Can You Pay? 


Membership in 
NOMDA Means More 


own expansion since World War II will enable them to turn out 
large quantities of military devices if necessary and still leave 
plenty of capacity for the regular lines. They are hopeful, too, 
that the defense jobs assigned will more nearly approximate their 
normal products than was true during the last war. 


e THE DEALER making heavy purchases of goods now in anticipation 
of shortages should make sure that he is adequately capitalized 
and consequently able to pay for the goods even if he cannot sell 
them before payment therefor becomes due. Suppliers receiving 
larger-than-usual orders will be prompted to make inquiry as to 
the dealer's capacity to pay his bills, the Stationers and Pub- 
lishers Board of Trade, Inc., advises. 


e MEMBERSHIP in NOMDA means more during this emergency defense 
economy era than ever before. The organization points out that 
through its Spokesman publication it provides timely informa- 
tion on “rights and welfare in this controlled period." Such in- 
formation is in addition to assistance in correcting infrac- 
tions of Fair Trade Practices Act and protection against viola- 
tions of Fair Trade laws. A committee of practical and experi- 
enced men represent the office machine dealer at conferences 
dealing with price controls, Government officials, departments 
and agencies. 





Good Reading This Month 


e THIS INDUSTRY has recently completed two partment conducted by Irving Settel, tells 
of its outstanding conventions, those of how to achieve variety with direct mail. 
the Wholesaler Stationers Association and He discusses the use of letters, first 
the National Office Furniture Association. class mail cards and other mediums. Page 
Office Appliances in this issue presents 3l. 

complete coverage of NOFA (page 15) and 


e ALBERT W. GILL, stationer of Trenton, 


WSA (page 40). Accounts of the convention 

programs are highlighted with hundreds of N. J., on page 55 tells how to "corner" cus- 
personaity pictures and descriptions of tomers into buying an assortment of sta- 
ne aahibits It's good reading for the tionery items. The display angle is impor- 
mceintte —— tant, he points out. 

e DO SALES Training Schools Pay Off? D. C. e HERE'S HOW to furnish a job with furni- 


Hegarty, former advertising manager for 
National Blank Book Company, answers this 
juestion in the affirmative on page 28. 
He offers tested points that help make a 
school of this type click in increased 


Selling. 


e RENTAL SERVICE of office machines is al- 
ways an important adjunct to a dealer's 


} 


war economy period. 


business. It may become increasingly val- 
uable when the machines become scarcer ina 
On page 29 are given 
reasons why such rentals should be more 
than just an "accommodation" to the user. 


ture from basement to roof. On page 36 is 
related how the Business Furniture Com- 
pany of Philadelphia, Pa., handled a com- 
plete installation for an insurance com- 
pany. On page 38 is described how the 
Advocate Store of Newark, N. J., equipped 
a local library with every furniture need. 


e BUSINESS BUILDERS continues to be one of 
Office Appliances’ most popular features. 
Read nine reasons why stores lose business, 
equip yourself with timely ideas... equip 
yourself with a new slogan for your desk 
such as "Genius is the inability to keep 
from working." It's never dull, a "must" 


e THE AD-VISER this month, informative de- feature. Page 39. 
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HARRY HOFHERR, re-elected president of nofa 


Unanimous choice to succeed himself as president 
of the National Office Furniture Association, Harry 
Hofherr is modest and unassuming, yet equipped with 
a drive that gets things done. No member of NOFA 
worked harder for the association in the past year, 
none is more unselfishly loyal to the ideals and objec- 
tives of the organization. His capacity and his record 
of service earned him the right to another year of 
opportunity to contribute to the building of NOFA to 
increasing levels of effectiveness in the office furniture 
industry. 


Harry Hofherr has been an active office furniture man 
since 1934, when he joined the staff of the Kendrick 
Office Furniture Company, Chicago, as a salesman. Six 
years later he was made secretary-treasurer of the 
firm and subsequently has devoted most of his time 
and energy to general management and administra- 
tive functions. Almost from the beginning of his con- 
nection with the office furniture industry he has been 
active in association affairs. When he was elected to 
the presidency of NOFA in 1950 he was serving as 
president of the Office Furniture Association of Chicago. 
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FIFTH ANNUAL 


IGGER AND BETTER than any of its predecessors 
B was the fifth annual convention of the National 
Office Furniture Association, which opened its doors to 
an interested throng of dealers at the Stevens Hotel, 
Chicago, on Sunday, March 4. Total registration for 
the three-day meeting exceeded 1200, setting a new 
record for the five-year-old association. 

Ample time—a total of 23% hours—was set aside for 
viewing the exhibits, 91 in number, and always the cen- 
tral point of interest for NOFA registrants. The only 


other activity on Sunday, aside from a busy session at 
the registration desks, was the NOFA officers’ breakfast 
at 9:30 a.m., attended by all officers of the various chap- 


ters and by the association’s board of directors. Host 
at the breakfast was the Chicago Office Furniture Asso- 


ciation. Association business consummated at the ses- 
sion included the appointment of the various commit- 
tees, chapter reports by presidents and secretaries and 


other new business essential to the successful adminis- 
tration of the annual meeting. 


The first formal session 
of the 1951 convention got 
under way on Monday at 9:30 a.m. with President Harry 


Hofherr, Kendrick Furniture Company, in the chair. 
The invocation was delivered by Chaplain Charles 
Horejs, USNR, Great Lakes Naval Training Station, 
formerly pastor of the First Presbyterian Church, Mis- 


souri Valley, Iowa. President Hofherr then turned the 
gavel over to Hy Natovich, Spak & Natovich, Chicago, 


session chairman, who introduced Louis Kohn, close 
personal friend and advisor of Governor Adlai Steven- 
son. Mr. Kohn then proceeded to read the governor’s 
address of welcome to the NOFA assembly, stating that, 


NOFA 


convention reaches high levels at Chicago 


Registration and exhibits establish 
new marks—important constitutional 
changes proposed—Hofherr re-elected 
president—it’s Atlantic City for 1952 


with the legislature in session, the governor was forced 
to send his regrets at being unable to attend. 
Following the governor’s message of welcome, the 
keynote address of the convention, “Business as Usual,” 
was delivered by Eugene Whitmore, editor of “Ameri- 
can Business.” Pointing out the results of a survey of 
successful office furniture salesmen, he stated that the 
consensus of opinion on what should be the key selling 
point on furniture was not beauty, design or even util- 
ity, but rather investment—the best investment many 
companies can possibly make. He then cited several 
cases where this was proved beyond a doubt. In one 
such instance, an actual saving of 20% of 11 workers’ 
time was made, saving five per cent of the total invest- 
ment of $144,000, in addition to a saving on rental 
costs, more space for other purposes, better attendance, 
fewer errors and better service to customers. Of course, 
deliveries are tough at the moment, he agreed. But the 
selling job should be handled on a long-range, com- 
prehensive basis. That’s the key to the selling problem 
today, he concluded, merchandising furniture as an 
investment that will pay for itself many times over. 
Second speaker on the Monday morning program was 





NOFA OFFICERS AND ADVISORY COMMITTEE ELECTED AT FINAL CONVENTION SESSION 
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CAUGHT BY THE WANDERING CAMERAMAN AT THE NOFA CONVENTION 
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H. W. Parrott and W. K. Meyers, both Bassick Co.; Gene Brod, 
Clark Peeper Co., St. Louis, Mo.; C. C. Rochow and F. M. Piggott, 
both F. M. Piggott Co., Bay City, Mich.; E. F. Wheeler, Bassick 
Co.; Laurence Bush, The Sikes Co., Inc. 

P. G. Picknell and Dick Corlett, both Haines & Essick Co., Deca- 


tur, U.; A. B. Gustafson, A & E Supply Co., Duluth, Minn.; Bill 


Boyd, manufacturers’ representative; Carl Stith, Metal Office Fur- 
niture Co.; H. Dorsey Douglas, H. Dorsey Douglas Co., Oklahoma 
City, Okla. 

Kenneth R. Baker, Harold Reinke, H. B. Sperring, Jack Keefe and 
R. H. Sperring, all N. T. Shepherd Chair Co 

Ted Vaughan, Stoddards, Inc., Nashville, Tenn.; Sam Henning, 
Cole Steel Equipment Co.; Mannie Fisch, Fisch Staty. & Ptg., Los 
Angeles, Calif.; Morton Kazan, Vic Scheinmann and Frank Salz, 
all Cole Steel Equipment Co.; Vernon Greer, Stoddards, Inc.; Sam 
Rosendorf, Jr., Southern Stamp & Staty. Co., Richmond, Va. 
Sibley Smith, Wholesale Office Equipment Co., San Francisco, 
Calif.; Henry Trowbridge, Wholesale Office Equipment Co., Se- 
attle, Wash.; Glen F. Elwood, Standard Furniture Co.; V. L. 
Caldwell, John Wanamaker Co., Philadelphia, Pa 

Mr. and Mrs. George Long, manufacturers’ representatives, Cin- 
cinnati, Ohio; Mr. and Mrs. John Howison, Kalsall-Voorheis, Inc., 
Cincinnati, Ohio. 
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Harold Bell, Sturgis Posture Chair Co.; V. A. Patience, AP Co., 
Stationers & Printers, Providence, R. |.; W. P. Cannon and Robert 
Hansen, both General Lamps Mfg. Corp.; F. A. Searles, Jr., F. A. 
Searles Estate, Elmira, N. Y. 


E. J. Schwarz and M. J. Schuman, both American Commercial 
Equipment Co., E. Orange, N. J.; Lester Brown and Arthur Barth, 
both Jasper Chair Co. 


A. F. C. Beckford and T. P. Pooley, both Lackawanna Leather Co. 


M. L. Fellars, Mayfair Co.; Guy Rentsler, Remington Rand, Inc.; 
Bob Carrithers, Mayfair Co.; Milton Stone, Milton Stone Asso- 
ciates, New York; R. D. Willever, Willever Business Systems. 
Battle Creek, Mich. 


Arnold Wolf and Mike Weinstein, both Tiffany Stand Co 


Cc.’ E. Richards, Finger Office Equipment Co., Houston, Tex.; 
Mr. and Mrs. E. R. Rodriguez, La Salle Products Co. 

Samuel Berman, Samuel Berman & Co., Philadelphia, Pa.; Jack 
Geller, Wells Chair Corp. 

M. H. Kraus, Kraus Co.; Harold Atwood, manufacturers’ repre- 
sentative; Chas. Sanborn, Chas. G. Stott & Co., Inc., Washington, 
D. C.; Earl Hanson, manufacturers’ representative; Eugene Whit- 
more, editor “American Business”. 
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FIFTH ANNUAL NOFA BANQUET, STEVENS HOTEL, CHICAGO, MARCH 6, 1951 


H. A. Green, president of Royal Metal Manufacturing 
Company, Chicago, Ill., who gave a most interesting 
discourse on “Office Furniture—Today and Tomorrow.”’ 
Emphasizing that metal furniture was the only type 
about which he was qualified to speak, he pointed out 
that such furniture today is virtually a non-existent 
quantity. He emphasized three basic points: problems 
all manufacturers are facing under government regu- 
lations, the reasons for these national problems, and 
finally, how NOFA can meet these problems in prep- 
aration for a healthy, profitabie tomorrow. We can ex- 
pect controls on materials for at least another three 
years, even if we avoid an all-out war. By 1953, with 
expanded production of all raw materials, he predicted 
a business volume far exceeding anything heretofore 
experienced. Only by maintaining production, he said, 


can we defeat communism. NOFA’s part, he believed, 
should be the co-operative development of a fair ma- 
terials allocation plan. Thus, manufacturers would 
know what to make and dealers would know what was 


theirs to sell. He closed by urging that the association 


send a note of confidence to Charles E. Wilson, thus 


taking the lead among all associations. 

The full texts of Mr. Whitmore’s and Mr. Green’s ad- 
iresses appear elsewhere in this issue. 

Final speaker on the Monday morning session was 


H. A. Bergdahl, sales manager of the Crane Company, 
Chicago, discussing the subject, “A Bonus a Month.” 
Pointing out that price-cutting was beginning to ap- 
a year ago, he observed that it was un- 
fortunate that another era of order-taking seemed to 
be in the making. But good selling, he continued, will 
always be a prime requisite of progress. To prove his 
the improvement of defenses against 


pear less than 


point he outlins 


weather, darkness and space—all created by good sell- 
For frequently, he said, the demand doesn’t exist; 

it must be created. Defining salesmanship as “the 
power to influence people to buy at mutual profit that 
which they may not have thought of buying until their 
attention was called to it,” he gave several tips on suc- 
essful selling 

1. Boost yo ompany and its policies; don’t apolo- 
gize for it 

2. Talk bens rather than construction features 
Customers are interested primarily in how a product 
will benefit them 

3. Devise a rmula for making customers like you. 

4. Show your customer new ways to make money 


to use more of your goods. 


and, inciaenta 


OFFICE APPLIANCES, April, 1951 


5. Take care of complaints personally. 

He closed by stressing the fact that production out- 
put had increased two per cent per man annually since 
1929, and challenged selling to prove that they had kept 
pace with this growth. 

The luncheon on Monday proved to be one of the 
most interesting features of the entire convention. Fol- 
lowing the introduction of NOFA officers and guests at 
the head table by President Harry Hofherr, the meeting 
was turned over to Moe Turman, Metwood Office Equip- 
ment Company, New York, a past president of NOFA, 
who presented the luncheon speaker, Clifton Utley, na- 
tionally-famous NBC radio and television commenta- 
tor. In developing his subject, “From This Point On,” 
Mr. Utley opened with the opinion that the present 
four-power conference would enjoy at least a degree of 
success. The present conflict in Korea he defined as 
somewhat of a stalemate but emphasized that at least 
it would prevent the Red Chinese hordes from invading 
Thailand, Indo-China and Burma, whose resources of 
rubber, oil, tin, hemp and rice would be immeasurably 
useful to Russia but not a tremendous loss to the 
United States. 

Present deterrents to Russian aggression he listed as 





CLIFTON UTLEY VISITS NOFA CONVENTION —Pictured at the 
Monday luncheon is the popular radio and TV commen- 
tator (center) with Moe Turman, Metwood Office Equip- 
ment Co., New York, permanent member of the NOFA 
advisory committee, and Harry Hofherr (right), Kendrick 
Furniture Co., Chicago, re-elected president for 1951-52. 


17 








the atomic bomb, our bases in the Near East and the 
decision (which will inevitably be made) to send as 
many troops as needed to Europe. He felt that the 
present Russian interest in the four-power conference 
stemmed from the Soviet’s desire to prevent the inte- 
gration of German armies into those of the Atlantic 
Pact nations. Predicting another conference for June 
or July, he stated that the certainty of such a meeting 
would hinge on whether Russia felt she had slowed 
down our defense program. He doubted that the Soviet 
would attack Yugoslavia, for such an attempt to crush 
Tito’s heresy would unquestionably tie up a number of 
Russ divisions. Any deal we make with Communist 
China. will mean automatic admission for her to the 
United Nations. By splitting the Communist nations 
from Russia (Yugoslavia now, China later), he believes 
that Russia will finally be forced into an outright set- 
tlement of the world’s armament problem. In the 
meantime, he said, we must continue to build up our 
military strength, deter Soviet aggression and hope for 
a full and comprehensive solution 


Despite vigorous promotion : 

of the idea of starting 
on time, President Harry Hofherr was unable to call the 
Tuesday session to order until nearly 10 o'clock, almost 
45 minutes later than scheduled. Jack Styron, Mary- 
land Office Supply Company, Baltimore, Md., took over 
immediately as session chairman and presented Earl 
Hanson, convention committee general chairman. Mr. 
Hanson in turn introduced Wally Gates, Chicago dis- 
trict manager of Capital Airlines, who made some pre- 
liminary remarks about his organization’s special pre- 
sentation, “Selling by Telephone.” 

Explaining that the demonstration about to be wit- 
nessed was developed by Fred Klein of Capital for use 
at a convention of Capital’s district managers, Mr 
Gates presented Don Pusey, who conducted a revealing 
and informative exhibition of “Selling by Telephone.” 





AT THE CLOSING NOFA SESSION—Above: Gordon Gross, 
McClain Advertising Agency, New York City, shows a por- 
tion of the NOFA advertising program soon to be released. 
Below: Don Pusey, Capital Airlines, prepares to place an- 
other call during his impressive demonstration, ‘Selling by 
Telephone’’. 
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Mr. Pusey put in several long distance calls to Capital 
offices in various cities. The public address system was 
hooked into the telephone lines so that those in the 
convention room could hear both sides of each con- 
versation. Because the contacts were not revealed as 
long distance calls, the Capital agent answering each 
call was not aware of the observation test character 
of the call. When the agent did some selling in addi- 
tion to providing the information requested, he or she 
was told about the testing and was promised a remit- 
tance of $10.00 for being salesminded. 

Cards bearing the names of a number of office furni- 
ture dealers present were dropped into a bowl and a 
few picked at random for phone checking. As in the 
cases of the Capital agents, the furniture people who 
responded with some sales talk were rewarded with 
$10.00 checks. 

The demonstration was illuminating and, in some 
instances, a bit embarrassing. Everyone was impressed 


ON THE OPPOSITE PAGE— 


1. John Doric, McMullen Office Equipment Co., Spokane, Wash.; 
Mike McMahan, McMahan Bros. Desk Co., Los Angeles, Calif.; 
F. C. (Chuck) Charles, Cramer Posture Chair Co.; Bob Hofherr, 
Kendrick Furniture Co., Chicago; Jack Prissant and Henry Bur- 
meister, Cramer Posture Chair Co.; Lee Bierbrier, Bierbrier Chair 
Co., New York; M. A. Ellman, M. A. Ellman & Co., Detroit, Mich.; 
Jack Lang, Cramer Poster Chair Co. 

2. An informal board of strategy meeting—Earl Hanson, conven- 
tion general chairman; Hy Natovich, Spak & Natovich, Chicago; 
Norman Ginsberg, Joseph Ginsberg, Inc., Chicago, president of 
the Chicago chapter; Bernard Nemlich, Regan Office Furniture 
Co., New York; President Harry Hofherr, Kendrick Furniture Co., 
Chicago; Jack Styron, Maryland Office Supply, Baltimore, Md. 

3. Howard Gatewood, Wood Office Furniture Institute; Gleeson 
Murphy, Murphy Chair Co.; John Reinecke, Wood Office Furni- 
ture Institute. 

4. M. Samet and J. G. Crihfield, both Monarch Furniture, Inc. 

5. C. O. Hamilton, Hamilton Mfg. Co.; Art Olsen, Olsen’s Office 
Supplies, Forest Park, Ill.; Hy Natovich, Spak & Natovich, Chicago. 

6. J. M. Bachrach, president; Elsie Wessel, Lovis Bachrach, W. J. 
Rees, Mai Uchtman and Milton Kane, all Huntington Chair Corp. 

7. F. R. Martin, Toney Ptg. & Staty. Co., El Dorado, Ark.; Anton 
Kuhn, Mrs. Kuhn, Howard Parliament and Rhonda Sherwood, all 
Peerless Steel Equipment Co. 

8. John J. Schulda, Invincible Metal Furniture Co.; W. H. Bretzlaff, 
Detroit Office Equipment Mart; Don C. Hanover, Jr., Invincible 
Metal Furniture Co.; Hugh Greensberg, Detroit Office Equipment 
Mart. 

9. Roy Aubert, Eagle-Ottawa Leather Co. 

10. Gerald Smith, Lockport Office Machines, Lockport, N. Y.; J. 
Werfel, Colonial Office Furniture Co., Newark, N. J.; D. H. Ulmer 
and O. Crisman, both J. K. Rishel Furniture Co. 

11. Kenneth Jones, C. B. Noelting, vice-president, Mrs. J. R. Stallings, 
W. F. Gigliotti and J. R. Stallings, al! Faultless Caster Co. 

12. A. L. Segal, General Office Furniture Co., Los Angeles, Calif; 
H. Orol, Security Steel Equipment Corp.; Mrs. Segal; Bill Cist, 
Security Steel Equipment Corp. 

13. C. E. Cantwell, Vanguard Engineering & Mfg. Co.; George H. 
Barber, Marshall-Smith, Inc., Cleveland, Ohio; Frank Petranek, 
Vanguard Engineering & Mfg. Co. 

14. Merrill Hasty, Hamilton Mfg. Corp. 

15. 1. Hyman, A. R. Friedman and A. S. Youngman, all Annike Sales 
Co. 

16. Seated: C. E. Richards, Finger Office Equipment Co., Houston, 
Tex.; Jim Wallace, Jasper Office Furniture Co.; Harry Hanson, 
Jeffersons Stationers, Springfield, Ill. Standing: Marion Follin, 
manufacturers’ representative; U. L. Henzy, Wagner-Henzy-Fisher 
Co., Cleveland, Ohio; H. Walter Hanson, Jr., Jeffersons Sta- 
tioners; H. C. Nix, C. B. Shubert and R. N. Thomas, all B. L. 
Marble Chair Co. 

17. Seated: Robert M. Leeds, Abe Golden, Carl Wois and K. R. 
Kerr, all Royal Metal Mfg. Co. Standing: Pat McGuire, Royal 
Metal Mfg. Co.; Francis Warden, Stuebe Ptg. Co., Green Bay, 
Wis.; Stan Harris, Sid Cowen and Bob Reetz, all Royal Metal 
Mfg. Co. 

18. Seated: William Penrice and Bob Hofherr, both Kendrick Furni- 
ture Co., Chicago. Standing: Herb Sime, OFFICE APPLIANCES; 
Jim Rhodes and Kirk Bassett, both Hamilton Mfg. Co.; Earl Han- 
son, manufacturers’ representative, convention general chairman. 

19. S. T. Wyrick, Jr., S. T. Wyrick & Co., Greensboro, N. C.; W. F. 
Talman, Talman Office Supplies, Inc., Greensboro, N. C.; William 
Berkey, Berkey Leather Furniture Co. 
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by the evidences of failure to recognize and take ad- 
vantage of opportunities to sell by telephone. 

A national advertising program, which has been un- 
der consideration for about two years by a committee 
headed by Bernard Nemlich, Regan Office Furniture 
Company, New York, N. Y., was next on the agenda. 
Mr. Nemlich made some brief references to the pro- 


motion programs, asserting that all NOFA chapters 
have OKed it and that several manufacturers have 
signified approval by sending in checks totaling $2,000 
The minimum goal is set at $10,000 

Gordon Gross of the McClain Advertising Agency, 
New York, N. Y., who authored this program, was called 
on to present it in outline. Essentially the promotion 
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Sitting in the dark: Bob Hofherr, Kendrick Furniture Co., Chicago; 
Bill Small, Johnson Chair Co.; Elmer Krumweide, Elmer Krum- 
weide & Associates; Dick Corlett, Haines & Essick Co., Decatur, Il., 
Vie Corkran, Johnson Chair Co.; Earl Hanson, manufacturers’ 
representative; Marion Follin, manufacturers’ representative. 
Irving Kramer, Bill Gigliotti and Cliff Thornquist, all National 
Desk Co.; Joe Brenner, Brenner Desk Co., Newark, N. J.; Herman 
Klein, Miller Desk Co., Los Angeles, Calif.; G. M. Keating and 
H. L. Rulison, both National Desk Co.; F. R. Martin, Toney Ptg. 
and Staty. Co., El Dorado, Ark. 
Robert Warner, Harry Ford, Len Rose, Ed Conlon, all Rockwell- 
Barnes Co.; H. G. Borchers, and George A. Baker, Baker Office 
Equipment Co., Elyria, Ohio. 
Samuel Berman, Samuel Berman & Co., Philadelphia, Pa.; Albert 
Russell, Indiana Desk Co.; Ruth Nusbaum, Philadelphia; M. A. 
Schneider, Joe Seiberlich and Gene X. Stoltz, all Indiana Desk Co 
. Earl Denton, All-Steel Equipment, Inc.; H. H. Popham, H. H. 
Popham & Co., Ltd., Ottawa, Canada. 
All from Canada: Bruce R. Lummis, National Typewriter, Inc., 
Montreal; H. H. Popham, H. H. Popham & Co., Ltd., Ottawa; 
Mrs. Lummis, J. G. Benedetti, Art Woodwork, Montreal; Mrs. Rob- 
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) 
12, 
ert Leiper, Toronto; Michael Bernath, Art Woodwork, Montreal; 
Robert Leiper, Grand & Toy, Ltd., Toronto. 
Hal Johnson and Virginia Weisner, both American Latex Prod- 
ucts Corp. 
Frank Wolf, Frank Wolf Co., Philadelphia, Pa.; Herman J. Klein, 
Miller Desk Co., Los Angeles, Calif.; Arnold Wolf (partially hid- 
den) Tiffany Stand Co.; Louis Polonsky, Atlas Stationery Co., Los 
Angeles; Jack Landis, Young Chair Co.; Bill Simpkins, Tiffany 
Stand Co. 
Vice Corkran, Johnson Chair Co.; Don Brown, Rader Office Equip- 
ment Co., Omaha, Nebr.; Henry Deutsch, manufacturers’ repre- 
sentative; J. B. Tompkins, Sturgis Posture Chair Co. 
Jim Wallace, Jasper Office Furniture Co., putting up some con- 
vincing arguments to E. W. Doepke, S. J. Olsen Co., Milwaukee, 
Wis.; In the background are Mrs. Doepke and George Wray, 
manufacturers’ representative. 
Mr. and Mrs. Clarence E. Reynolds, Globe Furniture & Staty. Co., 
Chicago, Ill. 
Jack Minor, Kendrick Furniture Co., Chicago, Ill; Eddie Conklin, 
Conklin Office Equipment Co., Wichita, Kans.; William Penrice, 
Kendrick Furniture Co. 
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involves preparing and placing in general business 
publications stories of office furniture and its uses. Re- 
prints or quotations from those articles will be built 
into advertisements designed for use in local news- 
papers. Reprints can also be used as inserts with let- 
ters of other promotion material mailed to customers 
or prospects. Cost estimates indicate an annual aver- 
age for participants of $125 for dealers and $350 for 
manufacturers 

In the discussion that followed it was learned that 
the contemplated campaign would run for 35 weeks of 
each year, the immer months being those considered 
not sufficiently responsive to advertising appeals to 
warrant purcnase of space. 

Next on the program was James “Scotty” Robertson, 
Globe Office Equipment & Supply Company, Cincinnati, 
Ohio, who gave the “Dealers’ Point of View” in the cur- 
rent situation. In his usual dynamic manner, Mr. Rob- 
ertson outlined his career from the time he was born in 


Scotland until he ended up in Cincinnati as an office 
furniture dealer. His first experience as a railroad fire- 
man was followed by a period in the Army and then a 
long connecti of 30 years with the Burroughs Add- 
ing Machine Company. Since 1946 he has been an office 
urniture dealer. He described the subsequent five 
years as the “happiest” of his business life. 

As a dealer, Mr. Robertson believes that intensive 
coverage of a local market will reveal more business 
potential than any dealer ever thought possible. By 


selling the furniture and its uses rather than peddling 
discounts, a dealer can build a business and an organ- 
ization that will live through trying times like the pres- 
ent and go on to a bright future. 


In giving his report as president, 

Harry Hofherr re- 
ferred to the 1951 convention as the largest in NOFA’s 
history, both attendance and number of exhibits. 
During the past year membership has increased 40%, 


the NOFA group insurance plan has been developed 
and the national advertising program has reached the 
point of launching. Mr. Hofherr reported having met 


with every NOFA chapter except Los Angeles during 
the past year. He concluded his report with expressions 
of appreciation to Executive Secretary John Gray, Con- 
vention Committee Chairman Earl Hanson, Program 
Chairman Hy Natovich, and Norman Ginsburg, presi- 
dent of the Office Furniture Association of Chicago. 


Treasurer Ed Blau, Max Blau & Son, Newark, N. J., 
reported a balance of $5,055.00. The budget for the com- 
ing year has been set at $21,700.00. With an anticipa- 
pated income of $29,800.00, NOFA should wind up with 
a surplus of $8,100.00 


Under the leadership of U. L. Henzy, Wagoner- 
Henzy-Fisher Company, Cleveland, Ohio, the assembly 


AT RIGHT— 


1. Joe Burger, Art Steel Sales Corp.; Moe Turman, Metwood Office 
Equipment Co., New York, N. Y.; Harvey Bright, Bright Chair Co. 

2. Arthur Nattenberg, William Murphy and Robert Nattenberg, all 
Flexo International Corp. 

3. John Amato, Sears, Roebuck & Co.; Gordon Kickels, C. L. Barkley 
& Co.; Wayne Barlow, Sears, Roebuck & Co.; Maynard Westring, 
Mid City Stationers, Rockford, Ill. 

4. R. H. Weimann, Blanchard Bros. & Lane; Charles G. Fleckenstein, 
Ray Fleckenstein and Dale J. McKnight, all Radel Leather Mfg. Co.; 
T. P. Pooley, Lackawanna Leather Co. 

5. Max Block, Keystone Steel Equipment Co.; Jack Emhardt, Colum- 
bia Steel Equipment Co.; O. $. Hebert, Randolph Desk Co., Cleve- 
land, Ohio 

6. George De Beer, Thomas Furniture Co.; Bill Warner, Warner's, 
Mattoon, Ill; Fred A. Thomas, Jr., Thomas Furniture Co. 

7. Jim Boling (partially hidden) High Point Bending & Chair Co.; 
Lou Farber, Lovis H. Farber Co.; Warren Spitzer, Spitzer's Office 
Furniture House, Chicago; Joe Pritchard, Wells Chair Corp.; Andy 
Anderson, Anderson, Riley, & Sava, Chicago; Hal Johnsen and 
Rex Dawson, both Meilink Steel Safe Co. 
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stood and paid silent tribute to the members of NOFA 
who had passed away since the 1950 convention. 

Seymour Nathan, Charles S. Nathan, Inc., New 
York, next reported for the constitutional changes 
committee. The following changes, to be submitted in 
written form by the secretary to the various chapters 
for action, include: 


1. An increase in the chapter dues to NOFA for each 
member from $6 to $10. 


2. Individual fees for members not affiliated with 
any chapter to be increased from $10 to $15. 


Also presented for approval was a basic change in 
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NOFA’s structural setup of officers and committees, as 
follows: 

1. Instead of the present framework, the association 
officers would consist of a president, five vice-presi- 
dents (from any part of the nation), activities secre- 
tary, treasurer and executive director. 

2. An advisory committee replacing the present 
board of directors, to be comprised of the association’s 
officers, officers of each chapter, and a selected list of 
members from the ranks of retailers, manufacturers 
and manufacturers’ representatives. 

Also recommended for inclusion in the new structure 
is an executive committee of six members to be selected 
by the president, two to serve for one year, two for two 
years and two for three years 


1. J. Wolfe Golden, Metalstand Co.; Seymour W. Golden, Tube- 
crafters Sales Div. 

2. Gilbert English, Metwood Office Equipment Co., New York, N. Y.; 
George De Beer, manufacturers’ representative; Arthur Bright, 
Bright Chair Co. 

3. R. T. Ball and H. C. Wilking, both Ball Office Supply, Jackson, 
Mich. 

4. Two NSOEA regional governors: Don Crile, Office Equipment 
Co., Canton, Ohio, District No. 5, and Clarence Reynolds, Globe 
Furniture & Staty. Co., Chicago, District No. 6. 

5. Rex Dawson and Hal Johnsen, both Meilink Steel Safe Co. 

6. C. W. Ristenpart, Jr., and George Schad, Nucraft Furniture Co. 

7. Joe Brenner, Brenner Desk Co., Newark, N. J.; Sam Stern, Stern 
Office Furniture Co., Washington, D. C.; Fred Valleau, Clemco 
Desk Mfg. Co.; A. H. Wilhite, Wilhite Mfg. Co.; Chas. Sanborn, 
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Two officers’ conferences are to be held annually— 
one at the national convention, the other at a time 
and place to be selected by the advisory committee. 

Final action of the convention was the report of John 
Mossman, Desks, Inc., New York, chairman of the nom- 
inating committee. After reading the slate, Mr. Moss- 
man was instructed to cast a single ballot for the fol- 
lowing: 

President 

Harry Hofherr, Kendrick Furniture Company, Chi- 
cago, Ill. 

Vice-presidents 


V. L. Caldwell, John Wanamaker Co., Philadelphia, 
Pa 





Chas. G. Stott & Co., Washington, D. C. 

8. Elmer Thiessen, Thiessen Office Equipment, Kewanee, II. 

9. M. E. Katkin, Monarch Safe & Supply, Quebec, Canada; Milton 
Stone, Milton Stone & Associates, New York, N. Y.; Phil Meltzer, 
Bill Frace, Mark Gilbert and George Sorensen, all Ever-Ready 
Electric Co. 

10. Mr. and Mrs. Hugh Morgan, Federal Equipment Co., F. Kassman 
and E. H. Geisendorf, both Eagle Office Equipment Co., Buffalo, 
N. Y.; Charles Wade, Federal Equipment Co. 

11. Peter Van Trigt, All-Steel Equipment, inc.; R. W. Salentine, E. W. 
Spangenberg Co., Milwaukee, Wis.; E. W. Spangenberg, E. W. 
Spangenberg Co., Neenah, Wis.; Forrest Thompson, Morgantown 
Ptg. Co., Morgantown, W. Va.; Bob Beekman and W. H. Oehm- 
ler, both All-Steel Equipment, Inc.; John A. Knaver, Knaver 
Office Supply, Erie, Pa. 


OFFICE APPLIANCES, April, 1951 


lV 
ime 


ohn 
ym - 
)SS- 
fol- 


hi- 


lla 








| 
| 
| 


* 


-_ 


Left: Fred H. Zindler, ‘The Office’ and Henry Skillings, president of 
the Boston chapter of NOFA, holding the plaque given by the office 
to the chapter recording the greatest increase in membership during 
the past year. Center: Hugh Ward, “Geyers’ Topics,” Russ White, 
president, Philadelphia Office Equip t Dealers Assn., and the Geyer 
Trophy awarded to the Philadelphia chapter for having made the 





Ed Eggleston, General Office Equipment Co., Pitts- 
burgh, Pa 

Seymour Nathan, Charles S. Nathan, Inc., New York, 
N. Y 


Jack Styron, Maryland Office Supply Co., Baltimore, 
Md 
Arthur Willis, Atlas Desk & Safe Co., Los Angeles, 


Calil 
Treasurer 


Ed Blau, Max Blau & Son, Newark, N. J. 


Secretary to Advisory Committee 


Charles Goodman, S. Stein & Co., Chicago, III. 
Activities Secretary 
Bernard Nemlich, Regan Office Furniture Co., New 
York, N. Y 


Advisory Committee 


Harry Austin, Doten-Dunton Desk Co., Boston, Mass. 

J. Bachrach, Huntington Chair Corp., Huntington, 
W. Va 

J. Brenner, Brenner Desk Co., Newark, N. J. 

H. V. Boswell, Office Furniture, Inc., Washington, D.C. 

Fred Deutsch, manufacturers’ representative, Dallas, 
Tex 

Norman Ginsburg, Joseph Ginsburg, Inc., Chicago, Il. 

U. L. Henzy, Wagoner-Henzy-Fisher Co., Cleveland, 
Ohio 

David Hillstrom 
Corry, Pa. 

J. A. Lan 
City, Mo 

J. Lou Mann, Sturgis Posture Chair Co., Sturgis, Mich. 

Morton Marks, Morton Marks & Sons, Richmond, Va 

John Mossman, Desks, Inc., New York, N. Y. 

Hy Natovich, Spak & Natovich, Inc., Chicago, Ill. 

A. A. Plosscowe, Heinrich-Seibold Staty. Co., Roches- 
ter, N. Y 

Guy Rentsler, Remington Rand, Inc., New York, N. Y. 

J. Henry Skillings, Macey-Morris Co., Boston, Mass. 


Corry-Jamestown Mfg. Corp., 


Cramer Posture Chair Co., Kansas 


Moe Turman, Metwood Office Equipment Co., New 
York, N. Y 
R. M. White, Dubin Co., Inc., Philadelphia, Pa. 


The sixth annual convention of the National Office 
Furniture Association is scheduled to be held at Had- 
don Hall, Atlantic City, N. J., in April, 1952, the exact 
dates yet to be selected 

In strict ordance with the promise of no long 
speeches at the banquet, the gala event started off 
with an organ recital by Leo Terry during the dinner. 
President Harry Hofherr presented the head table no- 
tables and th Program Chairman Hy Natovich took 
harge. After announcing that souvenir cigarette light- 
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SPECIAL AWARDS ARE GIVEN OUT AT NOFA’S ANNUAL BANQUET 


greatest contribution to the national association in the past year. 
Right: Harry Hofherr, Kendrick Furniture Co., Chicago, holding the 
“OA” plaque awarded to him as the member who contributed the 
most to the work of NOFA during the past year. At the right is 
John Gilbert, publisher of OFFICE APPLIANCES, who made the 
presentation. 


ers would be distributed to the ladies, Mr. Natovich 
called upon representatives of three publications to 
make their annual awards. 

First was the Geyer trophy, presented by Hugh Ward 
to Rus White, Dubin Company, Philadelphia, as presi- 
dent of the Philadelphia Office Equipment Dealers 
Association, the local group judged by the NOFA board 
of directors as having contributed the most toward the 
work of the national association in the past year. 


The next award was made by Fred H. Zindler of 
The Office. It was in the form of a plaque and was 
given to Henry Skillings, Macey-Morris Company, Bos- 
ton, as president of the Boston chapter of NOFA, the 
local group that made the greatest increase in member- 
ship since the 1950 convention. 


The final award was the Orrice APpPLIANCEs plaque, 
which was presented by John Gilbert to Harry Hofherr, 
who was selected by the board of directors of NOFA as 
having made the greatest personal contribution to the 
association during the past year. 


Mr. Natovich adjourned the formal part of the eve- 
ning’s program and the rest of the time was devoted 
to a two-hour floor show and a couple of hours of 
dancing. ‘ 


Displays of office furniture 

: by manufacturers were 

extensive and impressive. Paragraphic descriptions of 
the nearly 100 exhibits follow: 


All-Steel Equipment, inc., Aurora, Ili.—ASE desks, files and storage 
abinets were on display here. J. H. Hartman, field manager of the equip 
vent division, was in attendance at the booth. , 
Alma Desk Co., High Point, N. C.—On exhibit was the Standardizer line 
f desks in walnut finishes. Charlies E. Hayworth, general manager, and 
J. C. Turner, sales manager, were in charge, assisted by Joe Wallace, Hal 
K. Reynolds, Jack Wagoner and Sibley Smith 

American Latex Products Corp., Hawthorne, Calif.—C-Foam office cush- 
ons were displayed here. Hal Johnsen was in charge of the booth. 
Annike Sales & Equipment Co., New York, N. Y.—Shown here were desks, 
tables, filing cabinets and other products in the firm's line. In attendance 
were Albert S$. Youngman, Ike Hyman and A. R. Friedman. 

Art Steel Sales Corp., New York, N. Y.—''Safer-At-Home'’ units from the 
new 1952 line were on exhibit here. Joseph Burger, president; Irving M. 
Levy, vice-president, and Arthur Burger, secretary, were in charge, assisted 


by William |. Lampel, Samuel Katz, William J. Boyd, O. D. Mann and 
Leon Banov. 

Bassick Co., Bridgeport 2, Conn.—Office chair casters, chair glides, floor 
rotection eauvipment and swivel chair controls were exhibited here. In 


sttendance were €. F. Wheeler and H. W. Parrott 

Berkey Leather Furniture Corp., New York 12, N. Y.—Chairs, sofas and 
ccasional pieces were shown here. William Berkey was in charge of the 

th 

Blanchard Bro. & Lane, Newark, N. J.—Al! types and grades of upholstery 

i table-top leather was displayed here. G. J. Belzel was in charge, as 
sted by Rod Winant, Stanley Levings and Mr. Gunterberg 

Bright Chair Co., Inc., New York 12, N. ¥.—On display was leather up 
holstered furniture including sofas, club chairs, occasional chairs, judges 
hairs, posture chairs, arm chairs and revolving chairs. In charge were 
Harvey Bright and Arthur Bright, assisted by H. L. Rulison, Joseph Sieber- 
h, Victor Lydon, George De Beer and Mrs. Ellis Ryan. 

Buckstaff Co., Oshkosh, Wis.—On display here were office tables and 
hairs. William H. Wark was in charge of the booth. 

Carliton-Surrey, Inc., Grand Rapids 2, Mich.—Desks, upholstered leather 
furniture and special items were displayed here A. A. Lieberman, presi 

f the firm was in charae of the exhibit 
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AT RIGHT— 


Bernard Nemlich, Westcort Co. 

Martin Moldow, manufacturers’ representative 

George Rocker, W. H. Gunlocke Chair Co. 

Tony Onofrio, Office Equipment Co. of Chicago, and R. F. Douglass, 
W. H. Gunlocke Chair Co. 

. J. W. Murray, Maso Steel Products; Clark Walker, Farnham Staty. 
& School Supply, Minneapolis, Minn.; John Burke and O. Crisman, 
Maso Steel Products; Miss B. Petkovich, Pittsburgh, Pa.; Stan 
Loomis, Maso Steel Products. 

Jack Geiser, Geiser Office Furniture Co., Chicago; Moe Dorman, 
Moe Dorman Co., San Francisco; Paul Harris, manufacturers’ rep- 
resentative; Raphael Blessinger, Jasper Desk Co.; Low Farber, 
Jasper Seating Co.; H. A. Clemetsen, Office Furniture Warehouse, 
New York; George Whalcy, Joseph Horne Co., Pittsburgh, Pa. 

Herbert Marks, Morton Marks & Sons, Richmond, Va.; Henry 
Clark, Corry-Jamestown Mfg. Corp.; Morton Marks, Morton Marks 
& Sons; Charles Peeper and Eugene Brod, Clark Peeper Co., 
St. Louis, Mo.; Harold Edgren, Corry-Jamestown Mfg. Corp.; W. H. 
Oliver, Oliver Office Equipment, la Crosse, Wis.; W. J. Evans, 
Central Desk & Safe Co., Kansas City, Mo.; Bertram Weaire, 
Charles Blad and Al Okerberg, all Corry-Jamestown Mfg. Corp. 

















Chart-Pak, Inc., Stamford, Conn 
out, were exhibited here. Allan Story wa 
Clemco Desk Mfg. Co., Bloomfield, Ind 
in silver gray, a Yorkshire Chippend 
case. Fred D. Valleau was in charae 
Hugh Morgan and Mrs. Ellis Ryan 
Cole Steel Equipment Co., Inc., New York 7, N. Y 
of Cole and Pronto File equipmer t was ¢ é 
V. W. Scheinman, S. Henning, Fra iM. Kaze 
Columbia Steel Equipment Co., Philadelphia 7 Pa 
Grade A and Grade B files and the t Jesk 
here. Ail equipment was shown 
mahogany finishes. J. F. Emharadt 
in attendance. 
Commercial Furniture Co., Chicago, |!!! 
La Salle executive suite In attend w H NV t ; president kerber , be 
A. R. Stringe, W. G. French and Holt Pilkingt Cramer Posture Chair Co., 


Corry-Jamestown Mfg. Corp., Corry, Pa s items the St \ae f mplet 


"tae:, Kansas City, Mo 























R. B. Booth and Bob Fleming, both The Leopold Co.; Mi iy Holt Pilkington, both Commercial Furniture Co. 

Jacobi, Milwaukee Chair Co.; H. V. Boswell, Office Furniture, 4. R. Meinhardt and John S. Dunkin, both The Advocate Store, 
Inc., Washington, D. C. Newark, Ohio; Al Schoberlin, All-Steel Equipment, Inc. 

Ralph Gottlieb, Nichols Tumogna, Mrs. and Mr. Hugh Morgan, all 5. R. B. Sainberg and Bernard Mercer, both Sainberg & Co. 
Princeton Upholstery Co.; W. G. French, Commercial Furniture Co. 6. C. C, Fenske, Meilink Steel Safe Co.; Mo Dorman, Mo Dorman Co., 
Seated: Mrs. A. R. Stringe, Chicago, Ill.; Standing: G. J. Schmeig, San Francisco, Calif:; Lovis Gold, Gold Desk & Safe Co., Los 
Syracuse Office Equipment Co., Syracuse, N. Y.; Bob Ball and Herb Angeles, Calif.; S. R. Akers, Meilink Steel Safe Co.; David Ko- 
Wilking, both Ball Office Supply, Jackson, Mich.; Al Stringe andl hansky, Aetna Safe Co.; E. F. Daily, Meilink Steel Safe Co 
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e were A. Lang, sales manager Equipto Division, Aurora Equipment Co., Aurora, Ill,—Steei shelving 
° f tative. and var Jistrict r ve jrawer units, @ work bench, tool room inserts and stock carts were shown 
Eagle-Ottawa Leather Company, Grand Haven, Mich.—S n here : here. Pau! Streit and Albert Loser were in charge. 


u Ever-Ready Electric Co., Chicago 7, Ili.—Different makes of lamps on 

. sssistant sales r f, jisplay included the Dazor, the Globe, the Moe, the Godfrey and the 

ng lamp. Also exhibited was the Ash-Away ashtray, Smoke-Ring ash- 

Eme Corr Hanove Pa.—Alun fice hairs ere on display trays, Sun Panel radiant heater, Manning-Bowman vacuum jug sets and 
i rtising : was in charge fans by Welch R. & M. Berns, and Freshn'd Aire. Mark Gilbert and George 


EXHIBITS AT THE NOFA FIFTH ANNUAL CONVENTION, CHICAGO, MAR. 4-6 























(Photos by Oscar & Associates, Chicago) 


Annike Sales & Equip. Co. 4. Federal Equipment Co. 7. Tiffany Stand Co. 
Bassick Co. 5. Hamilton Mfg. Corp. 8. Victor Safe & Equipment 
Corry-Jamestown Corp. 6. Meilink Steel Safe Co. Co., Inc. 
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Sorenson were in charge. assisted by f 
Faultiess Caster Co., Evansville, Ind 
ffic-ial Deal. John R. Stallings was harge 
Federal Equipment Co., Washington, D..¢ 

Econo-form desk in genuine walnut, w et jraw 

nylon insulated suspension channe A jispla 

double desk featuring the interchangeat 

new retractable stationery compartment all typewrit 

dent Charles E. Wade, Treasurer Robert H. Appleby, M 

T. Morgan, Ben P. Field, George A tchfield and W 

in attendance. 

Flexo International Corp., Chicago 24, i 

justable lamps, Flexarmo and the Lite r 

shown with a Telechron clock — ert N yt 

charge, assisted by Arthur Natenbe 
General Lamps Mfg. Corp., Elwood, Ind.—f 

floor lamps and smoking stands wer xhibit 

manager, was in charge of the diss 
Gift Craft Leather Co., Brooklyn, N. ‘Yt 

desk sets together with c igarette boxe ‘ 

lighter sets. J. Spencer Ordover wa: 


Grays Harbor Chair Mfg. Co., San Francisco HN, Calif 


series of desks, files and tables was 
“re by Ross R. West. 

ae ny > Co., Liberty, N C- 
and desk and chair units were 
Gordon were in char 

Gross Engineering be Three Rivers, Mich 
Plan-'n-Print kit were exhibited here f j 
charge of the booth. 

Gunlocke, W. H., Chair Co., Wayland, N. Y —Alit! 
were introduced current models were att t pres 
were Howard W. Gunlocke. pre j 
Sales Manager K. F. Davis 

Hamilton Mfg. Corp., Columbus, Ind. 
were featured here in addit an + t 


fice chairs. In attendance were Kirk “Ba 
tatives Carl Draper, Ward Silliman. Melt 
son, Bernard Waltman, Nelson Cacy ake 


Hanes Chair & Furniture Co., Inc., Mocksville. N. C 
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AT LEFT— 


1 





H. Dorsey Douglas, H. Dorsey Douglas, Inc., Oklahoma City, Okla.; 
Ray Weber, Weber, Hillmer & Johnson, Chicago; John Bozik and 
Bill Small, both Johnson Chair Co.; A. C. Stuart, Culver Office 
Equipment Co., Hartford, Conn. 

C. Stuart Goll, Gus Lefcourt, William Howland, Fred Hane and 
Otto J. Hoffman, all Emeco Corp. 

An all-Detroit delegation. Herbert Buehler, Herbert Buehler & Co.; 
H. B. Speicher, Leonard’s Office Suppiy & Equipment Co.; Domenic 
Ferrari, Sable’s, Inc.; J. Miney and N. Balaban, Service Office 
Supply; R. L. Young, Empire Desk & Chair Co. 

George K. Desmond and Roy C. Skibbe, both Victor Safe & Equip- 
ment Co.; Bob Davis, Standard Office Suppiy Co., Sioux City, 
lowa; Allan Murray, Victor Safe & Equipment Co.; Paul G. Put- 
nam, Macey-Morris Co., Boston, Mass.; A. W. Burkhardt, Victor 
Safe & Equipment Co. 

Milton Stone, Tom Henderson and Kirk Bassett, all Hamilton Mfg. 
Corp.; R. H. Stainton, Stainton & Evis, Toronto, Canada; Heinie 
Sengbusch, Bill Johnson, Nelson Cady and Bernard Waltman, all 
Hamilton Mfg. Corp.; John F. Murphy, Murphy’s Book Store, 
Kewanee, Ill.; John Dwyer, Hamilton Mfg. Corp. 

Royal Eckert, Royal H. Eckert, Inc., Allentown, Pa.; Norman Gerth, 
Imperial Desk Co.; Fred Deane; Gilbert H. Bosse, Imperial Desk 
Co.; Henry L. Guth and Jim Lynch, manufacturers’ representatives; 
Leon Grossman, Barnard Bros., San Jose, Calif.; John Murphy, 
Murphy’s Book Store, Kewanee, Ill; F. C. (Chuck) Charles, Im- 
perial Desk Co. 


Barney Podeli and George Podell, both Monarch Metal Products, 
Inc. 

Frank Wolf, Frank Wolf Co., Philadelphia, Pa.; Hal K. Reynolds, 
Alma Desk Co., High Point Bending & Chair Co., Myrtle Desk Co.; 
John C. Turner, Alma Desk Co. 

Edward J. Beckmann, New Indiana Chair Co.; Mrs. & Mr. Frank W. 
Leventhal, Federal Office Equipment Co., St. Louis, Mo. 

E. Shelton Jenkins, Stallings-Jenkins Co., Tampa, Fla.; V. M. 
Brown, Office Equipment Bureau, Akron, Ohio; Henry Trowbridge, 
Wholesale Office Equipment Co., Seattle, Wash.; Hal K. Reynolds, 
Alma Desk Co., High Point Bending & Chair Co. and Myrtle Desk 
Co.; Lee Marshburn, Office Equipment Bureau, Akron, Ohio. 
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AT RIGHT 
1. Mark T. Morgan, George H. Courter Co., Niagara Falls, N. Y.; 


ce Robert Leiper, Grand & Toy, itd., Toronto, Canada; Paul Streit 
Rice and Al Loser, both Equipte Div., Aurora Equipment Co. 
2. Seated: C. G. Ferrell, Cathey Office Furniture Co., Dallas, Tex.; 
and Al Mehl, Elmer Krumweide & Associates. Standing: G. M. Keating, 
Ed Williamson, Elmer Krumweide, Ward Silliman and E. G. Weis- 
Co.: kopf, all Elmer Krumweide & Associates. 
pnic 3. George Slater, (almost out of the picture) manufacturers’ repre- 
fice sentative; Vic Corkran, Haskell Mfg. Co.; Ken Boyer, Newell B. 
Newton Co., Toledo, Ohio; David Kohansky, Aetna Safe Co.; 
sip- Lewis Mullens, Foster & Parkes Co., Nashville, Tenn.; Ed Golden, 
ity, Kalmus-Golden, Inc.; Bud Haskell and F. M. King, both Haskell 
ut- Mfg. Co.; Sidney Semel, Office Supply Co., Norfolk, Va. 
tor 4. A. A. Lieberman, Carlton-Surrey, Inc.; Abe Itkin and Ben Itkin, 
itkin Bros., Inc., New York, N. Y. 
fg 5. Mr. and Mrs. Frank Scerbo, Frank Scerbo & Sons, Inc.; Mrs. and 


pr Mr. J. S. Ordover, Gift Craft Leather Co.; Max Young and Jack 
e: Landis, both Young Chair Co. 





re, — 
6. E. W. Stewart, Jr., Joe Burger, Leon Banov, Sam Katz, Willie 
th Lampel, all Art Steel Sales Corp.; Ed Hess, Charles Hess & 
»sk Associates, New York, N. Y. 
es 
hy, 
me 
; we Art 
Hask Mfg Pittsburgh. Pa.—Display was the firm's line 
were K. Hask Dave Kohansk 
Frank M King > 
i Hug A tege 
sh Point Bending & Chair Co., Siler City, N. C.—Severa ffice chair 
srade were , + her Vice-preside 
je A. & hicago 22, Ill.—A j fa with bleached leg 
\ 4 +} aan ie fice and a . 
snd the ‘ 
j re Adolt t 3¢ was in charge 
Huntington Ch rf Huntington, W. Va jisplay was a 
; ) +4 hairs swive h 
i * 3 >| ® 
w tf jance w 
manager; & 
~ Z Mah € 
Ka M R H H B 
is ‘ c+ 
perial Desk ansville 7, Ind. Wiltsh M 
nv srae ? 
be 
diana Desk € Ind F e Fleet 
“ A. $. 8 ra anager; L 
Ks 4¢ y+ Ss + 
industria Molded FP ducts Corp., St Poul 1, Minn E +r etter 
nvincible Metal Furniture Co., Manitowoc, Wis.—Products exhibited 
a f R en was in chara 
jasper Chair ssper. Ind T fiery plet ne ‘ ather 
_ £4 as xhibited. Ar 
sper Desk per, Ind jisplay was t N 6F66 genuine wa 
t ser ttendance were Pa 
. Y q38 Ra y 
€ € e Ind € } A fF 
hnson Ch ago 39, Ill w 6 ; 
, Deer y 
- < are Da ® “« 
is + +h r 
K t, Wis ” “ Desk 
sure working 
M. + Kraus and C 
we 3 bas ? aw 
C Atw 1, Dar 
er Krumw & Assoc., Inc., Chicago, III lisplay was the F 
M t Ww re ¥ 5? '@) t ara ar | 
he Chicag 
WwW arr n sé " 
A | VW Ke + 3 
kawanna ' Hackettstown, N. J iispiay wa 
La Salle Product Chicago 14, Iil.—A f f smokers stun 
‘oo gy Re ‘ £ Sate to hare 
ER R - hara 
*h. RB naton. lowa : t e was the N M‘ 
? >) w t f A how was * N 
No. SL-760-P 
No. M . This exhibit « 
M ¥ wh “A 
we L 
Marble, The B sir Co., Bedford, Ohio—T firm's newer : 
B ert, ( D. M 
M hicago 5, Ili ands. personal fi 
le 3 manag “ 
Maryta w Thi +e ded s om - 
r S* amps cr e? 
w e trays w Ox « 
star Picture 
. we R 
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srrithers, advertising manager: yeorge Van H ven, William Johnsor 
Mike Feliars and several sales representatives 
Meilink Steel Safe Co., Toledo, Ohio—Shown were insulated safes and 


es, Vv sib e files, home sates and security chests together with Hercules busi 


ess machine *~ As and typewriter stand S. R. Aker president, was 4s 
ec. F ales manager; C. C. Penske and Su Dawson. 

+4 Mes Mad the ‘Chair Co., Milwaukee 45. Wis Seve groups of chairs 

were shown here in conjunction with The Leopold Co. desks. L. J. Block was 


cavum a ane teeta 3S sted by R. M. Fleming, E. J. Mulaney, R 
Valleau and Vic Lydon. 
Modernize, Inc., Chicago II, Ill.—Exhibited here was the firm's line of 
+ stered furniture for off ces and inst tut r Uphol tered pieces were 
nd genuine top grain leather. Mal Flesham 
were in charge, assisted 


wr in Korosea Ke tror 
Jent, and P. E. Murphy, secretary-trea 

by A Blo mauist 
Monarch Furniture Co., Inc., High Point, N. C.—Top grain leather, sup 





rted vinyl plast and supported plast ipholstered office and recep 
n room lounge chairs, sofas and side chairs were shown here. President 
M. Samet was in char 


36 
Monarch Metal Products, Inc., Mount Vernon, N. Y.—Featured here was 
ating card office equipment including tub files, storage racks, port 
rack sorting rack transfer files. key punch desk card tray truck, 

tr panel cabinet assembly, trays and posting boards. George W. 


treasurer, and Barney Podell, secretary, were in charge. 

‘Murphy Chair Co., Owensboro, Ky.—Shown here was the complete line 
r e chairs, swivel chairs and tables including 2 telephone stand and 
a utility table, and two lines of reception roor imniture with tables to 

q 


atch. Stanley J. Booth, sales manager, was sarge, assisted by David 
1, Joe McMakin and Lincoln E. Bell 


(Turn to page 156, please) 
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DO SCHOOLS — 


for sales training pay off? 


OR NEARLY 30 years we have 

attended and taken active part 
in many sales training schools con- 
ducted to train dealers’ sales rep- 
resentatives. As the result of this 
experience, we feel that how much 
these schools pay off depends en- 
tirely on how much both the dealer 
and the manufacturer really put 
into them. 

For example, a_ well-planned, 
scheduled and conducted school 
by the manufacturer, plus an 
earnest effort by the’ dealer’s rep- 
resentative, can certainly make a 
school of this kind pay off. 

To be specific, here are some 
tested points that help make a 
- school of this kind click: 


1, The_ school 

must be well- 
planned and scheduled, with a 
specific objective in mind. General- 
ities won’t go. Dealers’ salesmen 
coming to the school already have 
a general knowledge of selling 
office supplies. What they are after 
is specific information about the 
manufacturer’s products — specific 
selling features that will help them 
in selling the product to consumers 
2. It is vitally important to get 
an efficient director—preferably a 
man with some years of dealer 
selling experience, as well as man- 
ufacturing experience. The dealer 
selling experience is very valuable 
because the director will have first- 
hand knowledge of specific problems 
of the dealers’ salesmen, and can 

help to solve these problems 


3. Keep classes 

to a maximum 
of 20. Experience has proved that 
a class of this size is more success- 
ful, because a concentrated class 
can do more and better work, and 
more important, it becomes more 
personalized. This close personal 
contact of student and faculty pays 
off not only during the school, but 
also after the student goes back 
to his own store, in person-to-per- 
son letters to’ members of the 
faculty on specific selling problems 
that come up from time to time 
Here is a typical example. This 
dealer’s man wrote: “Can you help 
me make this installation? It will 
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The answer is ‘yes’—if they follow 
the five basic rules outlined below 


be the first one for our company, 
and my first sale of this kind of an 
installation.” 

4. Have experienced instructors 
Each should be the best qualified 
in his particular line of mer- 
chandise and should be able to 
transmit the specific selling fea- 
tures to the students. The same 
applies to factory guides that con- 
duct the factory tours. They should 
be able to explain each operation of 
the fabrication of the various 
products. Many students have told 
us that learning how the product 
was made proved very valuable to 
them in their selling later. 

5. The manufacturer should sup- 
ply each student with a complete 
sales manual containing complete 
detail of all the merchandise and 
its sales features, including specific 
promotion ideas. This manual 
Should be the trainee’s “Bible,” not 
only for dis¢ussions and quizzes at 
the class sessions, but also to take 
back to his company and used for 
training others in the store in the 
lessons he has learned at the school 


Here is a typical! 

letter of many 

received, showing that many deal- 
ers do this: 

“We have already held one sales 
meeting in our office supply. de- 
partment, and more are to follow 

“Thanks again...and congratu- 
lations to your staff for a job well 
done.” 

In talking recently to a success- 
ful director of sales training schools 
for an eastern manufacturer, whose 
product is distributed by stationers, 
he made these pertinent points: 

“A complete sales manual is the 
most valuable tool a sales trainee 
can have. The basic product knowl- 
edge outlined in the manual should 
provide an excellent background 
for 

1. The beginner in the office sup- 
ply field as textbook and refer- 
ence material. 

2. The seasoned 


office supply 





by BD. C. Hegarty 


former advertising 
manager for National 
Blank Book Company 


salesman as review and reference 
material. 

3. The manufacturer as an outline 
to develop training material relat- 
ing to features of his own products. 

“The manufacturer should follow 
through with the material in the 
manual and transpose this in- 
formation in terms of his own 
merchandise. To successfully dis- 
tribute his product the producer 
must take the responsibility of ac- 
quainting the distributor with the 
product and USE of the product. 
The best made product or service 
can never be sold to any potential 
user until he has use for it. The 
maxim, ‘Don’t sell the product— 
sell the product’s product’ must be 
applied before the sale can be made. 

“Here are three methods of 
dealer training we have adopted: 

1. Dealers sales meetings at their 
premises with our sales representa- 
tives acting as leaders or counselors. 

2. Sales meetings conducted at 
our branches 

3. Dealer training school held for 
selected dealers at our factory. 

“The training school sessions at 
the factory last for four days, be- 
ginning on Tuesday morning with 
a get-together breakfast for stu- 
dents and faculty. From Tuesday to 
Friday afternoon the program con- 
sists of factory tours and mer- 
chandising sessions, with sales 
promotion helps following each 
session. Class participation includ- 
ing quizzes, problems and discus- 
sions is a feature of the four-day 
sessions. 

“Of course” he continued, “ ‘All 
work and no play makes Jack a 
very dull boy’, so after each day’s 

(Turn to page 30, please) 
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PROPRIETOR LOUIS SANTANGELO (CENTER, SEATED) 
SURVEYS SERVICE WORK AT THE J. S. STAHL CO. 


GET BUSY AND SELL 


rental service of office machines 


i OF THE WORST errors the 


modern office machine dealer 
can make in everyday operation is 
to regard rental service as an “ac- 
cOmmodation which chiefly uses 
up the older typewriters in his 
inventory 
Here at our shop, established since 
1885, rental service is far and away 
the most profitable individual op- 
eration of the business. We con- 
sider it so important that we keep 
two salesmen out on the streets at 
all times, actually “selling rental 
service.” Likewise, we think so much 
if the returns from rentals that we 
always budget our newest, most 
attractive m nes to this phase 
of operatior and sell off, instead, 
our older stock. We seldom wait 
for a custome! ) walk in and re- 
quest to rent a machine. Instead, 
90% of the rentals showing on our 
books are the result of planned, 
careful sellin 
With an excellent downtown lo- 
cation, we feature the usual three 


typewriter and general 
office machine repairs, sales, and 
rentals. Howe rentals bulk ex- 
ceedingly large in the year’s annual 
for point, show 


services ol 


i , , 
pronts and 


the highest returns 

Too often, we find, the office ma 
thine dealer inclined to overlook 
or discount the high return which 
a typewriter brings on rental. For 


example, we 


investment 


on a typical $103 
average of six 
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Concentrate on new machines, not ‘klunkers’, 
for maximum returns from your rental service 


months use of the machine per year 
at $4 per month, or $24. Compared 
to the percentage return on almost 
any other sort of investment, this 
is more than satisfactory. Through 
the past 15 years, we average half 
a year’s income on each typewriter, 
often more, and it requires only a 
little more than two years to write 
off the entire cost of the machine. 

Returns, invariably, are highest 
on new, or well rebuilt machines 
because of the smaller number of 
service calls and charges. Therefore, 
we rent only new or slightly used 
machines, give the renter the choice 
of the entire field, and as soon as 
a machine begins to give too much 
trouble, or isn’t attractive to po- 
tential renters, we sell it off. I 
want to emphasize this point 
strongly—the dealer should never 
foist his old machines on the rental 
market but should, instead, con- 
centrate on new machines. A few 
of the “klunkers” can be held where 
the dealer fears too much risk from 
the renter, or for standbys. Other- 
wise the stock should be as new as 
practical. Good will and higher 
returns are only two of the assets 
forthcoming. 

Second, with such a stock, the 
dealer should strive to sell business 
firms, particularly small ones, with 


by Louis Santangelo 


J. S. Stahl Typewriter Co., 
Denver, Colorado 


the idea that in most cases they are 
actually better off renting all ma- 
chines for the office than in owning 
them. We play up heavily these 
points: 

1. The office is usually taxed on 
office machines by both state 
and county assessors. 

2. If the proprietor has made the 
wrong choice of machines for 
the purpose, he is “stuck with 
them.” 

3. Repairs and maintenance are 
expensive. 

4. The office manager cannot 
quickly replace a machine 
which breaks down or does 
not measure up to needs. 

The tax point counts heavily in 
States where tax assessments on 
business equipment run high—and 
there are many of these. Likewise, 
our outside salesmen frequently 
find the office using the wrong 
machines altogether for the job 
at hand, such as an extended 
platen where only small forms are 
to be typed, or a lightweight ma- 
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chine attempting to do a heavy 
machine’s job. We stress the fact 
that we give fast service without 
extra charge if the customer wants 
to change his machine for another. 

As a result, we open up a def- 
inite “freedom” which the busi- 
nessman can readily appreciate. 
We have sold these ideas success- 
fully to hundreds of business firms, 
some of them now renting six or 
more office machines of various 
types simultaneously. Needless to 
say, these arguments, properly pre- 
sented, will eliminate the ‘I'd 
rather own my own” objection 
which crops up during new sales 
contacts. 


We average around 

one change 
per year with our established rent- 
ers, including such tasks as in- 
Stalling a softer platen, new roller 
clips, new feet on the machines, 
and so on. The fact that no extra 
charge is made is a tremendous 
good will-builder. 

Oddly enough, there are many 
instances in which we have actually 
turned down a potential sale in 
favor of making a rental contract 
A typical instance is the man 
who comes in to buy a typewriter 
for the young student son or daugh- 
ter. Naturally, he cannot often pay 
more than $100 for a new machine, 
but offering him a rental is better 
than selling him an older machine 
which might hinder the child’s typ- 
ing education. In some offices we 
have accomplished the same thing 
by refusing to sell low-cost ma- 
chines and urging instead the 
rental of a battery of new ones. 

Our display of rental machines 
out in front is comprised entirely 
of handsome, new machines. In 
fact, any office machine which we 


display may be rented as_ the 
customer wishes. 

A word as to handling the con- 
tracts of unknown customers is 
advisable as well. We found many 
years ago that prospective renters 
hate the “grilling” which they often 
undergo, invariably in the pres- 
ence of employees or customers, and 
are rankled permanently by having 
to answer such questions aloud. 
Consequently, we have worked out 
a pink-slip “credit reference sheet’”’ 
on which are spaces for 20 entries. 
When the initial details of making 
a rental are carried out, it is a 
simple matter to hand the prospect 
one of these sheets, asking him 
courteously to fill it out—and in 
complete privacy. Our customers 
always appreciate this and often 
make pleased comments about it. 
That does away entirely with one 


of the worst features of rentals. 
We check each reference carefully 
where the customer is not already 
known to us, and have thus been 
able to do away with any loss risk 
whatever. 

We keep up close contact with 
all of our rental machine users, 
whether they are calling in for 
service or not. A telephone call 
now and then to inquire whether 
the machines are giving good serv- 
ice keeps the customer thinking 
of us. Also, it leads to many “tips” 
on other prospective renters which 
we immediately follow up. These are 
the reasons why I say—sell your 
rental service, maintain its dignity 
and profits with exclusively top- 
quality machines, service your ac- 
counts, and the field will return 
far better profits than any other 
aspect of the business. 





Do Sales Schools Pay? 
Continued from page 28 

full session we get the students to 
relax in the evenings with a plan- 
ned schedule of recreation. We 
knock off early Wednesday after- 
noons for a round of golf or other 
activities.” 

When we asked him if he had any 
specific evidence on whether the 
value of the school was worth while, 
he showed us many letters from 
dealers throughout the country 
expressing their thanks and ap- 
preciation of the results. Here’s 
one that is typical: “Your school is 
certainly paying off for our com- 
pany. We have been able to put 
many of your suggestions into 
practice, especially on “Specials.” 

To back this up the director 
showed us sales figures indicating 


a substantial increase in sales only 
a few months after dealers’ men 
had taken the training course. 

When we asked him just how 
dealers’ men were selected for this 
training, he replied, “The selection 
of candidates for the school is left 
to our sales representatives in the 
field. Each man has a certain quota 
for his territory. We try to have 
each class represent dealers from 
all over the country, because we 
feel that it is good for men from 
various parts of the country to get 
together and talk over their prob- 
lems and experiences. 

In conclusion, when we asked the 
general sales manager of this com- 
pany what he thought of sales 
training schools, he quickly replied, 
“They have proved one of the best 
investments we have ever made.” 





“In addition 


to office supplies we handle a good 





OUTSIDE MEN FOUND MOST 
EFFECTIVE TRADE BUILDERS 


HE OFFICE SUPPLIES business is not one of gen- 

eral appeal,” said H. Emory Davis, manager of the 
office supplies department of the large stationery and 
office supplies store of Strong’s, Albuquerque, N. Mex., 
“so the usual type of advertising—newspaper, radio, 
and direct mail—are not particularly effective. Ours 
is a specialized business and requires personal con- 
tact, so we find that outside salesmen get the best 
results. We have two men, both of whom spend half 
their time outside. They have their own clientele, 
which they visit at regular intervals, and likewise dig 
up new business. They work on a combination salary 
and commission basis, so are always on the alert to 
secure new accounts. A trip to the state capital is 
made once a month, although we do go in intensively 
for official office supplies trade. I, myself, usually con- 
tact both local and outside firms about every 60 days. 
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line of office furniture, but no machines of any kind, 
as there are too many typewriter concerns already 
here, and we have facilities for repairing. 

“The firm of Strong’s uses radio regularly—a pro- 
gram going on the air every morning at 7:30—The 
Breakfast Club. Our name and lines are mentioned 
several times during the broadcast and, as it is tuned 
in at an hour when the majority of people are at 
breakfast, it gets a good reception. We also run a 
small ad every day in both the newspapers. The sta- 
tionery department gets the lion’s share of notices, 
but office supplies are mentioned from time to time. 

“We have excellent facilities for monogramming, and 
play up this fact in our advertising, suggesting that a 
personalized gift is doubly appreciated. There are 
many items of office supplies that lend themselves 
readily to monogramming, so we do a fine business 
in this previous to Father’s Day and Christmas, as well 
as for birthday and anniversary gifts—WBS 
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by Irving Settel, authority on retail advertising 





7. How to achieve variety with direct mail 


A= MAIL specialist was asked to explain 
the uses of this type of promotion. His 
unswer was quick and very apt. “Direct mail,” 
he said, “can be used in the followifig ways: 
as a pathfinder, as an introduction, as a per- 
sonal salesman, as a customer reminder, as a 
good will builder, as a sales increaser, as a 
stimulant for active customers, as an effective 
tonic for inactive customers, as a reviver for 
almost dead customers. Direct mail is the most 
versatile of all advertising media.” 

Direct mail is not only versatile, it is aiso 
the most flexible within its own field. It lends 
itself to many forms of salesmanship where 

thers fear to tread.” For example, it has been 
ised successfully for missionary work preced- 

visits of salesmen; it has been used as a 
follow-up of salesmen; it lends itself to the 
emphasizing of special sales where the adver- 
tiser desires to control circulation. Most im- 
portant, direct mail actually gets into the 
Even the best salesmen are not welcome 
in many places where the postman is greeted 
enthusiastically. 

As an office appliance merchant, there are a 
number of types of direct mail pieces which are 
suitable for your use. Let us consider the most 
practical of these and what they can do in terms 


sales 


nomes 


Letter 
rhe most commonly used direct mail form is 
the letter. It is highly effective because it as- 
sumes the appearance of a personal message 
which people are accustomed to receive every 
lay. This type of promotion may be typed in- 
lividually or reproduced by machine. The fol- 
owing points are important to remember: 
Compared to most mailing pieces, letters 
inexpensive. The use of modern mechani- 
al devices such as the multigraph or the mim- 
eograph machines have made inexpensive quan- 
runs possible. Of course, individually typed 
letters are most effective. But this method is 
expensive in both time and money. The multi- 
raph machine, -closest to the original typing, 
is used to simulate the individual letter. This 
in duplicate the “color” of your own typewriter 
ibbon. Fill-in salutations make the message 
ippear personal 
A letter is usually read more carefully than 
arefully planned circular. 
To be effective, the letter should be short, 
vell written and to the point. It should employ 
the rules of effective advertising. 
4. The letter has been used successfully to 
romote single items of merchandise, the in- 
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stitution, to solicit new business, to promote 
collections, and so forth. Many office appliance 
merchants use a standard form letter to express 
congratulations to people on lists of marriages, 
births, and graduations, taken from the local 
paper. Such a direct mail piece creates good 
will among potential customers. 


First Class Mail Card 


This type of promotion consists of either an 
unfolded piece of cardboard with a message or 
a government penny postcard. The government 
card has been used extensively by retailers 
throughout the country with excellent results. 
Some businesses frown upon this method of 
advertising; nevertheless, it has proven its 
worth. A postcard is more apt to be read than 
any other type of direct mail piece. It requires 
only a glance to read the message. No opening 
of envelopes complicates matters. If the mes- 
sage is short and effective, the reader will re- 
spond. It is excellent for announcing sales, 
selling single items and making special offers. It 

(Turn to page 115, please) 
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AN EFFECTIVE EXAMPLE OF A DIRECT MAIL PIECE— 
Sixth in a series of eye-catching ads sent to customers 
and prospects of Itkin Bros., Inc., New York, N. Y. 
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MNODERI 
DisPli! 


for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George I. Faylor 


P.O. Box 542, Long Beach, Calif. 


RAIN for sale 


ECENTLY I took a trip to the 

matchless Sequoia National 
Park, one of California’s great 
showplaces. It was the first time for 
some months that I had been able 
to get away from the noise and 
bustle of the big city and to really 
appreciate the things that nature 
intended mankind to enjoy on a 
permanent basis. In spite of my 
“return to nature” and the appre- 
ciation it nurtured in my breast, 
there was one touch of modernism 
from which I could not escape in 
spite of my determination to get 
away from everyday things for a 
week end. 


We had been 

traveling for several 
hours in what to me was terrific 
heat and we were getting pretty 
tired of it. Suddenly there appeared 
a large billboard some few hundred 
yards down the road. As far as we 
could see the billboard carried only 
the three words heading this article 
“RAIN FOR SALE.” You can imag- 
ine the feeling that came over tired, 
weary travelers as they read those 
words. When we got near enough 
to see the billboard and its copy in 
entirety, we found out that the 
header was just a clever way of 
calling attention to a firm in the 
next town dealing in modern irri- 
gation, a very important factor in 
the hot country. 

This is the sort of advertising 
which really gets results. Had the 
sign said just “IRRIGATION,” we 
probably would never have noticed 
it or would have given it just casual 
consideration. It did not take very 
much imagination on our part, how- 
ever, to realize just how potent this 
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For those extra sales build window 


unit tri 


message was in carrying out its ob- 
jective. These people had an idea 
and the courage to carry it out. 
The results were assured by the 
novelty of their presentation. 

Isn’t the lack of ideas the main 
trouble with office furniture and 
supply display today? We are con- 
tent to just fill our valuable display 
space with merchandise carelessly 
arranged. In many cases there isn’t 
an idea throughout the entire dis- 
play program. 

It is true that we maintain a cer- 
tain volume by using this method 
of display continually in our show 
windows and I agree that we should 
never be without staple merchan- 
dise in the wings of our merchan- 
dising stage. We fail, however, to 
build up the sales of highly profit- 
able merchandise because we are 
blind to the possibilities of unit 
trims with an idea behind them. 


And where are we 
going to find 
these ideas? Let’s use the ideas sent 
us by the manufacturer. Let’s place 
his display cards in the center of 
our stage and build a profitable dis- 
play around them. There is a lot 
of thought and ingenuity behind 
these FREE displays. It is a shame 
to waste them. It is also costly, be- 
cause these ideas really would help 
to increase the profit in your store 
if you would see that they are used 
wisely. Give these display efforts a 
fair amount of publicity in your 
show windows. It will pay you. 
One outstanding example of this 
type of display in the Los Angeles 
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ms with an idea behind them 


area is that of the Light & Power 
Company. The managers have a 
monopoly on their type of business 
in this great land, and yet they re- 
alize they can sell more power and 
light by putting ideas into the 
heads of their customers—ideas 
that will induce them to use more 
power. 

The only idea that the average 
office supply and furniture store 
conveys to the passer-by is “just 
another store.”’ This attracts no at- 
tention from the prospects and thus 
many golden opportunities for cre- 
ative selling are missed and the 
cash register suffers. 

Let’s get on the right track. Let’s 
use displays that not only will show 
our staple merchandise continually, 
but displays that will build extra 
sales of highly desirable merchan- 
dise through unit trims with an 
idea behind them 
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BEFORE and 


OMETIMES a very simple change 
5 will effect maximum improve- 
ment in the show window. We are 
too prone to be satisfied with our 
t is and to tolerate 
a condition tl should have been 
dispensed with a long time before 
taken. This pros- 
rastination hurts nobody but our- 
selves and, if we but recognized the 
fact, it has is a pretty penny 
In this perio high prices the 
customer wants to be assured that 
his money wisely 
He watches closely before he spends 
If what he set our show window 
convinces him that he is going to 
merchandise at our 


setup the way 


action 1S 


ne 1s spenall 


get crisp nev 


store, we shall have more chance of 
selling that or woman than we 
would had the presentation been of 
a shiftless nature with no attention 
to orderliness and cleanliness. 

One of the wisest moves the sta- 


is to get away from 
the cut-up backgrounds so preval- 
ent in stores today. It does not take 
odeling job to ac- 
ymplish th The two photographs 
how us vivid vhat a simple back- 


tloner can makge 


after 


Correlated merchandise, fewer units and an 


attractive background enhance your windows 


ground of wood will do. These are 
companion windows; the one with 
the display of office supplies shows 
how the cut-up back detracts from 
the merchandise. There is so much 
confusion in the over-all picture 
that the prospective customer has 
difficulty in focusing his attention 
unless he stops for some time before 
the window. The pen display shows 
the contrast when a simple back- 
ground is installed. In this case it 
was combed plywood, but no matter 
what is used simplicity should be 
the byword. It will make the mer- 
chandise appear smarter, cleaner 
and wholly more desirable than it is 
in the other setting. Most sales are 
made by creating desire in one way 
or another. 


Not only is the appearance of the 
merchandise improved but the labor 
needed to install a display with eye- 
appeal is minimized, and what was 
an irksome chore becomes an inter- 
esting challenge. As will be seen in 
one picture, several makeshifts were 








by George Bs. Taylor 


display specialist 


used to try to cover ugly portions 
of the background. This is never 
entirely successful because of the 
confusion involved. The display be- 
comes an irritating presentation in- 
stead of an interesting one. In the 
other picture it is perfectly obvious 
that the new background is a splen- 
did enhancement of the merchan- 
dise on display. When a window is 
cut up and has an irregular appear- 
ance there is little any trimmer can 
do to install displays that will pro- 
duce maximum sales. It is some- 
what like an artist trying to paint 
a masterpiece on the average barn 
wall. Before he could start he would 
have to clean and resurface the wall. 

It is not wise to try to do business 
in this modern age if we're satisfied 
with the things that seemed all 


A “BEFORE AND AFTER’ WINDOW RENDITION THAT SPEAKS FOR ITSELF 


the merchandise is enhanced by the combed plywood back- 
ground which has been installed. The shopper's eye is led 
into the center of the window near which featured items 
have been arrayed in an attractive but uncrowded manner. 


Left: the ‘before 
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window is characterized by a broken-up 
background and generally cluttered appearance. A central 
focal point is missing and the shopper's eye must wander 
in all directions to take in a complete impression. Right: 
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right to use 20 years ago. If we 
want to succeed in any appreciable 
measure we must take those steps 
which will advise the world that we 
are at least trying to keep up with 


the times. That the big corpora- 
tions have learned that lesson is 
very obvious all over the country. 
We most likely cannot afford in our 
smaller sphere to do a complete job 


of remodeling, but it is within the 
realm of possibility for us to make 
such an improvement in our place 
of business as is indicated by the 
contrast in these photographs. 





DEALER'S adwindow idea 


Suggested by the advertising of 
the W. H. Gunlocke Chair Company 


REQUESTED our artist to design 

a display especially applicable to 
the “Ventilair” seat featured by the 
W. H. Gunlocke Chair Company 
Wayland, N. Y. We might literally 
say that this idea was suggested by 
the advertising of the W. H. Gun- 


locke Chair Company and ‘carried 
to a conclusion by a very clever dis- 
play designed. 

Mr. Carlson suggests that the 
chair be suspended from the ceiling 
of the display window by means of 
strong fine wire and that strings be 
























































WINDOW DISPLAY INSPIRED BY JANUARY ADVERTISEMENT 
OF W. H. GUNLOCKE CHAIR CO. IN “OFFICE APPLIANCES” 
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passed through each of the venti- 
lating holes and fastened from the 
ceiling to the floor. With summer 
coming on it would be a good idea 
to plan on such a window for use 
during those hot months when the 
thought of coolness and ventilation 
would have a stronger appeal. 

If you give this display a little 
thought its appeal will bring home 
to you its selling value. The very 
unusualness of the arrangement 
cannot fail to attract attention, 
sales or prospects 

An electric fan used against a 
few streamers fastened to the wires 
or strings would provide motion for 
this idea. The fan could be directed 
on the suspended sign in the back 
of the display and motion of the 
sign would attract attention. There 
are many possibilities, each one, of 
course, depending on the shape and 
area of the window in which the 
display is placed 


I might 
elaborate on a plan by 

which the strings passing through 
the seat might be fastened. When- 
ever I face a problem of this kind 
I generally use a piece of card- 
board. I punch holes in it and pass 
the strings through the holes, fast- 
ening them on the back of the card- 
board with Scotch tape. In this way 
you can fasten the cardboard to 
the ceiling with two or three thumb 
tacks and thus avoid marring the 
ceiling with too many holes. The 
other end of the strings may be 
fastened to the floor with straight 
pins driven there by means of light 
taps with a very light tack hammer. 

Of course our usual everyday sug- 
gestions should be incorporated in 
this diplay—-the spotlight on the 
chair, your store name very promi- 
nently displayed, and the name of 
the manufacturer shown to advan- 
tage. In the sketch this latter sug- 
gestion is accomplished by means 
of a large card 

We are grateful to the W. H. 
Gunlocke Chair Company for their 
contribution to this column. The 
very clever advertisement has been 
the inspiration for this attractive 
sales-producing display and don’t 
let anyone tell you that it will not 
produce sales for you. Give it a 
chance and it will go to work as 
your SILENT SALESMAN 
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STATIONERY CORNER 


serves customers and expands sales 


N AN ATTEMPT to “corner” cus- 
| tomers buying an assortment of 
stationery items, the Albert W. Gill 
Company, Trenton, N. J., office out- 
fitters and stationers, erected an 
independent section for this mer- 
chandise in their store. 

We have always felt that cus- 
tomers buying business stationery 
and miscellaneous articles could be 


induced to double their original 
purchases by picking up other 


merchandise that they needed just 
on the basis of seeing such 
merchandise displayed,” explains 
Albert W. Gill, president. 

Very often we have found busi- 
nessmen and office secretaries that 
have come to our store to pick up 
some business. stationery look 
around before they left to see if 


there was anything that they have 
missed. And even if they didn’t 
miss anything, they could be in- 
duced to buy some other stationery 
items if they could see everything 
that we stocked right before them 
Because of this situation, we de- 


cided to build a special business 


stationery section where customers 


could be ornered” to see for 
themselves and be shown by store 
clerks our complete line of busi- 


ness stationery and miscellaneous 


items 


Directly in 
the center of the store, 
Mr. Gill set up a business stationery 
section that formed an elongated 
U” in shape—that is, a line of 
specially-made cases, each one 
about 24 inches wide and six feet 
high with lass-covered doors 
Then on eacl two cases were 
placed so that they jutted out from 
the wall sec giving it a U- 
Shaped appearance 
Six of these cases were placed 
with an open one 
directly in the center. Each of these 


against the 


cases had doors with glass covers 
Beneath each glass was displayed 
a priced sample of the stock con- 
tained within the case 


Above each case was designated 
the type of stationery that was con- 
tained inside These signs have 
such headings as miscellaneous 
pads and steno books; tags and 
columnar sheets; 
index cards; 


labels loose 


Card index aes 
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How one dealer isolates supply shoppers 
and “shows ‘em everything at a glance” 


folders and guide labels; visible 
record forms; miscellaneous sta- 
tionery and envelopes. 

“Let us take the first case which 
is marked miscellaneous pads and 
steno books, for example,’ Mr. Gill 
explains. “Beneath the glass cover 
are dozens of pads sheets in as- 
sorted colors and sizes, each one 
price-marked with explanatory in- 
formation. That is, it shows the 
price per dozen or gross, gives the 
exact measurements, the number of 
sheets per pad and the number of 
pads in a bundle. As for the steno 
books, we have illustrated the dif- 
ferent pages from the selection of 
books that we have, together with 
explanatory information. By just 
looking through the glass cover on 
the case, customers can see every- 
thing that we stock in these lines 
and make their selections.” 

The same methods are used in the 
adjacent cases. In the tag and label 
case are shown samples of the 
entire lines carried. The same ap- 
plies to loose leaf columnar sheets. 
In the center of the glass-covered 
cases is an open one, where an 


by Phil Lance 


special correspondent 


assortment of file boxes, wooden 
desk trays and other small acces- 
sory items is displayed. 

In this U-shaped arrangement are 
placed two tables and a few chairs. 
Although these tables seem to close 
off this section from traffic passing 
through the store, their main pur- 
pose is to serve the customer or 
salesclerk by holding supplies that 
are being selected. 

“Our stationery and supply sec- 
tion has tripled our sales volume 
since it has been installed,” Mr. 
Gill points out, “because whenever 
customers need a few items that are 
stocked in this section, they have an 
ample opportunity to see the en- 
tire stock that we handle.” 

The section has been beneficial in 
that passing store traffic can not 
interfere with business being con- 
ducted here. Only customers inter- 
ested in the same merchandise ex- 
amine the case covers. 





SEEING MEANS SALES—This section literally “corners” the 
stationery customers. Supplies are pictured behind glass- 
covered shelf doors and the reserve stock is taken from 
inside. Tables and chairs close off the section from passing 


store traffic. 
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FURNISH THE JOB 


from basement to roof 


A complete insurance company installation by 
Business Furniture Company of Philadelphia 


HEN THE BUSINESS Furni- 

ture Company of Philadelphia, 
Pa., learned that the Harleysville 
Mutual Casualty Insurance Com- 
pany, Harleysville, Pa., was con- 
structing a new building to handle 
increased business, the Philadelphia 
firm made immediate inquiry 

Seeking the installation order, 
Business Furniture Company offered 
assistance in the selection of office 
furniture. 

The insurance concern was asked 
to turn over a set of the blue- 
prints to the planning department 
headed by Mr. Hersh. These plans 









RIGHT: exterior view of impres- 
sive new Colonial-type structure. 
BELOW: board of directors’ room. 
Table, chairs and sofa were all 
built by Frank Scerbo & Sons. 


BELOW: the vice-president’s of- 
fice. Desk, table, telephone cabi- 
net and bookcase were manu- 
factured by Shelbyville Desk Co. 


HARLEYSVILLE MUTUAL CASUALTY 
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were then analyzed from “the base- 
ment to the roof.” 

Suggestions were then _incor- 
porated into plan form so that 
the entire needs could be seen at 
a glance. The possibility of plac- 
ing office furniture, or allied equip- 
ment, in every room was noted 
waiting room, rest room, lobby, res- 
taurant, board room, conference 


room, general offices and executive 
suites. The duties of the employees 
and departments were analyzed and 


wood é 





by Phil Lance 


special correspondent 


the furniture was scaled into plan 
form so that the work would be 
able to flow in an efficient and co- 
ordinated manner 

As the building was Colonial 
style, it was necessary to select and 
recommend furniture that would 


BELOW: one section of company’s 
secretarial office. CENTER: the 
president’s office. Desk and book- 
case were by Murray Furniture 
Co., the leather chairs by Scerbo. 






BOTTOM CENTER: a glimpse of 
the company’s general offices. 
BELOW: well-appointed execu- 
tives’ private dining quarters. 





INSURANCE CO. OFFICES EQUIPPED BY BUSINESS FURNITURE CO., PHILA. 
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armony, still main- 


be in perfect 
taining individuality in the execu- 
tive suites. Business Furniture Com- 
reason advocated 
desks and matching pieces by Shel- 
byville Desk Company, Murray Fur- 


pany for this 


Lincoln Desks and custom- 
built tables pieces by Frank 
Scerbo & Sons, who also custom 
built the leather furniture 

The Colonist Craft furniture by 
for the execu- 
tive dining roo and National 
Store Fixture tables were planned 
lI 

; 


niture 


Sikes was suggested 


1 the executives and the general 
dining room 

In the general offices, which in- 
cluded the policy writing depart- 
ment, the transcription room and 
department, the 
committee had decided on steel fur- 
niture. Business Furniture offered 
the new steel desk by Berger Manu- 
facturing Divisi of the Republic 
Steel Corporation. The new and 
if the desk, the 


the accounting 


pleasing aesign 


many features incorporated into 
this desk, plus the eye comfort top, 
made this lin the unanimous 


choice of the committee 

With this groundwork, the selec- 
tion of equipment by the committee 
was simplified, and the Business 
Furniture Company was favored 
with orders in line and accord with 
recommendations 

It was most ratifying to Mr 
Hersh of Business Furniture Com- 
pany to receive from Mr. Alderfer, 
Harleysville, an un- 
you letter after the 

been completed 


secretary ol 
solicited thank 


installation 





An excerpt of that letter reads, 
“Personally, I want to say ‘thank 
you’ for all you have done for our 
company. I can honestly say that 
I have never dealt with anyone who 
was as courteous and as helpful 
and always with a smile on your 
face regardless of the many hours 


of time you gave us in helping solve 
our problems. We appreciate what 
you have done for us, and in turn, 
our doors will always be open to 
you if you want to bring in your 
prospective customers to show them 
our new quarters and our fine fur- 
niture.” 
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This suite of furniture was made by Edgleys, Ltd., office 


furniture and equipment firm of 151 Fleet St., London, E. C. 
4, to architect's specifications and was supplied for a well- 
known London advertising agency. The furniture was con- 
structed in straight-grained Australian walnut and finished 
in contrasting shades. The executive desk (in background) 
is 6 feet, 6 inches long x 3 feet, 6 inches deep and is fitted 
with double pedestal of drawers on the right-hand side. 
The left-hand pedestal has a drawer fitted with counter- 
balanced action which automatically brings the dictating 
machines to hand level when the drawer is opened. The 
panel above the drawer is fitted with interdepartmental 
telephone system. Both this desk and the secretary's desk 
are fitted with a “technical arm” housing all necessary 
wiring for accessories. The chairs, also constructed of solid 
Australian walnut, are upholstered in ivory hide. 


ESTERBROOK’S NEW MANHATTAN SALES OFFICE 


New, all new, is this unusually 
attractive Esterbrook sales office 
and showroom in Suite 4215 in 
the Empire State Building at 350 
Fifth Ave., New York City. The 
streamlined furniture is all cus- 
tom-made, recessed fluorescents 
adding to the attractiveness and 
comfort. New York Sales Man- 
ager R. W. Mueller is in charge. 


OFFICE APPLIANCES, April, 1951 





37 





COMPLETE installation of furniture 
for ad public library Advocate Store, Newark, 


Ohio, equips local library 


HE BOARD of directors of the with every furniture need 

Newark, Ohio, public library 
chose The Advocate Store of that 
city to make a complete library 
installation in the recently con- 
structed library building. This new, 
air-conditioned library is the last 
word in modern setup and equip- 
ment, yet the building proper has 
the charm of colonial Williamsburg. 

The library’s interior is a cheer- 
ful, bright setting for the wood 
library equipment in Softone oak 
finish made especially by The Globe- 
Wernicke Co., Cincinnati, Ohio. The 
Globe - Wernicke equipment, in- 
stalled by The Advocate Store, in- 
cludes two charging desks and 
chairs, counters, counter height 
files, book trucks, magazine and 
newspaper racks, card catalog cab- 
inets, reference table, and revolving 
dictionary stand. The reading tables 
were furnished by Mutschler Broth- 
ers, Nappanee, Ind. John H. Dun- 
can, manager, and Robert Mein- 
hardt, salesman, The Advocate 
Store, handled the complete library 
installation for the Newark library 
board. 


The library’s 

main room, extend- 
ing the entire width of the building, 
is divided into east and west sec- 
tions for the main adult reading 
room and the children’s depart- 
ment, respectively. In the center of 
the main room, opposite the en- 
trance, is the Globe-Wernicke main 
charging desk. This, like the 
children’s charging desk, has built- 
in card files and a typewriter unit 
with elevator-type typewriter plat- 
form. 

The children’s charging desk was 
engineered especially for use by 
little folks. Instead of the standard 
39-inch height, this desk was low- 
ered to 32 inches, a height most 
convenient for the majority of 
small users. 

The walls of the main room are 
painted a cascade green, which is 
a soft blue-gray-green shade. These 
contrast effectively with the white 
venetian blinds and woodwork and 





ABOVE: the children’s charging desk at the Newark, Ohio, 


blend with the harmonizing Softone haar . / 
oak finish of the Globe-Wernicke public library. Made by Globe-Wernicke in Softone oak, 
equipment. The floor is covered it -_ os ao a eres ra pe for —e 

use by children. Note built-in elevator ewriter unit. 
with asphalt tile in large tan and BELOW: view of the main room of the sant library. 
rust squares. Fluorescent lights and Main charging desk is at center right. The entire installation 
center spots are sunk in the Fiber- of Globe-Wernicke wood library furniture was made by 
glas acoustical ceiling. The Advocate Store of Newark. 
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Business Builders 
Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE COUR. 





AGE CO-OPERATION 
OW to meet expenses; turn in 
any direction!” . there you 
have the winner of this month’s 


Mr. I. Will Pepper-Upper award. 
He is the advertis- 
ing and sales pro- 
motion manager 
for a California 
stationery concern, 
and he gives a 
credit line to that 
progressive month- 
ly “Sell” for this 
cryptic statement. And he goes fur- 
ther to red pencil check a few other 
key thoughts in this current release, 
that he deemed worthy, bdr as he 





fellow readers of BUSI- 
NESS BUILDERS 
Here they are 


put it, “salesworthy”, for fi - 


9 reasons why stores lose business 

@ indifference of sales people 

® ignorance or misrepresentation of 
goods 

® haughtiness of sales people 

@ errors and delays in service 

@ unwillingness to exchange goods 


@attempted substitution of goods 
@ high prices 
@ inefficient store methods 


®@ poor quality merchandise 
* * 7 
And here was the companion 
thought 
I see that you've spent quite a big 


wad of dough 
To tell me the things you think I 
should knou 


How your plant is so big, and so 
fine and so strong, 

And your founder had whiskers so 
handsomely long 

So he started the business in old ’92. 

How tremendously interesting that 
is to you! 


He built up the thing with the blood 
of his life 


I'll run home like mad—tell that 
to my wife! 

Your machinery’s modern, and oh, 
so complete 

Your “rep flawless, your work- 


CTs & neat 


Your motto is “Quality,” capital 
“Q”— 

No wonder I’m tired of “Yours” and 
of “You”. 

So tell me quick, and tell me true, 

Or else, my love, to hell with you. 

Less—how your product came to be; 

More—what the damn thing does 
for me! 


* * - * ” * * 


E-X-C-H-A-N-G-E 

Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 


ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 

YOU!!! (Always men- 

tion idea number, and 

address the co-ordinator 

of this page, Care of Shaw & Bor- 
den Co., Box 2153, Spokane 2, Wash. 
Use this same address in sending 
in your thoughts for our Mr. I. Will 
Pepper-Upper and Terse Trailer De- 
partmentals of BUSINESS BUILD- 
ERS Telecast.) 

. and the first entry on this 
month’s hit parade is truly worthy 
of the banner instituted a few 
month's ago, which we now award 
to the “IDEA OF THE MONTH,” 
namely: 


I-D-E-A 











MODERN EQUIPMENT 


and here it is 
YOURS by asking for No. 
10, Series 1951, Business 
Builder: “AN EFFECTIVE 
TIME-SAVER THAT CAN BE 
BUILT INTO DESKS YOUR CUS- 
TOMERS ARE NOW USING, OR 
AN EXCELLENT EFFICIENT IDEA 
FOR A PROGRESSIVE DESK MAN- 
UFACTURER TO INCORPORATE 
IN EVERY DESK IN HIS LINE.” 
When you get this worthwhile de- 
sign-observation by this Indiana 
office outfitter, you'll ask yourself, 
“Why haven't I suggested it myself 
to desk users before?” 





. . . and here is No. 11 (Series 
1951) Business Builder: 
“IT’S TIME WE PUT “OR- 
DER ROUTINE” IN BET- 
TER ORDER—Here’s IM- 
PORTANT CHANGE SCHEDULE 
we inaugurated in OURS! A Penn- 
sylvania stationer really gives you 
something here in exchange for 
your Business Builder! Better send 
for this treat and treatise NOW. 

. . . The third and last of this 
month’s Business Builder Ideas, File 
No. 12 (Series 1951) has much help 
to give you and we have used the 
title given it by this Ohio office 
outfitter—“Delivering with Deliv- 
eries THAT DELIVER!” Here you 
have literally an IDEA THAT DE- 
LIVERS THE GOODS! 





A Nevada stationer observed the 
following seven Business Builders 
and gives credit line to each to 

H. J. Heinz, founder of the H. J. 

Heinz Company. He mentioned that 

he saw these in Sales Management: 

“Luck may help a man over a ditch 
if he jumps well.” 

“Folks who never do any more than 
they get paid for doing, never get 
paid for any more than they do.” 

“Happiness is a perfume you cannot 
pour on others without getting a 
few drops on yourself.” 

“Mistakes break some men—they 
make other men.” 

“It is a greater thing to be a man- 
builder than a fortune-maker.” 

“Genius is the inability to keep 
from working.” 

“Demand more of yourself than 
anybody expects of you.” 


> * > * » 7 . 





TERSE—TRAILERS PRODUCE— 
FOR—YOU ... and we do mean 
YOU. Send in your terse-trailers; 
there’s a prize for each one used. 

Tune in to this TERSE-TRAILER 
from a Florida contributor. It has 
but six potent words: 

“It’s easier to RETAIN than RE- 
GAIN!” 


a * . * * - - 


3, 32, 3b, 3 


Office-efficiently yours! 
RALPH B. ORTEL 








Remember that what you possess in the world will be found at the day 
of your death to belong to another, but what you are will be yours forever. 
—Henry van Dyke 
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WHOLESALE STATIONERS HOLD 
35TH ANNUAL CONVENTION 


Re-elect Jensen President for 1951-52— 
71 Manufacturers Exhibit Lines—273 Register 


ie THIRTY-FIFTH annual convention and trade 
show of the Wholesale Stationers Association of 
the U.S.A. and Canada was held on February 28, March 
1-2-3 in the Hotel Commodore, New York, New York. 

Advance registration was heavy and early, starting 
at 9. am. Wednesday, February 28. It steadily in- 
creased, reaching a total of 273 by the time the books 
were closed. The program was divided into two morn- 
ing and two afternoon sessions. On Wednesday, Feb- 
raury 28, meetings of the committee on research and 
statistics was held at 2 p.m. and the meeting of the 
board of control was held at 4 p.m. The trade show 
was open from 10 a.m. to 9:30 p.m. Wednesday, from 
3:00 to 6:00 p.m. Thursday, from 3:00 to 5:30 p.m. Fri- 
day and from 9 a.m. to noon on Saturday 

The ladies’ program consisted of a reception on 
Wednesday afternoon; a party including cards, games 
and afternoon tea on Thursday afternoon, and a ladies’ 
social on Friday afternoon with Lowell Patton as 
guest speaker. 

On Thursday night in the East ballroom Carnival 
Night was presented and on Friday night the annual 
banquet was held. Much activity was to be seen on 
Tuesday evening, February 27, on the part of 71 manu- 
facturers who were preparing their exhibits for the 
trade show, which occupied the entire ninth floor 
consisting of close to 80 rooms. Promptly at 10 a.m. 
on Wednesday the annual convention trade show was 
officially opened, permitting conventionites to inspect 
a wide variety of products displayed to advantage, 
until closing time at 9:30 p.m 


Thursday, March 1 


A large attendance marked the first general con- 
vention session which was called to order at 9:30 a.m 
on Thursday, March 1, by Max Goldstein, Rochester 
Stationery Company, Inc., Rochester, New York. He 
was pinch-hitting for Harold C. Whittemore, secre- 
tary-treasurer of WSA, who was unable to attend be- 
cause of illness. After extending greeting, he called upon 
J. Howard Shoemaker, Eberhard Faber Pencil Com- 
pany, who gave the invocation. Mr. Goldstein then 
read Secretary Whittemore’s report for the past year 
which was both successful and profitable, he declared, 
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WHOLESALE STATIONERS 35TH ANNUAL BANQUET, HOTEL COMMODORE, NEW YORK, MAR. 2 


and continued with a review of the association's activi- 
ties for the past year. 

President L. M. Jensen, Brinn & Jensen Company, 
Omaha, Nebr., then gave his report. After extending 
a hearty welcome to conventionites he took the oppor- 
tunity to thank manufacturers for their participation 
in making the convention and trade show a success. 
He went on to comment on the tremendous growth of 
the stationery business in the past 50 years and the 
numerous changes that have taken place in that in- 
dustry. In conclusion he reviewed the progress of the 
Wholesale Stationers Association and its service to 
members and the industry. 

The reports of the various committees were then 
heard. George F. Griffiths, Noesting Pin Ticket Com- 
pany, chairman of the auditing committee, reported 
the Association’s records accurate and complete 

Herbert Held, Blackwell-Wielandy Company, St. 
Louis, Mo., chairman of the necrology committee, re- 
ported on the death of the following members: Cyrus 
W. Knouff, American Crayon Co.; Edmund J. Huott, 
Frank A. Weeks Manufacturing Co.; Harry Haupt, 
Bainbridge, Kimpton & Haupt, Inc.; Albion P. Gooding, 
Loring, Short & Harmon, Portland, Me.; Martin L. 
Strauss III, Eversharp Inc.; Lawrence J. Pues, Joseph 
Dixon Crucible Co.; Celsus Orear, Blackwell-Wielandy 
Co., St. Louis, Mo.; Walter F. Cushing, Adams, Cushing 
& Foster, Inc.; Benjamin Rosenthal, U. S. Playing Card 
Co.; Morton Goldstein, Rochester Stationery Co., Roch- 
ester, N. Y.; Jacob Schechter, Ay-Won Toy & Novelty 
Co., Inc., and Alvin Sours, Joseph Dixon Crucible Co. 
At the close of Mr. Held’s report the entire assemblage 
stood with bowed heads in respect to the memory of 
the departed members. 

President Jensen then appointed the nominating 
committee as follows: chairman, Harry Litzenberger, 
H. H. Tammen Co., Denver, Colo.; Don Whitcomb, 
Paper Supply Co., Minneapolis, Minn., and R. A. Maish, 
Dennison Manufacturing Co. 

A feature presentation was then staged, entitled 
“Is this my business?” Presented in playlet form it 
depicted a typical day in the life of a wholesale sta- 
tionery establishment. Viewpoints of men in action 
were presented in the play, problems of business under 
present conditions were shown regarding shortages 
of items and delayed deliveries including some gripes 
and groans. With both a serious and humorous side, 
it met with the approval of all present and earned 
thunderous applause at its conclusion. The roles were 
portrayed by members of the industry, with the follow- 
ing participating: Author, William H. Greenleaf, 
Bainbridge, Kimpton & Haupt, Inc. N. Y., as the Boss; 
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Charles F. Shelly, Eberhard Faber Pencil Company; 
Alan Freedman, Modern Retailing publication; Martha 
Giemann, Frank J. Sheehan and Richard J. Madden, 
all of Eberhard Faber, Pencil Company, as the office 
staff 

The first speaker, Leon Singer, an attorney, spoke 
on “Marketing Problems in a Defense Economy” in 
which he discussed Government regulations on ceiling 
prices and their application to the stationery trade. 
Mr. Singer gave his opinions and interpretations of 
the wording of regulations and recent amendments. 
During the open forum that followed, Mr. Singer an- 


swered questions from the floor about specific sections 
of the regulations 
Following a short recess, luncheon was served in the 


East ballroom at 12:45 p.m. with Richard B. Vail, mem- 
ber of Congress and head of the Vail Manufacturing 
Company, as guest speaker. Mr. Vail has been identified 
with the stationery business for the past 35 years and 
has never lost track of the industry or its commodities, 
he declared. He went on to tell of one of his assign- 
ments on the Un-American Activities committee and 
the workings of that committee in securing convictions 
of people who endeavor to disrupt and destroy our 
government. In this connection he called for better 
co-operation on the part of our newspapers to give 
an unbiased presentation of the news to the American 


people so they may know the true facts. 


Pointing out that the Socialist 

form of govern- 
ment is becoming unpopular, he called attention to the 
fact that the labor party has lost way in government 
seats in England, and both New Zealand and Australia 
have defeated Socialism. He warned American people 
not to be taken in by the phrase “Welfare State” and 
reminded his listeners that such a government situa- 
tion could easily lead to Socialism and in turn to Com- 


munism. In conclusion, he declared that in less than 
two centuries we have built a prosperity that is the 
envy of the whole world and our strength comes from 


therefore there is no place in the United 
Welfare State” and we must reject it. 


fternoon session Chairman Marion E. 
Springer, American News Company, reported for the 
committee on research and statistics. Their recom- 
mendation was that there be not less than three and 
not more than 25 members on the Board of Control. 
President Jensen called for the motion, which was 
regularly made and passed. 

Next to address the group was Thomas P. Tanis, 
The Tanis Company, consultants on distribution, who 
will conduct survey for the association, with the 
objective of finding out (1) wholesale stationers’ cost 
of doing business, (2) complete wholesale story in- 


our freedom 
States for the 


At the 





NEW OFFICERS OF WHOLESALE STATIONERS ASSOCIATION— 
Left to right: J. Howard Shoemaker, Eberhard Faber Pencil 
Co., national chairman, Sales Representatives National So- 
ciety; Edward W. Blevins, Caldwell-Sites Co., Roanoke, Va., 
WSA first vice-president; Lothardt M. Jensen, Brinn & Jensen 


Co., Omaha, Nebr., president; Harry Litzenberger, H. H. Tam- 
men Co., Denver, Colo., fourth vice-president; Lovis M. 
Brown, Eberhard Faber Pencil Co., second vice-president. 
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1. Samuel Clayton, Koh-l-Noor Pencil Co.; George Wallheimer, Paul 
Waltheimer, New York, N. Y.; Paul Gundacker, Koh-l-Noor Pencil 
Co. 


2. L. M. Jensen, Brinn & Jensen Co., Omaha, Nebr.; Mortimer H. 
Chute Jr., Bainbridge, Kimpton & Haupt, Inc., New York, N. Y.; 
J. Howard Shoemaker, Eberhard Faber Pencil Co. 


"3. H. E. Miller, Columbia Paper Co., Ltd., Vancouver, B. C.; Irving M. 


Levy, Art Steel Sales Corp.; A. L. Naismith, Buntin, Gillies & Co., 
Ltd., Hamilton, Canada; William J. Lampel, Art Steel Sales Corp. 


4. Lawrence McGinnis, Roberts-Boice Paper Co., Poughkeepsie, N. Y.; 


Chas. P. Schoen, American Pencil Co.; Wm. H. Smith, Venus Pencil 
Co., Toronto, Canada; Hiram Oakley, Roberts-Boice Paper Co., 
Poughkeepsie, N. Y.; Leonard A. Hehner, American Pencil Co. 


cluding service rendered and method of operation, (3) 
marketing trends. Mr. Tanis explained the plan in 
detail and urged members of the association to fill out 
the questionnaire completely when they receive it so 
his company can get complete information in order 
to do a good job. It is believed that the survey will be 
of value to both wholesaler and manufacturer mem- 
bers. 

In the evening “Carnival Night” was held in the East 
ballroom and a colorful affair it was. On entering the 
room each guest was presented with an envelope 
stuffed with $500.00 in play money with which he 
could try his luck at the numerous games of chance 
or purchase refreshments. Committee members man- 
ned the various attractions where fortunes were won 
or lost at a spin of the wheel or cast of the dice. 
Throughout the entire evening from 8:30 p.m. to mid- 
night a festive spirit prevailed. 


Friday, March 2 


At 9 am. Friday morning the Sales Representatives 
National Society held its annual breakfast, at which 
time the following officers were elected: national 
chairman, J. Howard Shoemaker, Jr., Eberhard Faber 
Pencil Co.; national vice-chairman, Herbert C. Hooks, 
Moore Push-Pin Co.; regional vice-chairman Eastern 
district, Harry Fensterheim, S. E. & M. Vernon, Inc.; 
regional vice-chairman, New England district, John 
B. Dwyer, manufacturers’ representative; regional 
vice-chairman Mid-West district, Fred C. Schaefer, 
Sanford Ink Co.; regional vice-chairman Western dis- 
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trict, Joseph D. Hale, manufacturers’ representative; 
regional vice-chairman, Southwest district, John 
Hendrick, American Crayon Co.; regional vice-chair- 
man Southeast district, Jim Cooper, manufacturers’ 
representative; secretary, H. C. Whittemore, Wholesale 
Stationers Association. 

The morning convention session began at 10:30 a.m. 
in the West ballroom with Vice-President Edward W. 
Blevins, Caldwell-Sites Company, Roanoke, Va.; pre- 
siding. The guest speaker was Dr. Jack W. Dunlap, 
president of Dunlap & Associates, Inc., psychologist 
and statistician, whose subject was “I’m Too Darn 
Busy!” in which he discussed both the utilization and 
misuse of manpower in government and business 
alike. To illustrate his point-he cited his observations 
made in Washington, of cases of Government waste of 
manpower where it took three men to do a job that 
could easily have been done by one man. He went on 
to point out that there is also much misuse of man- 
power in business, among executives in particular. 
Many executives, he declared, are doing jobs they 
could have had done by employees, instead of spending 
their valuable time in planning for the future of their 
business. 

At 11 a.m. separate meetings were held by both 
manufacturers and wholesalers divisions, with the 
wholesalers meeting in Parlor A and the manufac- 
turers occupying the West Ballroom. 

Following a brief recess luncheon was served in the 
East ballroom, after which the guest speaker was in- 
troduced, A. Wilfred May, executive editor of Commer- 
cial & Financial Chronicle. His subject was, “Can the 
Individual Protect Himself Against Inflation.” In dis- 
cussing the possibilities of putting one’s money into 
savings banks, buying bonds, real estate—both city 
and farm lands—commodities and securities for pro- 
tection against declining dollar values, he conclud- 
ed that owners of money cannot be fully protected. 
He could see only two ways for partial protection; 
that of joining what he terms a pressure group po- 
litically favored, such as labor unions, to secure 
highest payment for services and the investment of 
capital in diversified common stocks and U. S. Gov- 
ernment bonds. 


Friday, March 2 


At the concluding general session called to order 
Friday afternoon, L. M. Brown, Eberhard Faber Pencil 
Company, gave a report of the manufacturers’ meeting 
consisting of the following resolutions: 

(1)—That lists of convention registrants should be 
prepared by the association for distribution to mem- 
bers. 

(2)—That all exhibits be closed during business 
meeting hours. 

(3)—That the association strive for a better attend- 
ance. 

(4)—That a vote of thanks be given to William H. 
Greenleaf and the cast of “Is This My Business,” for 
doing a splendid job in staging the show. 

(5)—That manufacturing members be polled to de- 
termine their opinion on the proposed survey by the 
Tanis Company. 

(6)—That their sincere good wishes be conveyed to 
Harold C. Whittemore for a speedy recovery from his 
iliness and congratulations for a splendid job in ar- 
ranging a convention that has run so smoothly. 

L. M. Jensen, reporting for the wholesalers, an- 
nounced that they were in favor of the survey. 

The report of the nominating committee was then 
heard and the board of control, consisting of 25 mem- 
bers, for the coming year was elected. Next on the 
program was the installation of re-elected officers as 
follows: president, Lothardt M. Jensen, Brinn & Jen- 
sen Co., Omaha, Nebr.; first vice-president, Edward W. 
Blevins, Caldwell Sites Co., Roanoke, Va.; second vice- 
president, Louis M. Brown, Eberhard Faber Pencil 
Co.; third vice-president, John H. Chipman, Brown 
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Bros., Ltd., Toronto, Canada; fourth vice-president, 
Harry Litzenberger, H. H. Tammen Co., Denver, Colo.; 
national chairman, Sales Representatives National So- 
ciety, newly elected, J. Howard Shoemaker, Eberhard 
Faber Pencil Co.; secretary-treasurer, re-elected, H. C. 
Whittemore. After the officers were introduced the 
convention was declared adjourned. The trade show 
exhibits were open from 3:00 to 5:30 P.M. 

Prior to the annual banquet a reception was held 
in the East ballroom where guests assembled for an 
hour of cocktails and sociability. At the conclusion 
of a turkey dinner, Toastmaster William H. Greenleaf, 
after extending greetings and a cordial welcome, read 
a letter from Harold C. Whittemore expressing his 
regrets at not being able to attend the banquet. He 
also expressed his thanks and appreciation to his com- 
mittees for a job well done and concluded with the 
hope that all would have a fine time. He then intro- 
duced guests at the head table, who were Mrs. H. 
Litzenberger, Louis M. Brown, Mrs. E. W. Blevins, Mor- 
timer H. Chute, Mrs. H. C. Whittemore, L. M. Jensen, 
Mrs. L. M. Jensen, E. W. Blevins, Mrs. L. M. Brown, 
H. Litzenberger, Mrs. J. H. Shoemaker and J. H. Shoe- 
maker. At the conclusion of the ceremonies some ex- 
cellent singing was rendered by the Four D’Lovelies 
female quartet and good music was provided by Bert 
Knapp’s entertaining orchestra for dancing between 
courses and for the balance of the evening. 


THE EXHIBITS 
Alva Pen Company New York, N. Y¥.—Displayed the $ 
ba pens and flashlights. In attendance were Nat B Be 
F Al Soffer and S. Bogard. 
American Crayon Co., Sandusky, Ohio—Displayed wa 
{ av ex < 3 rPrang water colors cnaix ) } Textile ‘ } 2 ry 
howing justrial crayons Included was the N 322 24 
f Crayonex retailing at 30c and DEK-ALL colors for 
hina, also new Day-Glo tempera rs sttendance were 
E »s and Bernard D. Tripp. 
p see Lead Pencil Co., daycare 3 N. J.—Featured were Venus drawing 
é and fu nes of offic ce penc n black and rs, as we as the 
f founta pens, ball point pe ynd mechanical pe snd sets. 
ttendance were H. W. Bowmen, Lou Wachte Leonard A. Hehner 
‘ C r nt } oe ries Herr. 
healt . > wel New York, N. Y.—Fiags of United Natior J state 
; various qualities for all occasions were displayed. | attendance 
Arthur C Edwards manager; Edward C. Schmelz, asfistant, and 
Y J. Euler assista 
Art Steel Sales Corp., New York, N. va C lisplay were 
sbinet Tidy Deskmaster desk classifiers Rotaria Jesk tr and Jesk 
swe Tray Othe Terr were Han file T mpiete ser T M 
tal and plastic r top files and TELE-MEMO 
pad Irving Levy, vice-president, was ir harae assisted by 
1. Lampel, sales manager, and Gerard D. White 
Automatic Pencil Sharpener Co., Rockford, i. The fu e of Ap: penc 
yrpeners be re than |4 models, was n exhibit Special er 
the Chicago ant f s 
j pective customers were A. D Ferr 
er c strav eastern division snager: P c Powell 
R jow, Tor representative, Ed. B ey and Harold R 
Baehr & Sons, Eugene B., New York, N. Y.—S p r 
rs, compasses, protractors, Listo per ated 
ored thumb tack pencil shar penho! $s an 
were among the many A Bae 
ij James Chambers were in attendance. 
Binney & Smith Co., “tid York, N. Y¥.—Showing the 
>las, Staonal marking crayons, paint boxe mode j sy halks 
showcard rs were R. T. Gemme listrict manage R. J. M 
R. S. Meyers, E. B. Skedden and H. J. MacNeil 
C-Thru autor Co., Hartford, Conn.—Exhibited was the cornpany's fu ne of 
3 and drawing devices, including rulers, protractors, T-squares, French 
ves and triangles. Answering inquiries were R, Z iH 
+ M. Finkelst 
Carter's Ink Co., The, Boston, Mass.—The plete line of Carter's inks 
sdhesives and specialties were on display. Wm. M. Fletcher, sales manaaer: 
me J. Savage, N. Y. district manager, Chris Tomford and severa 
the N. Y. district salesmen were on hand 
Coliutoce & reper Converting Company, iInc., Philadelphia, Pa.—Adding 
hine rolls ype rolls, shelf lining pape white and red tissue 
ale f i resale rolls in clear and ed cellophane were showr 
Jance wer Jules Bic « ale manaa 1 1 Mabe ‘ Wadsworth 
I rk repres tative 
The Cooks & Cobb Se, ei N. Y.—Show e of expanding files 
a ncluding their new es of cholo mail the new 
e k files, together with a lin f assifiers, desk files 
ard and brief covers and expanding file ) the No-Tye ne 
expa 3 envelopes, wallets and file attends were Ha 
r Jos. Wexelbaum and Fred Sterr 
Ps ee & bear y~ Mfg. Company, Inc., New York, N. Y ed 
jemonstré master new packaging ‘ king é Je CADO 
l EB. binder clips, punchless binde Also 
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PRODUCTS 








\. B. Dick mimeograph products are for use with all makes of suitable stencil duplicating products. 
A. B. DICK COMPANY, 5700 Touhy Avenue, Chicago 31, Illinois 
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the Ke-Master key filing system. In attendance were R. £ 
manager; D. L. Parke, advertising manage Ww alter 
Dennison Mfg. Co., Framingham, Mass.—A large select f Dennis 
merchandise was shown including a w line of ess-A-D outfits 
new 1951 Christmas wrapping papers ‘ tag rd ribbe 
newly designed guest towels. Answering quirie e f 

Gorton, R. J. Mitchell, K. S. Bullard, F. E. Barry and & Ross. 
Dixon, Joseph, Crucible Co., Jersey City, N. J.—Exhibited was the 
pany'’s line of wood-cased pencils, erase the Enduro pe 

Claro cleaner, marking pencils 


R f or leant nd n W 
Var rn, vice-t ) ana Jon ¥ 


ical pencils. In charge were H. B ; 
Henn, special representative, assist : ¢ 
treras. 

Eagle Pencil Co., New York, N. Y play were the Eagle 


1. C. W. Bonney, J. E. Sweeney, C. P. Nicolai and Jack Asthalter 
oll W. A. Sheaffer Pen Co., Will Winnes, Will Winnes Co., 
Inc., Cincinnati, Ohio. 

2. Earl H. Prentzel and Betty Baver, bunny girl Speed Products Co., 
Inc.; Herbert Held, Blackwell-Wielandy Co., St. Louis, Mo. 

3. R. J. Mitchell, R. A. Maish, K. S. Bullard, Howard Gorton and 
E. C. Ross, all Dennison Mfg. Co. 

4. H. B. Van Dorn and Emil J. Conteras, Joseph Dixon Crucible Co.; 
Howard S. Sanders, The Stationers & Publishers Board of Trade, 
Inc.; E. M. Cabaniss, Henry T. Conteras and John C. Boschen, 
all Joseph Dixon Crucible Co 

5. At the registration table. 

6. Charles Kuehne, Stewart Roberts and Harry Fensterheim, all of S. 
E. & M. Vernon, Inc.; J. P. (Steve) Moriarty, E. Morrison Paper Co. 
Washington, D. C.; Murray Vernon and Ray V. Schumacher, S. E 
& M. Vernon, Inc. 

7. R. W. Woolford, J. C. Blair, Huntington, Pa.; L. M. Jensen, Brinn 
& Jensen Co., Omaha, Nebr.; Edgar M. Berry, Loring, Short & 
Harmon, Portland, Me. 

8. Front Row: Sam Jason, Montreal, Canada; H. E. Miller, Columbia 
Paper Co., Vancouver, B. C.; A. L. Naismith, Buntin, Gillies & Co., 
Hamilton, Ontario, Canada; J. R. Chipman, Brown Bros., Ltd., 
Toronto, Canada. Rear row: John Taylor, W. J. Gage Co., To- 
ronto, Canada; E. A. Mateer, Hodder & Moffit, Toronto, Canada; 
Robert C. Denver, McFarlane Son & Hodgson, itd., Montreal, 
Canada; Frank Selway, Acco Canadian Co., Toronto, Canada. 

9. Carl W. Priesing, Lovis Wachtel and Nichard Lewissohn, Jr., 


ad 


Mirado, Verithin, Turquoise and Prizma-color pencils, flanked by a greatly 
xpanded ne fountain pens, mechanical penc nr ers, erasers 
ompa boxes. In atte e w A. H. Berwald, D. £ @ 
Harold Seelig, B. Kohl, S. H. Engelberg and H. Maede 
Eastern Bag Mfg. Corp., New York, N. Y.—Featured were sc bags 
rief cases, zipper portfolios and zipper 3 binders. Peter Benefeld was 
f arge, a ted by Ben Sonkin. 
Ed-U-Cards, Inc., New York, N. Y.—C uce 5 games 
were displayed sddition to fingertip puppet h en's mino 
james and t mes In attendance were rving Brambie Monroe 
puss and Al S t 
Ellingsworth Mfg. Co., Chicago, Ill.—Shown was a wide brief 
er 1 sch oplie under the trade y with an 


14. 
15. 


16. 
17. 


(Turn to page 164, please) 





American Pencil Co. 

Herbert C. Hooks, Moore Push Pin Co.; John G. Kolb, C. Howard 
Hunt Pen Co.; A. J. Peters, Associated Stationers Supply Co., Chi- 
cago, Ill.; Rup Austin and Taylor B. Kellogg, C. Howard Hunt Pen 
Co.; R. C. Schmutzler, Reyburn Mfg. Co. 

J. Howard Shoemaker, Lovis M. Brown and John D. Horne, Eber- 
hard Faber Pencil Co.; Harold Fischer, Manhattan Staty. Co., New 
York, N. Y.; Jock McLaren, Ralph Soulby and A. C. Van Horne, 
Eberhard Faber Pencil Co. 

Harry Yeager and L. T. Goldberg, David Kahn, Inc.; Harry M. 
Orman, Orman & Wyant, Sacramento, Calif.; Lovis C. Oelwang, 
Scrantoms Book & Sta. Co., Rochester, N. Y.; Julius M. Kahn, 
David Kahn, Inc.; Alfred Lippmann, E. T. Howard Co.; M. Eisen, 
David Kahn, Inc. 

Harry Litzenberger, H. H. Tammen Co., Denver, Colo.; John G. 
Kolb, C. Howard Hunt Pen Co.; T. L. Mitchell, The Copp Clark 
Co., Ltd., Toronto, Canada; R. S$. Greenwood, Warwick Bros. & 
Rutter, Ltd., Toronto, Canada; J. P. (Steve) Moriarty, E. Morrison 
Paper Co., Washington, D. C. 

W. M. Fletcher, The Carter’s Ink Co. 

Max Goldstien, Rochester Sta. Co., Rochester, N. Y.; R. C. Schmutz- 
ler, Reyburn Mfg. Co.; H. L. Chandler, Adams, Cushing & Foster, 
Inc., Boston, Mass. 

J. J. Savage, The Carter’s Ink Co. 

J. J. McDonough, Plymouth Rubber Co.; H. L. Chandler, Adams, 
Cushing & Foster, Inc., Boston, Mass.; Harry Tehan, Higgins Ink 
Co. 
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PANAMA-BEAVER 


Typewriter Ribbons and Carbon Papers 








oe 





There is no guesswork in our laboratories, 
manufacturing departments or finishing rooms. 
Each PANAMA-BEAVER product, being designed 


for a specific purpose, is planned and 





produced by skilled technicians working to 
a careful formula. These are PRECISION 


ribbons and carbons... and that is why 












their national popularity grows. 





: MANIFOLD SUPPLIES COMPANY — 188 Third Avenue. Brooklyn 17, N.Y. 
Coast to Coast Distribution 


CARBON PAPERS - HECTOGRAPH - UNI-MASTERSEAOINKED RIBBONS. 
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Editorial 





OA 
Alphabetical Daze 


@@ THE ALPHABET IS with us again and it’s 
the American who’s in the soup. 

If you’ve forgotten about WPA, or NRA, or 
perhaps ODT it’s time to start learning the 
A, B, C’s all over again. 

To start off it might be best to get acquainted 
with the ODM for that represents the office of 
defense management and the price and wage 
controls. 

And after ODM come: 

OPS—office of price stabilization. 

WSB—wage stabilization board. 

ESA—economic stabilization agency. 

DPA—defense production administration. 

NPA—national production authority. 

DTA—defense transport administration. 

DFA—defense fisheries administration. 

DMA—defense minerals administration. 

ORA—office of requirements and allocations. 

PAD—petroleum administration for defense. 

FDB—food distribution branch of department 
of agriculture. 

SFAD—solid fuels administration for defense. 

EPS—emergency procurement service. 

DSCR-—division of selective credit regulations. 

Had enough? That’s just a sample. 


Go forth into the busy world and love it. .In- 
terest yourself in its life, and partake of it. Min- 
gle kindly with its joys and its sorrows. Strive to 
do for men, rather than covet their possessions. 
A truly successful life is not made by taking for 
ourselves that which others have a right to share, 
but by rendering to others that which is worth 
more to them than they give in return. 


_—_e-- 


@@ IT’S THE QUESTION thinking Americans 
are asking in these troubled days—‘‘What can 
I do?” The January issue of Bates Brevities, 


Here and There 


HOMER JACQUIN SAYS IT CAN 
BE DONE—AND PROVES IT 


published by the Bates Manufacturing Com- 
pany, has the answer: 

“World shattering events brought about by 
forces far beyond the comprehension or control 
of any one individual bring each one of us up 
against alternative attitudes, two courses of ac- 
tion. 

“We can either say, ‘Count me out, it’s all 
beyond me’; or we can bring ourselves to realize 
that the direction of your effort and mine can 
spell the difference between survival and de- 
struction. 

“After all each butcher, baker, candlestick 
maker, stationer and manufacturer is an equal 
stockholder in America. We elect the directors, 
we control policy, we have a huge responsibility. 

“The first thing the individual can do is to 
keep informed, to form convictions, and to ex- 
press them. After all that’s what the trouble 
is all about. Our philosophy, our idea of the 
good life is that the individual has the right 
to think for himself and to speak out. No true 
American can stand the thought of being led 
around by the nose. 

“The second responsibility of each individual 
is to carry on his particular job better than ever 
before—the strength of America is only the com- 
bined strength of 150,000,000 individual Ameri- 
cans. It’s more vitally important than ever, that 
no one can be a weak link in the chain. 


“Every extra ounce of effort that goes into 
every job, every extra cent of legitimate profit 
that increases the assets of America makes our 
chance for freedom more certain. It is you and 
I, and 150,000,000 other free Americans that 
can save or lose all that makes life worth while. 


“So there is something that you can do, that 
I can do; something so supremely important 
that we haven’t got a minute to lose in getting 
and staying on the job.” 





But he backs up his statement -with a 
box score clipped from a Peoria news- 
Here’s the proof—a 


paper sports column. 


Here’s one for the stationer bowling 


DAN SMITH BEGINS SECOND 
50 YEARS IN THE INDUSTRY 


Beginning in this industry January 7, 





i 3 s 


fans to think about—it’s possible for a 


7\8 10 || ToT 1901, Dan Smith of the Smith Printing 
=|/ 











2 4 
bowler to get eight strikes in a single game 7 p=a A= 
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Company, manufacturing bank and com- 
mercial stationers of Williamsport, Pa., re- 





Ss 
6 trio? 





and still not break 100. You doubt it? 
So did we when Homer Jacquin, president 
of Jacquin & Company, Peoria, II!., made 
that statement at GLTC luncheon recently. 
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reproduction of the box score of such a 
line. Count ‘em yourself—eight strikes for 
a total score of 99. 


cently started on his second 50 years and 
declares, “it is a lot of fun.” 

Marking his fiftieth anniversary, Mr. 
1951 
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102,790,000... 
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m| |} o sp best Colliers 
EWRITER DEALERS: 
ato BY TYP 
fit nationwide sur ey of 
A Based te lers. Dealers ee 
nd rm te 
vat -— Here’s double proof of Smith- 
ile. Corona superiority... now being 
lat presented more than 100 million 
a times through ads like this. Be 
sure to tie in with this national 
advertising. Feature the Smith: 
Corona portable in your local 
advertising and store display. 
. And remember that customers 
buy in stores that tie in! 
7, 
ing 
nd L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadien factory & offices, Toronto, Ontario. Makers 


‘ also of famous Smith-Corona Office Typewriters, Adding Machines, Cashiers, Vivid Duplicators, Ribbons & Carbons. 
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Smith mused, “All these things have | ob- 
served from my youth,” as he read Ben 
Wachtel’s advice in the Penn-Mar-Va 


Traveler on the subject, ‘Can Businessmen 
Lick Old Age?”’: 

“The first thing a 40-year-old should 
establish is the habit of keeping in touch 
with his doctor for regular physical exami- 





DAN SMITH LOCKS THE DOOR ON HIS 
FIRST 50 YEARS IN THE INDUSTRY 


nations—at least once a year—also for ad- 
vice concerning all the problems he may 
have. One of the most important things a 
man over 40 should do is to learn to eat 
sensibly. He must not gorge himself, and 
he must not eat even a little more every 
day than he should, because if he does 
he will continue to put on weight. He will 


CLARYS FOR THE ARGENTINE 


learn not to smoke excessively; he will 
learn not to drink excessively; he will learn 
not to load his system up with successive 
days of terribly hard work, long hours, loss 
of sleep, and successive nights of dissipa- 
tion. The business executive will learn that 
the most priceless asset any businessman 
can ever have is a healthy body and a 
healthy mind—and by learning to take 
proper care of them, just as one would of 
a fine machine, he will not merely prolong 
his life, but he will prolong his health and 
vigor.” 


4 





GLOBE-WERNICKE KEGLERS 
SWEEP LOOP 


The Globe-Wernicke Co. team carried away 
just about everything but the alleys as the 
Chicago Association of Commerce & Industry 
Bowling League completed the first half of 
its two-round season at Madison-Kedzie Ar- 
cade. The G-W team not only finished on top 
of the schedule but also monopolized the 
awards for individual series and game, George 
Kuhfuss’ 673 being high series and Tony Peters’ 
277 good for high game. Both are with 
Horder’s, Inc. In addition, the Globe-Wer- 
nicke stalwart crew had high team series of 
2986, 


game, open. 


leaving one classification, high team 
In individual standings, Peters 
is second with 180 average. 

As winners of the first round, G-W will meet 
the winners of the second round for the league 
championship on May 10. Good sportsmen, 
the Peters-Kuhfuss, et al, combination enter- 
tained the second-place Hohman & Hill team 
at the Ivanhoe restaurant at a recent dinner. 
Fred Nickla, secretary of the league, was also 


present 








A ton and a half of Clary adding machines go aboard a 
Flying Tiger plane bound for Miami, whence they will be 


transshipped to Argentina via Pan American. 


it’s the 


largest shipment of business machines ever carried south 
by Pan-American, the airline reports. 
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2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 


Birdland is located in a place where 
the big winds used to blow, leaving in 
their wake many ruined nests, broken 
wings and sometimes a lot of dead birds. 
The town council decided to do some- 
thing about it. Said the mayor, “The 
big winds always blow from the north 
and we have only wide open spaces, 
nothing else at our northern boundaries 
to break up the fury of the gales as 
they plunge into the heart of our home 
land.” 

“To the south of us, however, there's 
a big mountain. But it's in the wrong 
place. Now, if we move it to the north, 
it will split up the big winds into tame 
little zephyrs and it will permit the cool- 
ing breezes that come up from the south 
in the summertime to cut down the 
stifling heat that Birdland has had tq 
tolerate for years because the big moun.- 
tain on our southern border keeps them 
out. So I move that we move this moun 
tain from our southern border to our 
northern border.” 

The council concurred and so eventu- 
ally the mountain was moved. Millions 
of birds worked on the job and then 
settled back with a feeling of relief se- 
cure in the conviction that the big winds 
would no longer create havoc and that 
the breezes from the south would bring 
them greater comfort in the summertime. 

The first year they got the expecied 
relief from gales and heat. The big winds 
no longer wrought their fury on nests 
and lives—the summer was as cool as 
spring water. But the next year came 
the spring and one morning at sun-up 
the birds looked out of their nests and 
saw water, water everywhere. The birds 
had to evacuate until the water receded. 
When they returned they found more 
ruin than the winds had ever wrought. 
It seems that beyond the mountain that 
had stood on the south there was a river 
that overflowed its banks ever so often, 
flooding the land around it. Before they 
moved the mountain to the north it had 
prevented the water from flooding Bird- 
land. Now they had no big winds but 
instead a disastrous flood every year 
or so. 

The birds were critical of the mayor 
and town council and asked them how 
come they didn’t consider that rampag 
ing river when they moved the moun- 
tain. “We forgot to look behind the 
mountain,” said the mayor 

Before you tackle a proposition, always 
look behind the mountain 


Very wisely yours 


OLLIE THE OWL 


April, 1951 
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Standaro TODAY AND EVERYDAY 


. the outstanding manufacturer of Wood Desks and Office Fur- 
niture, with a plant unexcelled in technical skill and material 
utilization ... with a productive capacity unequalled in this field 

_offers you the most complete range of products available today! 
lhere are more than 125 different models from which to choose! 
Space-economy, stylized planning and a return on your office- 
equipment investment are easy factors to achieve, when you call 


on Standard... 


WE ARE PROUD TO BE REPRESENTED BY THE BEST OFFICE 
EQUIPMENT PEOPLE...IN ALL PRINCIPAL CITIES AND 
SMALLER COMMUNITIES THROUGHOUT THE COUNTRY! CALL 
ON YOUR NEAREST STANDARD REPRESENTATIVE OR WRITE 
TO US FOR YOUR REQUIREMENTS . . . 


THE 2400 GROUP 





THE 4600 GROUP THE 4900 GROUP THE 4500 GROUP 
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THE 500 GROUP 





THE 3000 GROUP 


ay 


THE 1600 GROUP 





THE 2300 GROUP 





903 nat standard uniess c's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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nomda 
news 


National Oifice Machine Dealers Association § 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 32, California 


Texas OMDA’‘s Fourth Annual 
Convention Highly Successful 


Although promoted as a state meeting, the fourth 
annual convention of the Texas Office Machine Dealers 
Association, held in the Shamrock Hotel, Houston, Tex., 
February 11 and 12, turned out to be almost as repre- 
sentative from the standpoint of attendance as a 
national gathering. Nearly 250 registered and more 
than 350 were present at the banquet. Among states 
represented were New York, New Jersey, Pennsylvania, 
Florida, Louisiana, Missouri, Illinois, Michigan, Kansas, 
Oklahoma and California, in addition to Texas. 

To a large extent the out-of-state attendance was 
due to the fact that the midyear meeting of the offi- 
cers and board of directors of the National Office 
Machine Dealers Association was held in the Shamrock 
Hotel on Saturday and Sunday, February 10 and 11. 

In typical Texan style the cover of the printed 
program carried a reproduction of the “Official Texas 
Brag. Map of North America.” For the benefit of the 
uninitiated, the “Brag Map” reveals Texas as extend- 
ing from the Atlantic to the Pacific and from Mexico 
to Canada. The other 47 states are tucked in either 
side of Texas. 

Pre-convention activities started on Saturday, Feb- 
ruary 10. The NOMDA directors met in the morning, 
registration started in the afternoon and in the eve- 
ning 167 people traveled out to the home of Ed Feigle, 
Edwin T. Feigle Company, Houston, president of 
TOMDA. A chuckwagon was backed into the Feigle 
yard and everyone received his or her fill of barbequed 
beef, coffee and other refreshments. The Singing Hicks, 


1. W. D. Norwood, Beaumont Typewriter & Supply Co., Beaumont, 
Tex.; Henry Sassman, Victoria Typewriter Co., Victoria, Tex.; 
Eddie Talbert, Royal Typewriter Co.; L. H. Adams, Bryan Business 
Machine Co., Bryan, Tex. 

2. The Chicago delegation, slightly out of focus: Elmer Beutler, 
The Typewriter Specialists, secretary, Chicago Office Machine 
Dealers Ass’n.; Jack Weiner, Belmont Typewriter Sales & Service, 
treasurer, National Office Machine Dealers Ass‘n.; Harvey Miner, 
Miner Business Machine Co., Kankakee, Ill., president, COMDA; 
Jack Teeter, Hammond, Ind., vice-president, COMDA; Russ Brown, 
Russ Brown Typewriter Service, Evanston, Ill. 

3. Tony Kartous, E. S$. White, Luis de Olazarra, Hazen Ames and 
Frank Marshall, all Ames Supply Co. 

4. Mrs. and Mr. E. D. Latham, Latham Typewriter Service, Fort Worth, 
Tex.; Mrs. C. R. Chappell and Miss Anne Chappell, Pittsburgh, 
Pa.; C. R. Chappell, Peter Paul Mechanical Service, Pittsburgh, Pa.; 
Elmer Beutler, The Typewriter Specialists, Chicago; Russ Brown, 
Russ Brown Typewriter Service, Evanston, Ill. 

5. Jim Hackney, Remington Rand, Inc.; Art Benassi, St. Louis Type- 
writer Co., St. Louis, Mo.; C. R. Chappell, Peter Paul Mechanical 
Service, Pittsburgh, Pa.; Robert Craig, Houston, Tex.; H. U. Hicks, 
Remington Rand, Inc.; Fred Standley, Chickasha, Okla. 

6. J. J. Konrath, 1. M. Johnson and K. A. Clark, all Royal Typewriter 
Co.; Marcus Harwitz, Regal Typewriter Co.; L. C. Hult and Wes 
Beckwith, both Royal Typewriter Co. 

7. Rupert Brady and Leonard A. Vahue, both Friden Calculating 
Machine Co., Ben Shweiss, Fletcher Typewriter Co., St. Louis, Mo.; 
Ray Samuelson, A. C. Grubbs and C. W. Taylor, all Friden Cal- 
culating Machine Co. 
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three college girls from Rice Institute, entertained with 
several musical numbers. 

Official registration Started at 10 o'clock Sunday 
morning in the hall of exhibits. The displays of 19 | 
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Old Town Preview 
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WHAT IS A MACHINE? 


It's a machine that copies anything that is typed, drawn, 
written or printed... and it does it faster, cleaner and 
better than any other method. 


The OLD TOWN Spirit Duplicator, finest on the market, 

reproduces up to 600 copies in a matter of seconds. No 

intermediate steps . . . simply clip master sheet to machine, ™ 
press button and Presto! you get copies. No ink, no stencils, 

no gelatine, no type, no mats. It's magic . . . and it costs 

little more than a typewriter. 





This half-page advertise- 


ment, first of a series for the 


Old Town 
Spit 
Duplicator 


will appear in the April 30th 


issue of 





Taking on the OLD TOWN 


4 - 
Z, Old Town S pict Duplicator Spirit DUPLICATOR line is like 


AS ESSENTIAL TO YOUR BUSINESS 
AS A TYPEWRITER taking out an Annuity. The 


; steady flow of repeat orders 
Wi for supplies means income to 
CORPORATION 


eimai : WwW 
Manufacturers of typewriter ribbons, carbon papers you today , tomorrow and 
and duplicating supplies since 1916 









ee for years to come! 
OLD TOWN CORPORATION 

750 PACIFIC STREET 

BROOKLYN 17, NEW YORK 


I'm interested in hearing more about your Spirit aepticate. | 7 
NAME 


ee : | 
Eo TE EEE 


Write today for Dealer Franchise information. 


OLD TOWN CORPORATION 
750 Pacific Street - Brooklyn I7, N. Y. 
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manufacturers were opened for inspection and visits 
until five o’clock in the afternoon. A cocktail hour 


beginning at 5:30 was followed by a smorgasbord in 
the famous Emerald Room of the Shamrock. Inter- 


on 





esting entertainment concluded the evening. 
Monday’s activities started early with a breakfast at 
7:30 in honor of NOMDA President Ed Toussaint, Cen- 
Turn to page 58, please) 


THE 7A 
HERMES 
tre. 


SNAPPED AT THE TOMDA MEETING IN HOUSTON, TEX., FEBRUARY 10, 11 AND 12, 1951 


Six of seven former presidents of NOMDA present at the Texas 
meeting: W. R. Shilling, Fort Pitt Typewriter Co., Pittsburgh, Pa., 
1927-28; James P. Ward, Shipman-Ward Mfg. Co., Chicago, 
1929-30; Elmer Anderson, Anderson Typewriter Co., Pasadena, 
Calif., 1934-35; Irwin Vincent, Western Typewriter Co., Topeka, 
Kans., 1941-42; Nicholas H. Fucci, United Typewriter Co., New 
York, N. Y., 1943-44; Robert Randazzo, General Typewriter Co., 
Kansas City, Mo., 1946-47. Not available at the time the picture 
was taken was Irving Ritchie, Typewriter Distributors, Inc., New 
York, N. Y., who served as NOMDA president in 1947-48. 

C. F. Runge and Bill Steiner, both Underwood Corp. 

New officers and directors of Texas Office Machine Dealers 
Association: C. C. Satterwhite, Lufkin Typewriter Co., Lufkin 
Tex., director; Edwin T. Feigle, Edwin T. Feigle Co., Houston, 
Tex., immediate past-president and director; D. L. Keeney, Jr., 
Keeney Office Equipment Co., Dallas, Tex., president-elect; R. E 
Kuykendall, Abilene, Tex., vice-president; R. N. Nelson, A-1 
Typewriter Service, Dallas, Tex., secretary-treasurer; M. R. Allen, 
Central Typewriter Co., San Antonio, Tex., director. 

Floyd Kavanaugh, Floyd J. Kavanaugh Co., Galveston, Tex., and 
Ed Feigle, Edwin T. Feigle Co., Houston Tex., president, Texas 
Office Machine Dealers Ass‘n. 

Rock Jones, Office Appliance Mechanical Institute, Springfield, 
Mo.; Charley Meyers, Charles S. Meyers, Inc., Miami, Fla.; Vito 
Randazzo, General Typewriter Co., Kansas City, Mo. 

At the registration desk: Bill Simpkins, Tiffany Stand Co.; O. F. 
Walzel, Walzel Office Equipment Co., El Campo, Tex., chairman 
of the registration committee; R. D. Brewington, Brewington 
Typewriter Co., Houston, Tex., general convention chairman; 
Avis Gill, Underwood Corp., and Hazel Griffin, Remington 
Rand, Inc. 

Len Hayes and R. C. Smith, Jr., both Paillard Products, Inc. 
Harold Mann, executive secretary, National Office Machine 
Dealers Ass‘n.; Wilbur Walker, Wilbur E. Walker Co., Wichita, 
Kans.; Liston Jackson, Typewriter Supply Co., Fort Worth, Tex., 
vice-president, NOMDA. 

Mr. and Mrs. C. M. Duncan, Houston, Tex.; Mrs. Henry Sassman, 
Victoria, Tex.; Mrs. and Mr. James Parry, Brewington Typewriter 
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Co., Houston, Tex.; L. H. Adams, Bryan Business Machine Co., 
Bryan, Tex.; Eddie Talbert, Royal Typewriter Co. 

10. Visiting celebrities: Eddie Dyer, general insurance broker, Houston, 
Tex., former manager of the St. Lovis Cardinals baseball team; 
Homer Norton, Affiliated Hotels, Houston, Tex., and football 
coach at Texas A & M University. 

11. G. H. Amann, Amann Typewriter Co., New Orleans, La; Wilbur 
Walker, Wilbur E. Walker Co., Wichita, Kans.; W. K. Riley, Riley 
Typewriter Shop, Waxahachie, Tex.; Frank Allin and A. C. 
Buehler, Jr., both Victor Adding Machine Co.; Mrs. J. M. White, 
Jimmie’s Typewriter Hospital, Texarkana, Tex.; Dick Wagner, 
R. A. Wagner Typewriters, San Angelo, Tex.; Charley Meyers, 
Charles S. Meyers, Inc., Miami, Fla. 

12. John Burke, Maso Steel Products; Robert Randazzo, General Type- 
writer Co., Kansas City, Mo.; D. L. Keeney, Jr., Keeney Office 
Equipment Co., Dallas, Tex.; Roger Lambert, Maso Steel Products; 
Vito Randazzo, General Typewriter Co., Kansas City, Mo. 

13. Tony and Paul Dopke, Peerless-imperial Co., Inc. 

14. Jeff B. Plotts and Lou Stansel, both L. C. Smith & Corona Type- 
writers, Inc.; Mrs. J. M. White, Jimmie’s Typewriter Hospital, 
Texarkana, Tex.; G. A. Foxcroft and Andy Anderson, both L. C. 
Smith & Corona Typewriters, Inc. 

15. James Brainard, Duplicating Sales & Service, Detroit, Mich.; 
John Stifter, Allen Adding Machine Agency, Detroit, Mich.; 
James P. Ward, Shipman-Ward Mfg. Co.; Joe Greenley, Standard 
Adding Machine Co., Detroit, Mich 

16. R. D. Brewington, Brewington Typewriter Co., Houston, Tex.; 
general convention chairman; R. A. Shinn, All Makes Typewriter 
Exchange, Houston, promotion chairman; Edwin T. Feigle, Edwin 
T. Feigle Co., Houston, pres'dent, Texas Office Machine Dealers 
Ass‘n. 

17. E, J. Toussaint, Central Duplicator & Typewriter Co., Camden, 
N. J., president, National Office Machine Dealers Ass‘n.; Liston 
Jackson, Typewriter Supply Co., Fort Worth, Tex., vice-president, 
NOMDA; W. R. Shilling, Fort Pitt Typewriter Co., Pittsburgh, Pa., 
past-president, NOMDA; M. R. Allen, Central Typewriter Co., 
San Antonio, Tex. 
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Damage, or destruction—and your vital, 
often-used visible records are a shambles. 
No money can replace their value. But 
they CAN be protected against these 
. hazards by the Globe-Wernicke Visible 
Records Insulated Safe. This protec- 
tion against fire damage or destruc- 
tion is constant and automatic. The 
extra speed and efficiency of the 
G/W Visible Records System is in 
no way affected by the 24-hour 
protection of this safe-cabinet, 
with its one-hour fire label of 
the National Safe Manufac- 


The fire-guard door 
opens and slides into 
lower recess, or sup- 

ports the card tray in use. 
Trays will handle 1245 vis- 

ible cards—5"x8". One of 
more than 4,000 Globe-Wernicke 


items to promote office efficiency. turer's Association. 

















The cost is trivial—very little more than an unpro- 
tected cabinet. The assurance and peace-of-mind 
are invaluable. 

Avoid the needless risk of impairment of your vital 
operating data; the answer is so simple, so practical 
and so economical. 

You can see this modern guardian of visible records 
at your Globe-Wernicke dealer; find his name easily 
in classified telephone directory under “Office Fur- 


niture and Equipment.” 






Engineering and Specialists in 
Office Systems, Equipment, 
and Visible Records 


Cincinnati 12, Ohio 
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Why G/W Talks to 
YOUR Customers 


Having Globe-Wernicke merchandise in 
your store is only the first step in getting 
that merchandise into use. 


We don’t sell to your customers. 
That’s your job. If you do it well, we 
both make money. If you don’t, we 
both look rather ineffectual—and 
foolish. 


But we can HELP sell your customers. 
We can tell your customers about 
Globe-Wernicke products, and about 
YOU. And that is just what we are 
doing—with G/W advertising. 


We place ads in magazines which are 
closely read by active and influential 
businessmen—all over the country— 
and that means right in your own 
market. Practically all of your worth- 
while prospects and customers read 
one or more of these excellent publica- 
tions. BUSINESS WEEK—or NEWS- 
WEEK—or OFFICE MANAGEMENT 
& EQUIPMENT — or AMERICAN 
BUSINESS. 


But it’s asking a good deal to expect 
them to run you down with a search 
warrant, to find the products they read 
about. They expect YOU to show 
interest in the matter. 


Putting the advertised products in 
your window is an encouraging sign. 
Naturally your prospects feel more 
comfortable asking for something 
they KNOW YOU HAVE than stopping 
in to inquire; “‘Do you have? .. . 
Could I look? . . Ahem! we might be 
interested! That Globe-Wernicke Visi- 
ble Records Insulated Safe we saw ad- 
vertised?”’ How much better if they 
could say; ... “The one in your 
window!” 


Or your own advertisement in a local 
newspaper would make it easy for them 
to show interest. Make it easier for you 
to sell, too. 


Our advertising talks to your custom- 
ers to get them interested in G/W 
merchandise which you can supply. 
We don’t expect them to order by 
mail; we wouldn’t fill the order if they 
did. We DO want them to get together 
with you, in a receptive frame of 
mind. That can lead to satisfaction 
for everyone—if you do your part. 


That’s why we talk to your customers. 


Cordially, 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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EXHIBITS AT TEXAS OMDA MEETING, SHAMROCK HOTEL, HOUSTON, FEB. 11-12 


R. C. Allen Business Ma- 
chines, Inc. 

Clary Multiplier Corp. 
Continental Ribbon & Car- 
bon Co. 

Friden Calculating Ma- 
chine Co., Inc. 


5. 


Paillard Products, Inc. 


Peerless-imperial Co., Inc. 


Precisa Distributors, Inc. 
Print-O-Matic Co., Inc. 
Ribbonwriter of Texas 
Remington Rand, Inc. 
(Stery on pages 50, 52, 58) 


11. 
12. 


13. 


14. 
15. 


OFFICE APPLIANCES, 


Royal Typewriter Co., Inc. 
L. C. Smith & Corona Type- 
writers, Inc. 

Tiffany Stand Co., Inc. 
Underwood Corp. 

Victor Adding Machine 
Co. 


April, 1951 
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KUVAl-the standard typemiter 


Office typewriter margins 


“Magic” Margin, automatic 


margin both left and right 
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All These Features, Too! 


Right and Left “Magic” Margin! 


Speed-King Keyboard and high- 
speed key action! 


Finger-Fiow Keys of non-glare 
Plastic! 


Finger Comfort Carriage Controls! 
“Touch Control”! 

Adjustable Paper Support! 

Larger Cylinder Knobs! 

Rapid Ribbon Changer! 

Paper Lock Scale! 


Picture Window Writing line visi- 
bility and full 9-inch writing line! 


New Triple Spacing! 


New Contour Case! 
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Biggest sales success 
in history of portable business! 


You tell us that the Royal Portable 
has gone to town in a big way. 


You tell us that it is the typewriter 
man’s typewriter. 

And why? 

Because it has more “big machine” 
features than any other portable! 

Because it is the standard type- 
writer in portable size! 


Because it is the only portable with 
automatic margins. Both right and 


_ left “Magic” Margin—the greatest 


improvement in typewriter history. 


Reasons enough, but here’s another 
one. 


World Champion Portable Typist, 
Cortez Peters, says: “This type- 
writer has the right feel—and how! 
I will do 140 to 150 words per minute 
on it from straight copy.” 


No wonder you've hung up the big- 


gest sales success in the history of 
the portable business. 


ROYAL — World’s No. | Portable 


The Easiest-writing Portable Ever Built! 


“Magic 


and ““Touch Control” are registered trade-marks of Royal Typewriter Company, Inc. 
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Dealers everywhere 


Big New York Supplier . . . “Carter's Carbon box 
labelling makes it easy to pres ribe the right sheet for 
each job.” 


Boston stationer .. . “Since most Carbon and Ribbon 
sales are made to women, Carter's stylized packages are 
a big ‘sales plus.’”’ 


Leading Midwest office outfitter... “Carter's 
handsome packages help us make the first sale 
... Carter’s fine quality assures re-orders.” 


Top Oregon office supply dealer... ‘Carter's 
dealer protection poli vy is my reason for 
standardizing on Carter's. Carter never com- 
petes with me.” 


Major Chicago dealer... “\\ lien it 
comes to ‘know-how’, no one can beat 
Carter. They turn out good merchan- 
dise and stand behind it.”’ 


Famous dealer in New Orleans 
... [like the simplicity of the 
line. Carter doesn’t ask me to 
carry an endless variety of in- 
frequent sale items.” 
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repeat and repeat... 


Carter’s Carbons are the best planned, best packaged for the 
person who sells ... the typist who buys 





Waar BeTrer INDICATION of the leader- Your long-run profit lies in pushing Carter’s— 
Carter's Carbon Papers a than these the brand every one knows and likes, Sold only 
statements from dealers all over the through dealers, 


o actually handle them? 


/ ership, both in the quality of the product 


and the merchandising planning behind it. 


In a new package: “Golden Arrow” Carter = 
S Quality Carbon . . . extra-fine, extra-long- 


supplied in regular sized boxes of 100 





é popular price range! 


THE CARTER’S INK COMPANY 


CAMBRIDGE 42 @ BOSTON, MASSACHUSETTS 
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TOMDA Fourth Annual Convention 
(Continued from page 52) 


tral Duplicator & Typewriter Company, Camden, N. J., 
Arthur Shinn, All Makes Typewriter Exchange, Hous- 
ton, president of the Houston Office Machine Dealers 
Association, presided. 

At 9:15 the convention was officially opened by R. D. 
Brewington, Brewington Typewriter Company, Hous- 
ton, general convention chairman. Bishop Clinton 
Quinn gave the invocation and Walter Jenkins, song 
leader for Rotary International, stirred everyone out 
of morning lethargy with some snappy song leading 

Ed Feigle, TOMDA president, took over as meeting 
chairman and presented Irving Ritchie, Typewriter 
Distributors, Inc., New York, N. Y., as the first speaker 
on the program. Mr. Ritchie, a former president of 
NOMDA, gave an excellent outline of current condi- 
tions in the distribution division of the office machine 
industry. He recommended diversification of lines, 
even going out of the industry, if necessary. Knowl- 
edge of costs, day-by-day, is essential, in Mr. Ritchie’s 
opinion. 

Referring to the scarcity of used machines, Mr 
Ritchie said that since last June, 50,000 used type- 
writers have disappeared from the market. Scare 
buying by both dealers and the business public has 
resulted in scarcity of machines and a consequent in- 
crease in prices. The scramble for machines has 
caused inflated profits, which can disappear like 
broken bubbles. Maintaining a good inventory is wise, 
but, in Mr. Ritchie’s words, “Don’t overdo it—you 
may outsmart yourself.” 

Nick Fucci, United Typewriter Company, Englewood, 
N. J., another former president of NOMDA, was called 
upon to speak on “Price Controls.” Pointing out that 
the temporary general price freeze applies to office 
machines, Mr. Fucci said that it will take about four 
months until each industry is covered by a specific 
industry regulation. In the meantime the provisions 
of the general price freeze apply. 

NOMDA Secretary Mann reported briefly about the 
progress and plans of the national association. Then 
he introduced manufacturers’ representatives and spe- 
cial guests, a proceeding followed by greetings from 
NOMDA President Ed Toussaint. 

The principal speaker of the morning was Eddie 
Dyer, former manager of the St. Louis Cardinals base- 
ball team who is now established in business as a gen- 
eral insurance agent. Although his comments were 
all related to baseball, they revealed a number of tech- 
niques in the management of men that could be 
applied to business operations by office machine 
dealers. 

Luncheon in the Shamrock Room was followed by 
a fashion show and a demonstration of ballroom danc- 


ON THE EVE OF THE TEXAS OMDA CONVENTION—Ed 
Toussaint, Central Duplicator & Typewriter Co., Camden, 
N. J., president of NOMDA, and R. D. Brewington, Brew- 
ington Typewriter Co., Houston, chairman of the convention, 
join the minstrels at Ed Feigle’s barbecue on the night 
preceding the opening of the fourth annual convention. 
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ing by representatives of a local dance studio. Of 
special interest was an exposition of what not to do 
while dancing. Appreciation was high because of the 
recognition of the “don’ts.” 

Returning to the convention hall, delegates were 
treated to an unusual demonstration. Billed as the 
“World’s Greatest Typewriter Demonstrator,” Floyd 
Kavanaugh of Galveston, Tex., lived up to expecta- 
tions. Out of his 46 years of experience in the type- 
writer field, Mr. Kavanaugh has developed a number 
of demonstration techniques which have stood him in 
good stead in his sales work. His fascinated audience 
resolved to put the ideas presented into function as 
soon as possible. 

Under the chairmanship of M. R. (Scotty) Allen, 
Central Typewriter Company, San Antonio Tex., a 
business session was held at which the following offi- 
cers and directors were elected 

President—D. L. Keeney, Jr., Keeney Office Equip- 
ment Company, Dallas, Tex. 

Vice-president—R. E. Kuykendal, Abilene, Tex. 

Secretary-treasurer—Ralph Nelson, Jr., A-1 Type- 
writer Service, Dallas, Tex. 

Directors—M. R. Allen, Central Typewriter Company, 
San Antonio, Tex.; Tom Anderson, San Angelo Type- 
writer & Supply Company, San Angelo, Tex.; Edwin T. 
Feigle, Edwin T. Feigle Company, Houston, Tex.; Floyd 
Kavanaugh, Floyd J. Kavanaugh Company, Galveston, 
Tex.; J. W. Kirven, Kirven Office Machines Company, 
Fort Worth, Tex.; C. C. Satterwhite, Lufkin Typewriter 
Company, Lufkin, Tex. 

Just before adjournment Dallas was selected as the 
site for the 1952 convention. 

Exhibitors at the convention were as follows; R. C. 
Allen Business Machines, Inc., Grand Rapids, Mich.; 
Ames Supply Company, Chicago; Clary Multiplier 
Corporation, San Gabriel, Calif.; Continental Ribbon 
& Carbon Company, Houston, Tex.; Ralph C. Coxhead 
Corporation, Newark, N. J.; Friden Calculating Machine 
Company, San Leandro, Calif.; Maso Steel Products, 
Chicago, Ill.; Mastyper Company, Houston, Tex.; Pail- 
lard Products, Inc., (Hermes Division) New York, N. Y.; 
Peerless-Imperial Company, Newark, N. J.; Pricisa 
Distributors, Inc., Seattle, Wash.; Printo-O-Matic 
Company, Chicago, Ill.; Remington Rand, Inc., New 
York, N. Y.; Ribbonwriter of Texas, Dallas, Tex.; Royal 
Typewriter Company, New York, N. Y.; L. C. Smith & 
Corona Typewriters, Inc., Syracuse, N. Y.; Tiffany 
Stand Company, Popular Bluff, Mo.; Underwood Cor- 
poration, New York, N. Y.; Victor Adding Machine 
Company, Chicago, IIl. 





OMDA Hears Tax Expert 


The regular monthly meeting No. 215 of the Office 
Machine Dealers Association of New York, Inc., was 
held on Tuesday evening, February 13, at the Brass 
Rail Restaurant, New York, N. Y., President E. P. 
Radigan, Radigan Sales Company, Staten Island, N. Y., 
presided. 

President Radigan expressed the regret of the asso- 
ciation at the untimely death of George Dietz, New 
York, N. Y., who passed away on January 31. All pres- 
ent stood with bowed heads in respect to his memory. 

Executive Secretary M. B. Pearlman read the reports 
of chairman of the program committee, Irving R. 
Ritchie, Typewriter Distributors, Inc., to the effect 
that arrangements had been made to have an inter- 
esting speaker to address the next meeting. As chair- 
man of the entertainment committee, Harry Ritchie, 
Addressing Machine and Equipment Company, an- 
nounced that plans are well under way to hold the 
association’s fourteenth annual banquet on Saturday 
evening, May 5, at the Statler Hotel. 

The guest speaker of the evening was H. Norman 
Hinden, certified public accountant. Mr. Hinden, 4 
tax expert, gave an interesting and informative talk 
on the subject of “Business Taxes.” 
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78 REV. A/CH 
877 EXEC. DESK 
3078 SOFA 

78 A/CH 
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The advantage of planned layout to conform with 
maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete 
satisfaction and best results. Our wealth of ex- 
perience is yours for the asking—Just send in a 
sketch of your plan and we will estimate at no 


additional cost. 





besigned f, your specifications 
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DRUM TABLE 
300 PC 877 CONFERENCE TABLE 








OUR COLORFUL ILLUSTRATED CATALOGUE 
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K.C.Allen CASH REGISTERS 
Tyr evely business 











6 
: 
' 
: 
§ 
: 
; 
MODEL 100 
= E 
E ; 
MODEL 315 
z 
MODEL 100 Complete with many standard features. 
Ideal for businesses needing a smal! capacity low-price 
machine. 6 columns, totaling capacity 999.99 
MODEL 315 Itemizing receipt-issuing cash register for 
food stores, cafeterias, liquor stores —for all Nusinesses 
handling multiple item sales. Grand Total of entire day’s 
receipts available by touch of single key — Departmental 
keys classify sales. Paid-Out Tax Key... Item 
Count and many other features 
MODEL 200 A 7-column, hand-operated 
Combination which records cash, charge, 
received-on-account and paid out transactions Segregates : 
. ue 
sales by clerks, departments, commodities. Visible 
dials . . . enforced designation 7 
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A.C. Allen TYPEWRITER... 
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ping is easier because the R. C. Allen has all the features. Smoother acting line space lever 
nstant margin set...new touch... self-centering bail .. . and 23 other features. They all 


bine to make a typing machine of smart appearance and new dependability. 


Selling is easier because the R. C. Allen ‘‘Standard’’ is an item of reputation. . . pre-sold 
ou through continuous and intensive national advertising of the R. C. Allen name. It always 


ays to sell the best. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago 1, Ill. 


This executive chair is the king piece of the new 
4900 series recently introduced by Royal Metal and 
shown at the National Office Furniture Association 
meeting in Chicago. The square steel tubing is avail- 
able in any one of a large color range of heat-treated 
enamel finishes now offered to the office supply field. 
Posture chairs and side chairs, with or without arm 
rests, also are part of the 4900 group. Choice of up- 
holstery is among genuine leather, Super-Tuftex 
leatherette and the new Royal Point, a ribbed boucle 
frieze which is strongly dirt resistant 
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Plastic & Wood Products Company, 
18229 W. McNichols Rd., Detroit 19, Mich. 


Designed to carry the names of employees called 
into service by the present emergency, honor rolls are 
now made available by the Detroit firm. They are of 
the type illustrated, this particular one designed for 
the Kalamazoo Vegetable Parchment Company. These 
honor rolls are set off by a hand-carved 24-inch eagle 
and are finished in antique bronze, highlighted with 
24-karat gold. The hand-carved scroll work and laurel 
leaves are mounted on solid walnut. Individual solid 
walnut name plates are 1% x 12 inches. Additional 
name plates are easily attached at the bottom. 
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EXECUTIVE OFFICE GROUP 





Herman Miller Furniture Company, 








Zealand, Mich. 


The accessibility of essential working aids in a com- | 
pact desk and storage area is a major feature evolved } 


in the executive furniture group just introduced. De- 
signed by George Nelson as a ‘tool for better manage- 
ment,” this series is offered with attachable accessories 
and the choice of component sections for custom-built 


efficiency. The basic components are the desk top and | 


storage unit, shown here in a free-standing L-arrange- 
ment. 
the executive secretary are included the concealed 
knee-hole with the permanent typewriter position ad- 
jacent to the desk, the wastebasket concealed in a 
space formerly unused in an L-arrangement, the op- 
tional lamp and Pendaflex attachments on the desk top 
itself. 


LAMIDALL TOPS 





Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


The new Lamidall tops in three beautiful finishes 
are now available on Maso’s Royal Elevator stands. 
Dealers have a choice of grained walnut Lamidall top 
with walnut understructure, golden oak Lamidall with 
green understructure and the new Driftwood gray 
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IT’S LOW COST 
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For Storing Loose Leal Records... 


IT’S NEW NOW IT’S EASY TO TRANSFER AND BIND 
RECORDS IN YOUR OWN OFFICE 


With the New Improved LIBERTY Storage Binder 
anyone can bind loose-leaf sheets into book form 
quickly —neatly—permanently. No tools needed. 
Pressure of the thumb on the LIBERTY self-lock- 
ing binding post fastens sheets permanently be- 
tween hinged covers of hard durable Presdwood. 
No need to call in outside help or to send those 
important records out to have them bound. The 
New LIBERTY Storage Binder with self-locking 
posts will do the job in half the time and half the 
cost. No tampering with vital records once they are 
bound in LIBERTY Storage Binders. 


THE LIBERTY STORAGE BINDER — 
WITH METAL HINGE 


The LIBERTY Storage Binder with its New Alum. 
inum Hinge offers you practically wear-proof pro- 
tection for those vital records. The hinge is firmly 
riveted to hard surfaced durable Presdwood covers. 
Its bright finish is attractive and gives a neat and 
pleasing appearance. With this metal hinge mul- 
tiple punching is possible, which means one binder 
will fit several sheets the same size but with differ- 
ent post-hole centers. 





























Self-locking posts 
7 allow up to 75% 
——enmextension. The 


post locks permo- 
nently. 












FEATURES OF THE 
LIBERTY STORAGE BINDER 


Bind records easily, quickly, perma- 
nently, in your own office—no tools are 


needed 
The LIBERTY self-locking binding post Metal label clip 
holds the sheets in place forever. Mere for identification 
thumb pressure locks posts. card, available in 
. three sizes. 
No projecting posts—smooth top and 
bottom—binders will stack perfectly. 
Metal hinges, commonly associated 
with only the most expensive binders, Aluminum hinge 
are now available in the economical with a 
LIBERTY St : 7 centers all wit 
Storage Binder . 7 3/16” diameter 

Twelve standard stock sizes. Eight of -hol 
th oa ith itipk hol post-noles. Covers of clear, 

e stoc sizes with multiple post-nhole hard, dureble 
punchings Presdwood. 


SPECIAL SIZES quickly made to order. 


White jor literature 


BANKERS BOX COMPANY 


7270 S. DEARBORN ST.+ CHICAGO 5, ILL. 
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satin Lamidall with gray understructure. It is claimed 
that Lamidall does not chip or crack; is not affected 
by alcohol, grease or boiling water; and is easily 
cleaned with soap and water. All Lamidall tops are 
completely assembled to the one-piece rigid brackets 
at the factory. 


IMPROVED SELECT-A-LINE 


> 2 


Adkins & Kuschel Company, 
225 Columbia Building, Cleveland, Ohio 


An improvement has been announced for the Select- 
A-Line machine in the form of the paper ball designed 
to prevent folded copy such as legal documents from 
falling forward. In case of a breeze behind the ma- 
chine the paper will not collapse, declare the manufac- 
turers. The bail is adjusted to stand upright, the full 
width of the cover, close to nine inches 


AIR-FLIGHT SPECIAL MODEL NO. 15 














W. W. Welch Company, 
Glenn Building, Cincinnati, Ohio 


This new Welch Air Flight circulator is designed for 
low budget price while at the same time retaining the 
five-year guarantee and the patented louvers found 
in the deluxe models No. 11 and No. 12. The motor is 
heavy duty shaded pole type with sealed-in bearings 
lubricated for the life of the motor. No oiling is re- 
quired. It operates on 110 volt, 60 cycle AC current 
only. A protective grill at base of unit and “safety- 
engineered” louver rings completely encloses fan blades 
for safety. It is claimed that the circulator delivers 
2,800 cubic feet of cooling air per minute. Moulded of 
new plastic materials it has two-color combination with 
maroon top and base and contrasting gray louver 
rings. Weight is less than eight pounds. A switch re- 
cessed in top of the unit permits ready selection of 
three cooling speeds 
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LOUNGE CHAIR 


EXECUTIVE 





Niemann, Inc., 
330 E. Ohio St., Chicago, Ill. 


This new luxurious type upholstered lounge chair is 





Ney rR eo 








offered by Niemann, Inc., as No. 277. It is upholstered } 


with top grain leather, is nail trimmed and is dis- 
tinguished by a loose down-filled cushion back. The 
shoes are of brass. The manufacturers point to the 


bigness of this chair, designed especially for executive | 


and deluxe lounge use. 


AMFILE RECORD CASE 





Amberg File & Index Company, 
Kankakee, Ill. 


This new case has patented cushion dividers and is 
made for seven or 10-inch phonograph records. The 
dividers are numbered 1 to 50 and the special cushion 


sreneneee 


corner construction is provided to keep dividers and | 


records in an upright position at all times, whether 
the case is filled or only partially filled. One divider 
is placed on each side of the record as special pro- 
tection and to prevent scratching, warping and break- 


age. These cases are available in steel for 17-inch 
records at $4.50 and for 10-inch records at $6.25; 
leatherette for 7-inch records at $2.25 each. The steel 


models come in hammerloid finish with a new color 
called “craftsman copper.” The leatherette cases are 
made in red or British tan. Both steel cases, equipped 
1951 
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T° BIGGER they are, the harder they fall for Harter’s C-1900! Big men find 
real luxury in this fine swivel armchair. It’s big in size and big in comfort, 


big in bea and big in value. 

Special seat construction on the C-1900 — and on its companion chair, the 
les something unique in seated comfort. A thick “topper” of airy 
ests on coiled springs. The result is resilient support down through 

n depth, plus a top layer that’s soft and buoyant. 
eel controls on the C-1900 make it easy for the occupant to regu- 
late the t's height and the tension in seat’s tilt to his own comfort. “Equi- 
Balanced” ¢ er-Keyworth chair iron makes swivel-and-tilt action smooth, silent. 
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C-1900 


Swivel Armchair 
* 
Both the C-1900 and C-1910 
are available in corrected top 
grain or deep buff leather. Choice 
of upholstery colors, grained or 
metallic finish. 





C-1910 
Matching Side Armchair 











HARTER 


stTurcGi MicuHtGan 
POSTURE CHAIRS © STEEL CHAIRS 


Harter posture chairs are nationally 
advertised in Fortune, Newsweek, Time 
| and U. S. News & World Report. 





with a complete filing-finding system, have piano 
hinges, metal handles on top, and two-way catch locks, 
so they can be used to carry records safely from place 
to place. 


TAYLOR THREESOME 


Taylor Chair Company, 
Bedford, Ohio 


New in Taylor upholstered modern chairs is the 
smartly-styled threesome grouping of 80742PB execu- 
tive desk chair, 807PB guest chair and 808PB side chair. 
This stylized ensemble is in attractive decorator styl- 
ing and has beaded backs and welted seats to ac- 
centuate clean lines and generous size. 


DRIVERS’ DEPOSITORY 


Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 


The new sliding-door drivers’ depository is designed 
to be used by collectors anytime during the day and 
night, providing their receipts with fool-proof pro- 
tection against burglary and holdup. Driver-collectors 
are given the combination of the deposit door. They 
unlock and revolve the door, pull open the drawer 
attached thereto, insert receipt envelope or bag, push 
the drawer closed, revolve and lock the door. 

Access to the receiving department is through the 
cashier’s door on the opposite side of the unit. The 
combination is controlled by the cashier or manager, 
and can be so equipped that both must be present to 
open it. Receipts can be removed and checked in the 
presence of the collectors, during regular hours. The 
depositor consists of an H-H-M Money Chest combined 
with a deposit drawer and door, anchored in a steel- 
encased, reinforced concrete block 
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PRES-TO-LINE 


Precisioneering Manufacturers, In 
2339 Cotner Ave., Los Angeles 64, Calif. 


The New Model 50-A Pres-To-Line is fully adjustable 
to the individual needs of the typist, is attractively 
finished in neutral gray and can now be used on both 
standard and electric typewriters. The device actually 
becomes a part of the typewriter, claims the manu- 
facturer. It folds over and is tucked away into the desk 
with the machine at the day’s end. Increased efficiency 
is claimed on the part of the typists because they are 
aided in reading copy faster. Pres-To-Line is available 
in 14-, 18-, 24- and 32-inch widths to accommodate gen- 
eral, legal and accounting work. The first three sizes 
are each equipped with a pica and elite rule. A foot 
treadle line-spacing control is now available, making 
it possible to use the device with key punch and 
bookkeeping machines when it is necessary for the 
operator to have both hands free. 


SENSIMATIC ACCOUNTING MACHINE 


Burroughs Adding Machine Company, 
Box 418, Detroit 32, Mich. 


A “window accountant,” new model of the recently 
released Burroughs Sensimatic accounting machine, 
has been designed especially to handle window ac- 
counting transactions. New standards of automatic 
operation are claimed through a system of pre-set 
controls contained in “sensing units.” Six new fea- 
tures make the machine particularly adaptable 
for use in banks, savings and loan institutions, credit 
unions, retail credit departments, and other places of 
business where accounting transactions are handled 
at a customer window. A “teller lock” permits indi- 
vidual operator control and responsibility for all trans- 
actions handled on the machine. A locked control key 
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INDEXES 


Here is the ultimate in vertical guides. Your customers will 
instantly recognize the superiority of #2 Metal Tabbed 














Pressboard Indexes and proof of their remarkable endurance 
will be confirmed after years of use in busy files. Customers 
who have used #2 Metal Tabbed Pressboard Indexes will 
want them for more and more files. For you it means more 


sales and more profit. 








OLDERS 


Metal Tabbed Pressboard Expansion Folders are made of the 
same tough pressboard and smoothly finished metal tabs as 
the famous #2 vertical guides. You can recommend them 
unhesitatingly to customers who want personal or special files. 
They’ll have added confidence in your good judgement when 
they evaluate the durability of these folders. See our current 
Price List for types, sizes and tab formation. 

















PRESSBOARD 


FOLDERS and GUIDES with 


METAL TABS 








Sizes for all standard 
filing requirements. 
Non-regular sizes 
on special order. 
Guides furnished 
with or without bot- 





tom tabs. 
\esvaction S005 Sah Sreeeee Printed tabs— Alphabetical A-Z 
Metal tabs finished in black or . ‘ 
cies Rated re poe Daily 1-31, Months, States. 
aoe wer pao — Also furnished with blank tab 
ation narce oO Sd ° 


inserts. 











Available in Letter 
and Cap sizes---two 
heights. May be or- 
dered with slanted 
tabs for easier read- 
ing. Can also be had 
with 2” gusset. 





Single, blank tabbed folders to fit Three widths of metal tabs for both 
customers’ indexing needs or Alpha- folders and guides. Special posi- 
betical A to Z. Note strong fabric tions according to order. 


gusset allowing for 1" expansion. 
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PULL-OUT DRAWER 
STORAGE CASE 











Many of your customers will require neat, strong storage cases in which 
their records will be readily accessible, clean and orderly. The Wizard 
meets all these specifications —and more. 


The outside shell is made of extra strong corrugated fibre board and 
fully reinforced at all stress points. Four flaps turned in along the 
front edges strengthen the shell and hold it in alignment. Drawers 
are metal stitched and four-ply thick at each end. 


Equipped with sturdy metal handles, Wizard cases are easily assembled 
without the use of tools. No gummed tapes are needed—special 
fasteners lock the back securely. 


Customers who are now using Wizard cases will want more, and new 
customers will appreciate the many outstanding advantages. Be ready 
to serve them. 


IN 
POPULAR 
SIZES 


A SIZE 
FOR 
EVERY 
NEED 


Wizard Storage Cases can be quicky 
assembled into rigid, steady stacks. 
Steel supports made especially for 
Wizard cases make them ready for 
heavy duty and easy to lock into 


firm units. 





















The Weis Manufacturing Company 


2» 
1892 y | ae 1951 
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Monroe, Michigan 


New YorK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 


30STON 10: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 


OKLAHOMA CITY 1 ForT WORTH 1 





HOUSTON 2 
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eover provides protection against unauthorized ad- 


iystments or changes in the totals accumulated in 
the machine. A new high stand offers greater con- 
yenience at windows where operation is from a stand- 


ing position 


WIN-DEX DESK-TYPE INDEX 





Kinetic Novelty Company, Inc., 
625 Broadway, New York 12, N. Y. 


This new all 
smart design 


plastic desk-type index is provided in 
with two-toned color combinations of 


silver gray and black, mottled brown and dark green, 
or solid colors, all of satin finish. The standard Win- 
Dex listing $4.95 is complete with 500 3 x 34-inch 
cards, both sides usable, and one set of 24 tinted 
alphabetical index tabs. Engineered features include 
a non-banging swingable dustproof cover which rolls 
lown inside the base. The cards flip by as either knob 
is turned and yet stand still in any arrived-at position 
without pendulating. The manufacturer says that 
ecards are securely held on the wheel and yet easily 
removable for changes. Varied index tabs are avail- 
able. Win-dex comes packed in individual corrugated 
boxes, 12 or 24 to a carton. 


INK-PEN-CIL 





Fisher Pen Company, 
757 Waveland Ave., Chicago 13, Ill. 


The Ink-Pen-cil is designed to combine features of 
the ball point pen, fountain pen and ordinary lead 
pencil. Using purple blue ink, the manufacturers claim 
that it is approved for checks and documents. Of the 


same size as an ordinary hexagon-shaped lead pencil, 
it retails for $.25 
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V. P. D. PLASTI-DEX 





Joshua Meier Company, Inc., 
153 W. 23rd St., New York, N. Y. 


To solve the problem of the ragged-looking, much- 
handled loose leaf index divider, the V.P.D. Plasti-Dex 
is designed to fit any 11 x 8%-inch three-ring or mulo- 
ring binder. This is a clear .005 gauge plastic folder 
with colored plastic index tabs. The user can insert 
the first page of each topic into one of the new folders, 
slip an identifying label into the plastic tab and thus 
have an index divider and title page in one. The set 
consists of five V.P.D. Plasti-Dex folders, each bear- 
ing a different colored tab and perforated labels 
to be inserted into the tabs. Retail price is $2.00 
per set. 


HEAVY-DUTY TAPE DISPENSER 





Minnesota Mining & Manufacturing Company, 
900 Faquier St., St. Paul 6, Minn. 


A new deluxe heavy-duty tape dispenser is designed 
to “complement modern store interiors.” For counter 
use the all-metal device is scientifically weighted to 
hold it in position during use. The complete unit, 
including tape, weighs 44% pounds. Designed for use 
with large, 2,592-inch rolls of Scotch brand cellophane 
tape, the dispensers will accommodate widths up to 
one inch. Major use of the dispenser is expected to be 
in department stores, finer specialty shops, super mar- 
kets and drug stores. Price without tape is $3.95. In 
addition to the new deluxe dispenser, a standard (cast 
iron) heavy duty dispenser will continue to be avail- 
able. 


VISUAL OFFICE PLANNING KIT 


“Visual” Planning Equipment Company, Inc. 
Pennsylvania Ave. at River, 
Oakmont, Allegheny County, Pa. 


A kit of three-dimensional office-planning equip- 
ment is now available as a unit, enabling the user to 
lay out multiple office setups completely. It contains 
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ANNIKE Offers for 


s- AVAILABLE IMMEDIATELY » WIRE US 


Walnut 


Tables 


Tables built to last! 5-ply wal- 
nut veneer; built-up top; 2 


drawers. Order by number: 
















No. 40 36”x24"x30” 
No. 41 . 50”x32”x30” 
No. 42 .. 60”x34”"x30” 
we @o ous 72"x34" x30" 


Typewriter 
Tables 


with 1 Drawer, side leaf. 
No. 33; (33“x172”) 











Letter Trays 


Walnut; 
No. 2; 1534” x 11” x 234” 





All Wood 
Filing Cabinets 


4-Drawer, full suspension; olive green and 
walnut finishes. 


Lette Tr SIZE. Le gal S126 
No. 621 without lock No. 622 without lock 
No. 621-L with lock No. 622-L with lock 








No DO’s 


Wire immediately your requests to... . 
necessary! ate 
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Office 
Orderlies 


Light, strong, efficient, 
these office orderlies an- 
swer office, locker room and 
cloak room problems. 
Available in walnut or 
olive green finish. 

Right: No. 2306, for 6 Hats & 

Coats 


Left: No. 39, for 12 Hats & 
Coats 





Sturdy, space-saving, 
easy to handle; No. 4 


Steel Storage 
& 


Wardrobe Cabinets 


72"x ] 8x36” 

















ANNIKE Sales & Equipment Co. 


500 Fifth Avenue New York«,N.Y. 


FORMERLY NEW ENGLAND WOODWORKING COMPANY) PHONE CHickering 4-4742 
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an assortment of 203 models of office equipment plus 
“Visual” layout aids, such as planning board, columns 
and tape. The kit makes it possible to “set up your 
office on your desk,” state the manufacturers, “you 
can make changes, rearrangements and alterations 
with the three-dimensional equipment and have a 
visual impression of what the new setup will look like.” 
The complete unit could be carried by office furniture 
salesmen. 


BG POSTURE CHAIRS 





B. Gjerde 
Kongensgate 27, Oslo, Norway 


The new BG office posture chairs utilize a new 
method of construction involving a combined casting 
of steel tubing and duraluminum, whereby the foot 
section is cast in one piece with embedded bearing tube 
for the axis. The sliding bearing absorbs the pressure 
during rotation. The mounting below the seat is cast 
together with the axis by the same method, thereby 
forming one single piece for support of the arm 
rests. By pushing a button placed on the arm rest it 
is possible to change from a working position to one 
suitable for conversation or resting. The chairs are 
offered for export, but, owing to the shortage of raw 
material in Norway and the present high freight rates, 
B. Gjerde is interested in making contact with firms 
for production of chairs on a royalty basis 


PENDAFLEX TICKLERTABS 





Oxford Filing Supply Company, Inc., 
Clinton Road, Garden City, N. Y. 


(Descriptive details of the new Pendaflex Ticklertabs 
appeared on page 52 of the March, 1951 issue.) 
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EXECUTARY DESK 





Annike Sales & Equipment Corporation, 
500 Fifth Ave., New York, N. Y. 


A secretarial adapter, illustrated here, is an out- 
standing feature of the new Executary desk. This 
feature, fitting either the left or right top drawer, 
makes it possible to remove the drawer and slide in the 
panel for holding a typewriter or providing additional 
working space. The Executary, in walnut finish, ig 
available in desk top sizes of either 60 x 34 or 42 x 32 
inches and has a 60 x 34-inch table to match. 


SIGNALIZER 














Bowman Specialty Company, 
2712 Detroit St., Cleveland 13, Ohio 


Signalizer is a new device designed to convert 
ordinary file folders into a visual follow-up tickler file 
Type C, which clips on the file folder, consists of a 
service card and signaler in four or eight colors. The 
service card clips onto the rear top of the file folder. 
Type P, pocket type, consists of service card, signaler 
in four or eight colors and a four-compartment pocket 
When the later type is employed, the user staples the 
pocket to the inside rear top of file folder with three 
staples. When a file folder is serviced, entry is made 
on the service card, eliminating outside posting. Spec- 
ified copy is available for the service card, one or 
both sides, and signalers can be had in colors, numerals 
or symbols 





Waterman Schedules Advertising Campaign 

L. E. Waterman Company announces the largest 
spring advertising drive since 1946 when the company 
spent over $1 million in magazines and chain radio 
The company has scheduled black and white inser- 
tions in two national magazines for the Ball Pointer 
and will have color pages in May and June on fountain 
pens for graduation presents. Co-operative newspaper J 
advertising is planned with the key outlets in 70 cities.) 
Charles Dallas Reach Company, Inc., Newark, N. J., & 
the agency 
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embodying over a hundred years of experience 


in manufacturing record-keeping forms and equipment. 
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Thurston Buys Office Supply Store 

The purchase of Schneider Office Supply at War- 
rensburg, Mo., was announced recently by W. D 
Thurston, county collector, who is operating the busi- 
ness as the Central Missouri Supply Company. He is in 
acting as general manager and is in charge of buying, 
but the work is carried on outside of office hours. Mrs 
Thurston is in actual charge of the store 

J. A. Schneider, who has operated the store, tem- 
porarily is handling typewriter service and repairs, 
but soon plans to join his brother, A. E. Schneider, in 
managing an office supply store in Marshall, Mo 
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Never a discordant note in the smooth 
rhythm of figure production when opera- 
tors’ fingers glide effortlessly over the 
“Velvet Touch” keyboard of this Monroe 


Adding-Caleulator. 

It’s so light. compact . . . occupies no 
more space than a letterhead yet is engi- 
neered for full speed and accuracy. Small 
wonder operators who know say figures 
flow when it’s a Monroe. 

Write today. Learn how Monroe can 
solve your particular figure problem. 


There’s a model for every need. 


MONROE 


MACHINES FOR BUSINESS 


CALCULATING MACHINE COMPANY, ORANGE, NEW JERSEY 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, March 1, 1951. 

The whole pattern of post-war office equipment is 
changing in Britain and it is difficult to forecast the 
future except to suggest that there will be a definite 
“tightening” of supplies. 

The post-war position thus far may be summarised: 
due to the dollar situation, a trend for equipment, 
especially typewriters, manufactured on the Continent, 
to compete on the home market with British-made 
typewriters, instead of, as was the case before the 
war, American-built models competing with British 
products. 


The establishing of Continental 

models on the Brit- 
ish market has proceeded slowly but surely and there- 
fore those U. S. A. manufacturers who are building 
factories in Britain to service many of the soft-cur- 
rency areas, are also pursuing a wise policy, helping 
to safeguard any British connections which they may 
have, too. 

Coming now to the question of supplies, the “tight- 
ening” of the present position is quite definite. Short- 
age of sheet steel due to rearmament calls is resulting 
in many firms having to restrict supplies to distribu- 
tors. Many distributors, too, are contacting regular 
customers and informing them of “quota” systems 
which they are, reluctantly, compelled to impose, due 
to shortages of goods. 


Apart from the steel position, 
the paper situation is 
precarious to say the least. In fact, the shortage has 
become so severe in London that some distributors are 
sending urgent telegrams asking friends in other 
areas to help them out. 

It has been suggested that a “black market” is de- 
veloping in paper in the London area. Whether this 
be so or no, it is certainly true to say that buying pa- 
per for normal office routine is becoming as difficult 
as at any time during the war. 

The future is one which the whole trade, manufac- 
turer, wholesaler and retailer will watch with concern 
ad 7 > 

The Imperial Typewriter Company, Ltd., of Leicester, 
announces that J. P. Hopps has been appointed a 
director of the company. Mr. Hopps, who is a nephew 
of the chairman, Sir J. Holland Goddard, joined the 
firm in 1936 and spent some time in the works thor- 
oughly learning the typewriter. Subsequently, he spent 
some time with several of the firm’s agents in various 
parts of Britain and was then transferred to the 
London office, where he remained on the selling staff 
until 1939. After war service, during which he attained 
the rank of captain, he visited Australia, New Zealand 
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and South Africa on behalf of the company. Soon 
after his return he was appointed assistant export 
sales manager, which involved his return to Leicester 
Mention of the Imperial Typewriter Company, Ltd., 
reminds us that in their house organ, “Imperial News” 
an excellently produced job, by the way—there isa 
reproduction of part of a letter by Burt, the American 
pioneer, which was published in OFFICE APPLIANCES 
some little while ago and who also supplied some of 
the biographical details used in the “Imperial News” 
article, “Writing—from stone chisel to typewriter!’ 


» ” * 


A new factory for the production of typewriters in 
Britain has now been officially opened. It is the “Oli- 
vetti” factory, which has been erected in Scotland. 
The factory has been built by the Scottish Industrial 
Estates, Ltd., and the building gives excellent working 
conditions with north lighting and a feeling of spa- 
ciousness. It has a total floor area of 142,000 square 
feet. 


British Olivetti, Ltd., 
was formed as a private limited 
company in February, 1947, and with the object of 
producing in Great Britain, typewriters incorporating 
the background and skill of 40 years of typewriter 
manufacture. 

The factory in Glasgow on the Queenslie Industrial 
Estate is at present producing a completely British 
product, the Olivetti M44 standard typewriter. The 
factory has a frontage of 800 feet on the main highway 
between Glasgow and Edinburgh. 

Technical supervisor is F. Pomella, who, prior to 
taking on the assignment at British Olivetti, Ltd., was 
associated for over 20 years with Olivetti in Italy. The 
factory has been equipped with the latest British, 
American and Italian machinery and plant 


ae * 7 


Reference has been made previously to the ““Contex” 

the new high-speed adding machine. I have received 
some additional details from the Office Equipment 
Company, Ltd., of London and Manchester, who are 
sales and service agents over a wide area. 

The design—which is patented—has made it possible 
to produce a small-sized, compact machine which 
works with exceptional speed and accuracy. It is pos- 
sible to operate the machine by touch and all results 
are recorded in the totaliser at once without manipula- 
tion of any lever or motor-bar. The weight is little 
more than two pounds. It is made of lightweight ma- 
terials, which are wear-resisting, has a rubber-cush- 
ioned actuating mechanism and rests firmly on three 
“non-creep” rubber feet. 
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Iifice Chair 


2 (PATENT PeNoinG ) 


Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 

.. a posture chair that raises ofiice-worker 
efficiency and comfort toa new, all-time high. 

Foam rubber, revolving, “saddle” seat has 
easy, instant, positive height control, any- 
where between 16” and 20”. Padded back- 
rest adjusts three ways. Large 2”, hard rub- 
ber casters, with life-time lubricated roller 
bearings and ball bearing swivels; tubular 
steel frame finished in brown or gray, baked- 





on enamel. 

Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Two models—each “a beauty and a bargain” 
—to retail at about $29.95 (slightly higher 
in Florida, Texas and Western States). 


To raise: Place foot on 
circular rung and, with 
one hand releasing 
contro! lever, lift seat 


to desired height. 


To lower: Release con- 






for 
trol lever and lower mation on mo 
ney-makin 


seat to proper level. 





HAMILTON MANUFACTURING CORPORATION ¢@ COLU 
Makers of COSCO Household Stools, Chairs and Utility Tables 


Posture Back Adjusts 4 


4 2 
vanes wast te i 
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* illustrated: Model 16-C, with 
baked-on, gray enamel finish. 
Also: Model 16-D, brown 









complete in. 
+] dealership. 


MBUS, INDIANA 
f 4 to “cradle” 
: Laaies the back in 
; + 1 any position 
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The sterling model is priced at £16. 10s. 0d. and the 
decimal model at £14. 19s. 6d. 


= - + 


In connection with the big office equipment exhibi- 
tion due for Olympia this year—which will be, inci- 
dentally, the largest ever held in the world—the news- 
paper “News-Chronicle” in conjunction with the 
Office Appliance Trades Association and the Typewriter 
(and Allied) Trades Federation, is holding a national 
typewriter speed test. 

Forthcoming events in the U. K. regarding office 
equipment are as follows: 

Festival of Britain—May 4 to September 30. 

British Industries Fair—April 30 to May 11. 

Business Efficiency Exhibition—June 6 to June 16. 

International Association of the Office Equipment 
Industry. (During the Business Efficiency Exhibition. 
The date will be announced.) 

On April 10, too, the T. T. F. is holding its annual 
dinner dance in London, we understand. 


” * . 


We hear from Percy Jones (Twinlock) Ltd., of Chan- 
sitor House, Chancery Lane, London, W. C. 2., that the 
firm has developed a new “Twinlock” production which 
is, in effect, the latest addition to the range of Vetro 
Mobil suspension filing equipment 


The Vetro Organiser, 
as it is known, is designed to 

house any papers which are of a transitory nature; 
papers which may not be filed permanently because 
the particular job, for example, has not been com- 
pleted. 

Instead of having papers lying about on the desk, 
the new Vetro Organiser will house them. 

Construction is as follows: tubular steel, chromium 
plated and polished with quarto or foolscap capacity 

It is fitted with rubber feet and will rest on the top 
of a desk, or alongside the desk. 

Tabs, printed with the usual business titles, are 
available for use with files and also sets which are 
printed A-Z 1-31, January, December, and so on. 


> + & 


The packaging angle is to the forefront with the 
Kolok ribbon (Kolok Manufacturing Company, Ltd., 
Tottenham, London). The example which I have re- 
ceived is a smart, lightweight container, with an at- 
tractive four-color design and is lithographed in gold, 
red, black and white. 

The recent visit to the U. S. A. of the Packaging 
Productivity Team to see how America packs products 
of all types, is still fresh in the minds of British in- 
dustry and it is pleasing to note that the ‘office equip- 
ment industry is keeping pace with all modern de- 
velopments. 


* + > 


Some time ago 
we referred to the Amselock type of 
filing. This company continues to make progress. Units 
are so constructed that they can be interlocked to give 
strength and appearance of a solid cabinet. Drawers 
may be sectionalized for any size of record. Desk as- 
sembly, too, may be conducted with pedestals, drawers 
and tops all interchangeable 
This system of filing has become a feature in the 
office equipment industry. 


+ > a 


Good reports are forthcoming from Glasgow where 
the Scottish Business Equipment and Management 
Exhibition was held at the McLellan Galleries during 
February. There were some 50 exhibitors and a high 
range of quality and utility was attained. This was 
the first exhibition of its kind held in Scotland since 
the war. 


“ + e 
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NEW BRITISH DICTATING MACHINE 





Recently placed on the market was this British-made noise. 
less office dictation machine which records on discs via a 
hand microphone or a desk microphone fitted with novel 
features. The machine operates electromagnetically and 
will record soft or loud, quick or slow speech with equal 
facility. The machine is a product of E.M.1., Ltd., 363 Oxford 
St., London, W1. 


As we write this article, news has come to hand of 
one well-known firm of safe manufacturers which has, 
we are told, dispensed of some three representatives 
simply because of the worsening position for that par- 
ticular section of the trade. With raw material sup- 
plies shortening it is impossible to produce all that 
is required and hence little alternative is afforded but 
to dispense with some of the sales force. This, un- 
fortunately, is but another pointer to what we wrote 
at the beginning of this article. Few in the industry 
can be altogether happy at the current trend, neces- 
sary though rearmament is. 

We understand, too, that orders for office equipment 
by the government to meet the expanding needs of 
the services have started to come in and, therefore, 
it would appear that the future for the civilian trade 
in respect of home needs is not a bright one. 

Most brands of typewriters have now been increased 
in price in Britain and we would seem to be on the 
verge of another period when typewriters will become 
a premium and prices of second-hand models are like- 
ly to increase sharply. 





News Notes From Australia 
W. BEECHAM, CORRESPONDENT, 
BOX E256, G.P.O., PERTH, W. A. 

Australian manufacturers of office appliances are, 
at the moment, faced with a number of difficulties. 
In the first place, a “one-day-a-week” coal strike is 
reducing electrical power for factories in New South 
Wales and Victoria to two days a week, while there 
is no power whatever for warehouses, stores and of- 
fices. 

Secondly, the refusal by wharf workers to work 
overtime or to put in an appearance on week-ends 
has badly delayed deliveries of both raw materials 
and finished merchandise. 

Thirdly, continued rises in wages are a bugbear. A 
few weeks ago the federal basic wage was increased 
by £1 a week. Now this has been again increased by 
6s. to £8.6s0d. weekly, while a state basic wage has 
been upped 6s. 5d. to £8.12s.1ld. a week. These rates 
are for unskilled labor, with skilled operatives re- 
ceiving similar increases on top of their margins. 

. - . 

Protests have been made here at the recent imposi- 
tion of a “luxury” tax on fountain pens, and although 
the Minister for Trade and Customs denies that the 
tax is a “luxury” one, he certainly did use the word 

Turn to page 119, please! 
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Nothing Lasts Longer Than Tufide 


...Except Tufide Itselt! 





























1 of 
has 
ives j 
ar- | 
up- | 
hat J 
but 
un- 
rote 
Only Tufid 
| nly Tufide 
lent . 
3 of 
8 Outlasts Leather 5 to] 
(by actual U. S. Testing Co. reports) 
Sed 
the 
ome 
ike- 
Unconditionally Guaranteed 5 Years! 

More than 600,000 users have proved that TUFIDE is the most 
ce durable case made. Extensive abrasion tests by U. S. Testing Co. 
e is} offer further PROOF of TUFIDE’S amazing long wearing 
7 qualities. TUFIDE /Jooks like leather . . . feels like leather . . . yet 
of- | outwears leather 5 to 1! No wonder incredible TUFIDE business 
ork cases and luggage alone are unconditionally guaranteed for 5 
nds | full years. No wonder the TUFIDE line is making new sales records 
1ais 

for dealers everywhere. Feature Nationally Advertised TUFIDE 
- r luggage and business cases and watch your sales and profits climb! 
sed 
by 3 
has . Write for details about the TUFIDE merchandising program as 
ates \ well as catalog and prices. 
re- | 
.. Stebco Products 
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the (Established 1918) 
a 1401-17 WEST JACKSON BOULEVARD + CHICAGO 7, ILLINOIS 
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Boston Stationers Enjoy Banquet 
BY HARLEY LEWIS, CORRESPONDENT 


The annual banquet of the Boston Stationers, Asso- 
ciation held on February 14 at the Hotel Somerset, 
was attended by 211 members and guests. The New 
England Travelers Club sponsored the cocktail hour 
preceding this sixty-third annual dinner and Valentine 
dance of the association established in 1888. 

During the evening about 50 prizes were drawn and 
presented by dealers and manufacturers. 

Ken Reeves’ orchestra furnished “motionable mu- 
sic” for the dancing. 

Among the guests attending were Paul Burbank, 
general manager of NSOEA, and Mrs. Burbank; Sidney 
Challenger, NSOEA governor, and Mrs. Challenger; 
Horton Frisbie, ex-governor, and Mrs. Frisbie. 





Washington Stationers Hold Annual Banquet 


The Shoreham Hotel in Washington, D. C., was the 
scene of the Washington Stationers Association annual 
banquet on February 8. The dining room proved ideally 
appointed for the 250 members and friends of the 
association who assembled for the evening’s feast and 
fun. 

The usual fellowship hour preceded the banquet 
in a reception room just outside the dining room. 

As the diners took their places at their tables, the 
charming daughter of Walter B. Mallorey, Mallorey 
Office Supply Company, Washington, D. C., sang the 
invocation. 

President Alonzo P. Learnard, Norwood Office Supply 
Company, Washington, D. C., extended the association’s 
welcome to the diners and proceeded to introduce the 
guests at the head table. Paul E. Burbank, general 
manager of NSOEA; Governor Charlies W. Lukens, 
Region 1 NSOEA, Yeo & Lukens Company, Philadel- 
phia, Pa.; Harry R. Summers, president Baltimore 
Stationers Association, Summers Stationery Supply, 
Baltimore, Md.; Mark J. Kenna, American Pencil 
Company, president Penn-Mar-Va Travelers; Felix 
Moriarity, E. Morrison Paper Company, Washington, 
D. C., secretary and treasurer, and Walter B. Mallorey, 
chairman of the banquet committee, all took a bow 
and responded. 

The committee presented several sparkling acts for 
the entertainment of the guests and the remainder 
of the evening was spent in dancing. It was an occa- 
sion the group will long remember. 


Seated, left to right: Felix Moriarity, E. Morrison Paper Co., Wash- 
ington, D. C., secretary-treasurer; Mrs. Learnard; Alonzo P. Learnard, 
Norwood Office Supply Co., Inc., Washington, D. C., president; Paul E. 
Burbank, NSOEA; Mrs. Burbank; Mark J. Kenna, American Pencil Co., 
president Penn-Mar-Va Travelers; Mrs. Kenna. Standing: Mrs. Mori- 
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HEAD TABLE AT WASHINGTON STATIONERS ASSOCIATION, ANNUAL BANQUET, SHOREHAM HOTEL, FEB. 8 


Buffalo Stationers Dine, Hear Burbank 


February 20 will be remembered by members and 
friends of the Buffalo Stationers Association for the 
excellent banquet and fellowship enjoyed in the Hote) 
Lafayette in Buffalo, N. Y. There, they assembled 
some 200 strong—dealers, salesmen, manufacturers’ 
agents and their ladies. 

C. L. Williams, Ryan & Williams, Inc., Buffalo, ex- 
plained the gathering as a further attempt to promote 
acquaintanceship, friendship and mutual understand- 
ing among the city’s office equipment people. He 
then introduced prominent out-of-town guests and 
guests at the head table. 

Regional Governor Walter Miller, Otto Ulbrich Com- 
pany, Buffalo, New York called the diners’ attention 
to the Hansell Trophy which was awarded to Region 
No. 2 for this year as recognition of success in secur- 
ing new dealer members of NSOEA. The governor 
voiced his pride in this achievement of the district, 
urging continued efforts to bring the trophy back 
again next year. He also voiced his gratification at 
the size and spirit of the group. 

The governor made a dramatic presentation of the 
problems of today’s merchandising and suggested ideas 
for capitalizing on today’s opportunity. So inspira- 
tional and so instructive was it that he received a 
heart-warming ovation as he finished. 

Paul E. Burbank, NSOEA, spoke about the intensity 
and seriousness of the situation in which our country 
finds itself, stating that the business of keeping our 
economy operating at its present level and preparing 
for war at the same time needed the co-operation of 
everyone. 


To maintain our economy we must strive to keep our 
concept of selling, he contended. Even in the face of 
shortages, the salespeople of the United States must 
take the time and make the effort to make prospective 
customers want their products more when they can be 
obtained. The speaker maintained this course would 
require both courage and conviction, but that the sales 
contribution of each individual salesman is the only 
thing that will maintain our present economy. In 
closing, Mr. Burbank discussed the new regulations 
governing defense orders, acknowledging the fact 
that these regulations were subject to daily change 
He reminded his listeners that the Association office 
and staff in Washington would do their utmost t 
continue to impress the regulatory bodies of the 
importance of the products in this field 


arity; Walter B. Mallorey, Mallorey Office Supply Co., Washington 
D. C.; Mrs. Mallorey; Charles W. Lukens, Yeo & Lukens Co., 

delphia, Pa., governor District No. 3, NSOEA; Mrs. Lukens; Mrs. Sum 
mers; Rose Cushman, NSOEA; Harry R. Summers, Summers Stationery 
Supply, Inc., Baltimore, Md., president Baltimore Stationers Association. 
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| or a desk 





or his secretary | 


for a machine operator = 








or atable PT ~~ corr letter files 
or blueprint files HE or cabinets 
4 whatever it be in modern steel office 

equipment, the complete ASE line 
and the ASE name mean customer pre- 

disposition to buy and lasting customer 


satisfaction through superior AE 


merchandise and merchandising. 


ALL-STEEL EQUIPMENT INC. 
900 Cleveland Avenue ° Aurora, Illinois 
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Goodwin Heads Carbon, Ribbon Dealers 


The Carbon and Ribbon Dealers of Northern Cali- 
fornia installed their newly-elected officers at their 
monthly meeting at the Elks Club in San Francisco 
on February 15. The officers were the following: 

Orton Goodwin, Panama Carbon Company manager, 
president; Sam Squires, Efficiency Carbon & Ribbon 


ORTON E. GOODWIN 





Company, first vice-president, and L. H. Chapman, A. 
Carlisle & Company, second vice-president. 

Robert E. Judy, Pacific Carbon & Ribbon Manufac- 
turing Company, continues his second year as secre- 
tary-treasurer. Carl Lydig, manager of Mittag & Vol- 
ger, was appointed program chairman for the coming 
year. 

This marks the twentieth year of the Carbon & Rib- 
bon Dealers Association, one of the oldest organizations 
of its kind in the country. Membership consists of the 
leading wholesale and retail carbon paper outlets in 
the San Francisco Bay area 

In announcing his program for the coming year, 
President-elect Goodwin states: “The value of this 
association in the past has been the discussion of prob- 
lems peculiar to our industry, and the sharing of in- 
formation to all our members on an industry-wide 
basis. 

“To this we will add a monthly educational program, 
with guest speakers from allied machine industries. 

“Today’s challenge of rising prices is not to be met 
with fixing of prices, but increased efficiency on the 
part of each member in this association. By main- 
taining a clearing house of information available to us 
all, we hope to further our own interests and those 
of the customers we serve.” 





Great Lakes Travelers Club Notes 


Despite the persistence of winter, Gordon Kickels, 
C. L. Barkley & Company, chairman of the June golf 
committee, got off to an early start by naming his com- 
mittee members at the monthly business meeting of 
the Great Lakes Travelers Club at the Real Estate 
Board of Trade Building on February 23. Named te 
function at the first tournament of the year at Rolling 
Green Country Club on June 7 were the following: 

Harry Balch, Quality Park Envelope Company, co- 
chairman. 

Ralph Maish, Dennison Manufacturing Company. 

Folger Fellowes, Bankers Box Company. 

O. R. Snapp, OFFICE APPLIANCES. 

Earl Lasworth, Geyer Publications 

Ray Eichenlaub, Service Steel Products Corporation 

Herb Johnston, Ace Fastener Corporation. 





Boston Office Furniture Dealers Meet 


John R. Gray, executive director of National Office 
Furniture Association, addressed the meeting of the 
Boston Office Furniture Association held at Steuben’s 
Restaurant in Boston on January 29. He told of 1951 
Chicago convention plans for entertainment of mem- 
bers’ wives and guests and also discussed the NOFA 
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advertising plan and a new product called NOFA liquid 
wax polish. 

Mr. Gray also advised the Boston dealers that NOFA 
is working on the reduction of freight rates on office 
furniture. Accompanying him was John Munro of the 
John Hancock Life Insurance Company, who ex- 
plained the dealers’ life insurance program in detail, 

A discussion was held relative to the forthcoming 
national conference and about 16 or 17 members 
indicated their intention of attending. 

Discussion was held regarding a future regiona] 
meeting of all New England dealers belonging to NOFA. 





Chicago Group Installs New Officers 

A complete new slate of officers was installed at 
the regular monthly meeting of the Stationers Club 
of Chicago, held February 12 at the Merchant & 
Manufacturers Club, Merchandise Mart. 

Heading the group is Ed Hooper, Stuart-Hooper 
Company, as president. Serving with him throughout 
1951 will be Art Olsen, Olsen Office Supplies, Inc. 
Forest Park, vice-president; Jack Lockett, All-Types 
Office Equipment Company, secretary, and Phil Sol, 
Sol Office Supply Company, treasurer. 

Following the installation, Retiring President Clar- 
ence Reynolds, Globe Furniture & Stationery Company, 
gave a brief farewell talk, making several suggestions 
for increasing membership, reviving the educational 
program, establishing a methods of pricing program 
and exchanging ideas with other stationers throughout 
the nation. As governor of District No. 6, NSOEA, he 
asked the co-operation of all members of the club in 
helping to make the regional convention at the Edge- 
water Beach Hotel on May 3, 4 and 5 an outstanding 
success. 





FEBRUARY MEETING OF SOUTHERN OMDA—Excellent at- 
tendance marked the February 16 meeting of this southern 
group in Atlanta, at which Hazen Ames, Ames Supply Co. 
was an honored guest. Officers of the group, all from 
Atlanta, are Swansea Wier, Davidson Sales & Service, 
president; C. B. Acox, Durrett Typewriter Exchange, vice 
president, and A. M. (Al) Fincher, secretary-treasurer. 


Stationers 12:30 Club Convenes 

More than 65 members and guests attended the 
regular monthly meeting of the Stationers 12:30 Club 
of New York held on Monday evening, February 26, at 
Rosoff’s Restaurant, New York, N. Y., with President 
Philip G. Tagley, Consolidated Loose Leaf Ine, 
presiding. 

President Tagley told of the deaths of Louis Krauss, 
vice-president of the Royal Office Supply Corporation, 
New York, N. Y., and the wife of George H. Delhagen. 
All present stood with bowed heads in respect to their 
memory. He then announced that Harry R. Lipshutz, 
Art Steel Sales Company, is recovering from his recent 
operation. All present signed a large get-well card 
which will be sent to him at the Hahneman Hospital, 
230 N. Broad St., Philadelphia, Pa. 

The following guests were then introduced: James 
Ryan and Hy Kleigman of the Manhattan Stationery 
Company, Inc., New York, N. Y., and Joe Cook and 
Matty Manupelli, both of the Wilson Jones Company. 
President Tagley extended a cordial welcome and 
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that'll please 
any customer 


There are two things your customer looks for 
in buying office chairs— COMFORT and 
BEAUTY! 





And when you can show them a chair that has No. 1782LL 
the comfort of his favorite easy chair .. . plus EXECUTIVE 
the smart appearance of traditionally fine fur- CHAIR 


niture—well. you've made yourself an easy sale ’ ’ 
’ ne ) ) With matching No. 1781-LL 


and a satisfied customer. SIDE ARM CHAIR 


And sales like these are a snap, when you show Here’s an ideal executive chair set 
that will add thet final touch of 


them a JOHNSON CHAIR right at the start. clagunss 00 any gbtatn diieidiie, 
For over 83 years Johnson has been making and yet it is so moderately priced 
c “na sk that a set can be offered to every 
fine business chairs. It’s this know-how, plus the jenter ensestive, tes. tenusleusly 


finished genuine walnut with top 


finest materials that gives you the kind of chairs 
? ? grain leather covered spring-filled 





that make a big hit with your customers. cushions. Extra large roomy chairs 

that assure solid comfort. Sturdy 

Suggest a JOHNSON CHAIR .. . it’s bound to construction and fine meteriols 

ati make this set a fine investment in 
Satisfy any office. 


Let us tell you the complete story of the big JOHNSON LINE. Learn 
how you can profit and build valuable customer goodwill with this 
outstanding line of business chairs. Write or wire us today. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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announced that they were prospective members of 
the club. 

He then announced that Mortimer Libien, Libien 
Press Inc., New York, N. Y., is celebrating his twenty- 
third wedding anniversary and extended best wishes. 

Edward Leventhal, Biddle Purchasing Company, re- 
ported for the entertainment committee, announcing 
that tickets for this year’s outing will cost $12.50 each. 
The club’s annual event will be held on Tuesday, June 
12, at Travers Island in Pelham, Westchester County, 
the summer home of the New York Athletic Club. 

Discussion was held on the subject of luncheon meet- 
ings to be held in addition to the club’s regular 
monthly meeting on the fourth Monday of the month. 
The proposal met with favor and questionnaires will 
be sent to all members to determine the day and place. 

President Tagley called for a rising vote of thanks 
for Gerard D. White, Acco Products, Inc., managing 
editor of the club’s bulletin “Stationery Whitems,” for 
doing a splendid job. 





Tribute Is Paid to Frank C. Morse 


Officials and department heads of the Browne-Morse 
Manufacturing Company, Muskegon, Mich., in a dinner 
at the Century Club recently paid tribute to Frank C. 
Morse, one of the company’s founders and chairman 
of the board since 1943. 

Although he will continue as chairman of the board, 
Mr. Morse is retiring from day-to-day activities with 
the company. 

Highlight of the banquet, attended by about 25 rep- 
resentatives, was the presentation of a gift to the 
board chairman by Joseph Horness, president. 

A Greater Muskegon civic leader for many years, 
Mr. Morse served as an executive of Browne-Morse 


FRANK C. MORSE 





for 36 years. He was secretary and manager of sales 
and advertising for 27 years. After the death of his 
partner, Richard H. Browne, in 1934, he became presi- 
dent. 

Those attending were Mr. Horness; Paul Johnson, 
first vice-president; Walter Larson, second vice-presi- 
dent, George Osterhouse, secretary-treasurer; Bill Poe, 
plant manager; Lee Lowe, general sales manager; 
Dave Larson, purchasing agent; Floyd Burd, chief 
engineer; Warren Horness, assistant sales manager; 
Frank C. Morse, Jr., district sales manager; Anne 
Dempsey, office manager; Paul Johnson, Jr., produc- 
tion control, and Joe W. Horness, cost accountant. 





Members Celebrate 16th Birthday of GLTC 


Nearly a hundred people gathered in the Congress 
Hotel, Chicago, on Saturday evening, February 24, 
to share in the festivities of the Great Lakes Travelers 
Club’s annual birthday party. In accordance with 
custom, this event is always held on the Saturday 
nearest to Washington’s birthday because the club 
was organized on February 22, 1935. 

Chairman Tom Gillice, Rockwell-Barnes Company, 
and his committee provided all the ingredients neces- 
sary to a good time except the party participants. The 
96 people present certainly enjoyed the food, the liquid 


refreshment, the music and the dancing. Notables in- 
troduced by Ken Henderson, The Carter’s Ink Com. 
pany, president of GLTC, included Clarence Reynoldg 
Globe Furniture & Stationery Company, Chicago, goy- 
ernor of District No. 6 of the National Stationery § 
Office Equipment Association. A quartette compriseg 
of Mr. and Mrs. Ben Allen, American Pencil Company, 
and Mr. and Mrs. Bill Oestreich, H. C. Miller Company, 
Milwaukee, Wis., rendered several numbers and Cag 
Kaufman, Speed Products Company, performed hig 
rhythmic stunt with spoons. Dancing continued untj 
well after midnight, waltzes being played occasionally 
for the benefit of old-timers. 





New York O.E.D. Holds Session 


Sixty members and guests attended the regular 
monthly meeting of the Office Equipment Dealers of 
New York City. The meeting was held on Monday eve- 
ning, February 19, at the Prince George Hotel. 

President Ben Itkin, Itkin Bros., Inc., New York City, 
introduced the following guests: William Cole and 
Harry Wooley, both of Flint & Horner Company, Ine, 
New York City; Stan Cohen, Joe Ansis and George 
Auerbach, all of the Ashland Desk Company, New York 
City; Jesse Paddock, Regan Office Furniture Corpora- 
tion, New York City; Richard E. Zipser, Rudolph Orth- 
wine Corporation, New York City; Abe Gaslow and 
Sal. Silverman, both of the Uneeda Office Furniture 
Company, New York City; George Emmons, Filing 
Equipment Bureau, New York City; John A. White 
General Electric Company; Ted Sellers, The McLean 
Advertising Agency; Joseph Brenner, Brenner Desk 
Company, Newark, N. J., and John H. Monro, Jr., the 
John Hancock Insurance Company. 

President Itkin then called upon Moe Turman, Met- 
wood Office Equipment Corporation, New York, N. Y, 
who presented an orchid to Bernard H. Nemlich, Regan 
Office Furniture Corporation, New York, N. Y., together 
with best wishes of the association in celebration of his 
birthday. After which all present sang that old refrain, 
“Happy Birthday to You.” 

John J. Reinecke, Wood Office Furniture Institute, 
spoke briefly, giving a general outline of the situation 
in wood office furniture. Declaring that many dealers 
are too panicky, he went on to say that production of 
wood office furniture has been substantially increased 
and the outlook at the present time is that they can 
hold to the present level. While some manufacturers 
are making a limited line, others have shortened their 
offerings by eliminating some numbers in order to 
make better deliveries on numbers most in demand. He 
went on to tell of difficulties confronting manufac- 
turers in getting a sufficient supply of metal parts to 
fill requirements. In conclusion he spoke of the im- 
portance of defense orders, priority ratings and gov- 
ernment purchasing. A question and answer period 
followed. 

President Itkin called upon Charles Gunterberg, 
Blanchard Brothers & Lane, who introduced the next 
speaker, Irving Glass, executive vice-president, Tanners 
Council of America. 

In giving his listeners a brief insight into the leather 
situation, he pointed out that leather is unique, in that 
it gives a merchandising edge in selling to people who 
value individuality even in times like these when 
leather is hard to get. Declaring that the present sit- 
uation is confusing, he called attention to the fact that 
during the past eight or nine months the idea that 
leather is in short supply has been building up. Right 
now, manufacturers are faced with the situation of 
supplying the intensified demands of the U. S. Govern- 
ment which will make inroads into civilian consump- 
tion. This is causing a situation of scarcities which 
he believes the tanners can eventually overcome. 

John R. Gray, NOFA executive director, then called 
attention to the fight by New York City business men 
against the proposed increase of from two to three % 
in sales taxes. He warned that already merchants i 
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Folder Line Does 4 Things That Increase Your Sales 
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rers | “YY and E’’ gives your customers: file ¢ YawmanotE (red rope), or Pressboard ¢ In weights of 
1€1r | 8, 11, 14, 18 and 25 points ¢ With or without filing and finding 


Ww system features ¢ In special sizes, styles or cuts on special 


He 1. Folders s they can depend on 


‘ac- Y and E” folders are exactingly tested for—ingredients, 


3 U tear strength, wearability, uniform stock, color, thickness 3. The folder they need when they want it 


mod HI “Y and E” has a full stock of the complete line « Will deliver 


riod | immediately the folders you want. 
- 2. The exact folder for their need 
erg Y and E” folders come in all cuts, blank or printed tabs ¢ In 4. Folders that are easy to reorder 


ext Bill, Letter and Cap sizes @ To fit “Y and E” or other installa- Reorder number is printed inside every “Y and E” Kraft, 
1ers tions ¢ With any type of tab, plain or celluloid, flat or angu- Manila, Durafile and YawmanotE folder. 

lar metal, Direct Vision or celluloid insertable ¢ Reinforced li th 
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suburban localities outside of the tax area are doing 
a greater amount of business because of the present 
sales tax, and expressed the fear that increased sales 
taxes would drive more business from the city. A mo- 
tion was made to the effect that the association go on 
record as opposing both the proposed increased sales 
taxes and. proposed sales representatives taxes. The 
motion was passed. 

Mr. Gray then announced that registration for the 
Fifth Annual NOFA Convention and Exhibit already 
exceeds that of last year, plus an increase of 25 exhibi- 
tors over the same period. 

Chairman of the NOFA advertising committee, Ber- 
nard H. Nemlich, Regan Office Furniture Corporation, 
N. Y. C., N. Y. announced that 11 out of 13 chapters 
have approved the NOFA nationai advertising prgram. 
After again giving details of the plan he called for 
a vote of approval from the Office Equipment Dealers 
of New York. Approval was given by all dealers of the 
New York Chapter present. 

Before adjourning the meeting President Itkin 
pointed out the advantages of attending the NOFA 
convention and urged all to be present at Chicago. 


A. F. Krieg Again Heads W.O.-F.I. 


The Wood Office Furniture Institute at its annual 
meeting in February re-elected A. F. Krieg of the 
Jasper Seating Company as president, along with 
Sterling Lord, Leopold Company, vice-president, and 
C. E. Hayworth, Alma Desk Company, treasurer. Those 





A. F. KRIEG 





elected to the executive committee were Raphael Bless- 
inger, Jasper Desk Company; F. J. Boling, High Point 
Bending & Chair Company, and R. E. Sturm, Jasper 
Office Furniture Company. 

On Saturday, March 3, just prior to the opening of 
the NOFA convention in Chicago, W.O. F. I. sponsored 
a luncheon sales meeting at the Stevens Hotel. More 
than 60 people attended the meeting, which lasted 
most of the afternoon. Paul Burbank, general man- 
ager of NSOEA, delivered an inspiring talk on the 


wad 





necessity of continuing selling efforts, even in the 
face of war economy shortages. Roger Young, Detroit, 
Mich., acted as chairman. At the conclusion of the 
formal meeting, an open discussion was conducted, 
which gave all of the salesmen present the oppor- 
tunity of airing their opinions. 





Great Lakes Travelers Notes 


A meeting of the NSOEA-IBSA District No. 6 plan- 
ning committee was responsible for a heavy turnout 
of dealers at the February 9 meeting of the Great 
Lakes Travelers Clubs at the Real Estate Board of 
Trade Restaurant. 

Present for the planning session for the regional] 
convention to be held at the Edgewater Beach Hotel, 
May 3-5 were the following dealers: 

Clarence Reynolds, Globe Furniture & Stationery 
Company, Chicago, governor of the district. 

A. J. (Tony) Markelz and Dunc Conklin, The Book 
Shop, Inc., Joliet. 

Homer Jacquin, Jacquin & Company, Inc., Peoria. 

W. E. Harms, Business Equipment Company, Peoria, 

Arnold Lawrence, Business Equipment Company, 
Pekin. 

Also present but not serving on the committee was 
Harold Brosk, Brosk’s Office Supply, Kenosha, Wis. 





Philadelphia Stationers Convene 


More than 55 members and guests assembled to at- 
tend the regular monthly meeting of the Philadelphia 


Stationers Association held on Thursday evening, Feb-. 


ruary 15, in the Matthew-Simpson Hall of the Robert 
Morris Hotel, Philadelphia, Pa. This was the first 
meeting held under the leadership of the new presi- 
dent, Irving Roth, Roth Brothers, Philadelphia, Pa. 

President Roth introduced the following out-of-town 
guests: Richard K. Yehl and Ernie DeLong, both 
of Office Utilities, Inc., Allentown, Pa.; L. B. Herr 
and Charles Herr, both of L. B. Herr & Son, 
Lancaster, Pa.; Louis D. Mann, Morristown, Pa.; Charles 
A. Newcomet, The C. F. Heller Bindery, Reading, Pa.; 
H. M. Shaaber, Business Equipment & Supply Com- 
pany, Reading, Pa.; Leo Sharples, Sharples Stationery 
Company, Jenkintown, Pa.; Paul F. Steever, Office 
Equipment Company, Harrisburg, Pa., and A. Fred 
Treher, A. Fred Treher, Easton, Pa. 

President Roth then gave his listeners an outline 
of the evening’s program, which consisted of a panel 
of three experts who would tell of present conditions 
and the future outlook in their respective industries, 
to be concluded with a question-and-answer period. 
The panel consisted of Charles H. Parker, Speed 
Products Company, who spoke of the stapling machine 
industry; William F. B. Lindenberger, National Blank 
Book Company, who discussed the blank book and 
loose leaf industry, and Joseph Burger, Art Steel 
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Wiltshire Modern in the new studio of Radio Station KGER, Long Beach, California. Installed by the Aaron Schultz Company, Long Beach. 


/“,? strikes the right note at 
California Radio Studio 


tNe/ A radio studio with palm trees 
swaying down the street and the air outside soft- 
ened by the Pacific Surf—this is Station KGER, 
Long Beach, California. In this setting Wilt- 
shire Modern fits just as gracefully as in a luxurious 
skyscraper office in New York or Chicago. 
Whenever there is need for good taste in office 
furniture, whenever your customers want 
luxury appointments combined with durability 
and economy, Wiltshire Modern is the line that 
will make the sale. 


y advertised in 


ese, Wiltshire 
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imperial 


Liou desk company 


ae Fuer Om a EVANSVILLE 7, INDIANA 
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Stencil buyers like the clean convenience 

of Sure-Rite Seal Tab film stencils. Files aren‘t 
sticky, stencils don’t gum up duplicating 
machines, stencils lay flat and clean on the 
boss’ desk. The new Red Sure-Rite Seal 

Tabs completely eliminate objections to messy 
glue! Just press to seal—and corrections 

are far easier! 


PUT BLACK FIGURES IN 
YOUR PROFIT COLUMN! 


Impending shortages of film put the new Red Sure-Rite Seal Tab 
Film Stencils in a class by themselves! Film may be reused easily 
because the new seal tabs stick without being sticky! It will pay 
you to send your salesmen out with this new sales feature! Phone 
today to learn if a dealership is open in your area, 


PATENTS PENDING 


STNG PHONE LONG DISTANCE 1D244 DENVER! 


Shooting Star OB se 


F | io MAKE SEAL TABS 
Mm ae ae MORE VALUABLE! 
ce rs FILM CAN BE 


Stencils Pas : y e ed do began REUSED 





























: » 
agent 


ee ie y AMERICAN 
Bas fags 
MFG. CO. 


2714 Walnut Street 





Denver, Colo. 


OFFICE APPLIANCES, April, 1951 91 














Company, who told of conditions in the steel office 
equipment industry. 

The first to respond was Mr. Parker, who declared 
that nowhere in his travels did he find hoarding on 
the part of dealers. He attributed the increased de- 
mand for the most part to large government orders 
and numerous new uses for stapling machines. He 
added that plants are working to capacity and doing 
everything in their power to meet the increased de- 
mand. 


Next to speak was 
William Lindenberger, who 
pointed out that manufacturers are expanding their 
production facilities and that many have installed 
new machinery and equipment and are training addi- 
tional help in an effort to increase production to take 
care of greatly increased demands for both government 
and private industry. He added that some slow-mov- 
ing lines are being discontinued and other lines simpli- 
fied in order to make better deliveries on staple lines. 
He was followed by Joseph Burger, who remarked 
that every phase of industry is faced with scarcities 
for an indefinite time. He proposed the following five 
dealer headaches for consideration: (1) How to live 
with the new price regulations?; (2) If filing equip- 
ment goes on priority—with whom do I do business 
and how do I extend priority orders?; (3) What’s any- 
body’s best guess as to the availability of non-priority 
items?; (4) What is the picture of substitute items 
say wooden filing cabinets instead of steel?, and (5) 
How do I merchandise, catalog, advertise in news- 
papers or direct mail from here out? Mr. Burger 
went to some length to answer each headache and 
advise dealers in methods of procedure in each case 
and in conclusion passed out pamphlets showing pri- 
ority ratings, ceiling price regulations and NPA rulings 
including approved printed forms for priorities. 


All three experts were 
agreed that dealers would 
benefit by a thorough study of procurement regulations 
and suggested that they keep a set of NPA rulings 
filed for handy reference at all times. They pointed out 
that defense orders have priority rating and must be 
given preference over non-rated orders. 

Considerable interest was shown in the opinfons of 
the experts as was evinced by the goodly number of 
questions asked during the question-and-answer period 
that followed. 

Joseph A. Snitzer, Automatic Printing Corporation, 
Philadelphia, Pa., chairman of the executive com- 
mittee, announced that the executive committee will 
meet on Tuesday evening, February 20. Mr. Snitzer 
took occasion to congratulate President Roth on the 
good attendance and a very interesting meeting. 

Chairman of the speakers committee, Ed Eisen- 
stain, Shanahan & Company, Philadelphia, Pa., an- 
nounced that the speaker at the next meeting will be 
David Ward, D. L. Ward Company, who would talk on 
the paper situation. 

Chairman of the trade customs committee, George 
Wustner, Wm. F. Murphy’s Sons Company, Philadel- 
phia, Pa., announced that his committee expected to 
have information on wage freeze and defense orders 
rulings to report at the next meeting 


DeGroft Addresses Detroit Stationers 


The February meeting of the Stationers Association 
of Detroit, Mich., held at the Hotel Fort Shelby, was 
highlighted by a talk by Walter J. DeGroft of Sanford 
Ink Company on “Planned Selling for Outside Sales- 
men.” In his talk, Mr. DeGroft stressed the importance 
of demonstration selling and the elimination of dupli- 
cated effort in pushing too many lines of similar office 
supply products. 

The business meeting included preliminary discussion 
on the plans for this summer’s annual outing, which 
the Detroit association co-sponsors with Fifth Region 
Travelers Club. 
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Hold Twelfth Annual Midwest Office 
Equipment Display in Chicago 

In conjunction with the ninth annual seminar, 
sponsored jointly by the Office Management Associa- 
tion of Chicago and Northwestern University, the 
twelfth annual midwest office equipment display was 
held at the Stevens Hotel, Chicago, on February 26 
through March 1. A large crowd of business men and 
women were drawn to the annual array of new, labor- 
saving devices for the office. 

On the seminar program, held Monday, February 26, 
A. B. Dick, III, A. B. Dick Company, discussed “The 
Problems of Management.” “Management Planning 
and Control” were also considered on Monday. Dur- 
ing the rest of the seminar several more topics were 
brought under scrutiny. A few of the subjects on the 
agenda were: “How to Control the Application of 
Productive Man-Hours,” “How to Control Methods,” a 
panel discussion on “A Look at the Office Manpower 
Problem” and “Establishing a Budget.” 

The annual banquet was held Wednesday evening, 
February 28. 

Among the total of 78 exhibitors were included 
schools, Chicago stationers and distributors as well as 
manufacturers. 
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Equalize your profit! It will pay you 
well to feature the finest, nothing less, 
in coming months. Plan to put all 
possible emphasis on office equipment 
that is first in service efficiency and 
enduring worth 

irt Metal Secretarial Desks are engi- 
neered for new efficiency. Special re- 
finements eliminate vibration in the 
Fold-O-Way mechanism and desk ped- 


estal—make these new desks steadier 


For over 60 years the hall-mark of fine 
business equipment . . . desks « files « 
office chairs ¢ safes and visible equipment. 


“Theres an Art to desk officiency 2 


and sturdier, the utmost in reliability. 
Smooth running suspension, the desks 
are also equipped with handy station- 
ery drawer, file drawer and conveni- 
ence drawer for working tools. 
The “Fold-O-Way” de- 
vice takes any standard- 
width typewriter, including 
new electrical models. The 
platform is larger and 
slightly raised to accommo- 


Fold-O-Way secretarial desk 





date copy holders without sacrificing 
space or convenience. No other desk 
has equal ease, flexibility, distinction 

Art Metal Construction Co., 


Jamestown, N. Y. 




















Ackland Named Royal Advertising Manager 


Gordon G. Ackland has been appointed advertising 
manager of Royal Typewriter Company, Inc., F. P. 
Ryan, vice-president, recently announced. Mr. Ack- 
land has been associated with the company for five 


GORDON G. ACKLAND 





years as assistant to Ellis G. Bishop, who will take 
on a special assignment for the typewriter company. 

Before joining Royal, Mr. Ackland was in the ad- 
vertising promotion department of McCall Corpora- 
tion, salesman for Industrial Lithographic Company, 
and in the advertising department of R. H. Macy 
& Co., Inc. 





Graves Heads Eversharp Writing Division 
Creation of independent writing instrument and 
shaving instrument sales staffs of Eversharp, Inc., has 
resulted in the apointment of Quartus P. Graves as 
national sales manager in charge of the writing in- 


QUARTUS P. GRAVES 





strument division, Irving Kathman, vice-president and 
general sales manager of Eversharp, Inc., recently an- 
nounced. 

Three other Eversharp veterans have been named 
regional managers to work with Mr. Graves. They 
are Ralph Baker, for the Pacific Coast and Rocky 
Mountain area; Ray E. Neifert, East Coast area, and 
Ed Dowling, Central States manager. Mr. Baker’s 
headquarters will be in Los Angeles, Mr. Neifert’s in 
New York City, and Mr. Dowling’s in Chicago. Mr. 
Graves will remain at Eversharp’s Empire State Build- 
ing headquarters in New York City. 





Austin Firm Takes New Location 

The Abel Stationers of Austin, Tex., has moved into 
a new home at 209 W. Sixth St., where the firm has 
tripled the amount of space formerly devoted to sta- 
tionery, office equipment and supplies——JHR 
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Y and E Enlarges Branch 

The Yawman and Erbe Manufacturing Company 
recently announced a move by its Los Angeles branch 
to larger and more conveniently located quarters at 
201 S. Santa Fe Ave. 

At the new address the company will be able to 
combine all its services under one roof. In addition 





to spacious showrooms, the building will accommodate 
the general offices of the branch, and will serve as 
warehouse and as headquarters for a wholly-owned 
subsidiary, Jenkins Brothers, printers and manufac- 
turers of filing systems and supplies. 

In making the long-term lease, the company’s offi- 
cers restated their gratification at the sound growth 
of business on the West Coast and expressed the be- 
lief that the new location will give added impetus to 
this growth. It is believed that the faster delivery 
service now possible and the provisions for customer 
parking at the front and side of the building will be 
added convenience for Los Angeles patrons of Y and E. 





Ames Transfers Domestic Activities 


Arrangements have been completed for the transfer 
of all of the domestic activities formerly conducted by 
Ames International, Inc., to the Ames Supply Company. 
This move has been made to benefit the office machine 
dealers in the consolidation of domestic sales. 

Portable typewriters and dealer model adding ma- 
chines are being distributed to the dealers by all of 
the branches. Until future plans of the office machine 
division are completed, used typewriters and_ other 
office machines available will be distributed through 
the Chicago office only. 

The export activities of Ames International, Inc., 
will continue as before. 





All-Steel Equipment Assigns Territory 

Warren Lewis III, who has been with All-Steel Equip- 
ment, Inc., for several years, has resigned to take a 
new position with the Boorum & Pease Company. 

His territory, including western Tennessee, Louisiana, 
Mississippi and western Florida, has been assigned to 
J. W. “Bill” Goodhew, who had experience with All- 
Steel Equipment prior to and after World War II 


, Us, P - #3 ag 


On page 48 of the March issue, the Aget Manufactur- 
ing Company, Adrian, Mich., was incorrectly called the 
Agent Manufacturing Company. Our error is sincerely 
regretted and our apologies are extended to the Aget 
Manufacturing Company. 
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It’s not our opinion that sells Mongol Pencils in 
national magazines this year. Instead, the ads fea- 
ture actual statements of bookkeepers, secretaries, 
office managers—actual pencil users from all over 
the country, people who know what they want— 
whose word counts! 


Right now, there’s a Mongol ad appearing in a 
National Business Magazine on the average of 
every 9 days! What better time for you to cash in 
on Mongol Pencils’ ever- growing acceptance? Push 
Mongol—used and preferred in hundreds of thou- 
sands of offices all over the country! 


6 GREAT MAGAZINES... 
NEARLY 6 MILLION CIRCULATION 
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Underwood Appoints McWhood at Oakland 


M. K. McWhood has been appointed manager of 
the Oakland, Calif., branch office of Underwood Cor- 


M. K. McWHOOD 





poration, announces W. F. Arnold, vice-president and 
general sales manager. 

Mr. McWhood, who will make his headquarters in 
Oakland at 540 20th St., joined Underwood in 1941 
and was accounting machine sales representative in 


the San Francisco office prior to his new assignment. 





Announce M. S. Ginn New Ownership 

The M. S. Ginn Company, 1417 New York Ave., N.W., 
Washington, D. C., announced on February 1, 1951, 
that John F. Thomas and M. S. Marshall have become 
the sole owners and will take an active part in the 
management of the business. There are no contem- 
plated changes in Ginn’s personnel. 

The new company will continue to operate under the 
same name, carrying the same lines of office supplies 
and furniture, gifts and art materials 
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L. J. Fisher Promoted by Plimpton’s 
J. J. “Bud” Fisher has been promoted to vice- presis 


dent in charge of purchasing with Pimpton’s Fi 


stationers at Hartford, Conn. 

Mr. Fisher has been associated with Plimpton’s sing 
1934 and previously was with R. H. Llewellyn Coms 
pany, Manchester, N. H. 

W. C. Akin has joined the company as a sales repe 
resentative. He was previously associated with Acc 
Products Company, covering New England territory, 5 





Steinke wins NOMDA 
Window Trimming Contest 


First prize of $50.00 in NOMDA’s first annual Christ 
mas window trimming contest went to Harold & 
Steinke of Upper Darby, Pa. The winner has long 
been a member of Penn-Jersey-Del OMDA and hag 
been on the board of directors of NOMDA for severaj 
years. 

Second prize of $25.00 was awarded to A. H. Foxcrofg 
of the Guaranteed Typewriter Company, Los Angeleg 
Calif., and other prizes of $5.00 each were won by 
William Burt of Seattle, Wash., Liston Jackson, For 
Worth, Tex.; W. J. Crowley, Milwaukee, Wis.; 

Jack Weiner, Chicago, and George Bricknell of John 
Wyatt’s store in Long Beach, Calif. 

Judges in the contest were display directors of threg 
of the largest stores in Los Angeles. They were Paw 
Smith of the W. J. Robinson Company, William @ 
Lambert of Barker Brothers and Thom Sweany of 
Haggarty’s 

With such genuine enthusiasm shown in NOMDA‘% 
first contest, officials expect that future events will be 
entered by an ever-increasing number of member 
who are proud of their handiwork. 


HIE. SREINIKE 





This window decorated by Mr. and Mrs. Harold Steinke, Upper Darby, Pa., won first prize 


in the NOMDA Christmas display contest. 
Floor—White cotton batting covered with plastic snow, giving the appearance of 


costs: 


deep snow. Red Christmas tree balls were scattered to counteract the whiteness. 


Here is a description of colors, materials and 


Back- 


ground—Christmas Night blue plush on plywood back. The side organ pipes are made 


of silver spangalette cloth over tubes. 
Heavenly blue candles with white tips and white bulbs. 


silver leaves. 


in Heavenly blue spun glass. 
velvet contrasted with white plastic snowflakes and white snow branches. 


The center piece is of Heavenly blue flowers and 
Carollers stand 
Sides and top of window are draped with Christmas red 
Cost of window 


was $43.94, the largest item being for the center piece, $21.95, but this and most of 
the materials can be reused. 
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(Yeager, Ford & Warren, Louisville, Ky. Installation by O'Conner & Raque Co.) 


€0p0// Office Furniture 


Throughout the country, successful business men 
know that there are sound, dollar-and-cents 
reasons for investing in Leopold office furniture. 


Increased office productivity, improved morale, 


reduced employee turnover . . . are but some of the Leopold 
benefits which add up to more profit for your customers. 


More profit for your prospects means more sales— 
more profit for you. Yes, for user and dealer 
alike, Leopold is truly a profitable investment. 
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Appoint COSCO Chair Representatives 

Kirk W. Bassett, sales manager of the office furniture 
division of the Hamilton Manufacturing Corporation, 
Columbus, Ind., has announced the appointment of 
representatives for the new COSCO “Finger-Lift” chair. 

John B. Dwyer, 261 Franklin St., Boston 10, Mass., 
and associate Charles J. Dwyer, 80 Warren Ave., Marl- 
boro, Mass., will represent the firm in six New England 





left to right: 
Charles J. Dwyer, John B. Dwyer and James C. Hearn. Bot- 
tom row, left to right: A. F. Sengbusch, T. Ralph Unsworth 
and Ray Williams. 


NEW COSCO REPRESENTATIVES—Top row, 


states and in New York State except for Long Island, 
New York City and Westchester County. 

James C. Hearn, 815 Bona Allen Building, Atlanta 3, 
Ga., and associate T. Ralph Unsowrth, same address, 
will sell the chairs in the southeastern states. 

Nelson H. Cady, 3919 Oak St., Cincinnati 27, Ohio, 
will represent COSCO in Kentucky, Ohio and West 
Virginia and in Indiana, except for Lake, LaPorte, 
and Porter Counties. 

A. F. Sengbusch, 4432 J. C. Nichols Parkway, Kansas 
City 2, Mo., will travel through Iowa, Kansas, Missouri 
and Nebraska. 

Ray Williams, 239 West Walnut Lane, Philadelphia 
44, Pa., will represent COSCO in Delaware, District of 
Columbia, Maryland, Pennsylvania and Virginia, and 
in the southern counties of New Jersey 

William M. Johnson, 4437 N. Whipple St., Chicago 
25, Ill., will serve the firm in Illinois and in Lake, 
LaPorte and Porter Counties in Indiana, and in the 
southern counties of Wisconsin. 

A new associate, “Larry” Timoney, 843 S. Los 
Angeles St., Los Angeles 14, Calif., has also been ap- 
pointed to assist the Carl W. Draper Company, COSCO 
representative in the Western States 
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Shortly to be erected is this new add) 
tion to the Old Town Ribbon & Carbo, 
Co. plant in Brooklyn. The new two 
story building will be located on Deg, 
St., directly across the street from the 
seven-story main building at 750 Pp» 
cific St. The new structure, to be built of 
a specially treated corrugated concrete 
is expected to be completed withiy 
three months. Old Town Ribbon § 
Carbon Co., founded in 1916, are man. 
ufacturers of the Old Town spirit dupli. 
cator, duplicating supplies, typewrite 
ribbons and carbon paper. 


Schroder Promoted by Victor Adding 


D. L. Schroder has been promoted to secretary @ 
the Victor Adding Machine Company. The announce 
ment was made by President A. C. Buehler. 

Present plans call for Mr. Schroder to continue hi 
duties as controller and assistant treasurer, a position 


D. L. SCHRODER 





he has held since joining the Victor organization ten 
years ago this month. 

Mr. Schroder is active in business organizations in 
his field. He is a director of the Chicago Control of the 
Controllers’ Institute and a past president of the Chi- 
cago Chapter of the National Association of Cost Ac- 
countants. He is a certified public accountant and 4 
graduate of Northwestern’s School of Business. 





G. J. Aigner Combines Business with Pleasure 


Late in February, just when the rigors of an “un 
usual” winter were being replaced with softer winds 
and higher temperatures, George J. Aigner, president 
of the G. J. Aigner Company, left Chicago in the com- 
pany of Mrs. Aigner for an extended visit to the south- 
eastern portion of the United States. Aico dealers will 
be visited, but most of the months of March and April 
will be devoted to basking in the Florida sunshine. 

The Aigners’ stay in Florida will include attendance 
at the annual meeting of District No. 4 of the Na- 
tional Stationery & Office Equipment Association it 
West Palm Beach on April 5, 6 and 7. Three weeks 
later they will be in New Orleans attending the con- 
vention of NSOEA District No. 9 before returning & 
Chicago 





Weems Transferred to Atlanta, Ga. 


Charles M. Weems, manager of L. C. Smith & Corona 
Typewriters, Inc., in Memphis, Tenn., since 1934, was 
recently transferred to Atlanta, Ga., to head the 
company’s unit there, effective March 1. 

He will be suceeded at Memphis by Keith Wilkins 





Mr. Wilkins, originally frem Jonesboro, Ark., has beem 
with the company in Detroit, Mich., for the past @ 
years.—_CG 
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Kalistron covers handsome Thomas Furniture Sofa and Chair—Style No. 77 


Here’s why THOMAS FURNITURE covered with KALISTRON 


ck for more! 


Vv Stands out WSells faster v Brings them be 


ee ee ee) HH ee ee ee ee ee eee eee 


Because Kalistror yr is fused to the underside of special, extra-strong vinyl sheeting— 


by exclusive Blanchardizing process—it gives beautifully designed Thomas Furniture these “plusses”: \ 
1. Customers SEE and are impressed by the extraordinary “color-depth” richness 
e of Kalistron (due to underside color) . 
un- , 
nds 2. The sensational story of how Kalistron color cannot be scratched, scuffed or scraped even with 
ent hardest wear (you demonstrate with Nail File Test) makes sales. 
re 3. Proof of superior wearability in use brings customers back for more Thomas Furniture 
th- : , , : 
wil in Kalistron (spot-resistant, won't chip, peel or crack; waterproof, cleaned easily 
9 with a damp cloth) 
pril 
See this volume-building furniture now. (Kalistron is winner of Modern Plastics Award 
nce for furniture and interior decorating materials). 
Na- 
in 
eks 
n- 
0 ”“ 7 
SEND FOR FREE “NAIL-FILE” PROOF TEST 
[Thomas Furnit Company, Dept. T-s 
High Point, North Carolina 
na : . 
vas Please send FREE nail-file test (sample of Kalistron and 
actué r ni and othe ? i 
he actual nail ther information. 


HIGH POINT, NORTH CAROLINA 
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Moses Company, Ltd., Serves Hawaii 


One of the oldest, stationery and office equipment 
firms in the Territory of Hawaii is the Moses Com- 
pany, Ltd. Located in Hilo, the largest city on the 
island, the firm has served the residents of Hawaii 
for close to half a century. Founding the concern 
in 1902, E. H. Moses is still the active head of the 
organization and has always prided himself on being 
the representative for top lines of office equipment and 
supplies. 

Moving the office equipment department in with 
the stationery section, but handling the two as sep- 
parate divisions, has proven a successful venture for 
the concern which staffs the store with 19 employees 
Activities of the office equipment department are 
aided by an expanding service section 

Edward Nelson is manager of the stationery depart- 
ment while office equipment is supervised by R. Pater- 
son. Lines carried include L. C. Smith, Friden, Victor, 
National Cash Register and many other quality prod- 
ucts. 


ORLEANS CARD CENTER NOW OPERATED BY HENRI PETETIN, INC. 
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INTERIOR VIEW OF THE MOSES CO., 
LTD., STATIONERY STORE IN HAWAII 
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Set Dates for Stationery Show 


The New York Stationery Show is announced for 
May 20 to 25 at the Hotel New Yorker, N. Y. William E 
Little, manager of the show, advises that the initial 
offering of space to firms who exhibited last year 
brought an immediate response, with most of the im- 
portant manufacturers who joined the show last year 
again reserving space. Assignments of space to new 
exhibitors were to be made directly after March 1 

It is also announced that the dinner-dance of the 


organization will be held Thursday evening, May 24 
at the Hotel New Yorker. 
Show hours will be: Sunday, 1 p.m. to 9 p.m.; Monday 


and Tuesday, 10 a.m. to 6 p.m.; Thursday 10 am. te 
6 p.mM.; and Friday 10 a.m. to 1 P.M. 





Mim-E-O Stencil Files Firm Changes Name 

Announcement has been made of a name change 
for the Mim-E-O Stencil Files Company, 2821 Belmont 
Ave., Chicago 15, Ill. The firm is now known as Halver- 
son Specialty Sales. 


MARY ANNE PECOT 


Effective Feb. 1, 1951, the 
Orleans Card Center at 148 
Baronne St., New Orleans, 
was purchased by Henri 
Petetin, Inc. The name of 
the shop will remain um 
changed. The new branch, 
which deals excusively in 
greeting cards, gifts and 
religious articles, will be 
managed by Miss Mary 
Anne Pecot. 
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Now more 
than ever... 





is a “MUST”! 






That’s why the big 


demand continues to be for 





rn 
HE 26%" of clear filing space in each drawer of this Steel Age Grade **A”’ file 
provides plenty of room for the fast, efficient filing these days require. 
Each roomy drawer is mounted on smooth-gliding, fully progressive, ball 
bearing suspensions to instantly bring any part of a fully loaded drawer 
to your finger tips. Best of all, you can be sure this Steel Age file 
will continue to operate smoothly in the years to come. All Steel Age 
filing cabinets are made with heavy-gauge steel in a rigid, all-welded 
ladder-type construction to withstand extra years of hard use that busy 


times like these require. That’s why office people from coast to coast say, 


**Sell Steel Age and you sell the best in office furniture!” 





OFFICE APPLIANCES, April, 1951 101 








Three Royal Portable Appointments Made 


W. H. Beckwith, portable sales manager for the 
Royal Typewriter Company, Inc., recently announced 
three portable district representative appointments. 

Lee B. Sterling, formerly Royal’s portable district 
representative at Des Moines, Iowa, has been pro- 
moted to portable district representative of the terri- 
tory headquartered at Chicago. Prior to joining Royal, 





HOWARD M. ROWLEY LEE B. STERLING 


ROBERT H. HULT 





Mr. Sterling sold typewriters and adding machines 
while serving as director for the Minneapolis Office 
Machine Dealers Association. 

Howard M. Rowley has been assigned to the post of 
portable district representative for Royal’s New Eng- 
land territory, making his headquarters at Boston. 

Royal’s new portable district representative at 
Omaha is Robert H. Hult. The ter- 
ritory Mr. Hult will cover in his new 
capacity includes the greater parts 
of Nebraska and Iowa. 


INTERIOR OF NEW PARTLOW-TYLER CO. 
STORE AT LAUREL, MISS. 
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Knoll Associates Opens New Showroom 


Knoll Associates, Inc., manufacturers of contempor. 
ary decorative furniture sold through architects, de. 
signers and contractors, recently held a press review 
of the their new New York showroom at 575 Madison 
Ave. All three divisions of the firm—furniture, textiles 
and the planning unit—are brought together here asg 
unified operation. 

Executive and general offices, the planning unit ang 
the showroom area exemplify the latest developments 
in materials and their application. Each executive 
office is designed for the person who uses it. In the 
general office area, each person has been given g 
clearly defined space with specially designed desk units. 
Privacy for each person is provided with low Pandanug 
covered partitions which not only retain the feeling 
of spaciousness, but also aid acoustically. 





Introduce New Facit Machines at Opening 


The formal opening of the new offices of Facit, Inc, 
at 500 Fifth Ave., Room 210, New York City and the 
introduction of Facit business calculating machines 
was held on March 1. Carter Ohlen, president, and 
Carl Groenhagen, comptroller, were present as hosts, 
assisted by their associates. The Facit machines are 
manufactured by Aktiebolaget Atvitabergs Industrier 
of Stockholm, Sweden. 





Mississippi Firm Has Formal Opening 


Formal opening was held recently for the Partlow- 
Tyler Company, 417 Oak St., Laurel, Miss., under the 
direction of Wilson Partlow, president, and Charles 
“Doc” Tyler, secretary-treasurer. Both men are vet- 
erans in the stationery and office equipment business 
and they received more than 2,000 callers on the day 
of the formal opening. 

The furnishings are of modernistic design with the 
entire store serving as a show window. Color dynamics 
were employed in working out a decorative scheme 
Fixtures are of Softone oak and lighting is of modem 
fluorescent design. The store is completely air con- 
ditioned. 

Departments include those for office supplies, social 
stationery and greeting cards, office furniture display- 
ing both wood and steel equipment, and business 
machines. A modern service department is maintained. 

In the rear of the store is maintained a mode 
executive office and the mezzanine floor is devoted to 
the display of office furniture. 
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NO. 11-5-s0 


lllustrated above is our red genuine Pressboard 
Binder Cover made also in grey and black Press- 
board. We can furnish this cover in genuine tan 
Smeadfibre - embossed Leatherette grain finish, 
which gives it a two-tone effect. Our binder cov- 
ers lend themselves well to embossing on the front 
of the cover and are carried in stock in all 


popular sizes. 


These binders are equipped wtth 8%” C to C 
fasteners with 3” prongs and are made with extra 
strong long-wearing full cloth hinge for hard 
active service. These binders can also be furnish- 
ed with scored hinge where the activity of the 
binder is not as great. This is an ideal binder 
cover for orderly arrangement of inventories, re- 
ports, notes, proposals, pricelists, etc. 








We have artists and engineers to take care of 
your unusual requirements for specially design- 
ed covers. Consult us on your next job for 
special sketches and samples. 


THE Smead 


MANUFACTURING CO., INC. 
HASTINGS - MINNESOTA 
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The KWIK-TWST Sales Dispenser is 
an effective sales stimulant. It is com- 
pact, colorful, and contains 24 drills, 


templates and instruction sheets. 


Order yours today! 


THE 
Swed MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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G-W Aids Modern Office Layout 


The Globe-Wernicke Co. has made available to its 
dealers a comprehensive sales training program on 
modern office layout, telling salesmen how to prepare 
surveys and submit proposals. 

Comprising the complete dealer-instructor program 
is a 32-page manual, “Principles of Modern Office Lay- 
out.” a 14-page “Program Guide for Training—Modern 
Office Layout,” one pad of office survey charts, one 
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GLOBE-WERNICKE’S NEW MODERN OFFICE LAYOUT TRAIN- 
ING PROGRAM—Complete kit includes a 32-page manual 
on office layout, a 14-page program guide for modern 
office layout training, 25-sheet pads of office survey charts, 
25-sheet pads of office layout charts, plastic office layout 
gauge and a sound-slide program, film and recording, 
‘Selling from Awfuss to Office.” 


pad of office layout charts, one plastic office layout 
gauge and one sound-slide program, recording and film, 
Selling From Awfuss to Office.” The manuals, pads 
and plastic gauges may be purchased separately. 

In the booklet which teaches the principles of mod- 
ern office layout steps are outlined as: 

1. Preliminary survey of present conditions. 

2. Analysis of the survey to determine possible im- 


provements 

3. A layout indicate the changes necessary to 
iccomplish the improvements. 

4. A project report, or proposal, which supplements 
and explains the layout. 

These steps are discussed individually and in detail 
in the manual which Glebe-Wernicke has now made 
ivailable 

Recognizing that a survey sketch may be a rough 
free-hand diagram, not to scale, but must have com- 
plete and accurate dimensions, G-W provides a survey 
hart on which the sketch can be made to scale and 

siderable time saved, since the layout can be traced 
lirectly from the scaled survey. 

The principal considerations in layout and one-room 
© private offices are outlined as 1. Number of occu- 
pants. 2. Needed equipment. 3. Sources of light. 4. En- 
trance and line of vision. 5. Character of tasks per- 
formed 

The plastic office layout gauge facilitates drawing 
n furniture and equipment, with proper spacing. It 
8 designed to save time in making neat, accurate 
irawings 

In outlining the need for such a program, E. G. Rahe, 
vice-president of sales for The Globe Wernicke Co., 
tells dealers, “It has been proved time and again that 
when you show a customer how to save space, reduce 
costs, and improve the functional efficiency of his 
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office, you usually receive his order without com- 
petitive bidding.” 

With this thought in mind, the dealer helps have 
been designed. 





Reveal How 3M Rallied to Fight Disaster 
When Blast Hit Plant at St. Paul, Minn. 


“Walls were still quivering when management re- 
acted to something beyond the dreams of peaceful 
makers of Scotch tape and abrasives.” 

In this way Business Week of February 24 tells how 
the Minnesota Mining & Manufacturing Company dis- 
played a “miracle of organization and fast thinking” 
after a rumbling blast gutted the six-story minerals 
building recently at St. Paul, Minn., knocking out the 
entire telephone system and smashing windows in a 
wide area. Later, when the smoke had cleared, the 
debris been searched and the tally completed, it was 
known that 14 workers had been killed, another 51 
injured. 

Nobody knew in the seconds after the blast what 
had happened, knew what further explosions and fires 
might follow. Business Week relates: 

“Evacuation, rescue, care of the wounded, notifica- 
tion of the bereft, capable handling of the press: 
Everything got going at once. All that with communi- 
cations smashed and panic a deadly possibility. 

“Within minutes of the blast, headquarters had been 
set up two blocks from the blast. Company execu- 
tives ran up a chart of what to do. Two working 
outside phone lines were found, ambulances, doctors, 
police, and priests were summoned. 

“Meanwhile, evacuation of all buildings got going 
without a hitch, though many of the workers thought 
the plant was being bombed. Earlier fire drills paid 
off; within eight minutes the 4,000 workers had been 
cleared from the area without a stampede. A portable 
loudspeaker helped tremendously here. Wheeled into 
an open space, it bellowed instructions to foremen and 
superintendents who led their crews to safety. This 
was done at a time when nobody knew what had 
happened, nor could guess what horror might follow. 

“ .. A nearby laundry rushed panel trucks to serve 
as ambulances. Radio stations, alerted by the two 
surviving phones, summoned help from hospitals. A 
second headquarters was set up to co-ordinate po- 
lice, fire and rescue work. 

“Meanwhile, the company’s personnel and public 
relations departments swung into action. Their goal 
was the swift and humane notification of the families 
of the dead, the softening of the shock, the provision 
of every possible help. . . . Once identity of the dead 
was established, officials raced to the homes. Baby 
sitters were found, so that relatives would be able 
to come to the side of the injured right away. 

“Simultaneously, press and radio headquarters were 
set up. There was no company gag on news, except 
for premature release of the names of the dead. Once 
the reporter saw that the company was co-operating, 
everything worked smoothly... . 

“As the first excitement began to ease, 3M took 
further humane steps. A company man was assigned 
to 24-hour duty with the family of each of the vic- 
tims. His job was to make funeral arrangements, 
bring in distant relatives, make emergency loans, even 
buy cemetery lots... . 

“Payday fell on the day after the explosion. A tem- 
porary pay office was set up; then radios broadcast 
the news that money would be available... . Checks 
for death benefits were handed out the day after the 
blast. 

“The quick work at the time of the blast paid a 
quick dividend. Operations were resumed within five 
days in all but the wrecked minerals building. The 
damage and inventory loss has been set about $1 
million. The explosion, tentatively, has been blamed 
on a leaking butane gas pipeline.” 








Chapters Approve NOFA Ad Plan 


NOFA’S first national advertising-promotion pro- 
gram got a healthy push forward last month when 
eight of NOFA’s local chapters gave the idea their 
unanimous and hearty approval. The Boston, Balti- 
more, Philadelphia and Newark chapters followed the 
lead of the Pittsburgh chapter. Members of the Rich- 
mond, Los Angeles and Cleveland chapters were next 
in order. 

The approval of the three remaining chapters, New 
York, Chicago and Washington, was regarded as im- 
minent, said Bernard H. Nemlich, chairman of the 
NOFA national advertising committee, appointed by 
National President Harry Hofherr to study the situa- 
tion and devise a workable low-cost plan to fit NOFA’s 
needs in this situation. 

The plan was worked out with the aid of the Mac- 
Lean Advertising Agency, Inc., of New York, whose 
principals, Ted Sellers and John J. McKenna, have 
done much in the planning and presentation. The 
program plan has drawn the enthusiastically favorable 
comment of many NOFA members, both dealers and 
some of the industry’s top manufacturers. 

Some details of the plan as it would work: NOFA 
will get editorial articles written by professional writ- 
ers that will be favorable to the office furniture in- 
dustry and its needs in 1951. The aim of these spe- 
cially written pieces will be to identify NOFA manu- 
facturers and dealers with making and selling good, 
useful merchandise that is backed up by sound cus- 
tomer service. 

These articles will appear in such publications as 
Forbes, Newsweek, Business Week, Interiors, Changing 
Times (The Kiplinger Magazine), Parade, Fortune, 
Purchasing, Pathfinder, and American Business. 

With these published articles in hand, NOFA chapter 
members will contribute to a joint local advertising 
fund to run a series of about 35 ads per year in their 
own local home town newspapers where they live and 
do business. These local ads will stress the good sense 
of customers remaining loyal to their office furniture 
dealer through the period of shortages. The articles 
will also emphasize the main points about office fur- 
niture brought out in the published magazine article. 

NOFA dealers will be able to get still another use of 
these published magazine pieces, it was pointed out. 
Local dealers will be able to buy at an extremely low 
cost reprints of these published articles which they can 
have imprinted with their own names and addresses to 
be sent out as direct mail promotion to their own cus- 
tomers and prospects. 

The NOFA dealers in the eight chapter cities who 
have already approved the ad program have pledged 
themselves to spend an average of about $125.00 per 
dealer to back up and advance this nation-wide, in- 
dustry-wide program with ads in their local newspapers. 

The cost of getting the articles written and placed 
will be borne by the manufacturers. As worked out, 
it would average between $200 and $400 per manu- 
facturer, depending upon approximate volume. The 
second part of the plan, the local ads, will be paid for 
by the dealers in chapter cities. 

Several NOFA manufacturer members already con- 
tacted by NOFA committeemen expressed themselves 
as in favor of the program, and said that they will 
participate in it. 

Mr. Nemlich, NOFA ad committee chairman, in com- 
menting on developments said: “In the difficult short- 
age days facing all of us now, such an advertising- 
promotion program as this will help our industry to 
hold onto our customers and all of the other gains 
we’ve made in recent years. Now, perhaps more than 
anything else, we’re selling good will for the entire 
industry as a whole—not just a single, isolated part 
of it. This good will-building program will be of great 
benefit to us all. That’s why I am so eager for each 
and every NOFA member to get in back of it and 
help put it over.” 
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Philadelphia Firm Opens New Offices 

The Commercial Office Furniture Company, op 
February 2 and 3 celebrated the opening of its 
quarters at 1017-19-21 Race St., Philadelphia, Pa., whey 
David B. Einstein, proprietor, played host to his many 
customers and friends in the industry. 

From a small beginning in May, 1946, the company 
has enjoyed steady progress to a point where it nog 
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COMMERCIAL OFFICE FURNITURE CO. IN NEW, LARGE 
LOCATION—Though less than five years old, the Commercial 
Office Furniture Co. of Philadelphia, Pa., has enjoyed um 
usually rapid growth. Headed by David B. Einstein (top) 
the firm now occupies a new 10,000 sq. ft. site at 1017-2) 
Race St., Philadelphia. Center: the store’s attractive from 
affords an unbroken view of interior. Bottom: one section 
of sales floor on opening day. 


occupies 10,000 square feet of floor space. The new 
greatly enlarged quarters not only provided increased 
space, but makes possible greater facilities for render 
ing better service. Fluorescent lighting is use 
throughout the big double store and free parking 
space is provided near by. The firm deals in new ané 
reconditioned office furniture and equipment. 





Precisa Locates at Salt Lake City 

Precisa Distributors, Inc., recently announced tha 
general offices of the company are now located at 5& 
Thorn Ct., Salt Lake City, Utah. The New York Cif 
office at Room 1110, 171 Madison Ave., will be com 
tinued. 

Eugene Wagner has been appointed general manag@ 
in charge of all operations in the United States am 
H. R. French continues as sales manager, making B 
headquarters at Salt Lake City 
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There is a complete line 
of GF metal furniture — 
desks, tables, chairs, files 


and shelving 
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A Message to GF Dealers 


Now is a good time to help custom- 
ers plan to modernize their offices. 
By studying requirements, making 
layouts and suggesting the correct 
GF equipment, you will be rendering 
a real service and building good will 
for the future. As more and more GF 
merchandise becomes available, cus- 
tomers can then purchase on an effi- 
cient and intelligent basis as a result 
of such planning. 


During this period GF will fulfill 


the moral responsibility of produc- 
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ing its fair share of materiel for 
military use. The General Fireproof- 
ing Company, Youngstown, Ohio. 


GOODFORM 
ALUMINUM CHAIRS 
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FIREPROOFING 


Foremost in Metal Business Equipment 


DEALERS THROUGHOUT THE WORLD 
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J. K. Gill Acquires More Space 

The J. K. Gill Company of Portland and Seattle, 
Ore., has leased the complete corner location of the 
building adjoining the Seattle store at 2005 Third Ave. 
George Halling, general manager, announced that with 
this acquisition the combined floor space will total 
14,300 square feet of retail and display space for mer- 
chandising Gill’s school supplies and books, plus many 
of the representative lines now carried in Portland. 

This expansion is in keeping with the public demand 
for the J. K. Gill Company merchandise in Seattle and 
that area. 

Gill’s established a branch in Seattle in 1935 and 
the first location was a sample room in the Columbia 





J. K. GILL CO. STORE IN SEATTLE, WHICH WILL SHORTLY 
EXPAND TO INCLUDE CAPACIOUS CORNER LOCATION 


Building. After several years it was necessary to find 
larger quarters because of the growth of business. The 
decision was made to not only increase building space, 
but to occupy a ground location with a retail outlet as 
well as a sample room and a depository for school 
books. The success of this present location at 2005 
Third Ave., off Virginia St. in Seattle has made the 
present expansion necessary. 

The J. K. Gill Company feels that with the added 
floor space, it will be able to give better service and 
provide a more complete display of the varied mer- 
chandise available from the large stocks in Portland. 
It will also make it possible to carry more stock in 
Seattle for immediate delivery. 

Les Fertig, manager of the Seattle store, is well 
known by school people throughout the Northwest. 
He will be in complete charge of this expansion pro- 
gram in Seattle which will include office supplies, 
office furniture, engineering and art supplies and most 
of Gill’s major lines of merchandise. 





George E. Fox Firm Takes New Location 


George E. Fox & Company, whose long-established 
factory at 324 N. LaSalle St., Chicago, recently was 
burned to the ground, has purchased a three-story 
building at 1051 N. Throop St. Here the company has 
more than 40,000 square feet of manufacturing space 
available and ideal shipping facilities owing to the 
immediate proximity of railroad tracks and truck- 
loading platforms at the rear of the building. 

The shipping department has been located on the 
second floor of the new plant, connecting directly with 
the loading platforms. Refuting rumors that this old 
manufacturer of foam rubber chair cushions, desk pads 
and desk chair mats might not resume business 
following the fire, the firm already is in production of 
its full line and began making actual shipments again 
about March 1. 





Tupelo, Miss., Firm Has Grand Opening 

A line of supplies for office and school will be fea- 
tured by the School and Office Supply, which held 
its grand opening at 109 S. Broadway, Tupelo, Miss., on 
February 1. The firm maintains a complete office ma- 
chine repair service, managed by Walter Kurtz. Vernon 
Hester is manager of the firm, which is a division of 
the Tool House.—EEG 
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Miami Firm Offers Warehouse Innovation 


With the entire second floor devoted exclusively to 
public displays of office and waiting room furniture and 
the store (which is on the street level) featuring 
all conceivable office and home stationery supplies 
and equipment, Long Office Company of Miami, Fla, 
has announced another improvement. 

By establishing a new warehouse separate from 
the store, the firm expects to have even speedier tele- 
phone and order service available for its customers, 

Hereafter, all telephone orders will be received 
directly at the warehouse. This means that users of 
stationery and office supplies can still telephone their 
orders and they will be filled immediately, right at 
the warehouse. 

Many secretaries and other buyers of office supplies 
and equipment still enjoy shopping personally at the 
store. They enjoy the convenient downtown location 
and the considerate, personalized service. 

The furniture displays on the second floor are open 
to the public. Here, doctors, attorneys, executives and 
office managers find modern, attractive furniture for 
their offices and waiting rooms. 

Whether one’s preference goes to steel or wood 
stylings, these are all featured at Long’s. 

Posture chairs available are of the Do/More, Sykes 
and B. L. Marble make. As sole distributor of Do/More 
posture chairs in the area and authorized dealer of 
others, Long Office Supply Company is now offering 
free trial demonstrations to any office requesting this, 

The firm, in addition to field representatives through- 
out Greater Miami, has a salesman in the Homestead 
area. He is K. Newman.—JL 





Voss Named Royal Manager at Des Moines 


David B. Starrett, vice-president in charge of sales 
for the Royal Typewriter Company, Inc., recently an- 
nounced the appointment of V. E. Voss to the position 
of district manager of Royal’s Des Moines, Iowa, office, 

Mr. Voss started with Royal as a typewriter salesman 
at Detroit, Mich., in 1945 and in 1947 was appointed 


V. E. VOSS 


district manager at Flint, Mich., when Royal’s office 
there was first opened. In 1949 he was elevated to the 
post of assistant sales manager at Chicago, holding 
that position until his recent promotion. In his new 
capacity Mr. Voss will maintain headquarters at 513 
Fifth Ave. 





Hush-A-Phone Offers Key Color Sets 

A set of six typewriter key colors in transfer decals 
is now available through the Hush-A-Phone Corpora- 
tion, 65 Madison Ave., New York 16, N. Y., and is given 
free on request. This offer is made in celebration of 
the thirtieth year in the manufacture of Hush-A- 
Phone, placed on the transmitter of the phone to pro- 
vide voice privacy and better hearing in noisy places. 
The company claims that typewriter fumbling and 
error, exasperation and delay is avoided by having 
each key identified by color. 
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FINAL-LINE Typist Guide Carbon 
(prevents typing too far down on the page) 





Ask the Dealer who is selling the PEERLESS 
IMPERIAL line in his town. He’ll tell you it 
feels GOOD to offer a carbon with a talking 
point—instead of just carbon. Carbon Buyers 
listen when he talks about— 


1, FINAL-LINE—the carbon which corrects 
the most serious typing fault—“typing too far 
down on the page.” Three punch holes at the top 
and bottom of an uncoated extension edge tell 
the girl where to start—warn her when to stop. 
Saves doing a lot of letters over. 


Carbon Buyers are taking their hats off 
to these two PEERLESS IMPERIAL stars 


THO CURL-NO SMUDGE cab 


(lies flat—lean to handle) 





2. NO CURL—NO SMUDGE Carbon won't 


curl—lies flat. A sensible extension end makes 
it easy to remove without soiling fingers. Writes 
sharp, with greater manifolding power and more 
copies per dollar of cost. 


These are only 2—but there are many other 
reasons why it pays to sell the PEERLESS 
IMPERIAL line. Why not write today and 
find out. 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory; 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway ¢ Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


OA Great Name MM Carbons” Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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have been made to provide greater coordination within 
the firm’s sales division. 

Added to T. T. Miller’s duties as regional sales man- 
ager are the responsibilities of his new position as 
general sales manager. Mr. Miller joined the firm in 
1926 and has previously served as branch manager in 
Pittsburgh and Chicago. 

E. L. Tabat, assistant to the president, has been 


A. B. Dick Reorganizes 
In line with A. B. Dick Company’s expanded product 
development program several organizational changes 


named manager of sales development. In this position 
he will be able to consolidate the activities of the man- 
agers of the four sales planning and developing de- 
partments. Since 1936 when he joined the company, 
Mr. Tabat has served as a salesman, sales promotion 
representative and manager of sales engineering. 


JAMES A. HEAD 
BIRMINGHAM, ALA. 





rT. orm E. L. TABAT THE EXCLUSIVE H-H-M FRANCHISE 














W. A. Hedman has been temporarily appointed to “The c ae pen 
the president’s staff to replace Mr. Tabat. Last Sep- ©. COOPANOR A yee ree 
tember he became manager of sales engineering and manager has been most helpful to 
had been a member of that department for four and a us in establishing your products as 
half years prior to serving as n¢ al ac Ss : : 

- rr I erving as national accounts sales the leaders in the territory we 
represt ative : ' j 

R. P. Kaspa f sales engineering has been tempo- serve,” writes the President of 
rarily named acting manager of his department. He James A. Head & Company. Our 
preety : joine the = rae Fargo. two years with customers are enthusiastic about 
A. B. Dick’s Louisville, Kentucky distributor. Prior to : 

’ oer rformance of Herring-Hall- 
that he had been manager of the A. B. Dick customer > mM j - O ih 
service department Marvin products. ur men like to 

ush them. e look upon your 

push th We look upon | 
Rem-Rand Opens Auditorium exclusive franchise as one of the 
mineton Rand most profitable and pleasant busi- 

Remington Rand, Inc., recently announced the ; h awed 
formal openin 1 165-seat auditorium with facilities ness connections we have enjoye 
for customer seminars and group meetings at its New since we were organized in 1926. 
o- hneadquarte! eet nie 0 ogee — aa = Your sales policies have been con- 

ecorated li impie, modern Style by E. ‘ ep- . h 
gg wae axe os ‘ | years, 
hart, display manager, the meeting room is comfort- sistently helpful through ¢ os 
ibly appoint with auditorium-type, springback, regardless of emergencies. 
mohair upholsters seats and individual, fold-away Corresponden ne eee 
tahlet rect r s ce is invi 
aUit it . ~ 

The 20-i1 stage has a sound-deadening cork dealers interested in the H-H-M 
floor, a projection screen with draw-type curtains and exclusive franchise as a companion’ 
two banks of overhead stri i ing wi i . : 

* ad strip lighting with a dimmer. in successful office equipment 
A public addr ystem has also been installed with handis; 

2 control | The Ampro 16mm. projector is METCHAAARE. 

quipped fo 

An unusual feature is a specially constructed lec- 
ern believe e the only one of its kind. The lec- 
ern has bee} e in two sections of natural finish ‘ F " . 
birch wood hat it can be used as a single unit l ay (j iF l] iF rvin Vale () 

r the top sect an be removed and placed on a ‘a | I nd- d m d Dt . 
table. A serie f slots within the top section permit 
iny convenie1 rangement of shelves Finally, pro- HAMILTON, OHIO 
vision is made { internal wiring for the microphone ° 
na desk lar 

The auditori vill be availz > for us si- 

- Pe ; tats avail 3 B+ on Pg by a. Craftsmen in . Sofes ® Insulated Record Files © Money 
hess groups SOC la ions. eservation requests Chests © Vault Doors ® Rotary Record Files @ Steel 
should be made to Walter P. Lindsey, general manager, —“ - erage Files bd ee ae = sar gy 
sale Soarvice Ty rime 2ming 2 ° indows Depositories n -Counter Wor 
val eervi : ment, Remington Rand, Inc. “san™ Stainless Stee! Hospital and Building Products 
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PERFECT 
BALANCE 


Since The 
Gay Nineties 







of! Ek... since Mr. Weldon Roberts 
began making erasers, back around 1890, his have been 
world-known for their Perfect Balance. 


TO ERASER USERS this Perfect Balance means easy 
“feel”, superb quality-and-texture rubber, clean, easy eras- 
ing that saves the rewriting of many a letter or record. 


TO DEALERS this Perfect Balance means absolute uni- 
formity and quality, unquestioned consumer acceptance, 
consistent turnover, dependable profits. 


SELL THESE THREE BIG 4 
BUSINESS-BUILDERS FOR’ | 
ALL-BUSINESS USES 


399 TRI-PLY—The original, supe 
rior, 3-layer eraser for typists. Two 
outer plies of red pencil-rubber for 
smooth, clean erasures on originals ‘a 
and carbon copies, center ply of 
soft gray ink-eraser for a single 
letter or a complete line 


4 





- ‘; g) 7 
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2020 MASTER PINK — Medium 
sized, soft pink super-quality eraser 
of handy elliptical shape. Ideal for 
pencil work and cleaning; for draw- 
ing and general use 





9000 SUEDE WHISK — Popular 
Weldon Roberts Eraser No. 9000 
Suede with whisk brush, for giving 
eraser crumbs a quick, clean brush 
off. Gray rubber, for erasing typ 
ing, carbon copies, pencil writing 
Big favorite among typists 


Write for our Illustrated Price List NOW 


WELDON ROBERTS RUBBER CO.. NEWARK 7, N. J. 


America’s Foremost Eraser Specialists 


Waldon Rober Gnanenr 


“ef Language 


Correct 





Vc: Wake 4 ist 
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Underwood Uses New Pull Drawer Ribbon Box 


Underwood Corporation has introduced a new pull 
drawer typewriter ribbon box designed for stacking 
shelves, 


on dealers’ thus making possible the easy 


- 





UNDERWOOD PULL DRAWER RIBBON BOX 


dispensing of ribbons to customers. The box is rein- 
forced on the sides to prevent binding when the drawer 
is removed, and to support any reasonable number of 
other boxes on top so ribbons can be removed without 
distributing the remainder of the boxes on a shelf. 
This box is available with Underwood ribbons in- 
dividually wrapped in decorated containers. 





National Business Show Appoints Agency 


The National Business Show has appointed Richard 
La Fond Advertising, Inc., 51 E. 42nd St., New York 
City, to handle the publicity and advertising for the 
forty-third annual Business Show scheduled for Grand 
Central Palace this fall, October 22 to 27. Plans include 
extensive use of newspapers, business trade publica- 
tions and radio. 

Rudolph Lang, managing director of the show, which 
was started in 1904, said in announcing the appoint- 
ment of the agency, “The campaign will emphasize 
the great value of the National Business Show as a 
unique opportunity for manufacturers to demonstrate 
the importance of the products of the office machinery 
and equipment industries to our nation’s mobilization 
and defense programs. The continued production and 
use of office machines and equipment is vital in 
helping speed up the delivery of essential defense 
materials and in releasing manpower for our armed 
forces and essential defense plants.” 


Whdding Bells. 


John A. Marshall, president of the John A. Marshall 
Company of Kansas City, Mo., was married to Flossie 
Bray in the home of Rev. Thomas P. Lindsay, pastor 
of the Linwood Presbyterian Church, on February 10. 
The wedding was a simple one with members of the 
family and a few close friends attending. 

A reception and luncheon was held at the Brookside 
Hotel for members of the wedding party, after which 
the bride and groom left immediately on their honey- 
moon. 

A month’s trip, which included stops at New Or- 
leans, La., Houston, Tex., Phoenix, Ariz., ended at 
Coronado, Calif., where the newlyweds visited at the 
home of Mr. Marshall’s daughter. They were to return 
to Kansas City on March 10 and make their home at 
6135 McGee St. 

Mrs. Marshall has long been associated with the 
executive offices of the Community Chest and has 
taken an active part in many civic projects of this 
kind 
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(otporalion MINUTE BOOKS 









COMPLETE OUTFIT 


| 





e@ The new tax rates favor small corporations. 
Because of this and other reasons, more individ- 












ual and partnership businesses are organizing 
into corporations. Large corporations also are 
forming small corporations for certain of their 
branches or activities. 


These have created new demands for Minute 
Books, required both for records and to meet 
Government regulations. 















For 
Corporations 
of Moderate Size 





Size 


11 x 8 @ Line presents a complete selection of loose 







leaf books in choice of bindings ranging from 





A complete outfit with forms, outlines and suggestions 
for corporate procedure and maintenance of records 






the finest of Red Russia Cowhide to inexpensive 






» following subjects: 





bindings of imitation leather. 







Subscription List Stock Payment 

Organization Meeting Transfer Record © 

Directors Meeting Stockholders Ledger - 

By Law Dividend Record Now is the time to profit from these lines. Their dis- 
Dire rs Minutes Index to Ledger 






play in windows and on counters will promote sales. 


Stockholders Minutes 













See Catalog No. 149 ear Pe 
Pages 355 to 360 « ICAGO 24, ILI NEW YORK 


Vs1/| ao), me le), | 3m Otoy 
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if inche 
e i] sales 
How By combining the flexibility of punched cards with the ver- pel 

ms , sh 
satility of electronic tubes, IBM Accounting has developed } appji; 


a more speed . . . greater ability to do the complete accounting | vanta 


job. Now it turns out regular work faster . . . prepares re] goon) 
AMAL AO) LO ports, records, and analyses never before available . . . quickly Ab 





and economically. when 

prese! 

A e Experience has shown thousands of businessmen that IBM — 
ey ecau 

ccounting Punched Card Accounting is the best way to process account | jnajnj; 


ing data . . . to produce the day-to-day records that business re- | the a 
quires. IBM’s combination of electronic accounting machines 


> 
Catak 
iS Working and punched cards brings the advantages of both to every A ci 
industry, whether it be banking, brokerage, distribution, in- _ | 


surance, meat packing, petroleum, railroad, or any other. the ai 


for Business he 


One of IBM’s electronic machines is the Electronic Calcu- 
pense. 


lating Punch, pictured above. The continuous practical ap- | Regul: 
plication of electronics to quantity-produced IBM machines a. 
, ; ‘ . . 4 
is resulting in reduced costs to business . . . better service 
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INTERNATIONAL BUSINESS MACHINES CORPORATION] “low 
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590 Madison Avenue, New York 22, N. Y. 1. € 
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The Ad-Viser 

Continued from page 3 

ean be written by hand or printed in one or more colors. 
The cost of mailing is always one cent and prepara- 
tion can be had equally inexpensive. For its cost, cer- 
tainly no othe! of promotion can compare with 


the government postcard. It is possible too, to obtain 
return postcards from the post office. These come 
attached to the regular postcards and the cost of the 


teard is only two cents. It carries 
ringing to the customer, a return 
essed and ready to mail with the 
postage already} When it is necessary for the 
customer to fi t the coupon, this form has proven 
highly fu 


complete doubl 
the advantage 
card already 


to be 


Leaflet 
A leaflet is ingle small-sized sheet, printed on 
one or both sid It can be employed effectively as 
package insert, letter stuffer, and so forth. It is 
also used as a supplement to a letter and usually car- 
ries more detai out the product. 
Folder 
A folder is a leaflet containing one or more folds. 
It is sometime f heavier stock than the leaflet and 
contains better art work. The size makes it possible 
to present a complete sales story. The folds are care- 
the reader to follow the copy 


fully planned 1 ermit 


without diffi 


Broadside 

The broadsi 1. large folder, usually 19 by 25 
nches or large has proven effective for special 
mashing effects. Its size lends 
ind complete stories. When folded, 
enough for easy mailing. Office 


ippliance merc! have used broadsides to good ad- 


vantage, espe for Christmas and other holidays. 
Booklet 
A booklet is eaflet with several pages. It is used 
when a great deal of space is necessary to make a 
presentation [ten provides detailed information 
produ ith pictures, prices and descriptions. 


Because of eased cost in printing, paper and 
mailing, an advertiser usually invests more money in 
esentation 


A catal arged booklet containing a com- 
lete list « available at a particular firm 

I rice riptions and usually pictures of 
é icles. J ilog will tell, in detail, the story 

the appliance eing offered. Because of its ex- 
ense, it is not i d more than once or twice a year. 
Regularity, howe’ is an important part of its effec- 
tiveness. A cu will look forward to the catalog 
nd generally it for future reference. 


Figuring Costs 


In planning mail piece, the cost will de- 


termine you! ns. The entire campaign will be 
based upon hi h money you have to spend. Ap- 
proximate figurs ist be determined in advance. The 
following pro may be followed in your prepara- 


l. Get your 
engraver. Wit! 
an give you 
2. Your firs 


hg. Here, yi 


iction costs from your printer or 
ery rough layout, these specialists 
figure with which you can work. 
ling will be considered a test mail- 
discover your mailing costs, the 
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his executive posture chair 
practically sells itself! 


@ Here is a real executive pos- 
ture chair that encourages an upright, healthful 
sitting position, yet is superlatively comfortable! 
The adjustable, tilting back provides a custom 
fit, and gives maximum support in any working 
position. 

Thick, soft “cushions” of mold- 
ed foam rubber in seat and back invite restful 
relaxation that minimizes fatigue and encourages 
mental alertness. Arms are also upholstered with 
foam rubber. Covered in Top Grain leather with 
the exception of the top of the seat which is 
covered in Bedford Cord fabric to preserve the soft- 
ness and flexibility of the foam rubber. 


Dealers who display this chair, 
or place it on trial, find that it practically sells 
itself! Write for details. 


MARBLE CHAIR COMPANY 
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For ANY Size Mailing List... 

















MODEL 40 


$4450 


(Fed. Tax and Supplies extra) 


One of THREE Models == 


fiddler hdd resbe 


No matter what size mailing list he has, there is a MASTER 
ADDRESSER for your customer. With the Model 40-H 
(Foot Operated), the De luxe Model 40, the simple, eco- 
nomical Model 25, whatever his needs, you can fit his 
mailing list and his pocketbook. The low cost Master Ad- 
dresser spirit process is for the largest lists (we have users 
with over a half-million names) as well as the small, and 
you can sell them. Add to this line the Lab-L-Master Printer 
—for addressing shipping labels and tags—and you have an 
unbeatable selling combination! Stock the complete line and 
be prepared to sell a machine designed to fit your customers’ 
needs. 








These Master Addresser features 
make it easier to sell: 


Roller Moistening 

Automatic Tape Advancement 
Variable Margin Guides 
Metered Fluid Control 

No Stencils * No Plates 

No Ribbons « No Ink 


NATIONALLY ADVERTISED EVERY MONTH to pave 
the way for more sales. Additional sales help provided with 
new catalog sheets, new envelope stuffers and newspaper 


mats. 


e It pays to be a Master Addresser dealer. 
Write today for full details 


flledler rhdeedee C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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probable returns for future mailings and other an- 
swers to individual problems. 

3. Determine your cost per order. This can be ar- 
rived at in a simple manner. For example, assume 
that you have a list of 10,000 and the folder will cost 
you $50 per thousand including printing, mailing, and 
so forth, (or a total of $500). Assume too, that yoy 
receive 50 orders. Your cost per order, then, would 
be $500 divided by 50 or $10. Your future campaigns 
should be gauged upon these results, always keeping 
in mind that you must try to increase your sales and 
lower your unit cost. A return of 3% on a mailing is 
considered excellent for products costing under $10, 
Usually no more than 2% can be expected. 

4. For future mailings, use past sales as a measure 
to determine your appropriation. The money you spend 
will affect the size and type of mailing piece you use. 
As you increase the returns, you should attempt to 
add to the effectiveness of the piece. The more you 
have to spend, the greater the opportunity to offer 
the public your merchandise in the most effective 
presentation. 





Pacific Northwest Notes 
C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

A. W. Peterson, until recently sales manager for the 
Dando Equipment Company, dealers in office furniture, 
has been appointed exclusive county distributor of the 
line of Fyr-Fyter Products Company. This office equip- 
ment man is scoutmaster of Troop 337 at Lake City, 
where he has resided 11 years, and is adept in starting 
fires in approved Boy Scout fashion. Now as distributor 
of the equipment to put out fires, he is fully equipped 
to handle any blaze. 

* cod ~ 

The Seattle Real Estate Board held a ceremony 
recently in the Spanish Ball Room of the Hotel 
Olympic, at Seattle, for Thomas M. Pelly, president of 
the Lowman & Hanford Company in Seattle, and also 
president of the Seattle Chamber of Commerce. On 
this occasion the real estate board confirmed its desig- 
nation of Mr. Pelly as “Seattle’s First Citizen,” and 
presented a bronze plaque as their annual reward to 
him for his outstanding service to the community and 
country. 

* é *« 

Dorothy K. Corlett has purchased the Better Book 
& Bible House on the third floor of the Scott Building, 
Portland, Ore., from Kenneth Eichenberger, who now 
resides in Iowa. She had been its manager since 
September, 1949, and had been employed in the book 
and stationery store for the past five years. It is not 
only a handler of books and school supplies, such as 
for Sabbath schools and religious material, but the 
firm does a wholesale business throughout the states 
of Washington, Oregon, Idaho and northern California. 

* 7 7 

Noel Webster, manager of the typewriter department 
of the J. K. Gill Company acquired a Russian type- 
writer “made in Germany,” or else a typewriter made 
in the Soviet Union, produced in a former East Ger- 
man typewriter plant that has been uprooted. The new 
portable has been tried by executives and staff, as well 
as outsiders, and remains the center of curiosity. 

* * * 

W. J. Couillard, office manager and H. W. Van Meter, 
Seattle branch manager of the Addressograph-Multl 
graph Corporation at Seattle, Wash., have taken mem 
bership for their firm in the Seattle Chamber @ 
Commerce 

* * * 

J. C. Berry, vice-president of the New York Silicaté 
Book Slate Company has introduced new glass chalk 
boards for schoolrooms to the Pacific Northwest. He 
pointed out they eliminate the old chalk odor. 
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THE QUALITY LINE 


CHOSEN BY 
PROGRESSIVE DEALERS 
SINCE 1919 


rr 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA /7, PA. 


> (1g )0h 4 meelddia: 
Lincoln-Liberty Building 
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IF YOU WANT TO SELL MORE CHAIRS 






Comfort, style and durability 


combine to make BOLING 


Chairs outsta nding values = 


LP 
t , nal ogee 


which are quickly recog- a 


a‘ 
nized by buyers everywhere! i 
This solid worth has created 
a forty-five year old founda- 
No. 7110 
tion of customer-satisfaction 
that today makes BOLING 
America’s fastest selling By Neo. 7111 
chairs...and places you in a bi 

preferred market position for % 


fast turnover, higher profits. ft. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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in Other Lands 


Continued from page 80 

when imposing the tax, and as Jdeas (a Melbourne 
trade publication) says: “A skunk would still smell, 
even if you changed its name.” 

The publication adds: “Keen disappointment has 
been expressed by trade association leaders that the 
rank and file of stationers have not done more to get 
relief from the tax. The attitude of many in the trad 
has been ‘Why should I worry? Pens are selling just 
as well at higher prices, and I get more profit on them.’ 


This is a very short-sighted policy, and it may change 
when basic costs go up and the 3344% sales tax 
has to go on top of it... . Make no mistake, this listing 


yf fountain pens with luxuries and making them sub- 
ect to the highest sales tax is the most dangerous 
thing that has ever happened to fountain pens.” 

+ * - 

The Acting-Prime Minister (Mr. Fadden) announces 
that capital issues control will be reintroduced imme- 
diately as an anti-inflationary measure “aimed at 
keeping public and private investment at a level with- 
in our physical capacity and to give priority to defense 
needs and insure concentration on vital tasks of na- 
tional development.” 

“ * ~ 

A leading executive of the industry, addressing the 
top management conference recently convened by the 
Adelaide Division of the Australian Institute of Man- 
agement, said Australia’s factories must train labor 
continuously to equip its industrial army to face the 
possibility of lower tariffs and keener competition from 
werseas countries. As the generals of Australia’s in- 
dustrial army, management must see to it that our 


troops are not forced into action ill-prepared and ill- 
equipped. We must get closer to our employees and 
know the causes for absenteeism and the failure of 
some workers to work 40 hours a week. We must also 
ampaign to reduce waste of materials.” 

* a . 

Sales of office equipment during the past month 
have been generally good, but there have been some 
ielays in delivery. In every capital city hundreds of 
businessmen are seeking office accommodation, mostly 
without succes Plans for new buildings will com- 
pletely alter the face of many a business thorough- 
fare, but it will probably be some years yet before these 
plans can be implemented. When they are, however, 
there will be a huge boost in the demand for office 
equipment of all kinds 

By that time there is the possibility that trade with 
the United States will again be on a normal basis. 
Almost all traders here would like to be stocking U. S. 
merchandise, and when the market opens again there 
is little doubt that business will boom. Manufacturers 
and importers in the U. S. will do well to keep the 
Australian market in mind, and, if possible, to fos- 


ter it 





USE T-V SET IN WINDOW DISPLAY 








included in this well-planned display of Victor Visible record 
systems at Ward's, Stationers of Boston, Mass., was a tele- 
vision set. This served a dual purpose, not only attracting 
attention, but also forming the theme that visibility is as 
advantageous in business records as it is in communication. 
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TWO TOP PROFIT MAKERS 
STILL AVAILABLE 





























No. 1795 
Royal Elevator 
Stand with Vo” 


Masonite Top 
maso’s “ROVAL” 


ELEVATOR STAN D—stee! Understructure 
with choice of MASONITE TOPS! 


Your choice of grained Walnut with Walnut understruc- 
ture; office Gray or ebony Black with Gray understructure. 
All stands with Maso’s famous features; all Tops pre- 
assembled at factory. Stand requires only 12 bolts to 
assemble, ready for display. Shipped K.D. 


“ROYALS” Also Available With The 


NEW “‘LAMIDALL’’ TOP 


Now, Royals are being equipped with the amazing new Lamidall 
Top, with graining so beautiful, so realistic, you have to see 
for yourself to believe it is true. In your choice of three beauti- 
ful finishes: Walnut, Golden Oak and Driftwood Gray Satin. In 
our — this is the finest Top ever placed on a Typewriter 
Stand. 





THE 
*“CHAMPION’’ 


All Purpose 
UTILITY 
STAND 
with 


MASONITE TOP 


All Steel Tubing 
Cont. Piano Hinges 
2 Plain, 2 Locking 
Soft Rubber Casters 

Elbow Type Drop 

Leaf Arms 
Only 8 Bolts To 
Assemble No. 1618 

















TOPS OF GRAINED WALNUT, BLACK or OFFICE GRAY 


All tops attached to rigid one piece leg brackets at factory. 
Half inch, hard tempered Masonite warmer than steel, outlasts 
wood, keeps its good looks, clatter-proof features. All steel 
understructure in most attractive walnut, green or gray baked 


enamel. 
ORDER TODAY—SHIPMENT STILL PROMPT 


MASO STEEL PRODUCTS 


Dept. A 8] W. Von Buren St Chicago 5, III 
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CARBON 
PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER e@ TABULATING 
ADDRESSOGRAPH @ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS e MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


CODO CARBON GRIPPER BACKING SHEET 
A patented Codo feature included in each Box of “Super- 
“Super-Kote” — “Keen-Rite” (not for sale 


TY + 
wee 


Codlo-MkG. CORP. {| 


Factory: Coraopolis, Pa. 


Treated” — 


564 W. Monroe St. 
Chicago 6, Ill. 


401 Wood St. 
Pittsburgh 22, Pa. 


270 Lafayette St. 
New York 12, N.Y. 


Praise NSOEA Salesman Selection Help 


More than 600 dealer members of the National § 
tionery & Office Equipment Association, Washingtom 
D. C., have made use of the association’s new prograg 
for the scientific selection of sales personnel sing 
it was inaugurated last November. The many lette 
to Paul Burbank, general manager of NSOEA, praising 
the results obtained through the use of the prograg 
materials, suggest even greater utilization by mem 
bers in the future. 

The difficulties in procuring productive sales per 
sonnel were made particularly apparent in the 
several years to office supply and equipment dealerg 
The executive committee of the National Statione 


NSOEA’S SALES PERSONNEL INTERVIEW MANUAL 


Association, now the National Stationery & Office 
Equipment Association, realizing that the returns on 
a dealer’s investment in a salesman are in proportion 
to his fitness for the position, authorized a new serves 
ice to its members, a Personnel Selection Program 

The first step taken by the NSOEA was the appoint 
ment of the Klein Institute for Aptitude Testing, New 
York City, to develop a selection program especiall 
fitted to office supply and equipment selling. With the 
assistance of 150 representative dealer membe 
throughout the United States, a comprehensive cross- 
section study of the industry was made to determine 
the actual job specifications. A series of aptitude tests, 
correlated with the industry study, were then given to 
a wide selection of presently employed outside sales- 
men of member dealers. To check the validity of the 
test, the results were compared with actual evaluations 
given previously by each man’s employer. 

Out of these comprehensive studies came a 16-page 
pplication blank and a 30-page interview manual 
for use by the employing official. The manual gives 
questions to ask in the initial interview to see if the 
filling out of an application blank is warranted. After 
an application blank is filled out, the manual gives 
specific aids in analyzing the answers given to the 
questions. Questions to be asked in the second in- 
terview are given, along with a check list of points 
which should be satisfactorily answered before em- 
ployment is recommended. Because the research and 
development costs were absorbed as an association 
project, the materials are available to members for 
the approximate cost of printing and handling. 

Through special arangements with the Klein In- 
stitute, the dealer may give an additional battery of 
aptitude tests to those who have been screened by the 
results of the application blank. The tests are sent 
to the Klein Institute, are scored, and an evaluation 
of the man, along with recommendations for his em 
ployment, are returned to the dealer within 48 hours 
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SPEED-O-PRINT 





AUTOMATIC FEED DUPLICATORS 
WILL REPRODUCE ANYTHING 
THAT CAN BE TYPED, DRAWN, 
TRACED OR PHOTOGRAPHED 

ON A STENCIL 











— é Liberator 





N 
x : Z C C 
- 
\ ; . Hairline registration t's th orld's finest 
; it § e wW s ! 
\a : ae 50 
¥ —_ duplicator. Features front paper stops, automatic 
roller release, open cylinder with automatic brush inking 
NE " Reset Counter 
$10 Additiona 
In Futuramic Grey or Ebony Black Finishes , c. 








Liberator Wedel 100 


Wodel * 2" 
Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 

$ 50 Automatic 
69 Counter, $6.50 


(Pius Excise Tax) 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


$109 50 Boost, Counten 


(Pies Excise Tax) 


Postcard (3x5) to menu size (6x9). 
Weal duplicator for restaurants, 
hotels, drug stores, etc., for repro- 
ucing menus, sale tags, postcards. 


$2,950 Automatic 
Counter, $6.50 


(Pius Excise Tox 


SPEED-O-PRINT CORPORATION chicaco 1s, itinois 


SPEED-O-PRINT (CANADA) LTD. ° 77 ST. CATHERINE ST.. WEST ° MONTREAL 
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Transfile is 


FILES ha 


Reinforced by steel ¢ can be ha 
stacked as high and wide as 
desired « 3 styles—all fibre ove 
board economy style—steel tai 
front regular style—and steel 
front with roller bearing 
drawer suspension ¢ shipped r 
flat « fold together without 
tools, nuts or bolts bec 


3 STYLES e 13 SIZES Su 


lov 
Sell with confidence! Soa. DEY Mi 


You sell GUSSCO “filing and finding” supplies and 
equipment with absolute confidence that the quality 
will give your customers satisfactory service. 


You sell GUSSCO Products with absolute confi- 
dence that they represent a better buy for the 
money. They are priced right. The GUSSCO line of “filing and finding” wis 


supplies is complete. Our dealers know be 


You sell GUSSCO Products with absolute confi-  ‘*%,,c2"_a!ways depend on us for good 


quality and uniformity. As raw materials 


dence that you will never encounter direct factory come, increasingly difficult to obtain in ( 


unlimited quantities we shall strive to ha: 


competition. We sell through dealers only. GUSSCO Products will always represen bei 
You sell GUSSCO Products with absolute confi- “*" "” ‘ “*™"™ 

dence that you can take care of unusual or special Ta 
requirements of your customers without undue 
delay. 


Yes, you find selling GUSSCO Products is a very 
profitable habit. We are anxious to serve you. 


° . 
Write today for the complete 


GUSSCO Catalog rh Pet — " - 
e Hanging Folder wit 


adjustable metal tab. 


All your customers should be using this mod- 
ern Guide-O-folder method of filing and find- 
ing in all their current files. There is still 
a virgin and very profitable field for you 
Write us today for samples 
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GUIDE SYSTEM & SUPPLY CO. [iE 


335 CANAL STREET NEW YORK 13, N. Y. hes 


WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. B 
Ash 
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News Notes From NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 

We have just learned of the death of one of our 
erandest fellows. My friend, your friend and every- 
body’s friend, Larry Damon, died in Orlando, Fla., on 
February 20. None of the details are available but I 
did learn that Mrs. Damon and Stan Mollerstrom were 
with him at the time. Larry was one of those people 
that will be missed and missed plenty. I know of no 
one that didn’t have a warm place in his heart for him. 

7 * 

A most pleasant little visit was enjoyed with our 
friend Charlie Hanson, H. & W. B. Drew Company, 
Jacksonville, Fla., on my last Jacksonville call. Charlie 
is back at the store for a couple of hours each day now 
so if you boys expect to see him call between 10:00 
and 1:00. One thing though, if we didn’t know Charlie 
has had a rough time of it one would never know he 
had been ill. He is fat and sassy and busting out all 
over. A few more pounds and he will have to call the 
tailors in for a new set of clothes. Nice going, Charlie. 

> - * 

Another guy who has bounced in and out of a sick 
bed several times lately is Jimmie Ray, Carolina Office 
Supply’s genial helmsman in Raleigh, N. C. Jimmie 
had a touch of virus, or flu, or something. It laid him 
low. He got up, got going again and then—wham!!- 
right back again. However, just to show you how hard 


it is to get a good man down, and keep him down, 
Jimmie took on the job of chairman of Raleigh’s 
March of Dimes and did a bang-up job. 
* _ * 
While we are on that March of Dimes department 
we have another solid citizen who was chairman of 


his town’s program. Next time you go’ by O’Neal- 
Branch Company, Orlando, Fla., stop in and shake 
Tim Merril’s hand. He was busier than that proverbial 
eat on a tin roof. When a program like the March 
of Dimes goes over in a city or town you can be certain 
that somebody has put out and put out plenty. Other- 
wise, they would be dismal flops and all of us would 
Thanks, boys, for a job well done. 
* * * 

Gus Stroeker, Lane Office Supply Company, Atlanta, 
has retired because of poor health and for the time 
being at least Mr. Lane is doing the buying. 

* 


- “ 


be the poore! 


Mr. Linderbeck, Commercial Office Supply Company, 
Tallahassee, Fla., got into some kind of a “cutting” 
scrape with a surgeon friend of his recently. Evidently, 
everything “came out” all right because I hear he is 
back on the jol 

> > = 

Jack Miller, Merriam’s book-of-the-week, month and 
year man, tells me he had a very upsetting event take 
place in his house February 3. “Dot” presented him 
with an eight-pound bundle named Michael (Mike) 
George Miller. This is Dot and Jack’s first. 

> + * 

Chattanooga Office Supply Company moved directly 
across the alley to much larger and better quarters. 
The new addre is 720% Cherry St. 

One of the nicest and most progressive expansions 
of recent months is that of Ritter’s, West Palm Beach, 
Fla. Their address is 216 Datura St. The new 
job covers abi 3,000 square feet and is modern in 
every respect 

> > * 

Not to be tdone by the other West Palm leaders, 
Palm Beach Typewriter Company, with “Doc” Booser 
and Fred Griffith as skippers, completely did its place 
over. A progressive town calls for progressive office 
supply boys and West Palm can certainly boast of a 
healthy crop 

> * 7. 

Ben Wild, formerly with the Brown Book Store, 

Asheville, N. C., is now with “Uncle” as a “Looey” in 
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“Who wants to be rescued ? — 
I've got a Barcalo Reclining Chair !” 


If anybody comes around raising funds to rescue 
Higinbotham, tell him to get lost. They've been 
trying ... and failing ... for years. Figure it out. 
If YOU had a tropical island, with girlies, coconuts, 
a nice sand beach and, above all, a Barcalo Reclining 
Chair, would YOU want to be rescued ? 


EF admit it. Higinbotham is an extreme case of 

Getting Away From It All. But right in your own 
community, more and more busy executives are getting 
orders from their wives and their doctors to take it easier 
and live longer. Result is a rich market for you and 
Barcalo Reclining Chairs. 


Dealers like these chairs because they sell themselves. Just 
put one on the sales floor and ask customers to sit down 
and enjoy Floating Comfort that gives deeper relaxation 
than a bed, makes circulation easier, takes strain off the 
heart; Scientific Reclining Action that adjusts instantly to 
any position the body desires, from sitting to full reclining. 
Now, get this: Barcalo Reclining Chairs combine all this 
luxurious comfort with good looks. They look like chairs / 
They add style to office, livingroom, den anywhere 


Want to see all the styles, colors and coverings of these 
wonderful chairs? Write us today. Remember, there's a 
rich market for you to exploit, wherever you are. 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 
FLOATING COMFORT’ 


\ SS . Qe 
__Ry aT 





REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St.. Buffalo 7, New York 
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For the First Time 


one manufacturer is producing 


BOTH 


SPIRIT & MIMEOGRAPH 
Types of Duplicators! 


v Vv Vv 
For LONG Runs use 


THE FIRST ECONOMY-PRICED 


Complete Mimeograph 


POST CARD TO LETTER SIZE 


$3495 


PLUS TAX 


EXCLUSIVE 
FEATURES 





The ECON-O-MATIC 


Other Fast-Selling eee iy * Models at $59.50 to $162.50 
all plus tax 


Write for Literature & Discounts 


HART MFG. CO. 


2400 ENDICOTT STREET 
ST. PAUL 4, MINN. 


vv Vv 
For SHORT Runs use 


SPIRIT DUPLICATOR 
$695° 


PLUS- TAX 






Needs No Ink, 
Stencils, Type 
or Gelatin 





Handles sheets up to 9 x 14. Copies up to 4 colors in one operation. 
Simple operation. Enclosed self-draining fluid moistener. Automatic 
release handles. 


Write for Literature and Discounts 


Wright Duplicator Div. of HART MFG. CO. 
2400 Endicott Street, St. Paul 4, Minn. 
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his Navy. Ben’s present station is at San Diego, Calif. 
7 . = 
We have another lil mountain gal in our midst, 
Charlie and Nell Mills, Asheville Typewriter Company, 
introduced Asheville to their “first” on February 12. 
Wasn’t able to get her name as Charlie was anyplace 
but the store when I was there. 
. om = 
Warren Lewis III has resigned from All Steel and the 
territory formerly covered by him is now being served 
by Alex Patterson’s “side-kick,” Bill Goodhew. Bill 
says he can ship promptly, boys, so jump on him 
~ * - 


The Stanton Stationery Company, Mobile, Ala., 
is no more. It seems that Al Bressler, Gulf States Sales 
Company, Birmingham, Ala., has bought it out and 
will henceforth operate it as the Gulf State Sales Cor- 
poration. 

* a. ” 

Here’s “Huncan Dines Again”! I had a steak- place 
all picked out to give you this month in Jacksonville, 
but instead will offer you one in Greenville, S. C. 
Greenville has always been one of the “dead” spots 
for a good eating place—at a reasonable price—until 
my last call there when I “discovered” Charlie’s Steak 
House. Go see Charlie if you want a really nice steak 
at 18 E. Coffee St. Extra cut T-bone or extra-cut sir- 
loin is the “deal” for just $2.25. 





Wachtel Reaches 80th Year 

Arthur P. Wachtel, formerly 
of the M. Erlebach firm in 
Germany, reached his eightieth 
year on February 22. Now re- 
tired, he is living with Mrs. 
Wachtel at 512 W. 112th St., 
New York City. 

For 38 years of his iife, Mr. 
Wachtel was busy in the interests 
of American producers by creat- 
ing a market for their goods on 
the European continent, person- 
ally covering Scandinavia (Den- 
mark, Norway and Sweden), 
France, Belgium, Holland, Ger- 
many, Switzerland, Austria, 
Czechoslovakia and Hungary. 
There he represented the Ester- 
brook Pen Company, Automatic 
Pencil Sharpener Company, Ace 
Fastener Corporation, Goodrich 
Rubber Company, Triner Scale 
Manufacturing Company, Bates 
Manufacturing Company, E. H. 
Hotchkiss Company, Wm. A. Force 
& Company, Dennison Manufac- 
turing Company, Diamond Paper 
Mills, J. Ullrich & Company, 
American Lead Pencil Company, Collins Gold Pen 
Company, L. E. Waterman Company and other firms. 

Later Mr. Wachtel resided in France until World 
War II commenced. He then returned to the United 
States to make his home. 








Marchant Promotes Robert H. Paulus 


The promotion of Robert H. Paulus to the position of 
agency manager of the Salt Lake, Utah, office of the 
Marchant Calculating Machine Company was recently 
announced by Edgar B. Jessup, president of the com- 
pany. Mr. Paulus was a sales representative for 
Marchant in Seattle, Wash., prior to his promotion 
to the Salt Lake City managership. 

A new, modern office has just been opened as Mar- 
chant’s sales and service headquarters in the Utah 
capital, located at 211 E. Third S. Service to Marchant 
customers in the Salt Lake City area will continue 
under the direction of August R. Boyle. 
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VOU BUILD PROFIT. AND PRESTIGE \WVVIL ACE! 


HOW THE ACE PROCESS OF TREATING 











OU can count on a satisfied customer every time you sell 

ACE STAPLING EQUIPMENT! That's why successful WIRE MAKES ACE STAPLES STRONGER 
dealers from coast-to-coast invariably recommend “ACE”’ —~ — 
when they get a call for Stapling Machines, Staples, or Staple ' 
Removers. They know from long experience that ACE ; 
Machines give a lifetime of efficient, trouble-free service . . the : 
kind of service and satisfaction that only correct design, finest : 
materials, and watch-like precision can give! ACE makes the 
rOP QUALITY Stapler .. stock and feature the complete line. FIGORE | FIGURE 2 q 
Be prepared to hand ‘em an ACE no matter what price they FIGURE 1. . Shows © cross-section of on ALL-ROUND stee! : 
want to pay! ACE Stapling Equipment has been sold through Se. LR I SY EN, PERT ; 
dealers exclusively for more than 20 years! FIGURE 2 

Shows the all-round steel wire ofter being 


treated by the ACE PROCESS. This gives maximum strength 
on the outer edge where it is needed most. 








Seer 
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ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 








OFFICE APPLIANCES, April, 1951 125 
















FORMANCE, the new Weber Handi-Matic Addressing Machine 
tops the field. 


ente 


Write for details about the b 
Weber Way of increasing be 
ST 


Consider these interest-arousing sales-stimulating WEBER fea- dealer store-traffic and sales 


, ' 
Isic TESMIN EI. | THE ¥ 
- Pd My | A. J 
The addressing machine if? of’ 
that’s guaranteed (4 me 
for LIFE! = 
| : ; pre 
| Does WEBER’s direct-by-mail plan sell Cal 
addressing machines? Read the follow- tar 
| ing from a recent dealer letter (name Hu 
| on request)— Bel 
| “The six post card series set is Sck 
| exceptionally good and we believe Bu 
| it should draw a great number of rep 
| inquiries, hence we would like to in 
| place our order for 1000 of each of Sot 
the six mailing pieces. We note that T 
l you send 100 cards with each Weber 
| Addressing Machine ordered. We = 
are enclosing an order for twelve his 
Weber Addressing Machines. We are 
| really starting to work on the Weber A 
| Addresser and believe we will pro- (an 
| duce considerable business for you. the 
| One of our boys sold two Webers in by . 
| two days. We made a Weber mail- to | 
l ing 10 days ago, and have received lack 
l four inquiries, of which two have Sov 
lready been sold.” F 
| ctreody iv 
| Write for details on this Weber Way tno 
of selling for your market od 
| x *& * 
M 
| WEBER 
Wor 
| : 
EXCLUSIVES in] 
| @ AUTOMATIC EJECTION face up as ee 
| piece is addressed, leaves hands free x J 
| for continuing operation. was 
| @ FINGER TIP PRESSURE on take-up 
| spool advances roll. F. 
@ ADJUSTABLE CAPACITY to take post < 
P per: 
y, l cards, envelopes, booklets and one Cali 
7 inch catalogs. 
oda S$ Most Saleable eee | @ ADJUSTABLE FLUID CONTROL to suit M 
| f “hegre han 
type of paper stock being imprinted. | 
| @ FULL VISIBILITY through transparent Feb 
LOW-COST ADDRESSING MACHINE |‘ scic0=="~ | © 
dressee, facilitates positioning. sch¢ 
| @ RECORDO-PRINT ADAPTOR for ad in 4 
On every score — design, construction, exclusive features and PER- | —- direct from file-cards, ledger cont 
| sheets, etc. dep: 
| 
| 
: | furr 
tures: EVEN FLOW FLUID SUPPLY by means of exclusive magic | through result-proven newspaper ads, 
wick feed .. . INCREASED CAPACITY that permits mechanical : ee See eae eee TI 
: ; ‘ lays. 
addressing of envelopes, post cards, circulars, 1-inch thick booklets ies > ably 
eee TE - . » Use “HOW TO MAKE MONEY BY MAIL vaca 
and catalogs, the /ow-cost WEBER WAY. NO binding at the rolls. | —~—o meet cfledive Weber Wey prone 
NO non-printing dry spots. Production speeds of 1,500 an hour. | tion piece to bring ‘em in to talk with St 
’ j : : | you about selling by mail. Think of the 5 
DEALERS: If you haven't already ordered one, write or wire | opportunity this gives you to sell equip oo 
today for a NEW Weber Handi-Matic Addressing Machine with | ment, supplies, services. 
magic wick, the durable, trouble-free hectographic addresser that’s | x kk 
guaranteed for life! | One of the many reasons why dealers M 
| prefer to recommend the low-cost, handi- amo 
— . | matic Weber Way of mechanical ad- Des 
_. | dressing is its durability of construction bers 
es 9 | and simplicity of operation. NO SERV- plan 
_ _ BT TN Te \ | fen 
; * * * 
—— | Web ; Le 
“4 | eber Addressing Machines are covered . 
by a LIFE-TIME GUARANTEE against were 
a — defective parts or workmanship. Only mon 
provision is that they be used with 
— Weber Printing Fluid, Carbon and Hecto M: 
(@) 3 ADDRESSING | Paper as available from Weber dealers. Trav 
—_ ™\%, | brok 
Ra pany 
WEBER ADDRESSING MACHINE CO., 248 W. CENTRAL RD., MT. PROSPECT, ILL. | in tl 
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News Notes From NSOEA District No. 7 
A. J. NORDSTROM, CORRESPONDENT 
116 PRATT ST., MINNEAPOLIS 9, MINN. 

The Northwest Travelers Club held its monthly 
meeting at the Commerce Club in Minneapolis on 
Saturday, February 24. Present were Jack Guntrum, 
president; Jack Berry, first vice-president; Warren 
Carlson, second vice president; Harry Bergquist, secre- 
tary-treasurer; Ivan Cornelius, Roy Clarke, Henry 
Huette, W. J. Roche, Al Collatz, Ken Kelsey, Ray Rudie, 
Berk Ertl, Bud Caruso, Jack Haglund; Dealers Howard 
Schaub, Wally Hubbs, Clark Walker and the writer. 
Bud announced at the meeting that he was now 
representing the Paramount Greeting Card Company 
in Minnesota, Wisconsin, Iowa, Nebraska, North and 
South Dakota 

Tribute was paid to Paul Struck, who passed away 
on February 18, and a message of condolence sent to 
his widow 

* “ 7 

A letter said to be inspired by that Hibbing Hunter 
(and sometime stationer) was read by Jack Berry to 
the assembled members of the club. This letter, written 
by Al Collatz after calling on the Hibbing Flash, is said 
to be the only true story on the hunting prowess, or 
lack of it, of those two worthy marksmen, Mellow 
Sowell and Jack Guntrum. Until further proof is 
given these two marksmen will have to be relegated to 
the pedestal (or corner stool) with “Scattergun” 
Clarke. 

a * . 

Mr. and Mrs. Harry Woodmansee of the Bismarck 
Woodmansees are spending February and March 
in Phoenix, Ariz. Our informant tells that Harry oc- 
cupies most of his time at the training grounds of a 
Major League ball club telling the youngsters how it 
was done in his ball playing days. 


. . * 


Farnham Stationery & school Supply executives and 
personnel are also among the winter vacationers in 
California, Arizona and Florida. 

Mr. and Mrs. Arthur J. Walker, president of Farn- 
hams, left on February 24 to spend the balance of 
February and the March in Florida. 

M. W. Knoblauch, vice-president and manager of the 
school supply department, was said to be boardwalking 
in Atlantic City, or maybe judging one of the beauty 
contests. George Siedel, manager of the furniture 
department, spent February on the West Coast, being 
entertained by the movie moguls. Jay Wiltrout ab- 
sorbed the Florida brand of sunshine, as did Warren 
Thomas of the sales department. P. M. Nellermoe, 
furniture department, left on February 24 for Phoenix. 

+ = ~ 

The Bob Valleaus of Otis Ave. in St. Paul will prob- 
ably contact some of the Upper Midwest winter 
vacationeers 

* * * 

Stanley Bina, the Grand Forks stationer and office 
supply dealer, and Mrs. Bina are also among the trans- 
planted northerners on the sands of Florida. 

* = > 

Mr. and Mrs. Clem Kaster of Green Bay will be 
among the out-of-the-Seventh District visitors to the 
Des Moines meeting on April 16 and 17. Many mem- 
bers of the Minneapolis and St. Paul contingent are 
planning on being in Des Moines on April 14. 

. - + 


Leo Blied of Madison and his charming better half 
were also among the Florida-bound travelers in the 
month of February 

> . * 

Malcolm Quay, long a member of the Northwest 
Travelers Club, is now a member of the A. W. Boling- 
broke firm in Milwaukee, Wis. The Bolingbroke Com- 
pany represents The General Fireproofing Company 
in that area 
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FAMOUS THE WORLD OVER 


“A Marvel of Swiss Precision” 
Since 1933 


No matter what your problem, addition or subtraction, Precis 
remembers the last figure and will repeat it. Simply press the 
Recall key. All standard adding machine features are incorpo- 
rated in the Precisa which adds, subtracts, multiplies, and has 
automatic credit balance. 

Plus exclusive features of 

* Single, double and triple zero keys. 

* Recall key. 

* Automatic step-over multiplication. 


Available in Manual or Electrical Models. 


DEALERS: Your territory may still be open for Preciso 
representation. Write today for complete information. 


PRECISA DISTRIBUTORS, INC. 


171 MADISON AVE., NEW YORK 16, N. Y. 
555 THORN COURT, SALT LAKE CITY 4, UTAH 
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ES, even after you've sold him a Myrtle 

desk, there are 5 other ways to 
please a customer. See that he gets the 
Myrtle accessories to complete his office 
furnishings. Sell him a costumer, tele- 
phone stand, letter trays, office tables 
and waste baskets for increased efficiency, 
comfort and value of appearance. 

Stock these Myrtle accessories in suffi- 
cient quantity to be sure that you can 
make spot delivery with every desk sale. 
Check your latest Myrtle price list for items 
currently available and order today. 


MYRTLE DESK CO. °* HIGH POINT, N. C. 


BETTER DESKS 
ARE MADE 


OF WOOD wy 


— DESES 
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News Notes From NSOEA District No. 8 


BY DAVE C. NEUHAUS, FOR E. J. MITCHELL, 
12 W. 70TH ST., KANSAS CITY 5, MO. 


Am pleased to quote as follows, from a letter re- 
ceived from our good friend E. J. “Gene” Mitchell, 
dated February 19.—“The past month brought me 
several interesting and most enjoyable visitors, in- 
cluding Mr. and Mrs. Roy S. Moreland of the Schooley 
organization, Kansas City and Claude Myers, Jr., Mey- 
ers Office Furniture Company, and Vic Lydon of R. B. 
Valleau & Company, St. Paul, Minn. Also, Harold 
Leach, president of Geo. B. Graff Company, Cam- 
bridge, Mass., who continued on from here on a busi- 
ness trip into Chicago and other Illinois points. 

“Have been wondering if there is a NSOEA meeting 
in Florida as there seems to be a gathering there 
of stationers, from the central part of the country at 
least. Mr. and Mrs. Arthur J. Walker of Minneapolis, 
and Mr. and Mrs. Arthur Bristoll of Des Moines are so- 
journing in the sunshine and on the beaches, and the 
Bob Valleau family plan to head in that direction 
without delay. A. J. Nordstrom of Smead Manufac- 
turing Company, who normally travels north of this 
area but has made many friends in the Eighth Region, 
has had to move his vest buttons ever since the re- 
cent arrival of a new grandson born to his daughter- 
in-law living in Arizona. 

“There is a large contingent of St. Louis dealers 
making plans to attend the Omaha regional meeting 
in April, and it is also the plan of Mrs. Mitchell and 
myself to attend that meeting, as well as the one 
just ahead of it at Des Moines. 

“Have been progressing as well as seems to be ex- 
pected but each day am more anxious to get out and 
start moving around in the territory.” 


* * * 


The regular monthly meeting of the Greater St. 
Louis Stationers Association was held Monday eve- 
ning, February 19, at the Tork Hotel, St. Louis, Mo., 
with A. J. Bartens, president, presiding. Twenty-five 
dealers and travelers were present. Out-of-towners 
attending were Tom Seward, Speed Products Com- 
pany, Inc.; W. Lee Gamel, Bates Manufacturing Com- 
pany; Harold T. Joyce, Scripto, Inc.; and Harry L. 
Short, manufacturers’ representative. The educational 
portion of the program was under the direction of 
Walter Schlaegel of Butler Paper Company. 

” ~ * 

The stationers of Wichita, Kans., were astounded 
as well as flattered, in the early part of February, that 
the following travelers braved a very severe ice and 
snow storm, to call on them, in the interest of their 
respective companies: Carl M. Schutz, Eagle Pencil 
Company; Art V. O’Hara, Acco Products, Inc.; Larry 
C. Goodhand, Oxford Filing Supply Company; Tom 
Seward, Speed Products, Inc.; and L. R. Klein, Yaw- 
man and Erbe Manufacturing Company. 

a * ~ 

Jerry Legion, assistant to Blanche Ross of Demo- 
crat Printing & Lithograph Company, Little Rock, 
Ark., has resigned to manage a liquor store he re- 
cently purchased in Little Rock. He invites his old 
friends to come in and see him. 

. ” * 


Some of the Midwest Travelers recently seen pa- 
rading the streets of Little Rock, Ark., accompanied 
by samples of their wares and order books, were Art 
M. Carrow, Speed Products, Inc.; Nick Shelfer, Carter’s 
Ink Company; Al R. Turner, Wilson Jones Company; 
Ward Silliman, manufacturers’ representative; O. D. 
Mann, manufacturers’ representative; Bill “Pickle 
Puss” Pickering, Eberhard Faber Pencil Company; Ace 
Parr, American Pencil Company, and Harry Marks, 
Eagle Pencil Company. 

aa +. * 

Lt. William G. James, who, before being called into 
the Armed Services, operated James Brothers Office 
Supply Company, North Little Rock, Ark., with his 
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WHAT HO.., cried he, 
in accents low, 

This foul quill = 

is much too slow! 


When William Shakespeare 
wrote his plays 

“rT ' , 

|ne old goose quill 
was all the craze, 
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DIxON TICONDEROGA 1388 Noe2 


MADE 
US.A 


Lead fast 





Kut now we have With LEADFAST point 
much speedier ways. for writing ease 
TICONDEROGAS 


TICONDEROGA 


he would praise. Sure to please! 


TICONDEROGA TICONDEROGA 
* means ...the greatest and best-liked * sells...the nation’s radio audience with 
name in pencils! its famous Ticonderoga ‘‘Minutes,” 
* means...the best in pencil advertising! timely radio a that portray events 
* is...reaching millions of customers no country's story. 
with well-placed advertisements. * tells...millions of listeners, three to six 
eae eee k times a week, about Dixon’s Leadfast 
TICONDEROGA Ticonderoga in these “‘Minutes’’ over 
* uses...Time to reach big business, their favorite radio stations. 


little business, the well informed. 


* uses... Collier’s, The Saturday Evening DIXON 
Post to reach the businessman and LEADFAST 
office worker in their homes, the ? 
family, the children. 

x ... Ticonderoga advertising reaches the PENCIL 


nation at work, in school and in repose. 


TICONDEROGA SPEEDS YOUR SELLING PACE! 
JOSEPH DIXON CRUCIBLE COMPANY, PENCIL SALES DEPARTMENT 98-J4, JERSEY CITY 3, NEW JERSEY 
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Desk Irays Gy Aockwell-Barnes 


mean MORE satisfied customers 








—s 
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PLASTIC DESK TRAY 


For modern styling, greater convenience and 
extra capacity, you can’t beat Rock-Elite Desk 
Trays. Designed to give maximum freedom of 
use plus ample capacity for file folders, ring 
binders and catalog covers, Rock-Elite trays 
also tier lower than ordinary trays. Ribbed tray 
surface eliminates fumbling for bottom sheet of 








Write or wire today for complete information and prices 


paper, downward slope to rear automatically 
aligns contents. Fluted, non-slip tier posts at 
sides plus ample front and rear cut-out openings 
permit easy access to contents. Rock-Elite trays 
are molded of chip-proof scratch-proof rugged 
plastic, walnut or steel gray finish. Rubber cor- 
ner cushions protect desk against scratches. 


R-B SOLID WALNUT DESK TRAY 


For those who prefer a genuine wood desk tray, 
Rockwell-Barnes offers a beautifully grained, se- 
lect walnut tray with walnut veneer bottom. 
This model also accommodates file folders, cata- 
logs and ring binders. Can be stacked in tiers to 
any height with standard corner posts. Roomy 
cut-out openings on three sides for maximum 
convenience and access to contents. Full felt 
pad on under side safeguards desk top. 


_ ima kee aaa eee aE ae ee SE See eS eee ee ee 





ROCKWELL-BARNES COMPANY 


35 East Wacker Drive 
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brother, Bob, was recently married to Miss Ella Kath- 
ryn Bostian of Morrilton, Ark. After a wedding trip 
to Washington, D. C., Lieutenant and Mrs. James will 
be at home in Newport News, Va., where he is sta- 


tioned at Langley Field 
7 * “ 
Notes from the desk of Herbert Held, Blackwell- 
Wielandy Company, St. Louis, Mo.—“‘Ernie Lessard, 
Lessard Printi % Stationery Company, St. Louis, 


Mo., suffered and head injuries recently, when 
his car was sideswiped by another car, on an icy 
Ernie’s car to swerve into a light 
standard. He ing nicely at a local hospital and 
should be back the job shortly. Best of luck, Ernie 

Some of thi velers who have called recently, 
in th their respective firms are Malcom 
Shields and Charlie Ramsey, Ever Ready Calender 
Manufacturin Company; Austin Waterbury and 
Merle Kensinger, Carter’s Ink Company; Carl Feldman, 
Feldco Loose Leaf Corporation; C. J. Cooper, National 
Brief Case al C-Thru Ruler Company.—why take 
life so serious] You'll never get out of it alive.’— 
Harry Rodgers, G. R. (Boots & Saddle) Logan, and 
A. D. Farrell of Automatic Pencil Sharpener Company; 
Harry L. Short, 1 ifacturers’ representative.—‘Don’t 
worry, it may ni happen’—Geo. A. Witte, White & 
Wyckoff Manul ng Company; Tom Seward, Speed 
Products Com} Inc.; Lee (Better known as “Gab- 
by”) Gamel, B Manufacturing Co.; Fred D. Pitt 
and Wally Jones Bert M. Morris Company.—‘Forget 
yesterday, igno! morrow, live today and QUIT 


street causin 


in tne interes 


WORRYING 
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REGULAR MONTHLY MEETING OF MIDWEST TRAVELERS IN KANSAS 
CITY—Snapped at their luncheon in the Kansas City Union Station 
on Feb. 24 were, TOP ROW, left to right: George Rocker, W. H. Gun- 
locke Chair Co.; Jack Lang, Cramer Posture Chair Co.; Dan Mac- 
Dougall, Stationers Loose Leaf Co.; Joseph Rock, Wilson Jones Co.; 
Tom Seward, Speed Products Co., secretary. Middle row: W. H. 
Bill) Cromwell, Eaton Paper Corp.; Bob Irons and Glen Evans, 
Columbia Ribbon & Carbon Mfg. Co.; Fred Pitt and G. Max Keating, 
manufacturers’ representatives; Chet Smith, A. W. Faber-Castell 
Pencil Co. BOTTOM ROW: Walter Kane, National Blank Book Co.; 
John Lathrop, F. S. Webster Co.; Al Lent, Carter’s Ink Co.; W. Lee 
Gamel, Bates Mfg. Co.; W. B. (Bill) Bohart, Eberhard Faber Pencil 
Co. Photographer Dave C. Neuhaus, manufacturers’ representative, 
obviously couldn’t get in the picture. 


ns saw the on-the-spot broadcast 
have been Chicago’s third larg- 

j in mi nuary. The building that burned 
ontained the off nd factory of Geo. E. Fox & Com- 
pany. which ed a complete loss. The com- 
ith tl o-operation of its suppliers, is 
in in pre at its new quarters at 1051 N. 
Throop St., C 22, Ill. Midwest Traveler Fred 
Pitt represents G E. Fox & Company in most of 
the Eighth D ind expresses his appreciation for 
the pat y istomers at this temporary in- 


is reporte O 


* 


welcome Lloyd R. Millet, Colum- 
Ribbon & ¢ Manufacturing Company; Merle 
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... better than 6 times a year! 


Sold before 
you 
get them! 


Ful-Vu advertising in 
the following national 
magazines brings cus 
tomers to your store 
makes selling twice as 
easy 


The Saturday 
Evening Post 


Time 
Fortune 
Business Week 


Popular 
Photography 


Sales 
Management 


U. S. News 
Tell 
Printers’ Ink 


. and many more 


PROTECTS 





Leading stores have proved that it is 
readily possible to score better than a 
6-time yearly turnover with famous Ful- 
Vu “window sleeve” albums and bind- 
ers. That spells a higher turnover and a 
higher profit ratio than nine out of 10 
other lines in your store! 

Sounds impossible? Then let Ful-Vu 
bring you the facts. Let us prove how 
fast the market for Ful-Vu products is 
expanding. Let us tell you about the 
unique Ful-Vu DEALER PROFIT-PROTEC- 
TION POLICY. And let us show the amaz- 
ing extent to which Ful-Vu goes to help 
you sell—and to moke it profitable for 


you to sell. 


WRITE FOR THE NEW 
32-PAGE FUL-VU CATALOG 


pm all diaian 


SYSTEMS OF 


DISPLAY 
Made only by 


COOKS’ INC., Camden, N. J. 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI. 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 
and 


rice List 
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AST&WART 


& COMPANY, inc. 


80 DUANE ST.NEW YORK 7,N.Y. 
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Kensinger, Carter’s Ink Company; Ed Rottermug il 
Eagle Pencil Company; A. R. Carroll, Industrial Tap 
Corp.; and Harold T. Joyce, Scripto, Inc. as ne 
members of the Midwest Travelers Club. We sincer 
hope it will be possible for all of you to avail yo 
self of the opportunities of the club. 
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The Kansas City Stationers Association held its reg 
lar monthly meeting Tuesday evening, February 1% 
at Nance’s Cafe. An appetizing dinner was serveg 
The attendance was 13, which included three Tray 
eler guests. President Ray Baldwin of Gallup Map 
Stationery Company urged all Kansas City statione 
to attend the Eighth District Regional in Oma 
Nebr., on April 19 and 20 and to make their ho 
reservations early. Paul Baird of Geo. E. Baird & Sq 
gave an interesting account of his recent motor tri 
through Texas, Louisiana and Alabama. He had ¢ 
enjoyable visit with his mother who resides in ; 
bile, Ala. 

Ray Kline of Security Stationery Company reporte 
he had leased an additional show room at 1013 McGe 
St., which will be remodeled and redecorated into ¢ 
attractive office furniture department. James R. “Jir 
my” Lang of Fiddler’s Inc., Kansas City, Kans., ad 
vised his firm has converted its old location at 9 
N. 7th St., upon which it still holds the lease, int 
a modern and attractive office furniture departmen 
This will be operated in conjunction with the main 
store at 749 Minnesota Ave. Tom Seward of Speed 
Products Company, Inc., and Dave C. Neuhaus, manu- 
facturers’ representative, created interest in donating 
a couple of prizes, in the form of Duk-It Bean Bag 
ash trays 
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Jack Perdue. Perdue Company, Pine Bluff, Ark, 
has been appointed lieutenant governor of Arkansas 


JACK PERDUE 





for the Eighth District, NSOEA, to fill the unexpired 
term of Cecil Moses, Democrat Printing & Lithograph = 
Company, Little Rock, Ark., who has resigned to re-# 
enter the armed services. E 
Mr. Perdue joined the firm of the Smith Printing P 
Company, Pine Bluff, Ark., in August 1927. In 1930, he 
bought out the other stock holders in the Smith firm 
and was joined in the operation of the business by his 
brother, Alex T. Perdue. In 1934, the name of the firm 
was changed to the Perdue Company. 


* 7 * 

A. H. Morrow of Morrow & Son, Fort Smith, Ar 
has retired from business on account of ill health. & 
has been in the office supply business in Fort Smi 
for the past 45 years. He has placed the store in charg 
of his son, Payne. 













. * 


It’s a boy!! for the Ed Vinson’s of the Perdue Com 
pany, Pine Bluff, Ark. Edward Boyd Vinson, Jr., 
pounds, 13 ounces, was born February 2 


* ” * 


Cecil M. Moses, former lieutenant governor of the 
Eighth District, from Arkansas and formerly with 
Democrat Printing & Lithograph Company, Little 
Rock, Ark., is now located at Fort Bragg, N. C., 806th 
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The Postindex “zero balance” system 
brings to your customers new economies 
and efficiencies that speak for themselves. 
When you show them, you sell them. 


All the figures needed for immediate 
inventory — stock on hand, reserve, orders, 
deliveries, dates—are instantly available 
on one simple four-page form. 

The faster, simpler, 

surer way to 

perfect control! 
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Study the self-selling advantages of this 
and other types of Postindex equipment — 
they mean business!... New folders now 
available. Immediate delivery on all systems 
and forms. Postindex Division, Art Metal 
Construction Company, Jamestown, N. Y. 


Postindex 


VISIBLE FILES 





"There's an Art 


to Better Record Control” 
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EVERYBODY wants LISTO 


That's why a small investment means BIG PROFITS! 


“Nobody wants anything but LISTO!,” dealers report, “That's 
why we feature LISTO exclusively.” That's the story everywhere 
—for there's only one LISTO... the best advertised, the biggest 
selling marking pencil in the world. National magazines, as well 
as leading trade publications tell the LISTO story millions of times 
a year. Cash in... feature LISTO! 

Only LISTO has the patented 

“Grip Type Sleeve” that grips the 

entire length of the lead. Prevents 

breakage, the leads do not fall out. 


EXTRA HEAVY LEADS 
THAT DON'T BREAK in 
6 coLors | 


Black Bive 
Red Yellow 
Green Brown 


SOLID COLORS 
TO THE BOX 


n Extra Sleeve in Every Box of Leads 


LISTO PENCIL CORP., Alameda, Calif 
inada: LISTO PRODUCTS, LTD..,, Vancouver B.C 


Truck Transportation Bn. Capt. Moses served in Worl 
War II and was recalled to active duty January 2 
At present, Mrs. Moses will remain at their home, 196 
S. Taylor St., Little Rock, Ark. 


rae: 


ENTERTAINMENT SPECIALISTS—Austin Waterbury, Carter's 
Ink Co. (left), a past president of Midwest Travelers Club, 
has been named co-chairman of the ladies entertainment 
committee for the NSOEA convention at the Stevens Hotel, 
Sept. 22-26. Another past president, W. P. (Bill) Bohart, will 
serve as chairman of the entertainment committee for the 
District No. 8 regional meeting at the Fontenelle Hotel, 
Omaha, Apr. 19-20. 


The Midwest Travelers Club Twenty-fifth Anniver- 
sary and Past Presidents’ Dinner is to be held April 
19 at the Fontenelle Hotel in conjunction with the 
Eighth District Regional meeting at Omaha, Nebr. A 
cocktail hour will precede the 7 p.m. dinner. The com- 
mittee is Bill Pickering, chairman, and E. J. Mitchell 
co-chairman 

£ * * 

Cecil Adams, formerly with Toney Printing & Sta- 
tionery Company, Eldorado, Ark., advises there is a lot 
of difference between carrying a St. Louis price list 
and a 1l-pound rifle. He is now Pvt. Cecil C. Adams, 
Battery A, 95th Armd. F. A. Bn., 5th Armd. Div., Camp 
Chaffee, Ark 

cs * * 

Miss Mildred Erwin, store manager and buyer for 
M. & F. Office & School Supply Company, Harrison, 
Ark., was married to Ernest Hopper of Harrison, last 
December 23, at Harrison. Mrs. Hopper is still at her 
desk after a short wedding trip. 

a & + 

Jim Shafner, formerly with Shafners Printing & 
Stationery, Rogers, Ark., didn’t get to stay very long 
in the States when he was recalled to duty with the 
Army. He is now stationed on a very small island, 
just a few minutes from Kure Naval Base, Japan. 

a” * € 

Jack Perdue, president of The Perdue Company, Pine 
Bluff, Ark., advises the firm has purchased a building 
in the 200 block on Barraque St. to be used as a ware- 
house. The back door of this building is directly be- 
hind their retail store and printing plant 

* * * 

William Schmiederer, Buxton & Skinner Printing & 
Stationery Company, St. Louis, Mo., was confined to his 
home for a short time in January, on account of ill- 
ness. He is now back on the job and well on the way to 
recovery. 

+ 7” x 

Jack Weihe, assistant manager of the furniture de- 
partment of S. G. Adams Company, St. Louis, Mo, 
who has been a member of the National Guard, has 
been called for active duty. Major Jack Weihe is sta- 
tioned at Lowry Field, St. Louis, for the present. 

- * + 

F. M. Causey Printing Company, Forrest City, Ark, 
is in the process of remodeling its office supply de- 
partment. The firm has increased its stock to take 
care of the large increase in business in Forrest City. 

* * 2 

We are pleased to welcome Lloyd R. Millet of Co- 

lumbia Ribbon & Carbon Manufacturing Company and 
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It’s a fire like this that makes 


SAFE SELLING easier! 


Lost recovery are millions of dollars in 
State of Michigan records. Lost 
mple protection in a structure 

i stone that presumably couldn't 


these facts to your customers 


S} w Meilink certified fire-resistive 
tect their records from damage 
P there's no better protection 


MEILINK STEEL SAFE COMPANY 


TOLEDO 6, OHIO 






















Model 445 
“"B’ Label 
Double Door Safe 





Athhhhh! 


Now! Can Think 
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CHAIR ACTION CONTROLS 


Don’t sell “chairs”! Everybody tries that—sell the 
seating comfort that stimulates alert, straightline think- 
ing among executives. SENG SYNCRO-TILT equipped 
chairs provide perfect posture support, body-bracing, 
form-fitting comfort in working position, and smooth- 
gliding SYNCHRONIZED tilt for fatigue-chasing 
relaxation. 


Only SYNCRO-TILT offers these advantages. So be 
sure your executive chairs are SENG SYNCRO-TILT 
equipped. Then it’s a business-building benefit for you. 


m= DENG 


1874 WORED’S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 


COMPANY 


1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 


SINCE 















Merle Kensinger of Carter’s Ink Company as new mem- 
bers in the Midwest Travelers Club. 








Altmanns Enjoy Hunting—and Business 

Among the thriving father-son combinations in this 
industry is that of Altmann Typewriter & Adding 
Machine Service, Marquette, Mich., where George Alt- 
mann, Jr., has joined his father following graduation 
from Marquette University at Milwaukee, Wis. 

This partnership extends to hunting also, as testi- 
fied to by the accompanying photograph. The senior 
Altmann says, “We take time off every year during 









THE ALTMANNS PROVE SKILL AT HUNTING 


the deer season and we are usually successful.” He 
adds, “I am in love with my work and this part of 
the country. I am very fond of hunting and fishing 
and such sport is at my back door.” 

George M. Altmann is observing his thirty-ninth 
year in the office machine business, having started in 
February of 1912. He began work for the old Under- 
wood Typewriter Company in his home city of Mil- 
waukee, Wis., starting in the capacity of delivery boy. 
Later, he was taken into the service department and 
ultimately was transferred to a sub branch at Osh- 
kosh, Wis. In 1921 he was transferred to the Duluth, 
Minn., branch and in May, 1923, to the upper Pen- 
insula of Michigan, working as a combination man 
in sales and service. In January of 1933 he was ap- 
pointed sales agent and still holds that position for 
Underwood. His son, George Altmann, Jr., is now 
helping to extend the business which covers selling 
and service for eight counties in the Upper Peninsula 
of Michigan. He employs two other mgchanics and 
Mrs. Altmann serves as secretary and bookkeeper. 

“We are enjoying both good health and good busi- 
ness,” declares the senior member of the family firm. 








El Paso Manager Marks Anniversary 

F. B. White, manager of the Royal Typewriter agency 
at El Paso, Tex., is observing his forty-first year in 
business—the oldest typewriter firm in the Southwest. 

Mr. White became interested in typewriters in 1892, 
when his father presented him with a double-keyboard | 
Smith Premier, at that time the last word in writing f 
devices, and shortly after he began his career as @ § 
typewriter salesman. ) 

Visiting El Paso in 1907—it was then a city of 25,000 
people—he sold 10 machines. Encouraged by this suc- 
cess, he returned in 1910 to establish an Underwood 
agency at 309 Oregon St. Later, he moved to the Mills 
Building, where he has been for 31 years, and took 
over the Royal agency. 

Mr. White, who is 77 years old, can justly be called 
a veteran of the typewriter business —JHR 
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The “AUDITOR'S” File No. 478 $ 5 0 
Contains: Two ball-bearing letter size drawers; one double index drawer for 


or 4"x 6” cards (3200 Capacity); one drawer for cancelled checks or 
other records; one safe compartment with a combination lock (no key neces- 
only you know the combination); also three adjustable storage com- which evlonaticaity 
partments under lock and key. 37 2 c high, 30%” wide, 17%” deep. Cole locks all drawers No. 
gray finish. 478-PL $81.00 


With plunger-type lock 


Prices slightly higher in Texas, Colorado and West of the Rockies. 
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SAFETY DRAWER CABINET. .. Safequards expensive tools and 


other valuable items; ideal for leases, contracts, etc. 27 drawers, pro 
tected by heavy steel, reinforced doors, equipped with a two-way lock 
ing device and paracentric lock. Olive green or gray crinkle finish 


No. 2717D—3712” high, 3042” wide, 18%" deep $89.50 


DESK HIGH “air-flo” FILE. A heavy, precision-built steel sup 


pension file having greater filing capacity. Drawers float at the mere 
touch of the finger tips. For home or office. 
Olive Green Grained Walnut 
Height Depth orColeGray or Mahogany 
txo. 1002 Letter size 30%,” 28% $54.50 $65.00 
No. 8002 Legal size 304%,” 28% $59.75 $70.25 Groined 
Automatic lock controlling both drawers add $10.75 to above. 


% 1 


1 
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CANCELLED CHECK CABINET. the 14 drawers of this cabin 


will house 7 years of cancelled checks. Ideal for many other uses 
Cabinet size, 232" wide, 37%” high, 24%" deep. Inside drawer, 104%" 
wide, 4%” high, 24” deep. Olive green or Cole gray, crinkle finish 


No. 2414 $81.50 


(Zones 2 and 3 slightly higher) 


FREE CUTS OR PHOTOGRAPHS OF THE 


ABOVE AVAILABLE ON REQUEST 





oe) i - STEEL EQUIPMENT COMPANY 
285 Madison Avenue, I Nae Aol an A Pe 


STEEL SAFE N 290¢ mplete with 2 safety vault boxes under 


k and key your bank vault. Equipped with a Yale 

Shoe rew weda nbination lock with 3 locking bolts. Size 
14%," w 85, deep. 

$59.00 

$68.00 





(ROME ARMCHAIR TYPEWRITER TABLE 


Ne. 400 Triple-r No. 755 — An all-steel table with 
mu linoleum top, beautifully trimmed 

ted lecther. Cl rs with fine aluminum edging, 25% 
] eep high, 29%, wide, 15% ca deep. 
$42.50 $24.50 
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COMBINATION CABINET No. 5002. A safety compartment with 


lock and key for ledgers and other important books. Lower half is a 
letter size Air-Flo suspension file which floats at the mere touch of the 
finger tips. Size 30%," high, 14%,” wide, 28%" deep. 

Olive Green or Cole gray................. $48.50 
Grained Walnut or Mahogany...... ...$57.50 
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STORAGE CABINETS No. 349L. Will keep your office sup- 


plies and printed matier clean and orderly. Ideal for hand tools, or 
even liquor. Two-way locking device controlled by a paracentric lock. 
Two adjustable shelves. Olive green or Cole gray crinkle finish. 


374%" high, 30%,” wide, 17” deep $45.00 


(Zones 2 and 3 slightly higher) 
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STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 





SANITARY BASES 


SIZES AND PRICES 
| 


STEEL 
DRAWER FRONT 


Suggested Uses 





for all size files 


$360 


Inside Dimensions 


Width 





Letter Size 
Legal or Cap 
Invoices 
*2 Rows 8x5 Forms 
*invoices or 2 Rows 8x5 
Freight Bills _ 
Checks ‘ 
Drafts or Checks 
Drafts or Checks 
5x8 Forms _. 
*Deposit Slips (2 Rows) 
Deposit Slips : 
Tabulating Cards __ 
*3x5 Cards F Rors| 


{tener Size oie 


*4x6 Cards (2 Rows 
*3x5 Cards {2 Rows 
Vouchers (Upright) 
pore Sheets __ 
Ledger Sheets _. 


12% 
12% 
15% 
10% 
10% 
10% 

"5 
10'/, 





12 


+h 
10%... 
SM Yue 
4% .. 


Height Length 


—o., wr 
.. 10%. 
. 10%. 
8% . 


24 
15 
24 
24 
24 





FIBRE BOARD 
DRAWER FRONT 


File 
No 


E210 
E210S 
E510 
E109 
E108 
E108M 
E97 
E104 
E94 
E94M 
E85 


Esss .. 


E84 
E73 
E64 


} E2 


E103 . . 
E592 . . 


Eg! 
EI2 


PRICE 
Single Carton 
$3.55 $3.45 

3.45 3.35 
4.35 4.25 
3.20 3.10 
3.50 3.40 
3.45 3.35 
3.00 2.90 
3.05 . 2.95 
2.40 . 2.30 
2.35 2.25 
2.70 2.60 
2.60 2.50 
2.40 2.30 
2.40 2.30 
4.35 4.25 
3.20 . 3.10 
3.05 2.95 
3.35 . 3.25 
40... 3% 
§.15.. 5.05 





File 
No 


H210L.. 
1210S... 
ISIOL. . 
109L.. 
Ts < 
108M . 
14) Se 
104L .. 
194iL.. 
1941M . 
1e5iL.. 
ig51S.. 
is4iL.. 
I731L.. 
1645... 
1245L .. 


103L. . 
iS92L . . 


9i2L.. 
1212M . 


pronto STORAGE FILES 


PRICE 
Single Carton 
$4.45 $4.35 

4.35 4.2 
5.60 5.50 
3.95 3.85 
4.25 4.15 
4.15 4.05 
3.55 . 3.45 
3.95 3.85 
3.00 2.90 
2.9 . 2.85 
30 3.20 
3.20 3.10 
3.00 2.90 
2.95 2.85 
5.60 5.50 
3.95 3.85 
3.85 3.75 
4.25 4.15 
4.90 . 4.80 
6.70... 6.60 





*These numbers have removable divider partitions. 








tPacked 6 to & carton—all others 12 to a carton. 


Prices slightly higher in Texas, Colorado and West of the Rockies. 








LEGAL SIZE 





FREIGHT BILLS 








FOLLOW BLOCKS 


made for any size file 


90c 


STURDY CONSTRUCTION — Prontos ore built of 275 
[S. test corrugated fibre board and reinforced with 


steel on the shell and the four corners of the drawers, 


SAVE FLOOR SPACE — Constructed so that they inter- 
lock into solid units and stack as high as the ceiling, 


saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more need of 
fussing and fuming. With Pronto files you can get a 


all records just as easily as in your regular active files. 


BEAUTIFUL APPEARANCE — Pronto files are beautiful 


in appearance, finished in an attractive olive green. 
The steel drawer front matches your regular active 


office files, 


Form 1146 


PRONTO FILE CORPORATION 


285 Madison Avenue 


New York 17,N. Y. 
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QUEEN RIBBON 


EXECUTIVE OFFICES: = = 
: E AVE., BROOKLYN II, N.Y. = 


= 


Kiva. N. Y. e ago, Ill. MLAUS CURE 
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Yes . . . orders are pouring in fast and furious highest peak in the history of our business. Of 
these days and Arrow equipment is operating course, priority orders get first preference. Just 
at “full blast” to meet these demands. The fact continue to send in your priorities so that we Ab 
is, production here at Arrow has reached the may keep everybody happy in the months ahead. 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 


1719 Fremont Ave., South Pasadena, Calif. 


A trend in business recently noted in Southern Cali- 


fornia is the fact that a large number of firms which 
have bought little equipment since the close of the 
war are back in the market and again adding equip- 
ment. To many dealers this indicates a return of 
the same old story, fear of shortages and a desire to 
stock up while it can be done. Right or wrong, nec- 
essary or unnecessary, a number seem to feel the 


sun is still shining and this is a pretty good time, if 
ever, to make hay 
+ ~ * 

Abner Hull, a former salesman for Robert L. Parker 
Company, 1837 S. Main St., Los Angeles, has joined 
the staff of the Rex-O-Graph organization. Following 
the death of Mr. Parker a few months ago Rex-O- 
Graph took over the Parker Company with E. E. Ketch- 
paw, formerly of Milwaukee, as manager. 

7 * ~ 

The annual spring dinner party and golf tourna- 
ment of the Golden State Travelers Club will be held 
at Oakmont Country Club, Glendale, on Friday, April 
6, at which time seven past presidents will be hon- 
ored and presented with certificates of service. The 
seven past presidents are Blake Lockard, Ernest R. 
Daniels, Willis Palmer, Russell Jones, Gerald Horton, 
Hank C. Lyles, and William E. Jenkins. 

George B. Hatten, representative for the Eaton Paper 
Company for Southern California, secretary of the 
club, points out that the membership has increased 
10% since the first of the year. He says plans are on 
to take an active part in the 1951 regional convention, 
Fourteenth District of NSOEA, Hotel del Coronado, 
Coronado, Calif., May 16-17. 


* * 


Ernie Kammeyer, proprietor of Kammeyer’s, Ogden, 
Utah, and his wife, were guests recently of Mr. and 
Mrs. E. E. Thornton in Los Angeles. Mr. Thornton is 
roprietor of the California Typewriter Exchange. 


» ns * 


Ed R. Harrington, governor of the Fourteenth Dis- 
trict, NSOEA, reporting on plans for the convention 
at Hotel del Coronado, May 16-17, states that among 
speakers will be Zac Smith, national president, and 
Paul Burbank, secretary and general manager. Four 
ther speakers are to be announced soon. 

Mr. Harrington makes the point that all hotel res- 
ervation requests should go direct to the hotel, but all 
registrations should be made through the offices of 
the Stationers Association of Southern California, 215 
W. 7th St., Los Angeles. 


* * a 


Abe and Mildred Segal, proprietors of the General 
Office Furniture Company, 927 S. Los Angeles St., Los 
Angeles, left March 2 for Chicago where they attended 
the Fifth Annual Convention of the National Office 
Furniture Association at the Stevens Hotel. 

Others who mentioned their plans to attend in- 
luded the following: Sid Holtby, L. A. Desk Company; 
Art Willis, Atlas Desk and Safe Company; Herman 
Klein, the Miller Desk and Safe Company, and Doug- 
las Holman, L. A. Safe and Desk Company. 


* ca * 

Scheduled for opening some time in March is the 
Ann Massey Stationery at 1149 S. Beverly Drive, Bev- 
erly Hills. The exact date had not been determined 
upon at this writing 


> * - 


Harold Pettit, the new president of the Southern 
California Office Machine Dealers Association, says 
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Model “S” 


Hee PAE IS for 


Typewriters, Adding Machines, Bookkeeping Ma- 
chines, Calculators and other Office Machines 


yet39:1) STANDS for 


strength and safety, increased efficiency and 
for lowest annual cost 


Now more important than ever...a firm foundation 
for costly, hard-to-replace office machines. Tiffany 
Stands give complete protection and provide safe 
portability. 

They are completely adjustable, compensate for 
uneven floor surfaces and afford protection against 
tripping and snagging of hose. 


IFFANY 
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\\~ improved 


VUL-COP socks: 


guaranteed 
5 years 


New Vul-Cots sell because colors 
don't chip off—rims don't break! 
Made of hard vulcanized fibre, 
they are light weight, noiseless, 
durable and attractive. Exclusive 
bonded seam construction gives 
added strength—improves ap- 
pearance. Easy to handle—easy 
to clean—they are practically 
indestructible, don't crack, 
splinter, dent, rust or corrode. 
Cut maintenance and replace- 
ment costs—save money on han- 
dling waste. Because Vul-Cots 
offer your customers more for 


for you in selling Vul-Cots. Write 
today for catalog price sheet— 
Dept. OA-4. 


The Round Taper—most popular of 
all Vul-Cots for general office and 
schoolroom use. Takes up small space, 
is neat and attractive. Two sizes, 
nos. 2 and 3. 


The Square Taper—a_ distinctive 
style, popular with executives and 
ideal for reception or board rooms. 
One size, no. 5. 


The Round Straight—specially de- 
signed for washrooms, basements, 
ticker rooms, lobbies, shipping and 
mailing rooms. Two sizes, nos. 9 


and 10. 





Colors—aAll sizes made in standard colors—maroon-brown and 
olive-green. Gray also available for use with gray 
office furniture. 
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their money —there’s more money ‘ 





the February meeting was one of the largest ever hel@ 
Harold Mann, executive-secretary of NOMDA, spoke on 
the theme, “Government Controls.” 

The March meeting, dated for the 19th, was to take 
on the nature of a pioneers’ gathering. Sam Smith, 
general sales manager for the adding machine diyij- 
sion of Remington Rand, Inc., New York, was to speak 
on “How to Take an Order.” 

The chairmen of the various standing committees 
for the year as announced by the new president, will 
be published next month. 

Clifford Landis has purchased the R. M. Alexander 
Stationery Store located at 2462 S. Western Ave., Los 
Angeles. The stock has been expanded, particularly 
the giftware line. 

This stationery was established 30 years ago as the 
Rogers Stationers. 

* 

The Western Typewriter Company has moved from 
2516 E. Gage Ave., Highland Park, to 6224 Rugby Ave. 
in the same city. The grand opening at this writing 
is slated for March 16. The firm occupies a new build- 
ing and has a 57-foot business front. 

This company was established in 1919 by Clifford F, 
Sanders. Mr. Sanders died about a year ago, and his 
son, H. C. Sanders, and A. E. Lacy, are carrying on the 
business. 

* £ rs 

A single air shipment of adding machines and cash 
registers, valued at $30,000, was recently sent to Mex- 
ico by the Clary Multiplier Corporation. This order, 
following close after a 3,000-pound shipment of sim- 
ilar machines to the Argentine, reflects the growing 
buying power of the Latin American countries, accord- 
ing to Hugh H. Clary, president of the corporation 
Mr. Clary reports that export sales increased about 
60% in 1950. 





Royal Announces Accounting Moves 
W. H. Parks, comptroller, Royal Typewriter Company, 
Inc., recently announced two new accounting moves 
Walter E. Behrens, former New York cashier, has 
been promoted to take over special assignments on the 
comptroller’s staff. Mr. Behrens first became associated 





WALTER E. BEHRENS ANTHONY 8B. KRIEG 


with Royal on November 16, 1923, as a clerk in the ac- 
counting department, and successively held the posi- 
tions of assistant bookkeeper, bookkeeper, cashier for 
the dealers’ department and assistant to chief clerk 
of the accounting department. He was appointed 
cashier of the New York division in 1933. 

Anthony B. Krieg succeeds Walter Behrens as New 
York cashier. 

Mr. Krieg started his career with Royal on January 
4, 1947, as a bookkeeper in the New York cashier’s de 
partment. In 1942 he was moved to the position of 
New York assistant cashier, his post until his recent 
promotion. 
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... You can pay 


MORE 
..- but you cant 


BUY BETTER! 


WELLS 


“We make every 
chatr we soll... 

and we soll every 
chav. we make.” 


MANUFACTURED BY 





CHAIR CORPORATION 
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the “DEBONAIR™ 


WELLS POSTURE-RITE 
with the Tilting Back 
No. 1270 


. 40 ae smeieenebuiiiiiin 


Priced Slightly Higher in Zones 2 and 3 


“So MUCH for so Little” 


GENERAL OFFICES 
725 $. LA SALLE ST. 
CHICAGO &, ILLINOIS 
am 
TELEPHONE 
HARRISON 7-1100 
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AMERICAN AIRLINES 
t Labe AIR FREIGHT 


2 





Pe 


al Hand Stamp Stencil Duplicator 


MUTISTAMD- The Origin 


LABEL ADDRESSING 


-- ty > 


mn} 











"Solved our marking problem !”’ 
say users everywhere 


One firm reports, ““‘The MULTISTAMP* Duplicator is the 


best thing we have ever seen for printing postcards.’’ Another, 
“You licked our shipping tag and label addressing problem.”’ 
Still another, “The MULTISTAMP Duplicator tops any- 
thing we’ve seen for marking boxes, cartons and packages— 
we’re completely satisfied... MULTISTAMP is the Origi- 
nal Hand Stamp Stencil Duplicator, and has been giving 
dependable service for over 30 years to the biggest names in 
the office and shipping fields. Portable and non-mechanical, 
it is made of non-corrosive meta/ to last indefinitely ... no 
moving parts to wear or repair... . has low-cost replaceable 
ink pads. 


NN 


PRINTS and ILLUSTRATES POSTCARDS. The MULTISTAMP 
Duplicator is also ideal for printing office and shipping forms, 
bulletins ... even letters and menus. It’s so handy it is often 
used as an emergency “rubberstamp”... takes but a minute 
. -. costs about 2c. Where hairline registration is required (print 
ing “‘fill-ins” on printed forms—or printing the full area of 
postcards) printing guides are availab\: 





i 
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Quick ... clean... accurate... easy-to-use .. . inexpensive 
the MULTISTAMP Duplicator prints 1000 or more clear, 


sharp copies from one stencil...one inking. “It prints 
anywhere’’: 
POSTCARDS SHIPPING TAGS LABELS 
BOXES CARTONS PACKAGES 


Just type, write, trace or draw on low-cost stencil and snap 
in position, then print... print... print—just like using 
a rubberstamp. And, with the new FORM-CUTt 
MULTISTAMP Stencils (now widely used to speed up freight 
marking) you print forms and “‘fill-ins’’ in one operation. 





MANUFACTURED ONLY BY THE MULTISTAMP CO. INC. NORFOLK, VIRGINIA 





There is a size for every duplicating need. 8 complete outfits, $9.50 to $99.50, 
f.o.b. factory. Write for descriptive literature or see your Office or Shipping 
Room Supply Dealer. The popular “‘No. 3°’ outfit, pictured above, is of 
suitable size for printing postcards and large shipping tags; and includes 
the duplicator, 12 stencils, ink, ink brush, writing board, stylus pen, type 
cleaner, correction varnish and complete illustrated instructions in a handy 
durable case $19.50 


*PReGisTeREeD tra MARK TTRADE MARK 1981, M.C.1 
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TREGON HRAILERAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 





Wayne Larkin, the most eligible bachelor of Long- 
view, Wash., and the popular buyer for Judd’s Station- 
ers, of that city, has at long last foregone his game 
of solitaire and embarked on the sea of matrimony. 
Wayne's bride was one of the most popular members 
of Longview’s younger set and their honeymoon took 
them down the west coast of this country to Mexico 
where they were entertained at the U. S. Embassy by 
one of Mrs. Larkin’s girlhood friends. 

Wayne told us he found it difficult to leave the land 
of Xochimilco and Chapultepec to return to the more 
realistic field of pens, pencils, and ink, but hopes to 
return to Mexico again at a not-too-far-distant date. 


~ * = 


If any of you Oregon Trail traveler golfers feel that 
you are being regarded with suspicion by the waitresses 
at the City View Golf Course clubhouse, in Portland, 
you are correct in your assumption! 

It seems that one of our local members in that city 
recently partook of a snack and then departed with- 
out the customary pause at the cash register. To date 
the girls haven’t figured out whether he had a lapse 
of memory, or a lapse of conscience, and are wondering 
if the omission also showed on the expense account? 
If this should come to the attention of the absent- 
minded traveler, $.95 will restore the organization to 
good standing at the clubhouse. 

. ~ + 


We are glad to hear that the recent automobile 
accident in which Beb (Eagle Pencil) Anderson was 
involved resulted only in damage to his car and no 
serious injury to him 

. o + 


Gerry (American Pencil) Whitcomb’s recent auto- 
mobile accident reduced his sedan to the status of a 


tudor!” However, as soon as the two new doors are 
received from the factory Gerry hopes to desert the 
plane and t! the highway again. 
” « * 
The locale for the weekly Wednesday noon traveler 


luncheon has been changed to the Nortonia Hotel 
dining room Portland. Plan to make it on your 
next trip to that city, travelers, and you will find 
the surroundings, music, and food, excellent! 

The Valentine Day luncheon there had a number of 
interested listeners to the guest speaker, Harry (Rock- 
well-Barnes) Ford who spoke briefly on “The Industri- 
alization of Los Angeles.” Bob (Oxford) Davis followed 


with a few words on “The Political Future of Amer- 
ica” and the popular buyer, Francis (Pacific Station- 
ery) Fowlks, sed the entertainment program by 


reviewing tha ontroversial question, “Shall The 
Dealer Pay The Postage”? Dick (B. & P.) Ziesler 


poured for the luncheon and Bud (Esterbrook) Dock- 
stader handled the chipped ice instead of a guest 
book. Filing out, one of the travelers was heard to 
remark, and we agree, that it was just too bad that 
St. Valentin«s ouldn’t have had a birthday every 
nonth gay 


Bob Needham, of Needham’s, Salem, Ore., tells us 
that at the nvention in May, at Gearhart, it is 
planned to h a golf tournament on Friday after- 
noon. Valuable prizes will be awarded to the winners 
that evening the main lounge. Bob also inferred 
that the stationers, collectively, did not hold a very 
high opinio1 f the travelers as golfers but we 
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NEW IDEA in STAP), 


ISA 


Viet ad MAKING 
|DEA FOR Yoy 


DUD -FAST Pocket Stapler 


the stapler with a BIG future! 


Uy 


ik 





Beautifully styled to fountain pen size. 
Take it with you—use it at your desk. 








Highly praised by business, / 
professional, and traveling 
men as just the personal 
stapler they have al- 
ways wanted. 


It opens a vast new 
stapler market for you. 


$995 


INCLUDING 
1000 STAPLES 





7 PACKAGED 


COUNTER 
DISPLAY 


REFILLS BRING 
REPEAT SALES 


The extro stoples 
ore packed in tiny 
boxes of 1000, ot 
25¢ each. There 
ore 24 boxes to 
each counter dis 
ploy pock 








LOOK AT THESE OUTSTANDING FEATURES 


Fountain pen size—weighs only |'/2 ozs.—Fastens 2 sheets. 
Sparkling chrome finish with colorful plastic barrel. 


Precision made—Unconditionally Guaranteed—Top Quality. 


Write today for information on prices and dealer aids, 


FASTENER corporation 


858’ FLETCHER STREET, CHICAGO 14, ILLINOIS 
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The Finest in 





POSTURE 
CHAIR 


No. 4815%s 





The 
Chair 


that has Everything 


TAYLOR 


Exclusive, hinged, Comfort-Contoured, 


Follow-through Back ... 
4802 


Foam rubber cushioning 
gives the most comfort 
ver built into a chair. 
las luxury—comfort tilt- 


drop seat. 


Erect or tilt, it is comfort 


built 


Write for catalog and 


dealer proposition 





The*Taylor Chair Company 


FOUNDED 1816 
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trust that this mistaken idea will be corrected at the 
coming convention. Yes? 

The time for reservations grows short, gentlemen, 
and an overflow attendance is already assured to greet 
the NSOEA Troupe. If you haven’t attended to it— 
do it now, and plan to be on hand— 

“Out Where The Handclasp’s a Little Stronger” 





Hail C. J. Leonard’s Meteoric Rise 


“President’s Month,” in honor of Charles J. Leonard, 
was recently celebrated by Panama-Beaver, Inc., 2633 
Touhy, Chicago. 

Mr. Leonard, who began as an errand boy with 
Panama-Beaver 35 years ago, is now president of the 
Midwest section of the company. 

A pageant and testimonial dinner was given in Mr, 
Leonard’s honor in Simson’s restaurant, Arlington 
Heights, Ill. The pageant featured authentic costum- 
ing of the past 35 years and highlighted important 
events in Mr. Leonard’s career. The evening reflected 
the pride the “hired hands” of the carbon paper firm 
feel in the way their boss started out as errand boy 
and made good. 

C. J. Leonard started November 22, 1915 in a menial 
position and after a few months advanced to the 
position of cutter. Within a few years he was made 
a salesman and working his territory with fervor he 
was promoted to sales manager, then to vice-president 
and finally to president of the Midwest division. 

He says of his organization, “Our credo through the 
years has been to do by a customer what that cus- 
tomer would do if he had our knowledge of the carbon 
papers, inked ribbons, and duplicating business.” 

Another honor was recently paid to Mr. Leonard 
when he was awarded an honorary membership in 
the Lake Shore chapter of the National Secretaries 
Association. The occasion was the fourth annual Boss 
Night dinner and he attended as the guest of his 
secretary, Miss Eleanore F. Smith. 





Premier Supply To New Address 

The new address for enlarged executive offices and 
warehouse of Premier Supply Corporation is 40-30 23rd 
St., Long Island City 1, N. Y. 

This new location was taken March 3 and all orders 
are to be sent here. The new telephone number is 
RAvenswood 9-2667. 


FAREWELL DINNER GIVEN JOSEPHSON 








Arthur Josephson, secretary-treasurer of the Josephson Mfg. 
Corp. and of The Cooke & Cobb Co., has resigned to devote 
his full time to other enterprises. At the dinner pictured 
here, Arthur's friends presented him with a parting gift as 
a token of their regard and good wishes. Arthur is shown 
seated at the head of the table to the left of Joe Wexel- 
baum, president of The Cooke & Cobb Co. 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK AND U. S. NEWS 





Whe buteneas Mal ode fron Ud cadhed / 


oe building was gone—this 
business lived to carry on the 
hopes and dreams of its owners. 


Within the scorched Shaw-Walker 
Fire-Files, irreplaceable records re- 
mained clean, legible, untouched by 


the flames. Recordsof sales, contracts, 

new prospects, accounts receivable 
their every important transaction 

survived the blaze 
Both building 


sured but time loss would have meant 


7 business were in- 


disaster... for in business today, time 
s the critical factor 

Equip your office with this practi- 
al point-of-use protection now. It 
will pay its way in peace of mind and 
in steps and minutes saved every day. 


Shaw -Walker has 
4 ty pes ot hreproo! ( abinets to keep 


time-engineered ”’ 


records safe. ready to use in seconds, 


before and after fire 


Burk Loke a 
Sh yw taper” 


GHAW-WALKER 


And there are Shaw-Walker desks, 
chairs, files, cabinets, systems, index- 
es and supplies—everything for the 
office except machines—each ‘“‘time- 
engineered’’ for the needs of every job 
and worker. 


Time-rated, point-of-use 
protection saves steps ~ 
steps up production. 


i 

! 

! 

I 

i 

I 

! 

! 

i 

S a. 

+ Each drawer an 

! individual safe, insulated 
| on all six sides. 

! . . 

; Easy-operating 

! drawers reduce fatigue. 
! 
I 
I 
! 
I 
I 


Free-coasting, 


tloater-bearing slides. ————"" 














If you are setting up a new business 
or merely wish to modernize worn, 
out-dated offices, make sure you use 
Shaw-Walker equipment through- 
out. It will help you make the most 
of every minute, every working day! 


! 
1 
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| 
1 
! 
1 
1 
! 
| 
! 
! 
1 
1 
I 
! 
! 
! 
! 
I 
I 
1 
! 
! 
! 
! 
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> i 
3 c ” All Fire-Files equipped 


ad with locks — signal plunger 
; or new manipulation-proof 
combination. 


Foolproof latch on 
each drawer. 


All around good looks — 
cast bronze hardware 
—well-proportioned, 
attractive colors. 


The booklet, ‘‘Time and Office Werk,”’ is packed with ideas for stretching office 


A wealth of information on “time-engineered” office systems and 


wh YP tour FREE time. Organize now for greater sales effort and lower operating cost! 
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equipment. 36 pages! Many color illustrations! Just off the press! Write 
today, on business letterhead to: Shaw-Walker, Muskegon 48, Michigan. 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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“NEW LOOK” OF METALLIC- | :: 
BACK FLAGSHIP LEADS | :.: 
TO EVER-GROWING of 
CARBON PAPER VOLUME! | «>:: 





@ Flagship is curl-proof, its 
not just curl-resistant on 


@ Flagship’s metallic back means ailir 
extra wear,easier handling 


@ Flagship makes sharp, taws 
permanent copies Type 





McF 
Gest 


@ Flagship allows smudgeless 
erasures 


Ha 
pron 
Ltd.., 
Cana 
char 
Mont 
pany 
repre 
late 
20 ye 


ANUFACTURING CORPORATION 
. Te 


ALLIED CARBON AND RIBBON M 





Pardon the pun, but there’s nothing stationary about Flagship! It 
moves off your shelves—fast—because it has something no other 
carbon paper has. This point of distinction is Flagship’s uniquely 
different metallic finish supported by a plastic base. Flagship gleams. : 
It has a clean-cut, silvery look that sells it on sight. But this different FLAGSHIP RIBBONS lg 


kin n r, besides having a superior look, does a superior : 
ind of carbo _— 8 I oy Se S ae An entirely different ribbon with busin 
Oxfor 
its se 





Mu 
Lond 
given 
book 





job—a time-saving, trouble-saving, money-saving job for your cus- extra sharpness, blackness, long wear 
tomers. That's what makes Flagship a powerful builder of ever- and erasability. Fine long-staple cot- 
ton fabric gives increased wear and a 


increasing repeat sales! Sound like something for you? Let us tell you : ; 
2 nied & , y beautiful write. A matched package Pg 


the whole story. And let us tell you what the chances are for a dealer- for the Flagship carbon box in black, erecti 
ship for Flagship and the entire Allied line of carbon papers and red, and gray metal. at Do 


inked ribbons. Write today to Dept. A 


ALLIED 











A. 
equip! 
Fourt: 
busine 
CARBON AND RIBBON MANUFACTURING CORPORATION] °% th: 
General Offices and Factory: 165 Duane Street, New York (3 Walke 


Western Office & Warehouse: 1629 So. B’way, Los Angeles (5 at the 
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Canadian News Notes 
¢. J. LUDDINGTON, CORRESPONDENT - 
BOX 421, POSTAL TERMINAL A, 


BAY & FRONT STS., TORONTO, ONT. 


c. J. “Dut” Dutton of Luckett Loose Leaf, Ltd., . 
Toronto, was presented recently with his first grand- , f f 
child of 

> * * 


M. (Mat) Esdale, Esdale Stationery & Printing Com- 


pany, Winnipeg, Man., is now in his seventy-fifth DESK PEN SETS 


year and active at business every day. 


W. J. Gage & Comesniile Led. Toronto, has formed Makes 200 Sales For 


the Gage envelope division to facilitate the expansion 


f its stationery business. The company is one of the N ti | St ti 
oldest envelope manufacturers in Canada as well as a iond a ioners 





one of the oldest manufacturing stationers and educa- Pin vo A See” 
. . - «Eucrghing from & 
tional publishers. It is now in its 107th year. James H. . 
Dunham, former specialty sales director of the com- TONERS 
pany, has been appointed sales manager of Gage en- NaTIONAL es? se 
velope while Robert S. Parish has been moved from Oftice Eger or es 
, . aecr a 
the sales staff to be sales manager of Gage stationery. oeee gunmen ene enone 
e e e orverieneres waceve’® 
i : : i roos ARCH eracet (evn OEE ayers 
J. B. Rolland et Fils, wholesale stationers, now in a conn ene vaoewet® 
its 108th year of operation, recently opened its new oe 
. . - orem 
spacious and modern warehouse and business offices —_ae 
on Royden Road, town of Mount Royal (Montreal), — 20 1950 
Quebec. Oscar St. Pierre, vice-president and general brook Pen Co November : 
manager, presided over a brief opening ceremony. ey 
Marcel Rolland, president of the company, who is in 7 4 your 
ailing health, was unable to participate in the cere- Gentlemen: r of 1950 .¥° ne 10 Day Free 
mony In Novembe covering © at: me 
“2 s ble postal C@l" 444 piples® tomers an 
Tho ttawa Sint — Lae . = dov n to ou Cc 
The Ottawa Stationers and Office Equipment Asso- Trial on y mailings 
ciation held its annual meeting recently in Ottawa, sent the2900 prospects: have 
and chose Ted Grand of Office Appliances, Ltd., Ot- to over ¢ this mailing tria 
tawa, as president. Jim Preston of J. C. Preston, Ltd., As 3 result ° 200 peop) ¢ to the sales 


is new vice-president and Norman Walker, Ottawa 


Typewriter Company, secretary-treasurer. Directors ens 1ready Trial 
are Herman Powis, Powis Brothers; Jack Kavanaugh, Pt 200 desk § s=- 10 Day Free 4 only 
Office Specialty Manufacturing Company; Al Johnson, 1 that this -getter, - 
McFarlane S xs j We fee. 41 busines? auces 
McFarlane Son & Hodgson, Ltd., and Baziel McEnery, is @ 4 it ° pusiness 
Gestetner (Canada Ltd. offers pusiness — the helo fro ro 
ra 
| hie immediately: pring tO ¥tm prospects Maas 

Harold Ellis has been named advertising and sales | that it ¥ st . pusine in t 
promotion manager of the L. E. Waterman Company, present nave not done ¢ the best 
Ltd., Montreal. Mr. Ellis is widely known throughout whom We aw this is one pid 
Canadian advertising circles and was formerly in We hime 5 we nave Se ly yours: 
charge of advertising for Brandham & Henderson, Ltd., promotion + very tr y rATIONERS 
Montreal paint manufacturers. The Waterman Com- NATIONAL S 
pany has appointed A. J. (Bert) Anderson as territory ~ 
representative in the Winnipeg area, succeeding the C ) ; 
late W. Boyd, who was with the firm for more than 1B: fbs I BERMAN 
20 years in the same area. 

od ~ * 

Much value issistance in promotion of the North 
London Mercha! Association in London, Ont., was . 
given all during 1950 by Robert Pittam, stationery and National Stationers’ results were typical of those 
book store owner and operator. Mr. Pittam is one of reported by many other stationers—immediate 
the directors of the new merchants association which desk set sales and repeat business afterwards. 
aims to promote in everywa ossible the growing , : . 
business section on Richasend St. in the iakaiie ~ This same double post-card cmp used so nt 
Oxford St., London. The organization recently entered cessfully by National Stationers and others is avail- 
its second year of operation. able to you. For complete details, mail the cou- 

* * * pon below. 

Addressograph-Multigraph of Canada, Ltd.,1152 Bay _ .......- Nee aaah 
St.. Toronto, recently awarded the contract for the S Pe. Prank Weletonere® ' 
erection of a head office and factory on Hollinger Rd. | Ge Grainne Gen Company, Camden 1, N. J. i 
at Dohme Ave., East York, a suburb of Toronto. ' : 

! Please send me (without cost) complete details and samples of your 
~ a Oo | direct mail promotion on Esterbrook Desk Pen Sets . 

A. Whitley Lt Windsor, Ont., well-known office ; ; 
equipment distributor, recently opened a store at 63 ; NAME... : 
Fourth St., Chatham, Ont. The firm has been doing | ae : 
business in that city since 1922. A. Whitley, president : ' 
of the firm, has appointed Jack Whitley as manager ; ©4Asenaes a oS oe : 
i the new branch. The latter Whitley attended S GEER, .cuncdedhseodescalaanscoumal ZONB...,..8TATE...... : 
Walkerville Collegiate in Windsor and began studying ' We have approximately ........ names on our mailing list. ' 
at the University of Western Ontario. The war in- I. <p ecnenenchenanentneneerinanneamatberadiamaanieanaa aa 
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terrupted his studies and he joined the R. C. A. F. asq 
pilot, serving overseas. He then returned to university 
and graduated from the business course. Three years 
and a half ago he joined A. Whitley Ltd. 

Don Ellis has been appointed service manager of the 
new Chatham branch. 








* 


G. Everton Smith, general manager of Moyer School] 
Supplies, Ltd., 106 York St., Toronto, has retired from 
the company after 38 years’ service. Mr. Smith hag 
been actively associated with the school supply busi- 
ness since he first opened a branch of the E. N. Moyer 
Company, Ltd., in Edmonton in 1912. He rose stead- 
ily in the ranks of the company and was appointed 
general manager in 1927. At the special request of 
the board, Mr. Smith has consented to continue his 
work in the field of education as director of publi¢ 
relations for the Moyer firm. 
a 


~ 





” * 


















* 






The Temiskaming Printing Company, Ltd., New 
Liskeard, Ont., is now carrying a complete range of 
office supplies and papers. 

~ 








- 7 

Following a rapid succession of heart attacks, James 
A. Ellenor, 58, typewriter and office supply retailer and 
agent of Sarnia, Ont., died recently in Sarnia, Ont., 
where he was widely known and highly esteemed. Ex- 
port in shorthand he was an official court reporter 
for more than 26 years. 

Mr. Ellenor is survived by his widow, one son, Doug- 
las, of Sarnia, also six sisters and three brothers. 
- 
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Edwin J. Hawkins, Sr., 75, stationer, with store at 
906 Kingston Rd., Toronto, a business he had operated 
for the past 37 years, died recently. 

Surviving are his widow, the former Eliza Lakin; 
two daughters, Mrs. Robert Marshall, and Mrs. Fred 
Bolton; a son, Edwin John, three grandchildren, all 
of Toronto; and two brothers in England. a 

* ” > 

Western Business Machines, (formerly Willson Busi- 
ness, Ltd.), under the proprietorship of L. F. Furse, 2 
Cobbold Block, 147 Second Ave. S., Saskatoon, Sask., 
was recently appointed exclusive representative for 
Royal Standard typewriters. Head office and factory, 
of the Royal Typewriter Co., Ltd., is at 7035 Park Ave., 
Montreal. 

. + ” 

Muirhead Stationers, 9 Elm St. E., Sudbury, Ont., 
office stationers, has moved the greeting card depart- 
ment downstairs. 

~ ® = 

The Willson Stationery Company, Ltd., 10080 Jasper 

Ave., Edmonton, Alta., has been completely re-organ- 





































, ized. Headed by E. C. Warner, divisional manager, la 
—_—— assisted by A. J. (Tony) Howard, the firm will aim 
The profits are there for the to provide an improved service in the distribution of 
PRINTED-TO-ORDER taking —and YOU can take office furniture, machines and supplies. Orders phoned . 
rere them ENNIS offers a com- before 10 am. will be delivered the same morning. ¢ 
plete line . competitively After 2 p.m. orders will be delivered on the afternoon m 
Restaurant Checks priced and attractively dis- deliver 
Tags of All Kinds counted. Why miss profits y. ee ae la 
could fr 44 ve é ec 
STOCK that so ioe o no a Copp-Clark Company, Ltd., 495-517 Wellington bh 
Sidditeeche you DON’T make—so write St. W., Toronto, publishers of commercial textbooks, € 
Restaurant Checks TODAY for catalog show- has let the contract for the construction of a fourth 
Tegs ing all styles, prices and story on its existing building at the same address. 
Legal Ruled Pads discounts! : " : 3 — ; 
Steno Notebooks Rares Furniture for executive suites, inquiry rooms and 
Adding Machine Rolls employee’s lunch and lounge rooms in the new head 
File Folders ~ office of British-American Oil Company, Ltd., opened 
taden Cords ae ii recently at the northwest corner of Bay and College 
Sts., in downtown Toronto, was designed by Archie 
‘ Chisholm of the T. Eaton Company, departmental 
store, 190 Yonge St., Toronto. It was fashioned in sev- 
(Ennis) TAG & SALESBOOK CO. eral Canadian shops. 
Factories at Ennis, Texas ® Chatham, Va. * * * 
BRANCH WAREHOUSES: 531 South Peters Street, New Orleans, R. Ivo Cudmore, office machines and furniture, serv- ( 
Rice tare Sarena hones,’ tae Veale Ace Aleweer- ice and supplies, Charlottetown, P. E. I., is now located 
que, New Mexico; 307 West Eighth St., Los Angeles 15, California in his new premises at 55 Queen St., that city. He 
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For executives who have imagination, we suggest these fine chairs, designed by the 
late Gilbert Rohde, nationally known designer. 
The seat tapers from front to rear—better looking, more comfortable. The 


continuous stretcher is a “beauty” extra. Back posts are shaped and molded by the 
most expert craftsmen. Plus the famous Gunlocke strength and durability. 


The new Gunlocke catalog has full details on this and other fine, new Gunlocke 
chairs. Write for it today! 








.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 








The JASPE 
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tial 


The triangle which moves JASPER DESKS from our 


factory to the dealer and on to the ultimate user is part 






of a marketing process begun Three-Quarters of a 






Century ago. Every desk that emerges from our mod- 






ern factory reflects years of experience in making 




























quality furniture . . . possessing refinements that will 
be long remembered by business men who work at 
these desks. We do not treat our obligation to the 
trade lightly . . . we shall persevere in producing desks 
that are worthy of the name JASPER DESKS. 




















RK DESK Company 


ER, INDIANA 


be) 
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represents Seaman-Cross, Ltd., office machines and 
Underwood, Ltd., typewriters. 
* a s 
Hundreds recently toured the factory of Barber- 
Ellis, Ltd., Brantford, Ont., on the occasion of the 
seventy-fifth birthday of the company. Guides, with 
a complete knowledge of the many processes in con- 
nection with the manufacture of envelopes, stationery 
and paper boxes made the tour a most interesting 


ne to the visitors from the trade as well as the gen- 
eral public. As visitors entered the main office, flower- 
decked and s} ous, they were received and welcomed 
by officials and directors, including C. G. Ellis, Brant- 
ford, chairmar f the board of directors, and E. H. 
Ellis, Toront resident and general manager. George 
Scott, Toronto, 1 more than 40 years an employee 
of the company, and who has been retired for the 
past 10 years, v a visitor. 

j 7 * + 


The new noiseless foam rubber stamp pad being 
manufactured by Sanford Ink Company, Bellwood, IIl., 
is now being made available in Canada through Mc- 
Farlane Son & Hodgson, Ltd., Montreal, and associated 


wholesalers 





Yurman Now Owner of The Cay Company 


Herman W. Yurman recently purchased the interests 
of Robert E. Corino and announces that he is now 
the sole owner of The Cay Company, 9 Washington 
Ave., Endicott, N. Y. This is an office equipment firm 
with the mott Office Equipment that Works for 
You.” The firm was organized in June of 1946. 

Mr. Yurman states that since 1949, when the present 
location was taken, the firm has increased its business 


and stock and now carries a complete line of Security 
Steel, Art Steel, Cole Steel,-Metalcase, Smith-Corona, 


Remington Ra! Speed-O-Print, Wilson Jones, W. A. 
Sheaffer and Esterbrook products. Esterbrook Pen 
Company recently awarded the Cay Company a $25.00 
prize for the Christmas window display. 





5. J. Witz & Company Wins Settlement 


S. J. Witz & Company, Chicago, has announced the 
settlement out of court of a lawsuit brought by that 
firm against the Queen Ribbon & Carbon Company, 
Brooklyn, N. Y n which the Circuit Court of Cook 
County, IIl., issu an injunction. The injunction 
is claimed t ve restrained the Queen Ribbon & 
Carbon Company from selling Jiffy Set carbon packs 
e territo! erved by the S. J. Witz & Company. 


J; lected Votes ws 


Burroughs Adding Machine Company, Detroit 32, Mich.—Profits fron 
é pany in 1950, including dividends from sub 
, $8,019,916, or $1.60 per share of stock 
) when the total was $7,479,698 or $1.50 per 
I t of 1950 revenue, which totalled $87,420, 
f $82,653,991 in revenue. While total 1950 
lightly above those of 1949, revenue and 
ear were at a substantially higher level 
nth periods. Dividends of $4,497,451, or 
stockholders during the year. These 
per share, the same rate as in 1940. 

nvested in the business 


Pitney-Bowes, inc Stamford, Conn.—Gross revenues and net earnings 
innounced by Walter H. Wheeler, Jr.. 

to $21,695.658 for the year as compared 

before taxes for 1950 amounted to $3,712,281 

49. Net profit, after provision for taxes, 

ifter provision for preferred dividends, 

compared to $1.69 in 1949. It was also 

directors had voted 25 per cent of the 

iarter of 1950 for employee profit-sharing 


Underwood Corporation, 1 Park Ave., New York 16, N. Y¥.—Increased 


ting machines and other supplies brought 

Corporation in 1950 to record levels, P. D 

Wag C. Stowell, president, announced in the com 

February 27. Revenues from sales and 

. 005 from $46,887,0 Net income for 1950 

$4,996.84 : on common stock, compared with net of 

’ ea ¢ hare in 1949. On December 31, 1950, tan 

gible t t t $34,445,933 and net working capital at 
$26,446.44 N Tribune) 
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Jf Wishes 


Were Chairs 





But, alas! ... a great many of the thou- 
sands of Americans who seem so eager to 
enjoy the comfort of an Indiana chair will 
have to wait. As much as we would like to, 
we just do not have the facilities to meet 
present demand. 


That is, we cannot meet the demand and 
still keep making chairs with the built-in 
durability and beauty that are traditional 
with New Indiana Chair, or with those 
extra quality touches in workmanship and 
materials that make our chairs so certain 
to give lasting customer satisfaction. 


All of which brings up an important 
point: no matter how critical the situation 
becomes in the future, you can be confi- 
dent that the chairs we deliver to you will 
be worthy of the name, “Indiana Chair” 

worthy of it in every detail of con- 
struction, styling and materials. 


NEW INDIANA CHAIR COMPANY 
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Fifth Annual NOFA Convention 


Continued from page 27) 


NEW IDEAS @& hy te 
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Myrtle Desk Co., High Point, N. C 
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a ‘ ha t match ++ cdw iJ 

* Feature this profitable item and sell hundreds of tr Floyd Yod Well pp 
7 . . iM 5 

waiting prospects in every type of business. NOFA Furniture Polish, National Office Furniture Assn.. New York. N. You 

| FA Group Insurance Program, National Office Furniture Assn.. New 

/ ' T N. Y ’-¥ ar ; wa ave 

( ; to raft F sre Ce Grand Rapids, Mich f office 

rm Ss ; ible kea ’ wn here 

U , f less Stee! E f ment Co.., Philadelph a, Pa.—A f f filing 

. So ‘ a 2 ff ted ance 

i al |! i A Antor x : 1a epre 


eton Upholstery Co., Inc., Bronx 60, N. Y.—M traditiona 
OFFICES ther, nal pric tre of hi 
HOMES 


Pronto File Cors New York, N. Y t to files 
INSTITUTIONS wit ' e Stee 
Radel Leather Mfg. Co., Newark, N. J play f ne 


— ! ana 7 es wa nov ; Mck pnt ales 


“A O™N ON AS 


~ r F 3s t 6 F eck 
(¢ 4 f\3 —} 
TI eS Rest-A-While, The, Couch Co., Ellenville, N. Y¥.—Exhibit was the 


rs it * he No. 20 ind the No. 3000 
/ Py A hown was the N 3 exe sf B tater 
—t N xecutive deluxe cha top ara ' Sides 
a Rishei, J. K., Furniture Co., Williamsport, Pa.—Among + jesk 
. ; , . executive walnut hiog jale fiat f node 
rm os sainadl ailiele ak thaakad Bree ya Nae a ery 
P nae ahah: aieak op k flat ¢ ae a 


Re kwel Barnes Ge. Chicago |, Ill.—Feature ew Rock-A-File 
FACTORIES forets E. Conlon, | Rose. Robert Wa iH. ¢ 











Royal Metal Mfg. Co., Chicago 1, i—et t were Kecutiv hair 
é hairs, all featuring ¢ rfu ew baked ename 
planted chrome plat ; the ~ va Meta ne 

3. The exhibit was under the direction of K. R Ker 
wh was assisted | Abe Golde San > lick 
; Sid Cower Bob Reet [ Kreaa e!| Hecht 

S m McGuire and Carl W 
Sainberg & Co.. New York 10, N. Y.—Leat esk acce es were on 
. R sinberg and B. Mercer were harae 

Security Steel Equipment Corp., Avenel, N. J estline desks and filing 

° t w t i against a backor splay snow 3 photograpn 
B With Genuine Cork Surface tative Heme tram the aren ome of the Socorte aa 
tt vere Harold G. Toug snacer stock sales: Maree il 

He 1 W 2m Cist. age pervisc 

Yes, there's big, profitable sales await- Shepherd, N. T., Chair Co., Salt Lake City, Utah—Posture and executive 
7 3 } } highboys were exhibite President ack K te and 
ing you when you feature and display , ; jent k th Baker were in charge assisted by Harold Reinke 
. 5 f } Li t Speerir Dick Low ra ecretary 

Rowles Cork Bulletin Boards. Every 3 2 
type of business has a need for one or _ Standard Furniture Co., Herkimer, N. Y.—T! w executive desk mode 
. p . 464/-' wa t was teatured here ‘ tlw j } nanager 

more bulletin boards. Industrial plants, H. M were in chares 

‘ . Sturgis Posture Chair Co., Sturgis, Mich.—Ex tives and stenographer 
hospitals, offices, churches, schools, Sa te hibited here te a Binet seta hn al 
M. Matthews assistant sale manaae B. Tomopk Sid Lich 





stores, clubs, etc., all use bulletin boards tT; K. M. Ma w A a . 
rH + Pilk 3+ red Deut ” Ha i Be 


— and this business can be yours. Robert Hanove : ey 
SCHOOLS Taylor, The, Chair Co., Bedford, Ohio— New stterns a presentative 


CHURCHES Reach out for this business by display- as = sntire Taylor line wer lispley, PRintecnmctiy= — 
PUBLIC ing and featuring Rowles Bulletin Boards t Joseph | aylor aon M. Crippen, Holt Pilkingt William F 
} tt Pau Maris and Seraid Fre r 
now! There's a size and style to fit Th Furnit Co., High Point; N. C » ere w ss and 
BUILDINGS homas Furniture Co., High Point, N.C. d he ; 


every need. Cote ie tke nad 

— Tiffany Stand Co., Poplar Bluff, Mo.—-Feat ere was Tiffany's fu ne 

as , table +e ’ ess machine stand jing the mode! S-PT stand 

+ 225A2 OTUA Display one sample and take orders. t ; William Simpkins, general manager, and Arnold Well 
é nanage were if harge 

Ship direct from factory to save your Vaico Co., St. Louis, Mo.—Products show Jed the No. 25 and No. 2 

er, N } snd No. 1500 co er; N 333 standard with velo 


You don't need to carry big inventories. 


osturt 
handling. vered rope. No. 56S sand urn, No. 60-S and No. 260 smoking stan 
~ 


ro ‘ [@ W 
a8 3 | ee Rowles sh how Cork Bulleti t the No. 266! cocktad smoker J. Gartner wes in charge 
‘ Ft ‘ i Let Rowles show you how Cor ulletin Vanguard Engineering & Mfg. Co., Chicago 4, IIl_—Mod | 25-R lette 


= 
————————] 


Boards can help increase your sales. } 26-R aan ze tiles we F Petranek we 
arge, assisteg Dy © Cantwe anc ¢ antwe 
STORES Victor Safe & Sauipment Co., Inc., North Tonawanda, N. Y Jisplay 
2 2 i were Best e stee tile r Master sulated files ertified ate artis 0 
SALESROOMS Write today for Bulletin 256-F4 ite drawers, treasure ire Master ‘insulated Bo recor as fifi 
Alla srray, vice-president, was ir harge assisted by ex irkharat 





Ed Knapp, Roy kibbe, George K. Desmond and Douglas Emore 
Wells Chair Corp., Chicago 5, Iil.—Featured here was the mplete line 
L@}R\' : f Aluma-Stee! and Posture-Rite chairs in Duran and Sheitr fabr The 
‘. e . hro-T Posture-Tilt and rigid-back chairs were stressed the display 

srae were oh Pritchard and Harry Adams 
ALLL ROSS ge w er Ww chard and Ha | 

RLARGTO® WEAGHTS Westcort, New York, N. Y.—The Stratoliner Cellarette and a w Westcom 
2 walnut desk was featured here. Bernard Nemlich, president, was in charge 
Wilthite Mfg. Co., Inc., Chicago 10, Iil.—On exhibit was the Wilhite lint 
f executive off furniture which included a mplete e of deskt 
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Model L-45 $199.50 

plus tax, F.0.B. Chicago. Complete 
with automatic paper feed and 
reset counter. All steel cabinet as 
shown $49.50 additional. 


¢e¢Cé LIQUID DUPLICATORS 








Sales and profits go UP when buyer resist- 14” sheets. “Copy-rite” Duplicators are 
ance goes down .. . and that’s just what built to last, with no service problems. 
happens when you sell “Copy-rite” Liquid They are available in both hand and elec- 
Duplicators. They offer so many “extra” trically operated models, (electric models 
sales appeals to your customers. For ex- carry UL Seal of Approval) priced from 
umple, they give longer runs of more uni- $139.50 to $399.50, (plus tax). 


form copies . . . better copies faster! One In sddition to cxsy-tocell “Copy-rite” 


copy for each turn of the handle . . . with- Duplicators, you have a complete line of 


out priming. They give better duplication “Rite-Copy” Supplies to sell your custom- 
without stencils, gelatins, ink, ribbons or ers. Make “Copy-rite” Duplicators and 
ype. Automatic paper feed—accurate reg- “Rite-Copy” Supplies prominent in your 
istration on stocks from post cards to 9” x profit picture for "51. Write for Catalog. 


WOLBER o)t) alee) #.s-) 0) 1-18 ae om 
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il enciile 


Cuba 


Havana 

















card cabinets 
cover all standard card sizes, 
higher-than-wide, tabulat- 
ing, and special sizes. Litera- 
ture available. 





\ 


SS 
eeeoe ove @eeeeeeee 


CARD CABINETS 


ARE WORLD STANDARD! 
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ee 

















Another unusual 








but functional 


a 





installation of 


Steelmaster card cabinets at El Encanto, one of 


Havana’s leading and better department stores. 


This novel treatment is employed in their per- 


fume department for the recording of and ready 


accessibility to their customers’ preferences. 


Card cabinets are, of course, Steelmaster doubles—#3352. 


art steel sales corp. 
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Wood Office F ture Institute, Washington §&, D. C.—A back pane 
f the institute and «a sting of dealer 
tive secretary snd Howard Gatewood 
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NOFA CONVENTION ADDRESSES 





OFFICE FURNITURE — 
TODAY AND TOMORROW 
By H. A. Green, President 
Royal Metal Manufacturing Co., 
Chicago, Ill. 
l mpany whose headquarters are here in 
S y t you members of NOFA a most hearty 
t only fervently wish that we could be 
f ‘ h different circumstances. 
S ul s plague all of us, that these are difficult 
nd s} t one manufacturer with sufficient orders 


st half f maximum production, ! am not so sure 
to have an insufficient amount of business 
a 8 iid have to scrap with my worthy com- 
f you dealers. I am sure that all of us 
ve make desks or chairs or files, of wood 
d prefer to be in a buyers’ market that 

nuifty and resourcefulness. 


in receiving my assignment 
from Hy Natovich, I must admit 
doubt as to whether he had picked the 
vhen I am through Hy will very likely 
t can I say about furniture today and 
im only qualified by experience to dis 
today this is virtually a non-existent 
e of tomorrow? Who here can make 
be borne out by future events, espe 
pear like there is anything bright on the 
onfine these brief remarks here today to 


the office furnit lustry, today and tomorrow. If I were to 
eed the sus f some of my business associates, you 

i be gett hour, lunch table tirade, but today let 
Ss] side the é Today, let us let the politicians criticize 
iministrat nd let me merely talk to you as a busi 


ess! our own welfare 
l t ke three basic points 
ss briefly some of the problems which all 
and how these problems tie into cu! 


ern! tions. This is important as to just what 
ture f dealers under our present circumstances 
Si el to the reasons for our national problems 
t t moral force which we are going to need 


stify themselves 

bring these problems home to us here 

tion or two as to how the problems of 
preparation for a healthy, profitable 


On the first topi manufacturers problems, 
we face today a 
neertain scope and indefinite duration 
ned to the limit. We know that during 
fe tary spending will rise and rise. It will 
f our normal pattern of civilian life. 
in productive facilities and critical supplies 
the war effort—there will be an ever-de- 
zoods for civilian needs. There will 
od furniture, until that too becomes 
nent controls are closing in on us all. No 
ind by no stretch of the imagination 
temporary Even if we avoid an all-out 
‘ontinue for at least three years. By 
ymplete C.M.P.. or Controlled Material 
materials will be rationed to industry. 
s almost an absolute essential to the 
yn any reasonable delivery basis. You 
ecent lifting of restrictions on office 
do not know about the tremendous 
tion has imposed upon manufacturers. 
th the release of this NPA order, we 
calls from dealers all over the country 
ce furniture orders with DO ratings 
vhen we could ship. Very few realized 
must wait 60 to 90 days for delivery of 
ertheless, we were forced to accept so 
we will be working on little else for 
many old orders we had on hand must 
d now cannot be shipped for an in 


ns for our being in this situation and 
t. it is gratifying to know that our 
ist attrdcted men of industry to ad 
ises. I have, and I am sure you have 
en achieving the ultimate goal without 
our total economy I am sure that 
mportant to the strength of America 
lua! enterprise—men who will attain 
f persuasion and incentive, rather than 
ng an all-out war. I am sure that by 
ve will be ready to produce for a total 
that we stay ready. I am equally sure 
tuction over what is needed for the 
war will be held to a minimum. The 
ong as industry is prepared to start 
th the turn of a switch, we will be 
thle civilian produc fion By 1953, with 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 


1888 Factory, Rochester 8, N. Y. 1951 





‘QUALITY EXCLUSIVELY SINCE 1888" 
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expanded production of all raw materials, it will far exceed any- 
thing we have heretofore experienced. 

Our main hope is that our Government will practice the econ- 
omies and efficiencies they expect of industry—that taxes will not 
be imposed to hurt more than necessary—that scarcities will be 
real and not manufactured. The American people are not s0 
reluctant to pay taxes for essentials. They do and should object 
to squandering of funds for pet administration projects and for 
the unnecessary projects of both Democratic and Republican 
members of Congress. We should object to employment of five 


people to do one person’s work—we should object to extrava- 
gances that we would not tolerate in our own business. 
There are many in this audience 

f with the feeling that this 
emergency is the result of political blundering and incapable 
leadership in Washington. I will not argue that point. However, 
regardless of how riled we might be over mistakes and errors 
of judgment made by official Washington, this national condition 

6 





has been brought on by Communism’s attack upon us and we 
must all assume a personal burden of this fight against Com- 
munism. The original teachings of Marx and Lenin declare that 


s the economy of capitalistic nations must first be destroyed, before 
Communism can ultimately mF We must see to it that 
& our economy is not destroyed. This probably means three years 


od of extreme sacrifice on a personal and business basis for each of 
us here. We must not let our economy fail as it has in other 
free nations. We must help those free nations where their econ- 
omy is being attacked and threatened. 


And, lastly, to bring this home 
to us at NOFA, I do have a 


= few words of advice and a recommendation to offer. During this /, 
emergency and while waiting for its end, let us devote our efforts "ee 4 

eee to the improvement of our industry by striving for a better . 
understanding of each other’s problems. Above all, let us avoid . 
making the same mistakes that many of us were guilty of making ; 
after and during World War II. We, as manufacturers, must not NS 


be content to stand idly by, without achieving something new and 
different to offer when this emergency is over. We must not 
be complacent because the pent-up demand created by two or 
s three years of scarcity enables us to sell anything we choose to 
during the present make at any price we choose to charge Dealers must guard 
against nervous buying of questionable, duration merchandise. 
‘ They must not have a day similar to the one experienced after 
World War II, when they awakened to discover huge inventories 
emergency, in an of distress merchandise that was a to no sane buyer. 
Allocation systems that are bound to follow this emergency must 
be well progered and equitably administered. We at Royal Metal 
effort to conserve well remember the inequities of merchandise distribution, because 
of hasty preparation of allocations and unrelentless pressure from 
dealers. During a period of shortages and slow deliveries with 
. dealer-customer relations severely strained, it is not fair for one 
aluminum and yet dealer to have an excess inventory of what another dealer needs 
urgently. Perhaps this association can play an important part in 

developing a fair plan of allocation and distribution. 
th t q To this association, to my fellow manufacturers, to the dealers 
serve e la e we are attempting to serve, I offer this suggestion. Perhaps you 
will bat me down; but if it starts the ball rolling—if it puts on 


ss a few thinking caps, I shall feel that my appearance here will 
efficiently VALCO be well worth while 
’ 
We know that during this emergency 


o 
will concentrate we will all have many 
distressing moments and when it is over, our problems will con- 


. tinue for some time. Why shouldn't this association, through its 
members of dealers and manufacturers, give thought to and de- “ua 
on pro ucing velop an equitable plan of allocation?-—A plan that will avoid 
scarcities and hardships in one area, while a Utopia exists in y 
another? I warn you that such a plan will not be successful, 
COSTUMERS only unless it is approached from an entirely unselfish angle. Manu- 
® facturers must get together and agree to a —- of live and 
8 let live. Dealers must do likewise. It might involve a one-year we 
moratorium during the post-emergency period, whereby each 
manufacturer confines his production to items he can make best 
VALCO and fastest. There would be much standardization of styles and 
finishes. Chairs from one manufacturer would perfectly match 
the finish of desks from another. All merchandise would theo- 


QUALITY STANDARD retically go into a pool, with quantities allocated to dealers in 


a definite manner Thus, manufacturers would know what to 

MAINTAINED! make and dealers wouid know what was theirs to sell. Dealers 
. during the moratorium would have to relinquish certain franchise 

rights, but they would not be going out on expensive procurement 


= 


£ 

















No. 17-C . . tours around factories to gain for themselves a few extra pieces 
Valco will use aluminum as beyond their regular allotment, at the expense of some other 
COSTUMER long as possible in strict ac- dealer Also, during this period, ‘Manufacturers could be develop- 
; ing new merchandise and new sales plans, to be introduced at 
cordance with government its end when we would again be on our own. Even if we had 
. . to fight like cats and dogs, when supply caught up with demand, 
directives. That means stretch- Iam sure that all of us would profit by such co-operative effort. 
i mi ly. For You must realize that only in a democracy would such co- 
ing the aluminum i . operative planning be possible. This is not recommended as a 
if I 
the present, an aluminum price fixing, market grabbing, a scheme, but as an 
* i . attempt to have NOFA do its personal share of the fight to keep 

Until further base and hangers will be our economy healthy under today’s emergency conditions 
notice, all other used on No. 17-C COS- 

Valco products TUMER. The upright will be That's it, gentlemen. 

7 . . Try it on for size. Maybe it’s no good, 
will be discon- steel—painted grey. No effort but if it leads to better economic relations between us, then it 
; j r maintain will have done its job. The proposal I have made is right in 
tinued. will be a te ed to a 2 line with our thinking at Royal Metal. I'm sure many of you 

the fine quality with which have read our advertisements, wherein we give our competitors 

publicity. Some of you have probably noted our more recent 

the name Valco has been ads and have read the offerings of the philosopher, Peppye Royal. 

; i One of them was, I go to the workshop where delivery of my 

identified. goods continues months behind schedule If purchasers cannot 

- , obtain my Royal Furniture, may I suggest they buy from my 

@ Send for complete information competitors who are good people and make good products."’ It 


would be nice to have such a spirit prevail among us all. It would 
certainly do our industry no harm 
And now in conclusion may I ae we are all fighting Com- 


munism. Make no mistake about it, and on the home business 
® @) M PA N Y front, our job is to keep our economic status at the highest level. 
This means among dealers and manufacturers, equal sharing of 


; - sacrifices—this means no underhanded procurement of critical 
2937 Sheridan Ave., St. Louis 6, Mo. materials, no wilful violation of control regulations. It might MANU! 
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4 aa 
we’ve switched to Browne-Morse filing supplies 





“Put away your pick and shovel, we’ve no more digging now. Our searching 
days are over, for this. new Browne-Morse Filing System sure makes filing and 
finding easy. We'll not have that frenzied, panicky feeling again. We're secre- 
taries once more instead of an excavating crew.” 
You're right, Sally, the boss certainly was wise when he chose Browne-Morse 
Supplies. They will help increase office efficiency, expedite the handling of work 
and maintain more accurate records. There is a place for everything and it’s 


easy to keep everything in its place. 
Send for a Copy of the Browne-Morse Filing Supply Catalog 
Architects of Efficiency for America’s Offices 


Browne-Mlorse 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 


OFFICE APPLIANCES, April, 1951 161 














The Travels of a Desk! 








EVERY MOVE COSTS MONEY 


SO 


PLAN YOUR MOVES WITH 
MOVE IT ONCE! 


In response to the increasing demand for a "package" or kit of 3- 
dimensional office-planning equipment, ‘Visual’ Planning Equipment 
Co., Inc., now has available such a unit 

This unit has been developed so that you can completely lay out 
multiple office set-ups. It contains an assortment of all basic office 
equipment, plus "Visual’’ layout aids, such as planning board, columns 
and tape. 

A complete 3-dimensional office-planning kit consisting of the fol- 
lowing: 


6 72"' Desks & chairs 6 |-Drawer files 

24 60" Desks & chairs 2 Adding machines 

12 60" Typing desks & chairs 30 Wastebaskets 
6—Typewriter right side S4 S56, eecshoien 


6—Typewriter left side 
12 48" Double-pedestal typing desks nae - 
12 4-Drawer standard files Drinking fountains 
24 2-Drawer files 6 Coatracks 
PLUS the following— 

| Sheet scored ('/4" graph) Lucite—i8" x 12" 

6 Columns—12" x 12" 

1 Roll of "Visual" layout tape 


“VISUAL? 


12 Telephones 


PLANNING 





EQUIPMENT CoO., 


PENNSYLVANIA AVE., DEPT. OA, OAKMONT, ALLEGHENY CoO., PA. 


“VISUAL” AND 


The kit will enable you to set up your office ON YOUR DESK.... 
You can make changes, rearrangements and alterations with the 3- 
dimensional equipment .. . thus you have a visible record of what the 
new set-up will look like. 


Through this method of preliminary ‘Visual’ planning you will have 
a "Visual" record of your offices—will be able to discuss it intelli- 
gently and accurately—and arrive at your decisions with the utmost 
speed. .. . You will eliminate costly time-consuming discussions and, 
even more important, will not have to make a number of moves of 
the actual equipment itself. . . . You will be able to move~ your 
"Visual" equipment—and then when the final decision is reached— 
move the equipment ONCE to its most efficient position. 


The cost of this office-planning kit is $57.50. The above listed 203 
items, plus planning board, columns and tape, is packed in a wooden 
box. Shipment is via insured parcel post, F.O.B. Oakmont, Pa. 


Obviously, because of the greatly reduced price of this office. 
planning kit, no substitutions can be made. If you desire additional 
items we shall forward our price list, upon request. 


SAVE TIME—SAVE MONEY—THROUGH THE USE OF 
3-DIMENSIONAL PLANNING. 


*10,000 Models in Stock” 


INC. 
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he well that we is issociation of hard-working, progressive 
business people, ser vote of confidence and a pledge of com- 
iance to Charles E. Wilson. Perhaps in so doing we will be 





taking the lead ong all associations. 





BUSINESS AS USUAL 


By Eugene Whitmore 
Editor ““American Business” 
Chicago, Illinois 


h Y WAY {IS MEETING I met a friend of mine who 
O said Gene must be crazy to talk about salesmanship 
n times like these. What I want you to tell me is where I can 
ib of desks. I don't want to know anything 


Now all of y ' I cannot tell you where to buy six car- 
ids of desks f mmediate delivery. I wish I could. But here 
e the plain facts n spite of your difficulty in making imme- 

ve t have a selling job to do. You will always 
i selling job t It will never end, and no matter what 
picture is, you still have a selling job to 


ong-range se : ob 


Not long age I asked 12 salesmen 
what they considered their 


est sales points their line of furniture. Three said, ‘‘Our 
modern desigr : iid Our new tops—burn, mar, and dam- 
we proof Six s Our company's prestige and reputation."’ 
ne said My best sales point is that modern office furniture 
s a good investment This last salesman has probably sold 
m desks in 1950 than all of the other 11 salesmen combined. 
He has the correct neeption of what we are really selling. 

We are not s¢ gt ind panels and island bases and hardware, 
r even design i suty The most successful salesmen of 
today are sellir ffice furniture as a good investment—the 
best investment npanies can possibly make. 


Let me show you what I mean. 
Last January the Walter Tips 


Compar I lesalers, modernized their offices. Their 
d furniture was ievably worn and obsolete. When they 
nid out the new fice with functional furniture for everybody, 
they found room f people who had been pushed out of the 
fice into the w I se space. These 11 people had been losing 
20 f their ti g back and forth from their space across 
1 wide corridor to the office. The new arrangement saved them 
0% of their time total payroll of $700 a week for 11 people 
he saving amo $7,280 a year, equal to 5% on an invest- 
ment of $144,00% e new furniture in this installation has 
probably alread been paid for in actual salary savings, to say 
nothing of lows é osts, the release of space for other pur 
poses, bette ttendar fewer errors, and better service to cus 


Last fall I called on Jack Cooper, 
a wholesaler in Springfield, 


le said t old offices were so crowded, efficiency 

S of the aq tior They were noisy and badly arranged. 

Vhe A refurt ‘ offices, we arranged them so that the 

flows sn tl Ve now make fewer mistakes and we give 

service m sure our costs are much lower.” 

the Cracke ompany here in Chicago they made a 
study f ea ndividual job and found that the average 

fashioned des} nothing more than a bottleneck. By a 
study of each person's job to find the correct desk for 

' ker, the selected 32 standard desks, 10 calculating 
hine desks, 20 1 iter or secretarial desks, and eight cen- 
we fixed-bed : Their work is now speeded up without 
matt The im irrangement made possible by the right 
sk f every etely eliminated lost motion and back 


I could keep you here all morning 
citing cases like these. I 
vith others, perhaps even more striking, 


wn te t 1e point I want to emphasize over and 
! s that e no longer selling construction, tops 
s, | iware e selling something much bigger. We are 
vel flice We are selling greater office production 
selling bette ttendance, greater accuracy, lower em 
rnove t. we are just taking a lot of headaches 
y of busir 
now e of you are going to corner me and 
Gens thing you say is all right, but how can 
hen w furniture to deliver?” 
gest 1 take that you or any customer can make is to 
Sé fice furniture haphazardly without a plan. Busi- 
s accustome t ng-range planning. The job you need to 
vy is to se ustomers on complete modernization, 
sé ! ng-range planning, with agreement to take delivery 
hen, as, and if t furniture is available 


Il think there are thousands 
of customers—in fact, I know there 


f sands of tomers—for whom you can work out long- 
nge mprehens ins which will insure each customer 
k the bes stment he has ever made. And I believe that 
> sé ing | l \ 

iffice furnit ilers and salesmen have done a grand 
n the last 10 ye s. I have visited modern, newly-equipped 
fices in almost eve ty in the Union and in practically every 
key city in Ams n the past five or six years, Everywhere 
g0, somebody te it their new offices are the best invest 

Ment they have ¢ made 
So don't g selling immediate delivery or tops or 
anels sland turned legs. Sell furniture as the best 
nvestme eve 1 investment that is worth waiting for. 
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Model 6-6-0 
Full keyboard 
odds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


FOR MORE INFORMATION ON THIS 
AC PROFIT-MAKING OPPORTUNITY 

WRITE, WIRE OR CALL TODAY! 
VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 


World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 






- — —_—_— —_ 
VICTOR ADDING MACHINE CO., Chicago 18, Ili. Dept. O. A.- 4-51 

| am interested in the new Victor Champion line of adding machines. 
Please send details to: 

Nome :.. 

Address: 

City: State : 


Territory where | am now selling: 


inn ot enue ap emal 


ESSE Sk OR ET ETE LW 
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istinctive quality 


demand 
CHAIRS 


creates a nationwide 
SEATING 


for JASPER 


No. 1600 











i know . Buvers 
of office furniture know .. . 
there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an ex- 
cellent example of what we 
mean. Fair Price * Un- 
equalled Comfort * Quality 
Construction * and Finish ° 
Eye Appeal. Available in 
Deep Buff or Top Grain 
leather—also Du Pont simu- 
lated leather. Offered in gen- 
uine American black walnut, 
northern birch and Indiana 
white quartered oak. Dealer 
inquiries invited. 


Send {or information. wy 


JASPER SEATING COMPANY 


JASPER e« INDIANA 
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Wholesale Stationers Convention 
(Continued from page 44) 





attractive display of decorative covers. Mrs. © W. Ellingsworth, presi. 
Jent, and William H. Fairbank, vice-president, were in attendance 

Eureka Specialty Printing Co., New York, N. Y.—Featured n 3 beautifully 
Jesigned display was the complete Eureka line products, Christmas mer. 


handise and new self-adhesing Presto-Stick seals attendance were 


Al Krause, C. R. Cawley and sales force 


Eversharp, Inc., Chicago, Ill.—The full ‘line of Eversharp writing products 
was showr rving Kathman, Quartis P. Graves and George Starrett were 


hand to greet sitors 

A w Faber- Castell Pencil Company, Inc., Newark, N. J.—Shown was their 
f Caste jrawing pencils, office and penc Castell erasers 

snd Janus rubber bands. In attendance were William Lowenthal, Tom 
Riedel. Charles Wyer, H. U. Bittman, Charles Wannemacher and Ben Powell, 
Faber, Eberhard, Pencil Co., Brooklyn, N. Y.—Highlighted in this exhibit 


were the Scotty Pe Color Brite pencil and 482 Mongol Tinsel Tint and 
Tee-Vee per snd new Permapoint founta pen line for the jobber. 

sles helps and advertising materials for the bber salesmen were shown. 
L. M. Brown, executive vice-president: J. D. Horne, salesmanager; A. C, 
Van Horne, Chicag jistrict manager, J H. Shoemaker and Ralph |. 


by were n hang ? explain services. 


Feldco Loose Lest Corp., Chicago, IIl.—C per binders 


play were 


sstic moprinte zippers mprinted schc bincers oriert cases brief 
sg5, zipper writing portfolios and utility kit Carlyle Feldmann, Mace 


Cole, sales manager; Ernest Frank and Ben Silberstine were attendance. 
Flo-Ball Pen Corp., New York, N. Y.—On exhibit were the new Tri-Tone 


sil-point pen which writes three colors by a mple turr f the hand, 
A hown were se r regular and little iewel size bali-po:nt pens and 


ng lasting ref n addition to Scribe founta pens with replaceable 
points and fillers attendance were Charles Sabe vice-president: William 
Bloch, Saul Tarter and Lou Korenge. 
Fulton ae Equipment Co., Elizabeth, N. J.—On display was the 
mpany f marking devices, including ‘'Dri-Kwik and all-weather 
tamp pads and inks, daters and rubber type kit plus a new line of 
stional printing and picture stamping kit A lsc hown were the 
w Fulton porous price marking kits. R. R. Frit R. W. Fritz, S. Migliore 
snd A. Migliore were there to answer inquiries 
General Pencil Co., Jersey City, N. J.—Featwed was the mplete line 
f wood-cased pencils including Semi-Hex, Kimberly drawing, Kimberly 
red, Multichrome ored and Color-Tex red pencils, erasers, rubber 
bands and a mplete line of artists’ materials n attendance were Arthur 
S. Edelhoff and W. A. Miller 
Gibbons, Thos. H., Co., Chicago, IIl.—Displayed were craftboard plastic 
snd leather zipper ring binders, also underarm and handled brief cases 
f deep buff and split cowhide. Thomas H. Gibbons, Sr., was in charge 
ted by Thomas H. Gibbons, Jr. 
vementeta Bros., Inc., Pawtucket, R. |.—The npany ne of scrapbooks 
srr pen boxes, novelty pencils and sch supplies were displayed 
; 3 with zipper pouches and new Yo-Yo per and a line of Hopalong 
assidy scho spplies. Henry Hassenfeld, Har Hassenfe Albert Unger 
i Hugh Bohner answered inquiries. 
moe Ink Co. Brooklyn, N. Y¥.—The fu ne of Higgins drawings and 
riting inks was lisplay together with a showing of Higgins adhesives 
sling wax and art books. In attendance were Tracy Higgir president 
ynd Harry Tehan. Sr.. vice-president and sales manager 
Holt, The, Pen Co., Crompton, R. |.—Products shown were Holt's Neet- 
e pens, pencils, Ink-Riters and the Crompt meta ne of fountain pens 
and pencils with replaceable points and filler units, silver-filled and gold 
filled pens, pencils a Ink-Riters in all price ranges n attendance were 
rge C. Holt, president, and Jess L. Musgrave, vice-president 
Hotchkiss, E. H. Co., Norwalk, Conn. The mpany's regular line was 
showr the Director fice machine. Stap On hammer and the 22 A Ban 
tam desk stapler. Als hown were the t. and I'/ at hrome finish 
aC r fe} fire ext nguishers a « mbinat etter pener 3 1 staple 
ver and » Trojan tacker, built to a mr Jate '/4,, % and 5/16-inch 
taples in .025 and .050 gauge wire On hand ¢t jreet friend n the 
justry were David McGiloray, president é Vidmark and W Dick- 
Hunt, C. Howard, Pen Co., Camden, N. J.—Featured this exhibit were 
the proven B n pencil sharpeners, Speedball! pens noleur utters 
ks, Mun tee! pens and Hunt clips R. S. Aust John C. K t Harry A 
Erny and Joe W. Nace were in attendar 
Industrial Tape Corp., New Brunswick, N. J.—The tire Tex tape line 
was featured, which included the candy stripe e of Texce! cellulose tape 
hand to greet friends were A. M. Oppenheim, eastern div n man 
sger; William Lucaire, F. Raleigh, P. Sapienze, H. Adams Burdick 
} es Chenet a Denoia 
Kahn, David, Inc., North Bergen, N. J.—The f e of Wearever ball-point 
fountain per mechanical pencils and pen and per sets was show? 
ny tases were Julius Kahn, president; 8 soldberg, Mort Eisen 


Harry Yager, 8 Mayers and Joe Hale 

wwemage ree Pencil Co., Inc., Bloomsbury, N. J.—On display were Koh-l 
or drawing pencils, Mephisto copying pencils and numerous other Kobh-l 

Noor items for the jobbing trade. Samuel S syton and Paul Gundacker 
e in charge 

LePage’s, Inc., Gloucester, Mass.—The mplete office supp e of pack 
jyed LePage adhesives was on display attendance was Alfred J. 

Marchant of the home office, aided by B. T. Sandner, Mack Ganes and 

Richard D. Perkir 

Majestic Stationery Co., Philadelphia, Pa.—Shown w 
tte stationery specialties including penc 

>k covers and other items 


plast snd leather 
memo pads, budget 


velopes, pias? er n attendance were Bef 


Levy and Jack Grane 
Major Leather Goods Co., Chicago, IIl.—Showed a line of utility kit 


zipper ring binders school bags and writing kits Harold Wolf was @ 








attendance 
May, J. L., Co., New York, N. ¥.—The company's extensive e of tagt 
abe tickets, gift and money folders, luggage tags, filing labels and 


° 
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Here's the entree to the biggest piece of the office furniture market... 
the Alma Standardizer 1600 Series. The largest portion 
of today’s buyers are in the budget-priced field . . . offer 
them Alma’s Wise Economy and you tap the source of 









plentiful profit! 





The most discriminating buyers appreciate the vaive 
received when they buy the Alma Standardizer...a 
lasting, pleasing style . . . good design with fine construc- 
tion... and all for a very Moderate Cost! 


Get the profit bonus of Wise Economy .. . stock the Alma 
Standardizer 1600 Series today! 


ALMA DESK C 


HIGH POINT, 






OMPANY 
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for you... 
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VICTOR VISIBLE SYSTEMS 


eee fOr 
ALL Types 
of Business records 
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Victor Book Visible . . . the handy, portable visible Victor Recordex Visible folder... the constant 





_-fecord. A “natural” for departmental and other small 
‘rec Full 4” transparent protected margins with 


p “facts-at-a-glance” signaling system mean better 
ords, nore sales, greater profits. 





Mule / Oday for full information on how you can cash in 


on these fast-moving items that mean greater 
efficiency for your customers, greater profit for you. 


The VICTOR SAFE and EQUIPMENT CO., Inc. 


NORTH 


VICTOR] 
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TONAWANDA 


companion of every executive who has personal rec- 
ords. Sturdily constructed, with all the features of 
larger visible units, it will fit in any letter file or brief 
case. A sure seller ...a sure profit maker. 


MRP einw 


NEW YORK 


OFFICE APPLIANCES, April, 1951 


Rey! 


Rite; 


Robs 


MM 
Roge 
Kog 


Sheaf 
Smith 


Speed 
Staedt 


Standa 


Strong|: 
Stuart-+ 
pack 
Testrite 


OFFI 











Nationa Leathe Mfg 


Co., New York, N. Y.—‘S 


jisplay. Frank May was in charge, as 
Davis George Krans. Dan Coffee and An 


York, N. Y¥Y.—Featured was the Handy Holster f 
tt tector. Otto Mayer was 


ol bags, zipper ring 
snd simulated leather 


were 5 } B. 


Chwat and L 
N g Pin Tick ° nc., New York, N. Y. mpany's comple 
teners. straight pins. thumb tacks. frozen wire 
In attendance were G Griffith 
N Per New York, N. Y.—Show nple ° 
. writing e 
snd Mart M 
y th Rubt Canton, Mass hown was the mpany 
w3 att 1ance 
Prudential Par Co., Inc., New York, N. Y¥.—On display was 
ing writ } Tabiet writing paper 
‘ tissue, wrapping 
were Samuel Hyman and Mrs. Ethel Be 
P an Stations f New York, Inc., New York, N. Y.—On exhibit wa 
stat nery 3e were Herbert x 
vv fT WwW 
Rainbow Ribbons & Fab Inc., New York, N. Y exhibit was 
bt J x Ww am Horowitz, pre 
iward A weeten and W. W. Her 
Re e Penc n, Mt. Vernon, N. Y wn was the firm's 
i oe sens tured the new au 
" ta t ys. Larry Levine, A 
Reyburn Mfg. C Philadelphia, Pa.—f splay w 
c } na TicKeTs 9 
ea nf ¢ 
R ‘ e w 
f 3 N. FP 
Ritepoint C Mo ” any e of 
' srett ght w 
Ss wa 
Robert-Murray © New York, N Y were three 
f r $1.00. R 
Rog Imports New York, N. Y.—B was w 
. " the Tw 3 
Airtite 
we 
anf nk C 7 w J Se ; 
f er 
r R 
N k 
Ss , n At A “a 
f splay w 
w 4 
Sheaffer, W. A Fort Madison, lowa.—Featured were 
rs Nn 3 
A we 


s+ dtler j 
staectie J 


Ratiee ltastrument 
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Long Island City, N. Y.—The mpany 
? yerric c f tat 
Midas . 
M J re ‘ , 
w York, N. Y t 
. nd 
N 3 
pany, Cambridge, Mass 
phot sllurr t ks 
s wn Ww f year diar T 
5 ja w 
York, N. Y he Rea: 
‘ ew Stra 5 
we $s 
+ K 
n, Yonkers, N. Y.—8 3 demonstrated w 
7e Ww 
ss City, Mo 
ae r 
M. H. Blake i W. F. Thomps 
New York, N. Y i were 
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ANS 
POSTAL SCALES 


line of office mailing 
bgt" today~ 
bs. to 50 Ibs. 










the most compl 
scales on 


Four models — Capacities 2 | 


Model 1546 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 
merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3". 
Dimensions overall 5/2" x 
24" x 612". Packed one 
to a carton. Shipping 
weight, 1% Ibs. 


















Model 1509 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by 44 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 
Dial 6Y2", glass covered. 
Platform 51/2" square. 
Dimensions overall 62" x 
62" x 92". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 








Model 1530 


Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 6/2", glass covered. 
Platform 52" square. 
Dimensions overall 62” 
x 6Y2" x 9V2". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 





Model 1515 


Parcel Post Scale. 
Capacity 50 Ibs? by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 


for all postal zones. 
Dial 8’, glass covered. 
Platform 7” square. 
Dimensions overall 

8” x 7a" x 10”. 
Packed one to a carton. 
Shipping weight, 8Y2 Ibs. 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 272, Illinois 





‘167 








A BIG 
PROFITABLE MARKET 





AWAITS THE 





EXECUTIVE URN 


COCKTAIL URN 


r 
4 DEFINITELY BETTER SMOKER WITH 
FEATURES UNEQUALLED ANYWHERE 


* tein Pressure Control” 
OF SMELL + SMOKE ° FIRE 


The scientifically designed receiver and throat, exclusive 
with “Smoker's Urn", makes possible the “air pressure 
control” which extinguishes lighted smokes and matches 
.+. traps smoke from smouldering embers. No doors, 
springs, levers, lifting devices, or covers to operate, 
stick, get out of order, or release odors. 


FIREPROOF-EASILY CLEANED-LARGE STEEL TUBE CONTAINER 
WEIGHTED, NON-TIP BASE-ATTRACTIVE APPEARANCE 


Dealers wanted. Also choice territories open to aggressive 
office equipment and supply salesmen. 


pee -- -- -- ------- -------- ii 
j| | AGET MANUFACTURING CO. 
1408 CHURCH STREET 

ADRIAN, MICHIGAN 





Please send complete descriptive information and prices 
on Smoker's Urn. 





l 
! 
! 
| 
I 
| DUE Ss Ses cewwccccccescccacceeccccceccescecosococe 
| 
I 
I 
| 
I 
1 
1 
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rite reading glasses and magnifying glasses for office use, pocket 
nagnifiers, and Textrite thermometers for indoor and outdoor use. In 
attendance was S. B. Newstead. 
Tri-ess Products, Inc., Jersey City, N. J.—Exhibited was the line of ‘'Rite-O 


nical pencils and new Rite-O ball point pens, also Thik-Hed plastic 
thumb tacks and manicuring implements. Stanley Weinstein, Seymour 
Weinstein and Walter Woods were in attendance. 
United Leather Goods Co., Brooklyn, N. Y.—Zipper ring binders, zipper 
port and brief ses were on display. |. Rubenstein, A. Blanck and 
E. A. Bradford attended the booth. 
Vernon, S. E. & M., Inc., New York, N. Y.—On display were |ine f loose 
eat binders and sheet s well as bound books, personalized sch binders 
various assortment f books, both bound and se leaf attrac 
unter WSpiay boxe These assortments nciuged sdocress books 
DoOOoKS ] int c KS and memorancun r P| dinger attend 
were Fred Christenson. Harry Fensterheim and Charles Ku e assisted 
by various member f the sales force 
Wallace Pencil Company, St. Louis, Mo.—Featured was the e of wood 
ssed pencils. In attendance was E. H. McCully 
Westcott Rule Co., Inc., Seneca Falls, N. Y.—The mplete fice 
und sch rulers wa jisplayed ncluding the Simplex and the Eye-Saver 
with easy-reading cales printed in red anda DIack PrP. R West 
Jr was r na 3¢ 
Will & Baumer Candie Company, Inc., Syracuse, N. Y.—Exhibited was the 
f ny's line of Ta te two-pack, hand-dipped candles with four new 
f f-sale displays harge was Leo Nerenberg 
Wilson Jones Co., Chicago, Ill.—Iincluded in this exhibit was a st owing 
t student ring t featuring a line of attractive olors, zipper cases 
jiaries and ring binds Simplified bookkeeping systems and address 
x were a's $ w r additior to the Tatur siuMiIiNulT tar 3 mé 
e ‘ ow " 3 machine model snd the N 10 letter pener 
Edward F. D ey, Edward Healy, Samue! Reese 8B. Saltzmar J A. Johan- 
Marcus Mar Abe Heller and Leo Epstein were on hand to an- 





Stoddard’s, Inc., Names Officers 


R. B. Stoddard, former president, was named chair- 
man of the board in a recent election of officers for 
Stoddard’s Inc., Nashville, Tenn., firm of office furni- 
ture, stationers, printers and lithographers. 

In the new setup, Vernon Greer has become presi- 
dent and general manager. Ted Vaughan serves as 
vice-president and merchandise manager and the 
other vice-president is Nick D. Malone, production 
manager. 

Stoddard’s, Inc., in business for 10 years, is successor 
to Myers Manufacturing Company, a 65-year-old firm. 





Bricker Firm Appoints Dan Hoien 

Bricker Typewriter Company, 118 S. Fourth St., 
Norfolk, Nebr., has announced the appointment of 
Dan Hoien as sales manager. Excluding a six months’ 
leave of absence, Mr. Hoien has been with the Bricker 
organization for several years. 





Howard W. Gunlocke of The W. H. Gunlocke Chair 
Company, Wayland, N. Y., signed the Guest Book on 
Friday morning, February 16. In his usual vigorous 
and forthright manner, Mr. Gunlocke commented on 
current conditions which are developing out of the 
national defense program. As a reserve officer in the 
Air Forces, he is subject to call, although his rank of 
lieutenant colonel probably will exclude him unless a 
full-scale war develops. In Chicago for business con- 
tacts not directly related to selling, Mr. Gunlocke 
expected to be on his way back to Wayland later in 
the day. 


Rudolph Lang, general manager of the National 
Business Show in New York, signed the Guest Book 
on the first day of March. While in Chicago he visited 
the annual February business show of the Office Man- 
agement Association and made several calls on manu- 
facturers. The first show under his management— 
the one held at Grand Central Palace, New York, last 
October—set a record for business show attendance. 
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Another Business Office Equipped For 
“Better Business Living” 


ee 





Gold and Co., Lincoln, Neb. 


with INVINCIBLE METAL FURNITURE 


Cuan office furniture means easier working 
and more efficiency. That's because “business liv- 
ing’’ conditions are better! 

And that’s what users get with famous Invincible 
“MODERNAIRE” steel desks, tables and files. Eye 
appeal? One look will tell you! Dzurability? They're 
Invincible! Economy? They were designed with that 
thought in mind! Comfort? Look at their size, height, 
drawers and tops! Application? There's an exact model 
desk, table and file for every office need, plus a choice 
S of top, drawer and pedestal arrangements. 
ie For detailed dealer information about Invincible 
éxvctustve! “MODERNAIRE” — the up-to-the-minute line of steel 

office furniture designed to make business living better 


A 

Concealed Safe Unit is a pat- . . 

ented fectere gveileble cake eps — write the factory direct. 

to INVINCIBLE ers because 

only INVINCIBLE has it! It 

offers security for valuables 
aa papers in home or office. 

REG. U. S. PAT. OFF 
INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS, 
i i aeeenenenanee 
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Theres no HEAT WAVE’ with * | = 
... this Brand of Comfort ! 


Nts 
an 
i a a 





LIGHT | 


CIRCULATORS 

















ae 
+n 
ca 
+1 
Mc! 
"eat 
i 
d Profitable Sales! c 
.and Frotitable Sales | ‘i 
NA 
Last year (1950) broke another record for Welch Air- shite 
Flight Circulators as a top-choice hot-weather comfort FI 
for office and business use. ~ 
Already 1951 orders and shipments are assuring OFF 
another record-breaking year for sales and profits to “< m 
Welch dealers—with the Welch winning combination: maga 
wip 
Deluxe styling in smart, modern MODEL 11 Hs 
plastic—tested efficiency for si- a 
lent, dependable operation—mod- MODEL 12 POV 
els for every price level—easy, one 
convincing demonstration — pro- “ 
motional support. RE 
RE 
REWM 
Experience shows that businesses and offices nent, 
do their hot-weather comfort planning well Stage 
ahead of the season. Merchandise on hand = 
clinches the sales. Check your requirements ROB 





and be prepared, Immediate deliveries NOW 
—but factory inventories are moving out fast! 


# MODEL 15 Don't say we didn’t remind you. 


W. W. WELCH COMPANY - GENERAL OFFICES: GLENN BLDG. - CINCINNATI 2, OHIO vod 





170 OFFICE APPLIANCES, April, 1951 OFF 











Meetings—Dinners—Conventions 


Continued from page 92 
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140% Buys This 
Biggest Value 

in Fluid 

Duplicators 


REX-O-graph 
Model SA 
with 
AUTOMATIC 
COUNTER 


EXTRA value-per-dollar makes 
this REX-O-graph Model SA 
one of today’s most popular 
fluid duplicators for all office 
copymaking. It’s the top seller 
in the great REX-O-graph line. 
*Cabinet Extra 


With its Automatic Counter, Automatic Feeding, “Lightning” Paper 
Centering, and other features, the Model SA challenges compari- 
son. It demonstrates amazing simplicity, versatility and accuracy. 
Even inexperienced operators can develop unusual speed. It’s a 
great time-saver, with features that save on paper and fluid as 
well. The ideal duplicator for a wide variety of users—offices, 
churches, clubs, restaurants, factories and many others who need 
quality copymaking on a limited budget. Find out how REX-O- 
graph can make your copies up to 100 times more permanent. 


TWENTY-FOUR REX-O-graph 
MODELS FIT EVERY COPY- 
MAKING NEED 





MODEL FM-——With automatic 
MODEL RE paper centering, feeding and 


Streamlined, fully autc counting. Heavy-duty. 


matic, motor driven, eae) apes 
* er es 

with separate motor 3 ‘ 

switch and drum con 





trol Integral Cabinet 
provides room for sup 
plies 
MODEL S-—-Automatic count- 
MODEL RES ing, hand feed. 


Fully automatic 
motor driven, with 
integral base, foot 
pedal control. De 
signed for quick 
change from auto 
matic feed to single 
revolution feed, foot 
pedal control—for WIDE MODEL WA-—Automatic 
systems work Ha feeding, counting. For larger 
masking feature wider paper stocks 





REX-O-graph offers a complete range of duplicators, from quality-built 
hand-operated models, starting at $98.00, to electrified automatic models 
in a wide range of prices up to $865.00. 


CHECK THE COUPON FOR COMPLETE DETAILS 


REX-O-graph, Inc. 
7836 West Hicks St. 
Milwaukee 14, Wis. 


Please send me the following details on 
information on the $140 Model SA. 
Circulars on the COMPLETE REX-O- 
graph Line. 

Details on 100 TIMES MORE PERMA- 
NENT Copies 





Name 


Address 
City State 


PTTTTTTTTTTILITLILILiLIL Lett 


MANUFACTURERS OF SUPERIOR FLUID DUPLICATORS AND SUPPLIES 
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Speed More Profits 
Your Way ... 





. 
. £ 
Customers see it... > Dag 


oe Bay tt! 





Quick turnover and liberal discounts add up to bigger 
profits .. . bigger profits for you with Speed-Mo Sponge 
Rubber Stamp Pads. Customers recognize their 12 supe- 


rior features . . . your stock moves almost before you can 

unpack it! 

« It’s Silent ¢ Clean, Sharp * Large, Natural 

¢ It’s Sweat Proof Impressions Reservior. Can be 
" ¢ Cleans Stamp Re-inked 

pb inn cee While Inking Indefinitel 

+ It’s Lint Proof ¢ Full Rich Inking ’ 

* It’s Sag Proof ¢ Easy on Rubber °* No Scraping 

« It’s Long Lived Stamps Before Inking 





RIVET-© MANUFACTURING CO. 





In Canada, for complete information, write 
Bossence & Co., 52 Homewood Ave., Mamilton, Canada 


701 MAIN STREET ° ORANGE, MASSACHUSETTS 
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hine, shorthand machine texts and suppiies 


STIVERS OFFICE SERVICE, Chicago—Described service of experienced 
ff help for temporary needs, typing, stenography, tran bing, calculat. 
3 erica ge -e 
TALLMAN, ROBBINS & CO. Chicago—t eaf and f 3 equipment 
r all record-keeping purposes 
TIFFANY STAND CO., Poplar Bluff, M Portable stee fice machine 
tands typewrite adding, calculating and bookkeeping machines 
DD CO., INC., Chicago—Payroll and a ts payable systems, check 
: ecting and check-signing equipment 
TRINER SALES CO NC., Chicago—Triner sles for post offices, mailing 
J shipping ns. A ratio counting and genera! industrial scale 
VICTOR ADDING MACHINE CO. Chicag Direct factory branch: sales 
SIRECORD NC L 3 Island City, N. Y Business nd snagement 
systerr 
WEBER ADDRESSING MACHINE CO., M t Prospect Spirit enve 
f sddressers, tag and label addressing ma snd imprinting devices, 
WHEELDEX CHICAGO CO., Chicago—Whee x rotary visible card file 
than 35 models, available for direct posting and referer 
NORKMAN SERVICE INC., Chicago—Business service iding calculat 
typing, tabulating, tra ribing and Aut } 





Kansas Book Dealers Hold Session, 
Re-elect Phil Anderson President 


In the round-table discussions which constituted the 
chief agenda of the Kansas Book Dealers Association’s 
thirty-fourth annual convention recently at Topeka, 
one big trend emerged: Retailers are seeking to stabi- 
lize their stocks, anticipate purchases to take care of 
the inevitable lag in deliveries, and to modernize their 
stores wherever such improvements can be made under 
today’s conditions. 

Perhaps a wartime casualty, and certainly not prac- 
ticable at a Topeko hotel during the legislative session, 
was the stationers’ show which for years has been com- 
bined with the Kansas Book Dealers annual con- 
vention. The conference itself was clipped to a fast- 
moving one-day affair, in which all aspects of retail 
operation were touched, and essential information 
disseminated. 

A warning came from President Phil Anderson: 
“Watch your step when you buy old books. Most re- 
adopted books are to be used in new revised editions 

a fine thing for school children, but a pitfall for the 
used book dealer who would take in the unusable ear- 
lier editions.” 

“Be liberal on exchanges of new books, bought in 
good faith, but returned the next day or so for full 
credit,” was President Anderson’s counsel. “A dollar 
bill won’t buy much advertising space; but a dollar loss 
in wrong books, absorbed by the dealer, will build good 
will with parents,” he said. 

Aids for learning, such as globes and maps, are going 
well, one salesman reported. “These are changed as 
quickly as expedient,” he told the Kansas dealer, “but 
do not look for certain boundary changes until they be- 
come actually official. Atlases will soon have the 1950 
census figures.” 

Modernization in Kansas stores, the convention re- 
vealed, is showing a trend to the lowered ceilings, 
fluorescent lighting which is recognized as highly im- 
portant in making easily readable the many titles and 
cover names of stationery items, full visual store fronts, 
and the use of deck or mezzanine space for overstock 
rather than second floors of substories. If basements, 
there must be elevators. 

One Kansas dealer, J. B. Foote of the Outlet store in 
North Topeka, reported that smoke damage from a fire 
next door had been nullified by a new chemical process 
which took all smoke odor from paper and fabric items 
in the store, and materially reduced the potential loss 
he might have suffered. 

Cook books are reported in excellent demand, and 
selling in the higher price brackets. “We wonder what 
they do with them.” one dealer muttered, “with all this 
eating away from home!” 

State Printer Ferd Voiland’s report showed his de- 
partment in a strong position, with paper and binding 
on hand to print all ordered texts and reprints. 

Comment was universal that it is good to have the 
service wholesalers in Kansas City, St. Louis, and Chi- 
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T.. Most Complete 


line of High Quality 
Desk and |ndustrial 
Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


The popularity of MONARCH BRAND Paper Fastening PINS 
Devices is predicated on many years of successful per- ieee 
formance in the world of business. In these difficult days S CLIPS 


demand exceeds productive capacity but the trade we 


have consistently served in the past is assured that the FASTENERS 
unequalled facilities of the great, modern Vail plant pic- ae 
tured above are functioning at top speed to serve their XY» A 
needs. Y THUMB 
TACKS 


Largest Paper Clip Manufacturers in the World 


VAIL MANUFACTURING COMPANY 


900 EAST 95TH ST. CHICAGO 19, ILLINOIS 
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cago, for the dealers to visit in quest of a sampling 
supply of some untried item they want to gamble on. 
Instead of loading inventories at long range, they can 
eheck the gift shows at these places, and at Denver or 
Dallas, and bring the new look into their merchandise 
stocks at a minimum of risk. 

With fewer than usual controversial bills, the Kansas 
legislature has few items dangerous to the book dealers. 
The exemption of retailers’ clause was successfully in- 
serted into a proposed $.75 minimum wage bill before 
the Kansas legislature, following national exemption. 

Phil M. Anderson, Newton, consented to his re-elec- 
tion for the thirty-first consecutive year as president 
of the Kansas Book Dealers. He will be assisted by 
strong standing committees, and by Vice-President 
N. M. Ruddick, Council Grove; Secretary-Treasurer 
Mary Anderson, Newton, and this slate of directors: 
Charles States, Dodge City; Robert Markwell, Hays; 
Mason McCarty, Emporia; Harry Tibbs, Kansas City, 
Kans.; John A. Crow, (Halls) Topeka; Willard Topping, 
Overbrook; Ted Foster, Waverly, and Clarence Wueth- 
rick, Junction City. John Kaiser, Ottawa, heads the 
membership committee; Will C. King, Marysville, the 
legislative committee, and M. A. Goddings of E] Dorado, 
the trade relations committee. 

The present membership includes 155 stores. Some 
30 Kansas towns could have K.B.D.A. memberships es- 
tablished 

Announcement was made of the new location, on the 
mezzanine of the old Coates hotel in Kansas City, for 
the McClurg display rooms. Don Warwick, representa- 
tive, urged dealers to commit themselves in plenty of 
time for today’s slowed deliveries. 

Art Bloom of Blackwell-Wielandy declared that any 
dealer’s past sources of supply should take care of 
needs today. Things are not too tight as yet, he re- 
ported 

Feature talk at the noon luncheon was by John Mc- 
Cuish, Newton publisher of a weekly newspaper, who 
had been in Japan teaching their leaders in techniques 
of establishing and operating weekly newspapers. He 
gave a picture of the Japanese of today, and of Gen. 
MacArthur, “radiating leadership.”—AG 


Spangler Appointed for NOMA Duties 


A. C. Spangler, director of field services for the 
National Office Management Association for the 
past five years, has been appointed administrator of 
NOMA’s relations with the manufacturers of office 
equipment and machinery. The announcement was 





A. C. SPANGLER 





made by W. H. Evans, the association’s executive vice- 
president and secretary-treasurer. 

Mr. Spangler’s duties will continue to include the 
representation of NOMA’s conference and exposition 


activities, and it will now embrace the advertising pro- 
gram of the Office Executive and the new business 
equipment directory 


Currently he is planning the thirty-second inter- 
naticnal conference to be held at the Hotel Commo- 
dore in conjunction with an exposition to be held at 
he 71st Infantry Regiment Armory, May 20-23, in New 
York City 
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The quality, economy and handsome 
appearance of Imperial card trays 
assure repeat orders for smart dealers 
everywhere. Available in oak finish 
only. 


For added profits —- give your cus- 
tomers more for their money — order 
Imperial card index trays. 


WRITE TODAY FOR 
PRICE-O-LOG NO. 50 


Imperial [IJethods (6 





FOREST PARKA, ILLINOIS 
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STORMS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


MANUFACTURED FOR 
THE DEALER TRADE EXCLUSIVELY 


@ DEALER IMPRINT PACKAGING 


@ DEALER IMPRINTED BACK 
CARBON PAPER 


@ SPECIAL CARBONS, RIBBONS 
AND ROLLS 


FINEST QUALITY PRODUCTS BACKED BY OVER 
A HALF CENTURY OF MANUFACTURING EX- 
PERIENCE. 


IF YOU WANT TO SELL NEW CUSTOMERS WHO 
WILL STAY SOLD OR IF YOU WOULD LIKE TO 
OFFER YOUR OLD CUSTOMERS A BETTER PROD- 
UCT THAN EVER BEFORE THEN WRITE NOW 
TO DEPT. H. FoR DETAILS. 


“THE COMPLETE LINE” 


Stands the test of time 





eons erent 


reece mane 


H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 
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STATIONERS BOWLING LEAGUE OF CHICAGO IN TIGHT 
RACE—Closing fast on the league-leading Phillies under 
Elmer Krumwiede, Chicago Desk Pad Co., were the Braves, 
captained by Roy Hansen, Globe-Wernicke Co., as the 
kegling season entered the final stages. In a tight battle 
for individual averages, Bill Bruner, Office Staty. & Equip- 
ment Co. (178.31), was holding less than a pin advantage 
over John Stuercke, Rogers Loose Leaf Co., at the begin- 
ning of March. Bruner also maintained top spot in the 
individual series bracket (722, including handicap), while 
the Cubs, captained by Stuercke, appeared to be “in” with 
a 3248 team series. 





Connecticut Stationers Elect Officers 

Connecticut Valley Stationers Association in its 
annual meeting on February 28 elected Charles B. 
Burt, Burt & Dell, Hartford, Conn., as president. Oth- 
ers chosen as officers of the association are: 

First vice-president—C. W. Hennion, Jr., Mattatuck 
Stationery & Furniture Company, Watersbury, Conn. 

Second vice-president—W. G. Pape, Adkins Printing 
Company, New Britain, Conn. 

Third vice-president—J. F. Fitzgerald, Hartford O. S. 
Company, Hartford, Conn. 

Fourth vice-president--L. T. Bowes, Eagle Pencil 
Company. 

Secretary—B. H. Knust, Burt & Dell, Hartford, Conn. 

Treasurer—B. F. Mulford, Kilborn Brothers, New 
Haven, Conn. 

Auditor—G. E. Dell, Burt & Dell, Hartford, Conn. 

Directors—Raymond C. Scheppach, Scheppach & 
Goeckler, New Haven, Conn.; William Eagan; Sidney 
Challenger, Frank H. Fargo Company, Bridgeport, 
Conn.;: Thure Bengston, Adkins Printing Company, 
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Believe it or not—this is a 
CASH REGISTER! 


Maybe it looks to you like something made from an 
Oxford file, a Pendaflex folder, and a box of Oxford 


Rol-labels. 


You're right, for these three items are of cash 


register importance to thousands of dealers. 





All three were original Oxford developments in filing 
systems and supplies. Today, the retail business in 
these and similar competitive items amounts to mil- 


lions of dollars yearly. 





Yes, when Oxford put file folder labels in roll form, 
when Oxford introduced the drawer style in fiber- 
board storage files, and when Oxford made so-called 
vertical filing truly vertical with Pendaflex hanging 
folders, new and fertile fields for profits were opened 


to all dealers. 


We are working on another 


important project— the deter- 


mination to keep every ac- 


count now on our books sup- O ad 
xfor 


plied with the most and the Sey cutee 

best we can produce—without FILING SUPPLY COMPANY, INC. 
favoritism, and to the utmost Garden City, N. Y. St. Louis 2, Mo. 
capacity of our plants and 





personnel in Garden City and 


St. Louis. 


Filing Folders - Filing Guides + Fiberboard Files + Index Cards + Red Fiber Envelopes + Oxford PENDAFLEX 
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Lift it... 


That’s right, slide the carriage right over, and grab hold 
firmly . . . then lift it aloft like a Snickery-Snee. (Tip to 
Demonstrator: don’t try this trick on any other make type- 






writer, brother!) — that’s strength! 


Dangle ,. 


Pick it up by the type bar. Let the type bar support the 
whole weight of the machine, unaided — this is portability!! 


Sound 








your'G" 


Lend an ear as you twang a musical note by side- 
springing the type bar “G.” This sound is your assurance 
of pretempered steel bar and firm faultless construction ... 
the lightest and sturdiest portable . . . hardly half the weight 
of ordinary portables and built to last — this means quality. 
Your customers deserve the best! 


By all means stock it..the H E | ll BS ha 


et ttf eeeeeeeseeeseces COUPON FoceconnonveosoCorems 











out how ——» 


; > Pi i i i ine. * 
You'll make more PROFIT on the : ease send me information on the Hermes PROFIT line : 
Hermes Rocket . ae ae : 

i . . ° STREET : 

Mail in this coupon and find ° ; 
CITY STATE ° 


Paillard Products Inc., Dept. 04, 265 Madison Ave., New York I6 
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Edward Granfield, Edward Gran- 
ven, Conn.; Francis A. Clark, Davis 
Conn., and David L. Abrahamson, 
Plimpton’s, Hartford, Conn. 
y was Leo V. Downey, vice-president 
Boorum & Pease Company, who talked about the 
ynery industry, tracing its beginnings in England. 
the highlights of the evening was the presen- 
to the ip of the Charles Garvin Memorial, 
pol lecturn purchased with money left 
ssociati Mr. Garvin’s will 





THIS IS NO TIME TO UNDER-ESTIMATE 
FIRE AND BURGLARY RISKS 


News hea tell of developments that threaten 
iness with and tougher fires and burglaries. 
responsibility borne by the men 
cpe the vital records, formulae and 
oney that v able their organizations to continue 
yusiness after any catastrophe. Therefore, it is 
ely to re 1e extraordinary hazards now faced 
by business executives in terms of the most practical 
method of | ection known,” said an officer of the 
M n Safe Company 
cord sai built to resist fire for one, two and 
four hou e resistance built into the safes is 
measured accurately in the laboratory. The measure- 
ment of ordi fire hazards for any location is at 
timate. Such things as oil-fed fires, 
ren blasts from explosions and uncon- 
lable confi itions are beyond the scope of any 
iniz timate.’ In the face of such extra- 
ordi risk only real security lies in using the 
best protecti ivailable, an Underwriters’ Labora- 
tol four-hour record safe. You can’t 
afford to com ise with fire,” said the Herring-Hall- 
Marvin spokes! Look at your present safe. If it 
was made be ( 117, or if it does not bear a fire- 
resisting labe ed by a recognized authority, it is 
mpletely undependable for even ordinary fire hazards. 
Burglary i erennial business risk, aggravated 
the increa f money in circulation and increased 
ler the ex linary conditions following such 
strophie nflagrations, when it is known as 
M lests are available for protecting 
truments, precious gems and costly 
handi | kinds of attacks with explosives, 
rtable tool es and files. There is a wide variety 
types and si igned for specialized requirements 
Many bu xecutives still think that all safes 
fire at rproof,” continued the Herring- 
Hall-Marvil ve. “Nothing could be further from 
truth. F e who share this mistaken under- 
ling the better time than this to double- 
k existi tection equipment and make sure 
tis u tly. Knowing the difference be- 
fire al lary protection equipment is im- 
esisting insulation in the walls of 
but not burglars. The solid steel 
chests stops burglars, but not 
mey in any record safe burglars 
ill find it a ich!’ Both fires and burglars take 
full advanta f the ‘weak-spots’ created by the im- 
proper use of tive equipment 
Further li the subject of adequate protection 
ined j e book, “How and How Long Should 
Be Kept?” It presents practical ideas 
for idopt f a planned record retention and 
lestruction | Copies can be secured by ad- 
dressiz the ng-Hall-Marvin Safe Company, 
niltor our business stationery.” 





Lafayette, Ind., Firm Opens at New Location 


S ie’s hine sales and service firm, has 
pened for |t n its new location at 300 W. Con- 
ré — F Ind.—_EEG 


OFFICE APPLIANCES, April, 1951 


a 
= 
b=] 
7 
& 
rm 
fm 
f= 
7 
=> 
Pe 
[ — 
ns | 
Pe 
co 
_ 
[ ——J 
— 
ae 
oO 
co 
o 
7 
<> 
RO 
[—) 
[—) 
= 
[ —J 
i — 
mn” 
So 
P 
te] 
—_~ 
ac 
rm 
rm 
= 
PLS 
rm 
= 
— 
i=] 
an 
>a 
—s 
= 
= 
= 


anbojpyps pur syunoodsig 


419/D9Q 410}, JEIUM JSDIId 


wiSLONGOUd ,bul40-ua4s2y, TIZMMYYW 7739S OL INIT IM, ‘ONIAVS JYV FJVIHMANIAF SYITVIA 





iMOWL W 40 QWALSNI INOWL’ VW YOd HOWAY 


vayvouryrel 











Cesco Is Still Making 
Prompt Deliveries 





on its line of binders and forms 
because 


1. Ceseo carries a large 
stock of binders in 
assorted sizes and 
grades on hand. 


Nm 
: 


Cesco controlled pro- 
duction in our own 
plant means efficient 
speedy service on 
special items. 


3. A modern up-to-date 
printing plant en- 
ables us to keep our 
forms stock con- 
stantly up to par and 
gives us the means 
to turn out special 
jobs quickly. 


4. An experienced well 
trained staff with 
know-how keeps co- 
ordination working 
smoothly in order to 
serve you efficiently. 








When you need extra 


ice or 
speedy service © 


special service 
n rely on Cesco. 










| 


you ca 





The C. E. SHEPPARD CO. 


44-07 21st Street Long Island City 1, N.Y. 








OFFICE MACHINE BIRTH YEARS 
Courtesy Shipman-Ward Manufacturing Company 
Standard Typewriters 











Rem. Mon. 

Rem. Nols. &S.P. LCSmith Royal 
1910 75M 3/49M 2/90M 
1911 132M 62M 5/125M  5$/58M 
1912 216M 76M 128M 107M 
1913 300M 95M _—«— 160M 141M 
1914 383M M“4” 200M 10/175M 
1915 R“S” No. 3/10M M“5S” 5/220M 205M 
1916 R“6” M“6”  8/255M 234M 
1917 R“7” No.4/12M M“7” 280M 279M 
1918 R“8” 17M M“8” 315M 336M 
1919 R“9” 24M M“9” 335M 394M 
1920 L“0” 35M M“0” 355M 478M 
1921 LI” 51M M“1” 370M 567M 
1922 -L“2” 60M M“2” 416M 614M 
1923 L“3" No. 5/66M M“3” 443M 682M 
1924 L“4” 77M x“4” 485M 766M 
1925 L“s” No. 6 Q*5” ie 521M 848M 
1926 L“6” Q“6” X“6” 560M 940M 
1927 BY7" Q“7" xer" 701M 1036M 
1928 BB” Q"8” X“g” 800M 1134M 
1929 Z120M X106M W102M 865M 1236M 
1930  72212M X157M WIl3M 939M 1348M 
1931  2283M X188M W120M 990M 1435M 
1932 Z405M X205M W126M 1032M 1525M 
1933 Z417M X216M W128M 10S0M 1554M 
1934 2438M X234M W130M 1080M 1617M 
1935 ZA7T9M No.10—X332M W135M _ 1120M 1723M 
1936 ZS521M X370M W140M _ 1180M 1847M 
1937 Z566M X398M W145M _  1270M 2005M 
1938 Z615M X459M W149M  1390M 2178M 
1939  J100M X468M W152M 1450M 2320M 
1940  J15S4M X500M WI154M_ 1510M 2494M 
1941 J248M X523M 1610M 2681M 
1942 J390M X572M 1725M 2901M 
1943  J533M X602M 1788M 3026M 
1944 J542M X603M 1792M 3026M 
1945  J605M X608M 1853M 3037M 
1946  J780M 1915M 3096M 
1947 J1058M X629M 1950M 3273M 
1948 J1332M X685M 2100M 3550M 
1949 J1460M X702M 2200M 0 ace cee 


Und. Und. Und. Und. Wood- 
4-5-6 11-12-14-16 18-20-26 Nls. stock 








1910 290M 40M 7™ 
1911 360M 50M 10M 
1912 450M 68M 13M 
1913 551M 88M 18M 
1914 655M 110M 23M 
1915 740M 129M 28M 
1916 830M 155M 34M 
1917 940M 186M 50M 
1918 1050M 220M 60M 
1919 1160M 250M 62M 
1920 1280M 284M 68M 
1921 1430M 338M 78M 70M 
1922 1525M 390M 85M 90M 
1923 1650M 415M 89M 105M 
1924 1780M 465M 97M 119M 
1925 1910M 510M 105M 131M 
1926 2070M 570M 120M 145M 
1927 2210M 610M 134M 160M 
1928 2330M 715M 145M 177M 
1929 2450M 804M 159M 204M 
1930 3635M 3635M 3635M 3600M 240M 
1931 3825M 3825M 3825M 3817M 276M 
1932 4085M 3882M 310M 
1933 4130M 3885M 325M 
1934 4200M 3895M 360M 


(Turn to page 183, please) 
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that gives you 
more to sell 





* 
This superb, complete, new portable ° 3 Changer 
combines the finest in clear, clean print- . ids ve Finger. J 
‘ ‘ tt 

work with amazingly fast, smooth, easy e ¢ Keys - 

, ° e . 
typing action. « pensive Larger Size e 

. , : ‘ ° at 

The Remington Quiet-riter is the only ° 5 cn 

- ; 7 
portable with these extra value-giving e ° Exclusive Super 
* ? Ss - * 
features that have instant customer ° trength Frame 
6. E ‘ ° 
appeal .-.------------------------------- e xClusive High S 
Esca e 
* PF Plus acce}. r 
type bar acti 
s tion e 
The only office typewriter in personal * . 
size... just the right size for fastest, best * @¢e o 
typing performance. © NEw Oui a 
ad OPeration 

? . 
. 


@ 
Flemington Fland. © TOPflight Adding Machines 
invincibie T iter & Duplicator | 
DEALER SALES DIVISION ner ee. Pe 
Victor Safe & Equipment Products = 


315 Fourth Ave., New York 10, N. Y. 
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I 

l 

gt sch \ Capillary-Action Handipen Desk Sets 2 
“ yf * , l 
Stock the i a . ) 

entire Sengbusch family | @ | 

4 l 

of Time- and Money-SavingS i 


Beautiful Handi-Pen desk sets for easy, effortless writ- . Moistener 

ing. A complete line of moisteners to fit any need. th iites Tools At 
Time-saving Kleradesk. Heavy-duty Cata-RacK for 
catalogs and books. All these aids and more too 
make up the Sengbusch line. 

Sound design and attractive styling make them easy 
to sell, We also supply sales aids free of charge — 
circulars, blotters, display cards, etc. Turnover is fast 
and highly profitable. 

Now is the time to stock the entire Sengbusch 
family. Mail your order today and get set to make ‘ ‘. z No-Over-Flo 19 
, , lerodes 
yourself some money. iene and Sponge Cup 19 


= Steeless) 19 
Dongle SELF-CLOSING INKSTAND CO.. 341 Sengbusch Bldg. * Milwaukee 3, Wis. } 9 


Cata-Rack 






















\ 
THE WARSHAW MANUFACTURING CO., INC. | : 


MAIN STREET BROOKLYN 1, mn. Wa 
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Typewriter Ages 











(Continued from page 180 
Und. Und. Und. Und. Wood- 
4-5-6 11-12-14-16 18-20-26 Nils. stock 
1935 4300M 3924M 393M 
1936 4440M 3944M 435M 
1937 4610M 3966M 471M 
1938 4800M 4800M 502M 
1939 4965M 4965M 523M 
1940 5155M N5155M 547M 
1941 53}40M N5340M 573M 
1942 5540M N5563M 602M 
1943 5715M N5690M 623M 
1944 5715M 643M 
1945 5760M 665M 
1946 5849M 730M 
1947 6124M N5908M 783M 
1948 6310M N5926M 856M 
1949 6530M NS5937M 892M 
Adding Machine Ages 
R. C. ALLEN 
1937 834,760-847,614 and 952,294- 961,681 
1938 847,615-856,009 and 961,682- 970,699 
1939 856,010-865,051 and 970,700- 979,600 
1940 865,052 - 876,662 and 979,601- 988,300 
1941 876,663 - 892,477 and 988,301 - 1,001,100 
1942 892,478 - 897,911 and 1,001,101 - 1,009,700 
1943 1,009,701 - 1,012,400 
1944 1,012,401 - 1,021,600 
1945 897,912-898,011 and 1,021,601 - 1,036,900 
1946 1,036,901 - 1,072,399 
1947 1,072,400 - 1,129,700 
1948 1,129,701 - 1,190,300 
1949 1,190,301 - 1,225,500 
1950 1,225,501 Up 
SUNDSTRAND VICTOR 
Year 1,345 Line 
1914 1,000 Portable 
1915 1,001 1,125 Victor portables manvu- 
1916 1,126 2,025 factured before August 
1917 2,026 2,350 1940 hod the date of 
1918 2,351 3,800 manufacture incorpor- 
1919 3,801 14.035 ated in the serial num 
1920 14,036 - 27,600 ber. For example: 
1921 27,601- 28,500 2,000 - 5,999 Serie! No. 9-2342-12 
1922 28,50 36,600 6,000- 22,999 oes a _ 
1923 36,601- 54,525] 23,000- 46,999 tir ous eum 
1924 54,526- 70,700 | 47,000- 64,999 ticure of the serio! 
1925 70,701- 86,600 | 65,000- 89,999 number 19) denotes the 
1926 86,601 - 110,600 90,000 - 114,999 year (1939) and the 
1927 110,601 - 136,000 | 115,000 - 128,999 tast- two figures (12) 
1928 136,001 - 140,000 | 129,000 - 150,999 denote the month (De- 
1929 140,001 - 158,000 | 151,000 - 175,999 cember). This method 
1930 158,001 - 178,000 | 176,000 - 188,999 of numbering was dis 
1931 178,001 - 205,000 | 189,000 - 196,999 oe a a . 
1932 205,001 - 210,000 | 197,000 - 200,999 J cient mumericel 
1933 210,001 - 213,100 | 201,000 - 206,999 | som. 
1934 213,101 - 221,400 | 207,000 - 215,999 
1935 221,401 - 235,800 | 216,000 - 229,999 
1936 235,801 - 275,000 | 230,000 - 245,999 
1937 275,001 - 289,000 | 246,000 - 265,999 
1938 289,001 - 293,000 | 266,000 - 276,999 
1939 293,001 - 325,000 | 277,000 - 285,999 (Aug. '40) 
1940 325,001 - 340,000 | 286,000 - 293,999 400,000- 410,999 
1941 340,001 - 355,000 | 294,000 - 310,999 411,000- 444,600 
1942 355,001 - 372,000 | 311,000 - 318,999 444,601 - 467,500 
1943 372,001 - 423,000 | 319,000 - 324,999 467,501 -473,600 
1944 423,001 - 451,000 | 325,000 - 334,999 Prod. Suspended 
945 451,001 - 475,000 | 335,000 - 348,999 474,000 - 478,006 
1946 475,001 - 506,000 | 349,000 - 369,999 478,007 - 505,034 
1947 506,001 - 550,900 | 370,000 - 394,999 505,035 -553,626 
1948 550,901 - 594,200 | 395,000°5:406,000 553,627- 589,276 
1949 594,201 - 644,200 June '48 589,277 up. 
1950 644,201 up 
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ALUMINUM SEATING 





aluminum 
chairs 


but . . . obstacles ahead 


The future supply of aluminum chairs is un- 
certain, and the reasons, of course, are obvious. 
We must ask our dealers to confine their sales 
of FINE-REST chairs to those carrying a DO 
priority. This is the only way in which we can 
replace our materials at the present time. If 
our shipments to our dealers have seemed at 
times insufficient and late, we ask their for- 
giveness, and we can only say that we had no 
other choice. Aside from staying in business, 
our biggest concern is that we maintain the 
understanding and good wishes of our FINE- 
REST dealers. 


“America’s Standard of Business Seating” 


4 











ywotalicn 
17 S$. CHERRY STREET + AKRON 8, OHIO 
ont. 2 AETNA SAFE CO., W. 29% : 
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DARNELL 


Possess Exceptional 
FEATURES That Will 
Command Instant 


Attention From Your 
CUSTOMERS 


WRITE FOR FREE 
DARNELL MANUAL 


DARNELL CORP LTD 60 WALKER ST WEW ¥ 


LINTON 
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Adding Machine Ages 


Continued from page 183) 


REMINGTON ADDERS 


345,674 prior to March 31, 1944 

345,675 to 371,699 March 31, 1944 to March 31, 1945 
371,700 to 413,243 March 31, 1945 to March 31, 1946 
413,224 to 482,225 March 31, 1946 to March 31, 1947 
482,226 to 587,942 March 31, 1947 to March 31, 1948 
587,943 to 698,102 March 31, 1948 to March 31, 1949 
698,103 to 744,367 March 31, 1949 to March 31, 1950 
744,368 and after March 31, 1950 





Listo Sets Up Advertising Schedule 


His firm has written up the largest advertising 
schedule in its history for 1951, according to Charles 
Wehn, president of the Listo Pencil Corporation, Ala- 
meda, Calif. The schedule was made through Brisac- 
her, Wheeler & Staff, San Francisco, Calif., and more 
than 55 million reader impressions will be made in an 
advertising schedule set for Colliers, Saturday Eve- 
ning Post and 38 trade publications. 

The advertisements will feature the uses of the Listo 
marking pencil, emphasizing the wide range of ma- 
terials that can be marked, the choice of marking 
colors, lead strength and simple operation. 

President Wehn states, “Our advertising program 
is designed to tell retailers in every field how easily 
and inexpensively they can mark their merchandise.” 





Some Olympia Typewriters from British Zone 


In the February issue of OrricE APPLIANCES a resolu- 
tion was reprinted as issued by the New York OMDA 
in which dealers were urged to boycott the “Olympia 
typewriter made in Erfurt, which is in the Soviet Zone 
of Germany.” 

Now, the Inter-Continental Trading Corporation, 
New York, N. Y., of which G. Hirsch is import sales 
manager, points out that the campaign to discredit the 
Olympia machines from the Soviet Zone is not fair to 
the extent that no consideration has been given to the 
fact that there are two Olympia typewrite:s. One 
machine is made in Erfurt (in the Russian Zone), 
whereas the other is made in Wilhelmshaven (British 
Zone). Inter-Continental Trading Corporation is the 
exclusive representative in the United States for the 
Olympia typewriter made in Wilhelmshaven and as 
such protests against the one-sided handling of this 
matter. 

Mr. Hirsch states that the management of the Olym- 
pia factory rebelled against absorption by the Russian- 
controlled East-German government and legally 
transferred the seat of the corporation to Wilhelm- 
shaven. There a new factory was started under the 
name of Olympia Werke West G.m.b.H. Meanwhile, 
the Russian-controlled factory is continuing to pro- 
duce “Olympia” typewriters, although German and 
some European courts have ruled that, under interna- 
tional law, the brand name Olympia belongs to the 
Wilhelmshaven factory. 





Opens New Firm at San Antonio, Tex. 

The Hill & Burke Business Machines Company has 
been opened at 426 W. Market St., San Antonio, Tex., 
as a partnership between A. C. Hill and A. Burke. 
Mr. Hill, who has had four years of experience in the 
business machines field, is manager.—JHR 
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THIS 
MAN IS 


| HAPPY! 
WHY? 








because—his NEVA-CLOG J-30 STAPLER is BUILT TO LAST 
...and these days that’s important! 


NEVA-CLOG — the 

Pinch Point Staple 

Pierces better, easier: no burrs, 
NEVA-CLOG no rough spots, always uniform. 








NEVA-CLOG Products, Inc. 
Exclusive Canadian Distributor: CANADIAN STAPLES LIMITED—Montreal, Toronto, Winnipeg, Vancouver Logan Street, Bcidgeport, Conn. 
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Liaiograph 


CASH REGISTER 





TO DEALERS 


e Profits 


Pog e Good Will 


SS. SMALL BUSINESS 


e Quick Cash Control 


Ideal for Garages, Filling Stations, 


e Complete Sales Records by 


departments or commodities. 


e Facts and Figures equal to 
those obtainable with systems 


costing 2 to 3 times as much. 


Food or General 


Stores, Gift Shops, Beauty Shops, Laundries, Coal Yards 


and many others . . . Sell Indiana. 


USE COUPON 
OR WRITE 


INDIANA CASH DRAWER CO. 
SHELBYVILLE, INDIANA 


Please send full details and dealer plan. 
Name....... 
Company. 
Address..... 


Zone 


State 









4 Points on 
4 the Sturgis 


No. 624N 


Point by point, the Sturgis No. 
624N has built a reputation 
for being one of the best values 
in the industry: 


@ smartly curved backrest and 
coil spring seat, both cushioned 
with new rubber latex foam 


@ exclusive Sturgis Follow-Flex 
back support 


@ casily adjusted to fit individual; 
no tools required 


sturdy steel tube construction, 
with metal parts Bonderized 
and finished with infra-red 
baked enamels 


® two-inch ball bearing casters 
with soft rubber wheels 


@ upholstered in rugged Versilan; 
Goodall’s Claremont or Bed- 
ford Cord; Deep Buff Leather. 
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POSTURE CHAIR CO. 
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SELLING RELATED ITEMS 
ADDS TO STORE PROFITS 


by Goodreau Soper 
Small Business Division 


NE WAY FOR you to increase your total sales and 
profits is by boosting the amount of your average 
sale per customer. You can do this, without at the 
time adding materially to your expenses, by skillful 
selling of related items. 
In some stores — department, drug, hardware, ap- 
parel, grocery, delicatessen, and variety, for example 
the merchandise is particularly well suited to the 
promotion of related items. However, if a little imag- 
ination is used, related item selling can be made ef- 
fective in almost any kind of retail business, as well as 
in many service establishments which carry on some 
retail activities 
There are two ways to sell related items—by display- 
ing them together so that they remind customers of 
additional needs or create buying impulses, and by 
training your salespeople to suggest them. 


Customers take greater 

enjoyment in shopping, and 
buy more, when merchandise is arranged for their 
convenience. Insofar as possible, arrange your goods 
in such a way that customers may buy all merchandise 
for a particular need or use in one section or part of 
the store. Then, when a customer examines one of the 
items, her attention will be attracted, or can be di- 
rected by the salesperson, to related items. 

For example, if your store sells dresses and accésso- 
ries, such as handbags, gloves, and hosiery, you can 
display a few of the accessories in the dress section 
The customer who buys a dress then will be reminded 
of a possible need for matching items. If she fails to 
take note of the accessories, the salesperson who is 
selling her the dress can call them to her attention and 
point out that a wide variety of accessories is conven- 
iently located elsewhere in the store. 

Here are a few additional examples of ways in which 
related items can be grouped together to build sales. 
Patterns, thread, zippers, and trimmings can be dis- 
played near dress material; neckties, handkerchiefs, 
belts and suspenders near men’s shirts; lamps can be 
displayed on lamp tables; toothpaste, mouthwash, and 
dental floss can be grouped with toothbrushes; garden 
seed can be displayed near garden tools; and potato 
chips, popcorn, nuts, cocktail snacks, and other ap- 
petizers can be arranged together in a tempting dis- 
play 






Sales also can be increased 
by displaying a group 
of related articles at an attractive group price. For 
instance, a pipe, tobacco, pipe cleaners, and a humidor 
can be sold together at a price less than the sum of 
the individual prices 

Good displays of related items will make it easier 
for your salespeople to suggest additional purchases, 
but will not guarantee their doing so. In fact, unless 
you carefully train your salespeople to suggest related 
items, they may completely ignore this method of 
duilding sales. For example, the American Druggist 
magazine recently sent shoppers into 100 drug stores in 
25 different cities to request an item which was re- 
lated to a variety of other products. In these 100 
drug stores, only five salespeople suggested a related 
item. Here are three of the shoppers’ experiences: 

1. “All but two of the 12 salespeople treated me as 
though I were an errand boy. They didn’t even bother 
to ask the weak, ‘What else?’ question.” 

2. “This clerk did say, ‘Will there be anything else?’ 
Before I had a chance to reply she handed me my 
package and said, ‘That will be $.50,’ which, of course, 


OFFICE APPLIANCES, April, 1951 





* Points on 
the Sturgis 


Point by point, the great new 
Sturgis No. 1805 executive pos- 
ture chair shows the quality 
that has made it a best seller 
almost overnight: 
















restful spring-back action, with 
adjustable spring tension 
exclusive Sturgis Follow-Flex 
back support 

backrest and spring seat luxuri- 
ously cushioned with new rub- 
ber latex foam 


wide armrests cushioned with 


new rubber latex foam b ott 
streamlined base with con- — 
cealed casters hn ee 


bonderized metals with durable 
infra-red baked enamel finish 

upholstered in rugged Versi- 
lan, Goodall’s Claremont or 
Bedford Cord, Deep Buff or Top 


Grain Leather. 





STURGIS, MICHIGAN 
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Today, more people 
4 than ever,are asking 
i) for the Flo-master! 












i aa 






drawn with a Flo-master 








You, too, can make handsome | 
PROFITS by featuring 





The Most Widely 
Advertised 
Felt-Tip Pen 

in America... 








* Flo-master 


Within a comparatively few years, Flo-master Advertising 

hos opened up an entirely new source of —more than 25,000,000 indi- 
vidual messages during 1951 

profits for stationers. Through consistent in these magazines: 


day-in-and-day-out advertising, millions of Saturday Evening Post * Office 


“prospects’’—in homes, art studios, offices ee 
7 “ ment Digest * Industrial Main- 
and industrial plants—are being told about tenance * Industrial Equipment 
News * Shipping Management « 
Grade Teacher * School Arts « 
pen with the felt tip”. And every sale of a Catholic School Journal ¢ Pro- 


the many uses for this revolutionary “fountain 


Flo-master means a steady repeat business tution Engineering and Mon- 
agement * American Machinist « 
in Flo-master Inks. 


Flow 


Get your share of this profitable business 
Stock and sell both sizes—POCKET SIZE for 
general use: KING SIZE for big, BOLD, 
heavy-duty marking. Used with Flo-master 
Inks—Transparent and Semi-Opaque— 


instant-drying, waterproof, non-smudging. 





Write for new Catalog No. 51 to — 

Cushmon & Denison Mfg. Co., — 
New Flo-master 

153 West 23rd St., New York 11, N. Y, Display Card 


Attractive, colorful self- 
salesman — holds 6 Pocket 
Size Flo-Masters with caps 
in six colors (Stock No. C-6). 





C-Wtdlet 


FELT-t0 eee 
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closed the sale without any effort on her part to selj 
additional merchandise.” 

3. “There was no effort made to make an additiona] 
sale, in spite of the fact that I handled a toothbrush 
and a combination deal on toothpaste, commenting 
that it looked like an awfully good buy.” 

Training salespeople to suggest related items. Sales- 
people generally need considerable training and prac- 
tice before they can do a good job of suggesting 
related items. You should hold periodic meetings with 
your salespeople to discuss and to demonstrate this 
form of suggestion selling. Have them practice on each 
other, picking out each other’s weak points. Have each 
salesperson concentrate on overcoming his weaknesses, 


Try also to improve 

each salesperson’s technique 
by giving him careful, individual instruction. Impress 
upon him the selling points and outstanding features 
of his merchandise. This is particularly important, 
for if a salesperson is to do a good job of selling he 
must have a thorough knowledge of his merchandise 
and be sold on it himself. You might also give each 
salesperson a written list of related merchandise so 
that he will know which items logically can be sug- 
gested to a customer as additional purchases. 

Even though you want your salespeople to suggest 
related items, you must guard against their develop- 
ing high-pressure methods. Customers strongly resent 
any attempt to “pressure” them into buying unneeded 
or unwanted merchandise. 


In particular, impress 

upon each salesperson the 
importance of making suggestions in a friendly, co- 
operative manner, rather than in an aggressive, force- 
ful fashion. Two salespeople may use much the same 
language in suggesting an item. Yet one, through 
his way of making the suggestion, may please the 
customer, the other irritate him. Every salesperson 
should develop a pleasing manner and should have a 
sincere desire to help the customer. He should be 
genuinely interested in being of service, and should 
not merely try to sell additional merchandise. 

Pointers on suggesting related items. You may wish 
to give your salespeople copies of the following pointers 
on selling related items. They can use the copies dur- 
ing training periods and later to occasionally brush 
up on their sales techniques. 

1. Acquire a good knowledge of the merchandise 
you handle and all other merchandise in the store. 
This will help you to suggest purchases of appropriate 
related items 

2. Take a sincere interest in the customer. Try to 
place yourself in her position so as to better realize 
what she might want or need, and then help her to 
buy it. 

3. When suggesting additional purchases, do so in 
a confident, pleasing manner, using positive expres- 
sions, such as “You may like some————to go with 
this,” or “Have you seen this?” Don’t say, “Is there 
anything else?” or “You don’t want anything else, do 
you?” A negative question generally brings forth a 
negative answer. 

4. Capture the customer’s interest by demonstrating 
or displaying the suggested merchandise, handling 
it with extreme care and appreciation. Get the cus- 
tomer to handle and examine it, too, and show or tell 
him how he will benefit by buying it. 

5. Suggest related items after the customer has 
decided on the main purchase, but before you have 
written up the sale or accepted the customer’s money. 

6. Do not suggest too many articles or you may 
antagonize or confuse the customer. 

7. Avoid high-pressure selling. Do not persist in 
suggesting an article if the customer obviously does 
not want it. You may sell the article, but lose the 
customer’s future business. 

8. Do not suggest additional items to customers who 
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A SYMBOL of EXCELLENCE 
The MARK 
of QUALITY! 


This oval is more than just a trade-mark . . . much 










more, it Is a symbol of Excellence . . . the mark of 


QUALITY. 


Chairs that wear this emblem are constructed from 


First Quality materials by First Quality Craftsmen. 


No Chair can wear this emblem that fails, under the 
most careful inspection, to come up to the high stand- 
ard of quality set by this company more than 29 years 


azo. 


The Jasper Chair Co. emblem is your assurance of No. 878SQ 


snal excellence “VERY vi > Solid American Walnut 
unusual excellence... of EVERY virtue you would Upheldened ta G@esdten tants 


expect in a high-type Chair. 


Get the jump on competition 
by featuring CHAIRS that 
bear this emblem. 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 






NOTHING takes the place 
\ of WOOD for Beauty. 
Warmth and Touch! 


_— Jasper Chair2 


SALES JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 








Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Ave. 

Dallas 5, Texas Chicago. Ul. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) Jack 8S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lst St., 

St. Petershure. Flerida Oakland, Calif. Seattle 5, Wash. 
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AT YOUR FINGERTIPS... 
THE PICK OF THE MARKET! 





This 5th Annual Stationery Show offers more variety of lines and merchandise 


than ever before to fill your buying needs. Now, well established as a national od 
market, the newest, most saleable items will be displayed here. For ease of cago 
shopping and complete coverage of the field, there's nothing finer than the — 
aion 
of th 


Comy 

exper 

s Sales 
Mis 

tiona 

Her ¢ 

of th 


MAY 20-25 - HOTEL NEW YORKER 














Ope: 

SHOW HOURS: Sunday—! P.M. to 9 P.M., Monday—10 A.M. to 6 P.M., Tuesday— Rus 

10 A.M. to 6 P.M., Wednesday—10 A.M. to 9 P.M., Thursday—10 A.M. to 6 P.M., . 

Friday—10 A.M. to 1 P.M. rite: 

whick 

Directed by GEORGE F. LITTLE MANAGEMENT ° 220 FIFTH AVENUE, NEW YORK 1, N. Y. all pa 
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evidently are in a hurry. And don’t make suggestions 
if you can think of no good reason why the customer 
should want v you suggest. 

Providing the entive for extra sales. An equitable 
bonus or sales mmission plan may be the incentive 
employee enthusiasm for selling re- 

plan might call for paying each of 

n extra amount, based on his sales, 

salary. A danger of such a plan is 
to high-pressure selling. If you adopt 

out to salespeople that they will 
gain more long run by helping and pleasing 
| customers tl trying to induce them to buy un- 
| needed, unwanted items 

The following example shows that even a small 
increase in erage sale will add considerably to 


needed to buil 
lated items. The 
your Salespeopl 
in addition t 
that it may le 
it, you should 





your profits 
Suppose that your store makes 50,000 sales in a year, 
with the average sale being $.90. Assume that by 


using better 
be able to incr‘ 


additional expe! 


ys and selling methods you would 
your average sale to $1 at very little 





0,000 sales @ 90¢4 50.000 sales @ $1 


$45,000 $50,000 

$31,500 $235.000 

9,000 9,000 
i 3.000 43.500 3,200 47,20 
$ 1,500 $ 2.800 


hypothetical example. Nevertheless, 
easing the size of your average sale 
and suggestion of related items will 
ided profits. 





Appointments Announced by Ames 

The Ames Supply Company recently announced that 
Luis de Olaza has been elected vice-president in 
harge of sale d director of the Ames Supply Com- 
pany and pr of Ames International, Inc. He 
engaged in the office machine busi- 
ar ae) 





nas peen act 











LOUIS de OLAZZARA 


| 
| 





s for many years, in both the domestic and export 
é His a are now conducted from the Chi- 
ago office of the Ames Supply Company 
| Anothe ement states that Miss Josephine 
Salomon ha ippointed assistant sales manager 
f the office ine division of the Ames Supply 
mpany. Li Mr. de Olazarra, she has had long 
experience in ndustry through contact with the 
ules phase o business, both export and domestic 
Miss Salom also secretary of Ames Interna- 
Inc., a n which she has held for five years 
Her office i located in the Chicago headquarters 
It Ames §& Company 





Opens Tulsa Typewriter Service 
Russell S. Kurt rmerly with the Underwood Cor- 


nin Tu ’kla., has started the Kurtz Type- 
writer Servi n Tulsa. He offers a “low-cost type- 
writer service ct” for $11.00 per year per machine, 
Which include ection every 90 days, service calls, 
ts an hauls EWF 
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A BEACON GUIDE 


For Faster 
Filing and 
Finding 





SAVES FILING SPACE 
HATA ANA A A A 


WELL PROVE /TTO YOU % 


NI 
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CA 
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MAGNIFIED VISIBILITY 
BAR 


BARKLEY 72° TAB 


> @« 
~ 3% 5", 2 ee Oo ee “se 





oy 
' 


For those buyers who quickly recognize the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Plastic Tab 
Card Guides. They spell improvement in any card file 
system. The crystal clear plastic tab angled for greater 
visibility is the feature that does the “trick.” Available 
in all standard sizes 3x5, 4x6, 5x8. Special arrangement 
of tabs for any special system—do it with color. 


Write for Ilustrated Literature 





Patent Ne 2248355—D128118 


Established 1921 


(. L. BARKLEY & C0 


anutacturers of Filine Supplies 


1220 W. Van Buren St 


7 


Chicago 7, I! 
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We Specialize Ie Your 


NESE 


Envelope Needs 
Sank Exuelopes 


FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
*Registered Mail Envelopes 










AY oul 


é 


*Coupon and Coin Envelopes 
*Bank Filing Envelopes 









Write for Prices and Samples 





Seed Exuelopes 


For Seeds, Samples of 
Grain, Ore and Sand, 
Machine Parts, Jewelry, 
Etc. j 
j 
| 














*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 


Aste rs 













ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 








Write for Prices and Samples 





Open End Filing 
Envelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


















A strite 








Passe Book Covers 


MADE TO STAND LONG, 
HARD USE 









*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 


j 
thei bles 
ENVELOPE ©’ COMPANY 


4 








i 7 
» >i Se * 
sw rrea@ LINE 


= 
x VELlereere > 


CHICAGO SAINT PAUL 
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WHY NOT HIRE IDEAS? 


Here’s How to Avoid Getting 
“Sticks in the Mud” 


BY GEORGE M. DODSON 

FFICE APPLIANCE dealers who hire new help on the 
O basis of old standards will have only themselves 
to blame if the next few years turn their sales force 
into “sticks in the mud.” 

Every business undergoes change from time to time 
But probably nowhere else are these changes coming 
more rapidly than in the office appliance field. A sales- 
man or clerk may fit in well enough now, and still be 
hopelessly out of date in two or three years if he lacks 
the ability to adapt himself and his methods 


When hiring, 

first satisfy yourself that the applicant 
can meet your usual standards. Then add this ques- 
tion: Am I hiring someone only to meet today’s situa- 
tions, or can this young man or woman bring in new 
ideas to match new conditions which are sure to arise 
in the future? Having asked the question, go to all 
reasonable limits to find the answer. Otherwise you 
may end up with several ideal workers—ideal, that is, 
except they haven’t brought a new idea into your office 
appliance business since the day you put them on the 
payroll 

Deciding whether or not the new clerk or salesman 
can think for himself will be no easy problem. The 
following suggestions give at least some sound facts 
on which to base your decision after you have checked 
the applicant through your usual routine: 

1. Check with former employers. Even young and 
supposedly inexperienced workers have held some kind 
of temporary or part-time employment. No matter 
how insignificant it seems, that early job probably 
shows some signs of what to expect in the way of in- 
itiative and original ideas. 

2. Keep on hand a file of advertising material on 
new products in the office appliance field. Depending 
upon the newness and complexity of the item chosen, 
allow the job applicant time to study the advertising. 
Then ask him to give his own sales presentation. It 
won’t be perfect, because most sales talks have to be 
polished in actual use, yet it will show how well he 
can adapt printed words as selling aids. 

3. Jot down the outline of an occasional sales prob- 
lem that has actually come up in your office appliance 
store. Use these outlines on job applicants to discover 
traces of originality in thought and action 

4. Concentrate on basic requirements for sales work, 
such as a good command of English, fast and accurate 
arithmetic, ease and confidence in conversation. These 
factors will remain vitally important no matter what 
changes occur in supplies and equipment of the future. 
Don’t permit strong personality to cover up lack of 
fundamental ability. 


5. Mental alertness 

may be checked to some extent 
by determining how well the job applicant has kept 
up with the news. But your office appliance business 
is localized in character, so base most of your news 
test on awareness to major business developments 
about which one would naturally have heard if he 
had any inclinations along this line 

6. Open discussions on any topic of general interest 
Watch for a tendency to contribute ideas, and at the 
same time try to judge how much enthusiasm the 
applicant puts into presenting his opinions. Without 
a fair share of enthusiasm, even the most intelligent 
person will have difficulty in selling office supplies and 
equipment. 

7. Talk about the opportunities in this field. Men- 
tion the progress made in recent years and the greater 
promises for the future. If the job seeker doesn’t re- 
spond to this kind of talk, he may fit into some routine 
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@ FLAT FILING JACKETS AND ENVELOPES... 


Quality Park Flat Filing Jackets (above left) and Flat Filing Envelopes (above 
right) are available in four sizes in 125 lb. high finish No. 1 Tag Stock or 
90 Ib. ParKraft. (Sizes 9% x 11% or 14% and 10 x 14% or 15.) These 
jackets or envelopes are ideal for filing or carrying non-bulky papers — come 
packed 100 to the box — a stock item for immediate delivery. 




















@ VERTICAL FILING JACKETS AND POCKETS... 


Quality Park Vertical Filing Jackets (above left) are available in three sizes 
with 142 and 2” expansion — one piece construction with double or single 
top .. . or five piece construction in Leatheroid with red rope or cloth 
gussets. Filing Pockets (above right) feature the famous Leatheroid stock in 
five piece construction in letter or legal size — one piece construction also 
available in quality Tag or Red Fibre stock. For filling filing needs recom- 
mend Quality Park. 
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part of your business but he has little chance of suc- 
ceeding as a salesman. 

8. Almost anyone can be taught a certain amount 
of detail. However, the young man or woman who 
brings his or her own stock of fresh ideas and initia- 
tive is worth sorting through many applicants to find. 





MANY GOOD IDEAS ARE WORTH 
BORROWING FROM OTHERS 


You Can Learn Plenty From 
Chain Store Techniques 
OOD IDEAS are always worth borrowing, regard- 
less of their origin . . . even if they come from 
the independent dealer’s arch-rival, the chain store. 
Chain stores differ from the independent store in 
that they are run to set formulas. By so doing, they 
lose the personal, exclusive touch which is the inde- 
pendent retailer’s ace-in-the-hole—but they gain in 
efficiency of operation. The tried and true techniques 
which have brought the chain store this high degree 
of efficiency can, in many cases, be adapted to the use 
of the independent dealer. 
For example, the chains constantly study their op- 


erations, compare them with those of competition, 
taking each department, each line, and if necessary, 
every item of merchandise separately. By so doing, 
they know exactly which lines are strong and which are 
weak. The result may be a decision to cut out the 
weak lines or to build them up. Sometimes unexpected 
strong points are thus developed for future exploita- 
tion. There is no reason why you, as an independent, 


cannot do the same thing. 


Question the variety 
of items in each class of mer- 
chandise. Are they all needed? Can you reduce some 
lines and increase your turnover on others? 

Chains similarly study the proper apportioning of 
operation expenses. They find out just how much of 
their total budget should be assigned to advertising, 
display, fixed operational costs, and so forth. You can 
do likewise 

The chains make a point of knowing their customers. 
Not individually, of course, but they know from what 
income levels the bulk of their trade comes, and they 
direct their sales promotion accordingly. Upon this 
important factor, too, depends their knowledge of the 
type of merchandise to carry, price ranges and variety. 

Chain store executives are usually ready to listen to 
new ideas as well as criticism. They make a point of 
carefully selecting sales personnel. You can do the 


Same 

Groups of independents, too, can develop advisory 
committees which will make available the same calibre 
of chain store thinking to problems of management, 
financing, promotion and merchandising. 

These tips, borrowed from the chain store, can help 
you to be more successful as an independent dealer, 
and don’t forget the wonderful asset that is yours in 
having that close personal touch with your custom- 


ers —_GNS 





O’Donnell Promoted by Shallcross 

E. Edward A. O’Donnell, sales representative of 
Shallcross Printing & Stationery Company, St. Louis, 
Mo., was appointed to the position of vice-president 
at an executive meeting held January 24. Mr. O’Don- 
nell has been with Shallcross since 1916. 





Named Rem-Rand Manager at Dallas 


T. M. Ralph, formerly business machines sales su- 
pervisor for the company at Los Angeles, Calif., has 
been named branch manager of the office machine 
division of Remington Rand, Inc. He succeeds B. Kir- 
vin, recently resigned.—JHR 
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CONSERVATION OF HUMAN 
RESOURCES IN THE OFFICE IS 

VITAL IN THE PRESENT EMERGENCY— 
INCREASE YOUR KNOWLEDGE BY 
ATTENDING ... 


NOMA's 
32ND 


INTERNATIONAL CONFERENCE 
ANNUAL 
OFFICE MACHINERY & EQUIPMENT 
EXPOSITION 


COMMODORE HOTEL—7 Ist INF. REG. 
ARMORY 


NEW YORK, N.Y. 


MAY 20-23, 1951 
PROGRAM AT A GLANCE 


SUNDAY, MAY 20 


2:30 PM School for Chapter Secretaries and Officers 
6:00 PM_ Reception 
7:00 PM Chapter Presidents’ Dinner 


MONDAY, MAY 21 
10:00 AM Keynote Address 

“Conservation for Use—Not Sentiment” 
Senator Karl E. Mundt 

1:30 AM Annual Business Meeting 

2:00 PM_ Technical Sessions 
“Human Relations In the Office” 
Dr. Dwight D. W. Davis 

3:00 PM “Women In The Office” 
Dr. Lillian M. Gilbreth 


TUESDAY, MAY 22 
10:00 AM _ Technical Sessions 
"Job Description & Evaluation” 
Dr. Alfred J. Cardall 
11:00 AM “Work Simplification” 
Mr. Allan Mogensen 
2:00 PM "How The Office Manager Can Improve 
Himself" 
Dr. G. Rowland Collins 
3:00 PM Concurrent Technical Sessions 
""Mechanization in the Office” 
Mr. Lee Whitson 
"Making the Office Career More Attractive to 
Youth" 
Mr. John N. Given 
7:00 PM Annual Banquet and Entertainment 
Speaker—Mr. Horace |. Seeley 


WEDNESDAY, MAY 23 
10:30 AM Original Play on Office Practices by 
Members of the Detroit Chapter 
12:30 PM~ Annual Luncheon 
ALL BUSINESSMEN, OFFICE EXECUTIVES AND 
PERSONNEL ARE CORDIALLY INVITED... 


REGISTER NOW 


ADDITIONAL INFORMATION MAY BE OBTAINED BY WRITING 


NATIONAL OFFICE MANAGEMENT ASSOCIATION 
132 W. CHELTEN AVE. PHILA. 44, PA. 
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La Salle COSTUMERS 


GS Sor 


Designed especially for Office Use 
Four Weeks Delivery 















Unbreakable 


Hooks Write for 
No. 155 heavy 


Prices 
gauge steel cos 
tumer; Sturdy and 


construction, de- 
illustrated 


signed for per- 
fect balance un 





der heavy loads Catalog 
Height 68''- 

= 12". Base of our 

—21" spread. 

Hooks made Complete 
from solid rod, Line 


finished with 

rounded knobs. 

Finish: 

Grey with Satin 
chrome hooks. 





Packed in units 
of six. Shipping 
weight 60 Ibs No. 15C. Patented ‘‘col- 
lar’ keeps top rigid at 
all times. Substantial, 11 
heavily weighted base, 8” 
amber glass liner in 91/2” 
diameter. Height to top 
of glass liner 24'/,". Satin 
chrome finish. Shipping 
weight 13 ibs., assembied 
ready for use. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 

















Top Quality ° Non-Suspension 


STEEL FILING CABINETS 





AVAILABLE IN ALL SIZES 


Heavy gauge steel . . . Ball-Bearing Rollers . . . Quality Hard- 
ware .. . Olive Green or Modern Gray Baked Enamel finishes 
. . « Individually packed in Sturdy Cushioned Cartons 


CATALOG AND PRICE LIST ON REQUEST 


Keystone Steet Equipment Co., Ine. 


15 Lombard St. Phila. 47, Pa. 
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CAN YOU SELL? 


By Robley D. Stevens* 

ERHAPS IN NO OTHER matter is the influence of 

salesmanship more important than in the realm of 
human relationship. In this sphere, more than in any 
other, the selling personality sets the pace. If you 
take a broad-minded view of the matter, you become 
aware that salesmen are human beings engaged in 
a broad humanitarian pursuit. This indicates, usually, 
that if you do not indulge in the selling profession, 
you may be held back from your maximum output and 
financial gain. 

In other words, selling is not a seven-day wonder 
but a modern developed art based on age-old methods 
that are worth while. Selling, like anything else, may 
require “acting and promoting.” However, if you 
possess a deep-seated urge to persuade others, you 
ought to sell. 

It is the object of the remainder of this presentation 
to describe some of the ways and/or means whereby 
you can realize the possibilities of salesmanship. Re- 
duced to its simplest terms, the problem of selling is 
to discover which factors can help you sell. 

So the principal thing to do now is to observe and 
eventually your own method of selling effectively will 
be expanded in many ways. 


Remember, you can sell 

if you are determined. If 
this point of view is not strictly observed you might 
not completely understand that there is a “gold mine” 
in the art of selling. Hence, it appears better for you 
to begin in a simple way and gradually build up 
your faith so that your own enthusiasm will grow 
stronger. The printed word may be an excellent sell- 
ing tool, but NOTHING ever takes the place of the 
“human personality” in selling. 

The mental and physical condition of an individual 
has much more bearing on selling than the acceptance 
or rejection of a buyer. It is no doubt for this reason 
that you can sell if you follow the orderly evolution. 
To the person who realizes the potentialities in selling, 
$10,000 yearly is “peanuts.’”’ Experience has proven this. 

The field of salesmanship is a means of governing 
yourself and others. The question of products and/or 
services to be sold really has no relation to successful 
selling. It is an individual matter, depending primarily 
on a person’s adaptability to the job of selling. 


Selling is not a matter of 

convenience; it is a matter 
of earning BIG money for services rendered. There 
is probably no sphere of human relationship that is 
undergoing such rapid and fundamental changes at 
the present time (except, perhaps, the realm of labor 
relations) as that of selling. Success in salesmanship 
is based on repetition. Civilization largely depends on 
selling different kinds of things. As a practial point, 
you can sell if you Keep at it long enough. 

In brief, you can sell if you make the decisions for 
the buyer. This is an unseen asset you learn through 
actual experience. Unless you believe you can sell, 
there is no alternative but to check out. Clear under- 
standing of this is very important for you. 

You can sell if you make sales and meet the quota 
system. Hence, this calls for your immediate attention. 
The position of a salesman is much like that of a ship 
captain who is responsible for the vessel’s operation 
hourly. Making sales is primarily equivalent to a 
ship’s arrival in port. You can sell if you can promote 
interest, because the influence of such efforts will be 
measured financially for you. The person searching 
for a good field can hardly find a more promising one 
than salesmanship. If you possess a keen human in- 


*Robley D. Stevens, J. D., is the author of “‘The Writer's 
Search,”’ “Test Your Knowledge,’ and Unionization of Sales- 
men.’ He is a member of the Beata Quota Fraternity of Master 


Salesmen 
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GILLESPIE FURNITURE CO. 


of Los Angeles 


can supply several thousand oak 
and walnut .. six leg .. flush panel 


FLAT TOP DESKS 


METAL MECHANISM 
PEDESTAL TYPEWRITER DESKS 


for April... May... June DELIVERY! 


“Made to order” shipping schedules open to a limited num- 
ber of substantial, experienced office furniture dealers 
who wish to look to a large, new source for a definite por- 
tion of their requirements. We are an AAA-1 rated concern 
and have every facility for mass production. We have made 


thousands of desks. 


Please consult our Sales Office 


205 Second Street San Francisco 5, California 


Telephone DOUGLAS 2-0446 
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PRINTING CALCULATORS 





ELECTRIC OR HAND-OPERATED 





VISIBLE ADDING WHEELS 





AUTOMATIC RIBBON REVERSE 





AUTOMATIC TOTALS 





barrett 
GRAYTONE 


MODEL B-192E> 





EXCLUSIVE 
SALES 


AGENCY 
PLAN! 























‘COMFORTABLE 
BOUNCE" ACTION 














91010 WHEEL 
CAPACITY 







QUALITY 
PRODUCTS 
SINCE 1889 









POSITIVE ACTION + RAPID MULTIPLICATION OR DIVISION 








ELECTRIC AUTOMATIC SHIFT AND MULTIPLY KEY 









ADDS UP 


PRINTED PROOF + SUB-TOTAL KEY + VISIBLE PRINTING 









DIRECT SUBTRACTION + ONE-POSITION BACK SPACER 









Barrett 








OTHER MODELS: 


e BI8S—8 Column Hand Operated 


e@ BI92— 9 Column Hand Operated 


BARRETT ADDING MACHINE DIVISION 
LANSTON MONOTYPE MACHINE COMPANY 


24th at Locust Street 


Philadelphia 3, Penna 
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terest in life, you can sell and be reasonably happy and 
contented, although fate may deal a few hard knocks. 
If you industriously apply yourself, you can sell, be- 
cause this type of employment is intensely interesting. 

You can be happy and successful if you know how 
to sell yourself. In fact, young men and women today 
are more interested in the art of selling than ever be- 
fore. Psychologically speaking, salesmanship applies 
to everything you do in human life, and it may mean 
the difference between a productive life and one of 
disappointment 

You can sell if you learn how to bring human judg- 
ment and energy into reality. You have only to demon- 
strate effectively and consistently. Selling may be 
termed teaching and we all need regular teaching. If 
you can convert an unappreciated need into a want, 
you can sell 


You can sell when you know 
how to render personal 
service in everything you attempt. You can provide 
happiness and economic security when you know how 
to sell. By developing your own powers of expression, 
your personality and your experience, you can sell 
If you can break down prejudices and cultivate confi- 
dence, you can sell. If you will become a human ad- 
vertisement for whatever you represent, you can sell 
Obviously, the more selling experience you have, the 
greater the opportunity. One great advantage of sales- 
manship over practically all other types of employment 
is that age is no barrier. As long as your mind re- 
mains alert, you can sell. 
Selling does not, in my observation, consist of any 
magic formula. Salesmanship is a matter of mutual 


co-operation between two individuals agreeing on a 
specific subject. In fact, every day of our lives each 
one of us is buying or selling ideas or something we 
need. That is why salesmanship is the most potent 
force in human life 


The only way to sell 
is to go out and sell. Like writ- 
ing, it requires practice and more practice. To be 
sure, you can learn a lot from books and teachers of 
salesmanship, but if you expand your own capacity 
you can sell in proportion. The author is also a sales- 


man. He merely applies written words on paper. 
Significant in selling is your mental attitude. You 
all know the old adage, “thinking makes the man.” 


It is the way you think that counts in the end. When 
you can create attention, interest, desire and finally 
action (the four steps in selling) you can be success- 
ful. Above all, if you have complete confidence in your- 
self, regardless of circumstances, you can sell. It is 
not a matter of being a fast talker, or giving a lot of 
who-strut-John-stuff” that will premanently keep 
you a successful salesman. You must have ideas to sell 


If you can offer friendliness 
and the pleasure of 


possession to others you can sell. You must have 
read- as well as heart-appeal in a positive way. 
While there are no fast rules in dealing with human 


nature, it has been discovered that appealing to the 
ego satisfies nearly everyone. If you can overcome 
serious and frivolous objections, you can sell. Being 
your own natural self is essential. 


Obviously, enthusiasm is vitally essential if the buyer 
is to melt like butter in the sun. This psychology is 
very fruitful to those in selling. Objections offered by a 
prospect are to be expected, but when you overcome 
them you can sell 

If you < ‘lose a deal, you can sell. If you make 
it easy for the other person to accept, you can 
sell. Negotiations are not closed on how much you 
say, but solely on how you say it. Salesmanship is 
showmanship, plus promotion. Do you really know 


how to terminate a sale? No two salesmen are exactly 


OFFICE APPLIANCES, April, 1951 








M I D C THE BEST BUY 
IN DESK LAMPS 
Top Quality 
At A Price 
That Sells; 
With A 
Mark-up 
That Spells 
PROFIT! 
4200 Series — 


Complete line of 1 & 2 Tube Desk Lamps, Ad- 
justable-arm Clamp-on and Floor Lamp Models 





You never have a come-back when you offer the Quality 
Built MIDCO, the Perfectlite lamp. There is no better value. 
. .. MIDCO’s famous Dual Reflector principle of light con- 
trol delivers more foot candles, more evenly, for more com- 
fortable seeing. Attractive design with 3 beautiful finishes 
in 1 and 2 tone effect; Brown Wrinkle, English Antique 
Bronze and Metallescent Gray. The finest materials and 
workmanship. Assurance of dependable operating perform- 
ance with years of uninterrupted service. 


Write for literature and prices today! 
Be Wise! Stock up on MIDCO lamps—ORDER TODAY! 
MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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PITTSBURGH CUT WIRE CO. 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10”x10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 


4. Release pressure, extract 
¢ 110 VOLTS A.C. $700 all from Eva-Press and 


© 220 VOLTS A.C. $765 have finished Rubber Plate. 
¢ PLATENS 11”x13” More detailed directions 
e INSIDE CHASE 10”x12” supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 













3500 OAKTON ST. 











etipP 


@ A Glass Smooth Plastic Fibre Board 
@ Vice-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 


Stock Stock 

No. Size No Size 
200 614”"x11” 205 9” x15% 
208 2" 206 ” . sit" 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and latest price list. 


\WOODALL [NDUSTRIES [NC. 








SKOKIE, ILL. | 


Chicage Telephone CO 77-2600 
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alike. Nor are any two buyers; each must be handled 
in a different manner. 

Understanding is the very life of selling. If you 
exercise a give-and-take spirit to promote mutual 
harmony, you can sell. Ideas are the heart of all sell- 
ing and the salesman offering such ideas can produce. 
After all, a poor salesman will fail to prove successful 
with an outstanding product. 


Make today your starting 
point for self-development 
and you will be a success, financially and otherwise, in 
selling. No one can give you the gift of selling, which 
is simply the desire to sell. 

The purpose of the foliowing test is to help you find 
out if you have what it takes to succeed in selling. No 
test or even the most careful examination ever devised, 
in my opinion, can accurately tell you how much suc- 
cess you will achieve in selling. To get on the payroll, 
and stay on it, requires objective thinking and acting 
in selling. 

The following analysis is strictly one for ascertaining 
what qualifications you have in addition to natural 
talents. It will show, quite exactly, whether or not 
you can sell. After that any progress you make will 
depend primarily on your own industry, ambition, per- 
sonal effort and showmanship. 

In preparing your answers, bear in mind that your 
present ability is not everything. It is what you do 
and how you do it that will enable you to be of greater 
value. So write your answers freely, honestly and 
naturally, as if you were talking to yourself. Try to 
feel, in fact, that your test will be read by others, per- 
haps your friends and family. Be not afraid, for after 
all there is nothing to be afraid of in selling. Others 
will admire your frankness. 


The object of this test 
is to obtain a thorough and 
unbiased observation of your qualifications for selling. 
In determining whether you have selling ability, the 
following factors should be considered: 


CHECK 
SELLING QUIZ Yes No. 
1. Do you have courage and determination? 
2. Can you accept difficult assignments? 
3. Can you accept adverse remarks? 
4. Do you have confidence in yourself? 
5. Are you easily discouraged? 
6. Do interruptions stop you? 
7. Do you insist on your convictions? 
8. Do you have imagination? 
9. Do you display resourcefullness? 
10. Do you sell effectively? 
11. Can you make a good sales talk? 
12. Do you possess ideas? 
13. Can you carry a job to the end? 
14. Do you consider yourself intelligent? 
15. Do you apply common sense? 
16. Are you open minded? 
17. Are you co-operative? 
18. Was your scholastic record good? 
19. Are you slow in giving an answer? 
20. Are you easy-going? 
21. Are you an extrovert? 
22. Do you believe in people? 
23. Are you ambitious? 
24. Do you like an easy job? 
26. Do you make a fine appearance? 
27. Can you inspire confidence? 
28. Are you tactful? 
29. Are you optimistic? 
30. Are you polite? 
31. Have you a good vocabulary? 
32. Do you talk too much or too little? 
33. Are you loyal? 
34. Do you complain when justified? 
35. Can you accept suggestions? 
36. Can you look others in the eye? 
37. Are you sincere? 
OFFICE APPLIANCES, April, 1951 

















To protect the hundreds of Mosler 
dealers from coast to coast, our 
policy during the current period of 
restricted civilian production and 
scarce metal supply is to fill orders 
only from those dealers who were our 
customers prior to the autumn of 1950. 
No new dealers will be served until 
the present crisis has ended. We 
hope in this way to repay the loyalty 
of those business organizations with 
which we have been associated in 
providing superior protective 
equipment to American commerce, 


industry and finance. 


ge Mosler Safe ¢. 


WORLD’S LARGEST BUILDERS OF SAFES AND VAULTS 


OFFICE APPLIANCES, 





FACTORIES: Hamilton, Ohio 


201 





| 

| 

! 

| 

| — = 

| executive office group : 
| 4. 
7 the most important 

| 

| 

| 

| 

| 


presentation in this field 
in 10 years. p 


A highly flexible series 49 
of office furniture 

units, permitting over 100 
custom-planned 
variations. 


) Created by architect-designer sa 
George Nelson... a. 
your answer for your 
most exacting 
customers. 


herman miller furniture company sic 
zeeland, michigan 


for illustrated brochure. ; 
ish 


showrooms: ha 
one park avenue, new york : 
622 merchandise mart, chicago ] 
exhibitors building, grand rapids Joi 
8806 beverly blvd., los angeles vol 





| 
| 
| 
| 
| 
| 
l 
Nationally advertised. Write Dept..O A-4 dis 
| 
| 
| 
| 
| 
| 





Macl 
Mac! 
Macl 
Macl 


Macl 











PEERLESS STEEL EQUIPMENT CO. = 


UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. ink N 
Typew 
Office 


| 
| 
| 
| 
, 
| 
| 











202 OFFICE APPLIANCES, April, 1951 OFF 








38. Are you boastful? 

39. Do you have an ego? 

40. Can you accept responsibility? 

41. Are you interested in current problems? 
(such as Government, economics, etc.) 

42. Can you make quick decisions? 

43. Are you thrifty? 

44. Do you smoke or drink too much? 


45. Are you even-tempered? 
46. Do you ask questions? 

47. Are you independent? 

48. Do you work hard? 

49. Do you think selling pays? 
50. Do you want to sell? 

To reach a comparison of this test and obtain a 
rating, simply add all of your “yes” and “no” answers. 
If the former exceeds 70 per cent, it is indicated that 
you can sell. Whether you will make a good or poor 


salesman is the concern of this presentation, but 
a matter for the sales director to determine. This test 
score merely indicates your desire to sell. 

The business of selling is full of profitable opportu- 
nities and is open to your choice. You may be in school 
or college, or you may be employed in some other field 
of employment. Whatever the case, you ought to con- 
sider selling. It is astonishing that many people do 
not realize that they can sell unless they are put to test. 

By so doing, you overcome your inherent economic 
disadvantages and perhaps other human deficiencies. 
In other words, experience will help make you a pol- 


ished performer. Avoidance, like evasion, in selling may 
prove a crime. Millions of persons are finding utmost 
happiness, productivity and financial reward in selling. 

It might be appropriate to ask yourself, “Can I sell?” 
Join the round table of master salesmen today to shape 


vour future life 





UNITED STATES EXPORTS OF OFFICE 


MACHINES, EQUIPMENT AND SUPPLIES 


Figures for November, 1950, Released in February, 
1951, by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 


Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Net Value 

Quantity (Dollars 

Machines Bookkeeping Nondescriptive New 446 583974 
Machines Bookkeeping Descriptive New 579 899339 
Machines Listing-Adding New 5784 800024 
Machines Calculating Non-Listing New 3225 850030 
Machines Card Punching Etc. New 376 678383 
Machines Accounting Etc. Nes. 1031 128334 
Machine Parts Accounting Etc. 1311154 
Machines Addressing 181 77310 
Equipment & Parts Addressing Machines 58173 
Machines Duplicating Ex Lithographic 390 57435 
Machines Duplicating Lithographic 26 42920 
Parts for Duplicating Machines 73044 
Cash Registers New 1066 379048 
Cash Registers Used Rebuilt 533 40175 
Parts for Cash Registers 234107 
Typewriters Standard New 16091 1739746 
Typewriters Portable New 10300 519572 
Typewriters Rebuilt 620 37853 
Typewriters Nes. Inc. Used 2078 133890 
Parts for Typewriters 202805 
Staplers & Staples Office 98612 
Machines & Parts Dictating 194057 
Machines & Parts Mail Handling 70281 
Machines & Parts Check Handling 48880 
Appliances & Parts Office Nes. 395865 
Mechanical Pencils All Materials (Doz. 39330 163295 
Mechanical Pencil Parts 20640 
Mechanical Pencil Refill Leads (Gr.) 19673 7704 
Pencils Ex. Mechanical Black Lead (Gr.) 45446 128076 
Pencils Ex. Mechanical Ex. Black Leads (Gr 18819 60798 
Pencil Leads Nes. (Gr 92618 40534 
Pencil Parts Nes 6372 
Crayons (Gr 17946 30598 
Fountain Pens Ball Type (Doz. 51985 128437 
Fountain Pens Ex. Ball Type (Doz.) 208205 990260 
Ball Pen Refill Ink Cartridges (Doz. 15843 14867 
Fountain Pen & Ball Pen Parts Nes. 167204 
Fountain Pen Points (Gr 22779 93122 
Carbon Steel Pen Points (Gr 18384 21651 
Desk Pen Sets 10222 18622 
Ink Writing 61689 
ink Nes 197942 
Carbon Paper (Lb 62350 74235 
Typewriter Ribbons (Doz 10861 40536 
Office Supplies Nes 286990 


Nes.—Not elsewhere specified 


OFFICE APPLIANCES, April, 1951 


Executor 


LITEMASTER 


2 LITER 





Neo. 60 





TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


a distinguished new lamp 


No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 


Genuine Telechron 3'/,."' diameter electric clock 
Smart die-cast base 6//,"" x 9/,"". Height 14%". 


Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce- 
iain white enamel. 


U. L. approved construction and electrical materials. Automatic 
on and off switch. 


Rubber bumpers for surface protection 
Shipping weight I! Ibs. 
For standard 15 watt T8 fluorescent tubes. A. C. only. 


FLEXO INTERNATIONAL CORPORATION 


3245 West Lake Street Chicago 24, Illinois 








BEST BUY in Hand Numbering Machines Today! 


9*1 








MODEL 


110 


5 Movements 
5 Wheels 
e * 
Consecutive $18 
Duplicate 
Triplicate LIST 
Quadruplicate e 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE = 
MACHINE Write for 
New 
e Te Folder 
ab 
Order NOW 
ALL Bh 
Steel Immediate 
Construction 





AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES... BROOKLYN 8, FR. Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILI 
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WALKIE—RECORDALL 


© ON THE SPOT ® 


BATTERY RECORDER 


THE ALL PURPOSE 

















PORTABLE 
USED ELECTRONIC 
ON SECRETARY 
LAND R ds i mos i n 
SEA ferences, “dictation, tele 
OR Se scies 
AIR hs 

Weighs only 

9 Ibs. 

Records With i 
Bag Closed 
Simply turn — 
Concealed 
Knob 


Records reports whispered into the mike while on 

trains, planes or cars. 

50c worth of batteries will last 50 working hours. 
Write for Descriptive Bulletin No. 95 


MILES REPRODUCER CO., INC. 


B12 BROADWAY NEW YORK 3,N.Y 
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GUARANT 
























You can 
depend on 
These MASTER 


Gealures 


PERFORMANCE 
DURABILITY 


* DOUBLE BALL BEARING 
SWIVEL 
For Increased 


Sales from — 
MASTER PRODUCTS * SEALED IN FLOATING 
Write for ; ox eR FOR 
CATALOG NO. 10 SERVICE BY CRAFTSMAN 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 
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OFFICE APPLIANCE RETAILERS 
HOP ON RADIO BANDWAGON 
By R. C. Hannon, 


Special Correspondent 


OR A NUMBER of years, radio advertising has been 

of little concern to office appliance retailers from 
the standpoint of an advertising medium. The relative 
expense of programming in addition to difficulties 
found in checking the efficacy of presentations make 
radio less acceptable to merchants. 

However, these dealers have developed a short-short, 
or five-minute radio presentation which, because of 
its low time and talent charges, has proven very 
satisfactory. Moreover, these same office equipment 
merchandisers have devised ways and means of mak- 
ing radio “spots” more effective than heretofore. Ex- 
plained here are some of the methods currently 
employed to make radiocasting worth the time and 
effort of such retailers. 


One dealer has a program 

known as “Businessman’s 
Newsreel.” This is heard every Monday from 12:25 
through 12:30 p.m. It is a series of news notes announc- 
ing new firms, merchants and stores already in or 
soon to begin in business. New stores, as well as 
lawyers, architects and other professional men and 
women, are invited to submit notes for use on the 
program. The newsreel also includes mention of firms 
which are expanding, building new plants or opening 
new outlets. It is, in short, a summary of “new business 
and changes in existing businesses, and as such is 
definitely “listenable” to the average businessman or 
concern. The office equipment retailer makes many 
friends and worthwhile contacts through the program. 

Another firm presents a program which is only new, 
but rather intriguing as well. It is titled “Birthday 
Greetings” and is heard on Tuesdays from 7:25 through 
7:30 am. Then, the birthdays of merchants, business 
and professional men and women and key executives of 
the community are mentioned. The purpose of this 
program is to warn secretaries and office personnel 
when “their boss is about to celebrate a birthday.” 
It also serves to tell businessmen when their fellow 
executives or cronies are “to grow a whole year older.” 
The commercial part of this ether offering, naturally, 
stresses the many suitable birthday gifts for an 
executive, ranging from pen and pencil sets to diaries 
and other such gifts. 

This same office equipment merchant has another 
type of radio offering, a series of daily “spots” known 
as “Weather Permitting.” Therein, is given a detailed 
weather report for the following day, together with 
estimated high and low temperatures. Businessmen 
are guided in making appointments out of their office, 
or in charting business trips, by the forecast of the 
weather for the day involved. Another appreciated 
item is added to the announcements. It mentions any 
specific organization’s picnic, conference or convention 
and states possibilities connected with any cancella- 
tion in the event of untimely weather conditions. This 
serves as both a “memory jogger” and a service to the 
Main St. merchant, all rolled into one. 


Speaking of radio presentations, 

consider the case 
history of the firm who makes available the ‘“Business- 
man’s Prayer,” a daily feature heard at 8:01 a.m. This 
consists of a short and favorite “prayer for today” 
submitted by any businessman, executive or merchant. 
Such a program is listened to, because it is different 
from the ordinary radio presentation aimed at the 
business-minded part of the community. 

There’s another popular program, too, entitled 
“Madame Secretary.” Each week, a local stenographer, 
filing clerk, receptionist, switchboard operator or other 
member of office personnel is interviewed as to her 
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Ingeniously built, this classic of 
Swedish style turns computing 
into child's play. It's ERROR- ~ 
PROOF— 


@ No clogging of keys 














@ No tripping over fingers 
SINGLE FUNCTION KEYS 


eliminate error hazards of old 
styling. Made for smooth func- 
tioning, flawless operation. 














MULTIPLICATION MADE MODERN— 
Special function keys for plus and minus 
(exclusive Addo-X short-cut). Gives easy, 


magical accuracy. 
. . . Presto! Clears keyboard, spaces, 


error-proot — Mimstresers 


A D D 0 MACHINE CO., Inc. 








ONE-OPERATION TOTALS — Un- 
believably simple—Depress Total key 









145 W. 57 St. 
N. Y. 19, N. Y. 
Phone: CO 5-0536 


Sole Distributor in the United States 
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NEW 
FLUORESCENT 


TECHNYSCOPE 












The Lighting Unit 
is entirely enclosed 
no loss of light. and 
all parts are fully 
protected within a 
Steel case. 

The entire writing 
area of the stencil 1s 
amply and evenly 
illuminated. 

. The giass of 

scope and the stenc: 
remain cool. 






$35.00 
COMPLETE 









TECHNY, ILLINOIS 





x TECHNYGRAPH CO 
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What the 
Well Dressed Office 


will wear ta 1957 





BEAUTIFULLY FINISHED 
SMARTLY STYLED 


General's new ‘‘Contempo” lamps for 
office and home gives you an unusual 
assortment 


All are finished in General's new 
“Platinum Chrome” enduring finish with 
the rich silver cast that fits anywhere 


(A) Two tube fluorescent desk lamp 
One piece adjustable 
ED Seleetcheisindsliees: $16.95 Retail 


(No. 646 hammerloid 
"i ae $16.95 Retail) —<KCLito 


(B) No. 4671/34) “Safety: Tip” desk ace Lon 
re age 
(" oo 
A 










ieee — 


(D) No. 5330/5150 swing arm bridge 
lamp with 8” reflector and 14°’ 
spun aluminum shade 
Gueitiepesegeen $25. 59 Retail 


or table lamp with reflector. 
Washable fibre-glass 
shade $18.87 Retail ma 
(C) No. 3080 ‘'Safety-Tip’” smoking MFG. CORP., ELWOOD, INDIANA 
stand 11.43 Retail a 
_ 






































No. 81 Executive Posture chair— 
rubber foam arms and back——seat 
with rubber foam over a spring unit 
base. Your choice of fine leathers 
or in Gropoint material. 






No. 219%4RC 
(side chair to match) 





Styled for perfect harmony, fashioned for 
gratifying, luxurious comfort, customed for 
lasting wear and priced for every buyer’s 
purse, these numbers like all BRIGHT 
creations are sure to give genuine satisfaction. In beautiful leathers of 
your own choice BRIGHT upholstered leather furniture enhances the 
appearance of every office. In the BRIGHT catalog you and your cus- 
tomer will find a wide range of styles and designs to meet every specific 
requirement. Write for the catalog today. 





No. 81 Executive 
Posture Chair 












No. 667 Judges Chair, a truly distinc- 
tive number. Arms and backs of foam 
rubber. Seat, foam rubber over a spring 
unit base. Customed in the finest 
leathers, this chair is the last word 
in comfort and durability. 








R 133 BLEECKER ST. 
NEW YORK 12, N. Y. 
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suggestions for executives, do’s and don’ts for office 
heads and interesting occurences in her everyday 
office life—everything and anything which is inter- 
esting to businessmen and office workers. 
Commercials mentioned on this program deal largely 
upon office supplies which are usually purchased or 
requisitioned for by office personnel. The program is 
given every Monday evening from 6:25 through 6:30 
p.m. at a time when office help can listen in and 
enjoy the “sounding off” of one of their very own group. 
It may readily be observed that the majority of these 
radio programs are of listener participation, the 
audience providing bulletins, interviews or materials 
which are incorporated into the body of the program 
itself. Naturally, such presentations become person- 
alized and are to be preferred to the deadly dull and 
stereotyped offerings of far too many firms. 


Several office equipment dealers 
offer cash awards 
of $1.00 for letters from office people or businessmen 
“praising or panning” their radio programs. Such 
epistles may be on the short and sweet side, but must 


be informative and sincere as to their content. Many 
business folk rather enjoy acting the role of guest 
critic in this respect and such candid comments do 
much to help keep interest alive in the program. 


At least one retailer presents a “Rural Businessman” 
short every Friday from 12:25 through 12.30 p.m. It is 
composed of notes on local, regional and national 
legislation as it affects the farmer, one of the greatest 
business groups of all. Farmers need accurate filing 
systems and forms and many have offices with type- 
writers, check writing machines, staplers and, in some 
instances, dictating machines. 

As a final word on the subject of broadcasts for the 
office equipment dealer, it may well be added that radio 
cannot and will not sell by itself. Many dealers place 
posters on their premises mentioning the programs, dial 
setting, stations carrying the announcements, and other 
salient details. Other retailers have such data typed on 
all invoices and statements. Still others furnish post- 
cards with radio information. It all adds up to the 
observation that with a little thought on the part of the 
firm management, radio can and will prove a successful 
advertising medium 





THE OFFICE MACHINE INDUSTRY 
IN WESTERN GERMANY 


rY\HE MOST IMPORTANT manufacturers of the Ger- 
man office machine industry are located in the Rus- 
sian Zone of Germany. The potential of production 


during the first years after World War II, however, has 
been reduced to the utmost low level by the Soviet 
dismantling, so that, for example, the Wanderer Works, 


manufacturers of Continental office machines (type- 
writer, adding and bookkeeping machines, lost 90% of 
its production. Old machinery remaining, mostly need- 
ing repairs, did not form a complete manufacturing 
setup 


In such a state 
of distress, this formerly important 


plant started work after the war by producing potato 
peeling knives, cigarette winding machines, lighters 
without flints, and so forth. In the other East Ger- 


many office machine works conditions have been more 
or less the same, excepting the Olympia and Rhein- 
metall plants which have not been dismantled, but 
which were converted into Soviet plants. Another ex- 
ception is represented in the Mercedes office machine 
works at Zella-Mehlis, Thuringia, which was respected 
by the Russians inasmuch as the majority of stock is 
owned by an American concern (Underwood). In our 
October edition a report was given (“Development of 
Office Machine Industry in Eastern Germany and So- 
viet Union”) dealing with the development or the im- 
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A Postage Stamp . . . And Profits 


That brief letter requesting a 
price list and free samples of 
the "U.S. Line" of Inked Ribbons 
and Carbon ce could quite 
possibly result in greater pro- 
fits for you! 

Here is a down-to-earth way to 
compare for quality of product 
... for price and profit potential 
... for package appeal... for every 
feature that can mean more sales 
for you. 

How about dictating that letter 
today ...and learn the full 

"U. S$." story. 

For Domestic and Export Trade 


General Offices & Piant 


U. S. TYPEWRITER RIBBON -MFG. CO. 
621-623 CHERRY STREET 
dell 9. ee 2 
Established 1595 


ACETATE 
Sells ‘Em! 















Amfile 
BUSINESS ALBUMS 


For Presentations, Estimates, Sales Material, 
Testimonials, etc. 


There’s nothing quite like the Amfile album line, with 
acetate covered mounts, to glamorize material and to pro- 
tect it from dirt, handling and dog ears. 

Bindings, styles and sizes to suit every need. Each 
album an outstanding value at the price. 

Retail 


sAiethacoviestae .95 to $20.00 
Write today for prices and dealer discounts. 


AMBERG FILE & INDEX CO. 


Quality Filing Specialties since 1868 
1608 Duane Blvd., Kankakee, Ill. 
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All sizes, shapes, colors 


*# plain, numbered, lettered 
special markings 


+ sharp steel points 


+ firmly anchored heads 


* over 3,000 combinations 
+ nationally advertised 


+ sold by map companies 
exclusively 


=MOORE 


METLHED MAPTACKS 


Makers of famous Moore Picture Hongers & Push-Pins 
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potence of the German office machine industry behind 
the Iron Curtain. 

Departing from a very small base the office machine 
works in the western part of Germany recovered rela- 
tively rapidly from the influence of war and after the 
stabilization of the German currency, accomplished 
by the Western Allies in June of 1948, a new life began. 
Preliminary conditions for better manufacturing were 
created. The Marshall Plan made it possible to import 
raw materials and such tool machines as were not yet 
built in the country. Last, but not least, the American 
ERP secures a sufficient nourishment and better living 
standard, enabling the manufacturers to begin work 
again with zeal and perseverance. The progress of 
West German manufacture of office machines and 
equipment has been favored also by the growing diffi- 
culty in exchange of goods between the two halves of 
of Germany, West German factories have started mak- 
ing such office machines restricted in output by the 
conditions prevailing in the Russian Zone and which 
cannot be suplied to western Germany, or only in ex- 
ceptional cases under the strict rules of a commercial 
agreement. Regarding quality and finish, East German 
machines cannot compete with those produced in the 
western part. 


The year 1950 
was marked by big progress of the 
western German industry. Of course, the home mar- 
ket sale was influenced by the fact that this territory 
has to meet the factor of foreign machine importa- 
tion. The protective effect has been lost in consequence 
of the advancing prices. 

The manufacturer of typewriters is especially attrac- 
tive so that today seven different makes—Gossen- 
Tippa, Juwel, Olympia, Princess, Torpedo, Triumph 
and Voss—of the portable type, are on the market, 
besides the six standard typewriters—Adler, Olympia, 
Passat, Siemag, Torpedo and Triumph-Matura. As a 
consequence of the building of new typewriter fac- 
tories and the enlargement of old plants, the output 
has risen rapidly. From a monthly average output of 
2,000 machines in 1947 the figure reached 20,500 in 
October of 1950, making the 1950 total production at 
about 200,000. This number represents 40 per cent of 
the total output in Germany during 1938. The pro- 
duction of calculating machines. has also increased 
rapidly. The output of these machines, together with 
adders, is about 3,000 machines monthly. The known 
calculating machines are Badenia, Brunswick, Hamann 
De-Te-We, Schubert, Thales and Walther. Adding and 
listing machines, with tape, are Brunsviga, Kinezle, 
NFI and Thales. 


The export portion 

of the whole office machine in- 
dustry for the first six months of 1950 was approxi- 
mately 15%, but nevertheless western Germany re- 
mains still an office machine importing area. This is in 
spite of the fact that exports rose so much until the 
middle of 1950 that import and export balanced each 
other. Although the German manufacturers realize 
that they could not overrun their colleagues in the 
United States, they will make all effort to improve their 
standing. Before the war the German office machine 
industry ranked in second place in world trade behind 
the U.S.A. and today ranks fifth after the U.S.A., Great 
Britain, Italy and Switzerland. Of course, it must be 
taken into consideration that the failure of the east- 
ern German manufacturers because of the Russian 
influence results in reducing the turnover voiume to 
about 17 per cent, such capacity being not sufficient 
to reach a large export figure. 

The western Germany office machine manufacturers 
will adapt their policies to the changed conditions of 
the world market and they will support the principle 
of liberalized international commerce. Competition 
abroad will be keener than before 
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| FAULTLESs 


-. TYPE A.. 


VISIBLE RECORD BINDER 


OPENS PERFECTLY FLAT......'.. 





e The sheets lie absolutely FLAT 
because this is a Ring Style Binder 
... nota prong type 


@ The mechanism Opens and Shifts 
with a smooth ball bearing action Automatic Sheet Lifter 


e Easy — Quick Sheet Insertion Interlocking Rings 


Built-in Shift 
STATIONERS 
LOOSE LEAF CO 


MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 











Weary, dog-eared folder tabs are difficult to read — offer a quick and simple remedy—just slip a strip in- It's just as easy as ordinary — it makes worn 
quickly become a nuisance to office personnel. to a typewriter. ..type the headings... and stick them folders as good as new — gives g-lasting triple 
Dennison new Reinforced Tab Labels ........ over the old folder tab. strength to new folders. 
NEW! Reinf d File Fold Tab Label 
e nNeinrorced riié roider ap Lapeis 
Here’s what your customers should know about Dennison 


Reinforced File Folder Tab Labels: 
@ Make worn folders as good as new. 
@ Reinforce new folder tabs while labeling. 
@ Form a triple strength tab for long wear. 


@ Ready to use in easy-to-type strips. 
@ 8 colors for easy subject classification. 
@ Fit all 4 cut folders. 


@ No ridges to catch on papers. 


Advertisements now appearing in Office Management and 
Equipment and The Office are telling your customers about 
these labels 
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VANGUARD sree: 
STORAGE FILES are available 


... will serve 
as an 
active file. 







OUT- 
STANDING 
FEATURES 


1. Brass finish cardholder and handle. 

2. Four rollers for ease of operation. 

3. Index guide rod with brass knob. 

4. Positive and simple stacking provisions. 
5. Self-locking follower available. 


Available in both a beautiful Hammerloid 
Gray or Office Green oven baked finish. 


LETTER and 
LEGAL SIZES 


VANGUARD 


ENGINEERING & MANUFACTURING CO. 


53 WEST JACKSON BLVD., CHICAGO, ILL. 





A Sturdy Recessed 
Base with Toe 


Clearance at Front 

















your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 
INTO YOUS 





We have broken all precedent with the 
manufacture and production of a dealer a 
and display unit to handle a complete line o 


PE MAPS. 
mane for details about how we install this 


ynit, help you to advertise and bring PROFITS 
to YOU. 



















Reply Dept. A-1! 














-Furtton MARKING DEVICES 


have the quality that 
builds repeat business 
Carry a full line of these deluxe items 


Prompt Shipment of 


Service and Fulton Daters 
and Numberers 


DeLuxe and Special Business Outfits 
Sign Making Kits 

Dri-Kwik Stamp Pads, Sizes No. 0, 1, 2— 
In New Drawn Boxes 

Fulton Stamp Pads and Ink 

Special Rubber Stamp Inks 


Complete line of Crown Self-Inkers, 
Daters & Numberers 


Write for Catalog ie 








Fulton. Marking 
Equipment ('o. 


Elizabeth 1, N. J. 





82 Fulton Street 
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When You're Asked 
for FACTS 





CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in 4 position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 








AMERICAN MAP COMPANY, INC. Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 
16 East 42 St. N.Y. 17, NLY. OFFICE APPLIANCES, 600 w. jackson Bivd., Chicege 
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P, assed Away i 


Theodore L. Kornmann, 


southwestern district manager of the Do/More Chair 
Company, Inc., Elkhart, Ind., died on January 20 in 


THE LATE 
T. L. KORNMANN 





the Borgess Hospital, Kalamazoo, Mich., following a 
coronary thrombosis attack. 
Mr. Kornmann was a field representative for the 


Do/More Chair Company for many years and was 
well known to the furniture industry throughout the 
ae J LJ 7’ 

+ -b ob 


Ralph C. Coxhead, 

58, who developed the Vari-Typer typewriter, died of a 
heart ailment at Palm Beach, Fla., on February 6, while 
on a vacation. He lived at 10 Gracie Square, New York 
City 

Mr. Coxhead was founder and chairman of the board 
of the Ralph C. Coxhead Corporation of Newark, N. J., 
manufacture! f the Vari-Typer typing machine. He 
acquired the patents on the old Hammond typewriter in 
1933 and began a program of engineering changes which 
culminated with the present machine. These changes 
included its electrification, the design of new type on 
metal, and the perfection of a differential spacing sys- 
tem. His machine was capable of composing lines of 
equal length and, in general, approximating the look 
of a printed pa 

Prior to acquiring the Hammond patents in 1933, 
Mr. Coxhead was a salesman in the calculating ma- 
chine business, and during World War I was a captain 
in the Army, assisting in the development of anti- 
aircraft artillery shell fuses. 

He was greatly interested in the graphic arts and 
three years ago bought the home of the late Frederic 
Goudy, in Newburg, N. Y., one of the outstanding 
American type designers, and converted it into a 
memorial to Mr. Goudy 


Surviving are the widow, Kathleen; a daughter, 


= 


Kathleen, and two sons, Peter and Ralph, Jr. 
+ bt + 

Charles W. Bieser, 
83, president a1 rganizer of Everybody’s Office Out- 
fitters, Inc., at Dayton, Ohio, 45 years ago, died Feb- 
ruary 15 at his residence in Dayton 

The civic | and businessman, often called an 
elder statesm f Dayton, had been ill for three 
Weeks 

His business career began in his father’s merchandis- 
ing business. In 1907 he purchased the old Kiel and 
Alderman book e at Dayton and incorporated it as 
Everybody's Office Outfitters, Inc. Today it is the 
oldest stationer and office outfitter in Dayton and 
Miami Valley 

He entered public service as chief clerk of the Pro- 
bate Court, serving from 1894 to 1900, and later was 


elected to tv erms as clerk of the Common Pleas 
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FORCE 
improved 


MODEL 


150 
AUTOMATIC 
NUMBERING 

MACHINE 


Send for 
catalog “’E”’ 


THREE QUARTERS OF A CENTURY’S SERVICE 


YY ee 


& COMPANY, INCORPORATED 


TREET NEW Y RK 


HERE'S HOW (Cramer 
SERVED BEFORE 


Cramer 1S AGAIN 
IN DEFENSE WORK 


— 


(Cramer POSTURE CHAIR CO., INC 


CHAR 


AKRICA 
ANS A 


Cramer MAKES A CHAI 





THIS IS A REVERSE REDUCTION OF A 2 COL. x 6” NEWS- 
PAPER AD BEING USED BY Cacsner DEALERS. 
ORDER YOUR MAT. 
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Vheav - THE ALL 


PURPOSE FLUORESCENT 
~ 
LAMP THAT GOES<s; 


THE NEW Fleer IS HERE NOW! 


The lamp of a thousand uses. 
Only has the patented 
double-spring device for giv- 











~{ ing finger tip flexibility. 


U.L. approved materials . . . 
bronze, grey and green oven- 
fired enamel finishes. 





home, industry or institution. 


—/ 15 watt fluorescent tubes packed 
in lamps, available extra. 


Standard Dealer Discount 





GENERAL MODEL 
atignt $1575 
2 Lipnt $) g*5 


sf 


DESK MODEL 


Puts light where you want it, |# 9" %g5% 


FLOOR MODEL 
2 Light$9g75 


4c ontY 











, ° CONN 


FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. CHICAGO 24, ILL. 


Kile bt CO) Willi 








Court. Active in Republican politics, he was a delegate 
to 21 Republican conventions and played a prominent 
part in nominating William Howard Taft for president, 
During the 1933 flood, as postmaster, he was responsible 
for reorganization of Dayton postal services after the 
disaster. He was chairman of the committee respon- 
sible for establishment of city commission form of 
government in Dayton. 

Survivors include his widow, Flora G.; four sons, 
Carl W., Cincinnati; Irvin G. Dayton; Horace F., who 
is secretary of Everybody’s Office Outfitters, Inc., and 
Dr. Detrick Bieser of Dayton. A sister, Mrs. F. A. 
Wagner, lives at Dayton. There are 10 grandchildren. 


- + + 


George Bryan Clarke, 

77, for many years associated with E. H. Clarke & 
Brother, office supplies firm of Memphis, Tenn., died 
February 21. 

Mr. Clarke and two nephews, Alex Clarke Culpepper 
and the late Earl Culpepper, sold the Clarke firm to 
Ben Vanderford and Wray Williams in 1945, at which 
time the decedent retired. 

Although E. H. Clarke & Brother was founded in 
Memphis in 1897, the history of the Clarke firm goes 
back to before the Civil War. The late Hugh C. Clarke 
founded the original firm in Vicksburg, Miss., and 
throughout the siege of Vicksburg managed to carry 
on, and continued operations several years after the 
war. He was succeeded by a brother, John B. Clarke, 
and later Eugene H. and Tom Clarke went to work for 
their uncle, John B. Clarke. 

The brothers came to Memphis in the early 80’s and 
were associated with R. M. Mansford Company until 
founding their own firm in 1897. 

George Bryan Clarke had never married. He is sur- 
vived by a sister, two nieces and two nephews—CG 


+ + + 
J.D. R. Steven, 


78, prominent longtime resident of Eau Claire, Wis., 
died February 16 at his home. He would have observed 
his seventy-ninth birthday the following week. 

In 1917 Mr. Steven was elected a vice-president of 
the Eau Claire Book & Stationery Company and in 1921 
he succeeded William J. Starr as president, remaining 
the principal officer of the firm and its successor, Hale- 
Haas Corporation, until 1941. In 1947 Hale-Haas was 
divided, and Mr. Steven acquired principle ownership 
of the Eau Claire Book & Stationery subsidiary and 
again became its president. 

Surviving are the widow and two sons, William P. 
Steven, assistant executive editor of the Minneapolis 
Star and Tribune, and David R. Steven, secretary and 
general manager of the Eau Claire Book & Stationery 
Company. There are four granchildren. 


rt + + 
John Alfred Weingart, 


39, assistant to the president of Eversharp, Inc., died 
February 10 at Manhasset Medical Center Hospital, 
Manhasset, Long Island. As American representative 
of R. Howard Webster of Montreal, Mr. Weingart had 
been connected for many years with enterprises in 
which Mr. Webster had a controlling interest. 
Surviving are the widow, Eleanor; a son, John; two 
daughters, Anne and Elizabeth; his parents, Mr. and 
Mrs. J. A. Weingart, and a sister, Mrs. William Archi- 


bald. 
- & +} 
Stephen B. Stout, 


Boorum & Pease Company representative, died sud- 
denly in Dayton, Ohio, while on a recent business trip 
for his firm. Mr. Stout was affectionately known 
throughout the trade which he has served continu- 
ously since 1937 for Boorum & Pease. He was born in 
Cincinnati and lived at 1798 Oakmount Rd., South 
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Proven Acceptance “a 


HELD SECURELY BUT 


THAT MAKES EACH REMOVABLE FOR 
CHANGES 


Sales and. Profita.! tom 088 oF caso 
] MIM-E-O | suo 


All-Steel — STURDY INDEX naa 


STATIONERY conancrens clean Wet ™“ 
RACK ; ee CARDS CAN BE WRIT. © 


: . , TEN ON WITHOUT 
Here is a highly prof- a REMOVING 
itable, fast moving item ‘. f spins GASY vet 
STANDS STILL IN ANY 
POSITION 


that will sell the year 
‘round. Established | canes fue BY AS 
outlets find it a good EITHER KNOB 15 
leader—it sells on sight. 
Everyone can use one 
or more in office, fac- 





tory or home. Adapt- 
Only $3. 75 each—tess dealer discount. able — hangs on wall, 


f the Rockies stands upright, lies flat ' TWO-TONED COMBINATIONS AND BLACK 
10% high 17 wide, 4” ’ deep. Ses . arpa - a N AND poet mi 
Weight—4'2 lbs. 4 compartments. on desk or fits in desk Toe | 

Finish—gray baked enamel. Secure drawer. 


Imprintable Counter Circulars Available 


rubber feet on bottom and back. 
Packed: 6 to a carton. 


THE PLASTIC INDEX 
ORDER A’ HALVERSON SPECIALTY SALES WW - “N FX eg 
CARTON 2821 BELMONT AVE. 1 25 BROA 


TODAY CHICAGO 18, ILLINOIS 








NEV-K-KURL 





YOIN THE 
OPPORTUNITY 


CARBON PAPER 


AML 

























DEALERS 
REPEAT ORDERS 


Office Way and supply dealers have 
found NEV-R-KURL carbon paper builds store 
traffic and new customers. eople buy it so 
fast they have to place new orders cowenty 
to maintain stocks and satisfy demand. Their 
customers know NEV-R-KURL carbon paper 


= is superior because : 
nves in 1. It's NON-CURLING, and will 
not curl regardless of weather con- 


ditions. 
2. The PLASTIC BACK eliminates 


a ae in the machine roller and 
it lie flat. 

3. Will not WRINKLE, CURL or 

TREE when put in the typewriter. 

” 3 i. Can't SMUDGE hands and work 


—it's a boon to the girl who 
wants to wear white. 


5. Ic LASTS TWICE as long and 
will make up to 50 per cent more 


copies. 
From office managers to stenographers, once 
they've tried NEV-R-KURL, they won't accept 
any other carbon paper. 





PROCESS CO., INC. 
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SIGNALS 
AND MAPTACKS 


are in Greater Demand than ever 


CELLUGRAF 
NU-VISE 









NU-VIZ 
MAPTACKS 


for use in MILITARY SERVICES 
DEFENSE INDUSTRIES 
CiViIL PROTECTION 


FIRE, POLICE, HEALTH DEPARTMENTS 


George B. Graff Co., Cambridge 40, Mass. 











WwooD 
CLIP 
BOARDS 


The Trademark of Quality 


OUR 
NO. 99 
ASSORTMENT 
DISPLAY 
WILL 
INCREASE 
YOUR SALES 


DISPLAY 
WITH 
ONE DOZEN 
EACH SIZE 


MEMO 
NOTE 
LETTER 
LEGAL 


* 
IN 
BEAUTIFUL, 
DURABLE 
LAMINATED 
wooD 


Write for catalog 
and price list. 


STEMPEL manuracturins COMPANY 


2830 Roberta Street Dallas 16, Texas 











quality 
i performance 


THE BENTSON 
“‘Oop-F lite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 











If you haven't received your con- 
venient file folder of BENTSON 
catalogs, write for it today. 


| “The Line of Most Assistance” 


(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA + ILLINOIS 


















PRECISION TIME STAMP 


FOUR STAR 
SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


*% Jeweled Balance 
Clock Movement 


*% Patented Universal 
Joint Absorbs Shock 


% One year guarantee 


Tat grame 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


4. D. JOSLIN wre. company 


MANISTEE MICHIGAN 
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where he is survived by his widow, Kath- 
daughter, Carol. He was the current 
golf champion of Cleveland, having 
last August. He served as a second lieu- 
Army in World War I. 


- & + 


Euclid, Ohi 

ryn L., and 
senior distri 
won the title 
tenant in the 


Paul A. Struck, 


63, died on February 18 of a heart attack. He had been 
representative for many years of the Rustcraft 
Company, greeting card manufacturers. 

The decedent was a member of the Northwest Trav- 
elers Club, the American Legion. He was a veteran 
of World Wai and had a prominent role in organ- 
ization of civil defense activities during World War II. 


Surviving are the widow, Olga, a sister living in 
California several nephews and nieces. 
oe + ol. 


Edward H. McBee, 


45, associat with Stempel Manufacturing Company, 
Dallas, Tex., died on February 9 at Dallas. Death came 
after declining health for the past two years. He 
joined the Stempel organization after service with 
the A. C. McClurg Company in Chicago and travel in 
the Southwest for the Sanford Ink Company. He is 
survived by his widow, two sons, his father and one 


Hi bob + 
Harry O. Young, 


who had long been employed by Lowman & Hanford 
Company at Seattle as a salesman, died recently at 
the Maynard Hospital in that city, after a lingering 
iliness. He v 71 years of age at his death and is 


survived by ni lose relatives. He was born in New 
York and had come to Seattle in 1907, where he re- 
mained and became associated with the large station- 


ery firm CMI 





Announce California Business Show Theme 


‘Gear up for Decreasing Manpower!” has been taken 
as the theme of the Southern California Business Show, 
sponsored by the Los Angeles Chapter of the National 
Association of Cost Accountants. The dates are.April 
24-27 inclusive. The place will be the Biltmore Hotel, 
Los Angeles 

The them« onsidered appropriate at this particu- 
lar time by John Nordberg, general chairman, who 
comments follows: “Gearing up for decreas- 
ing manpower will be a reality with the introduction 
of new tin ving principles adapted to modern 


standard equipment which will be shown in operation 
at this show. Such examples will be shown as a stenog- 
rapher writi letters simply by pushing an assort- 
ment of butto1 getting her information from a 
phonograph record that her boss dictated on the 


way to the office in his automobile) or an entire oper- 
ation, such as billing, dispatching, accounting, and 
reporting fr: yne typewriter with a card attachment 
Thus, we are gearing up for decreasing manpower! 
The cam«¢ ilso has been brought into the office 
to save hours of time on instant reproduction of vital 
blueprints and instructions necessary for the new high 
speed economy 
More than 
are being invite 


00 Southern California businessmen 

to the show and the hope is that 
the attendan ill exceed that of the last show, an 
event which record. 

Among others taking an active part in manage- 
ment and preliminary work on the show the follow- 
ing may be mentioned: H. J. Mackin, publicity chair- 
man; Otis Johnson, president; J. Stanley, attendance 
chairman, and Robert Chapman, public relations chair- 
man.—JET 
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nothing 
finer 


than 


TANLEY 


fine 


LEATHER FURNITURE 


The complete line of STANLEY Fine 
Leather Furniture includes Swivel 
Chairs, Side Chairs, Club Chairs, and 
Sofas in numerous styles and designs. 
Available in Top Grain Leather or Du- 
Pont Fabrilite. Wide choice of colors. 
Write for descriptive literature and 
prices. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. * FORT WORTH, TEXAS 




















Easy to Sell— Profitable to Handle 
£9 (eee " 















A ready seller 
with 10” eye 
guide at 


of | 7? 


TAX EXTRA 


Le 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 














Attachments for copying from wider sheets 
15” extension eye guide $1.25 
20” extension eye guide $1.50 
For full particulars, discount, etc., write to 


RITE-LINE CORPORATION - 10725 15th St., N. W., Washington 5, D. C. 
PEGS: <a aariname 
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PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 





ounces; fits brief case or desk drawer. $3.75 list. 


Order from your Wholesaler 


MODEL 3... Punches 3 holes 
\%" dia., spaced 44" on centers, 
\%" from back binding edge — 
standard spacing 11"x8'4" sheets 


NEW ENGLAND PAPER PUNCH CO. 


PAPER PUNCH 
NATICK, MASSACHUSETTS we cH 


WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST., SAN FRANCISCO 2 


CONVOY chen-loard/" 
STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 





Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files... are priced 
in the corrugated paper board 
range — with serviceability in 
the steel range . . . take less 
than 10% more space than steel 
files . . . can be stacked to the 
ceiling without supports . 
mate together top-to-bottom 
and lock together side-to-side 
. have wax-like texture that 
makes drawers slide easily .. . 
are shipped assembled for easy 
installation without tools .. . 145 pounds—or 200 pounds and 
" . more—are the same to the stand- 
are water resistant — moisture ard letter file drawer in this 
will not weaken them. unusual strength test! 


(*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
board and thoroughly binds the fibers. It is widely used to 


replace steel and wood industria] tote boxes. 
itn sae ed 
14 standard sizes; and details -boare 
about our dealer franchise. STORAGE FILES 


CONVOY, INC. ¢ P.O. Station B, Canton 6, Ohio 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
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 aeeilatle cea 


all grades and sizes of 


° FIRE SAFES 


complete line of 


© BURGLAR PROOF CHESTS 


° VAULT DOORS 


42 hr.—1 hr. 
2 hr.—4 hr.—6 hr. 


© SAFETY DEPOSIT BOXES 


and other Bank Equipment 
White for CATALOG NO. 17 


UARDSMAN SAFE COMPANY 


John Robertson 


La Porte, Indiana 





TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


ay TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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NSOEA Publishes Filing Equipment Manual 


The ninth and newest manual in the popular series 
of sales training studies produced by the National 
Stationery & Office Equipment Association is titled 
How to Sell Filing Equipment.” It will be used as a 
companion study to Manual No. 2 in the same series, 
How to Sell Filing Supplies.” 

With filing equipment in short supply, the dealer 
will welcome this manual assisting his salesmen in 
learning more about the various types of equipment 
and what each will do for the customer. Increased 


FILING 
EQUIPMENT 





NSOEA’S NEW SALES MANUAL NO. 9 


knowledge of the product, NSOEA believes, will lead to 
additional sales of substitute merchandise that is 


available, resulting in increased sales as well as better 
customer relations, important to the dealer in trying 
times 


In addition, NSOEA states that the manuals are 
especially valuable to the firms faced with the problem 
of training new salesmen because of manpower losses 
to the armed services and defense industries. 

‘How to Sell Filing Equipment” contains 52 illus- 
trated pages of basic information on the equipment 
available, its uses and selling techniques. In addition 
is a section devoted to the correct planning and lay- 
out of a file room, information of value to a salesman 
who believes in customer service. Maintained as in 
previous manuals are the popular leader’s guide, ques- 
tion lists and glossary. The beautiful cover and text 
are printed in two colors and punched for standard 
ring binders 

Information = the course material can be had by 
writing to the National Stationery & Office Equipment 
Association Ay C ontinental Bldg., Washington 5, D. C. 





Amarillo Firm Occupies New Quarters 

General Office Supply of Amarillo, Tex., recently 
announced to the trade that it was “at home” in a 
beautiful new building at 710 Tyler St. 

Officers of the firm are proud of the building with 
fully visual front, modern lighting and new fixtures. 


OL Doc Stork: 


Jeffrey Lawrence Wenner, grandson of Mr. and Mrs. 
Harry Short was born at Illinois Masonic Hospital in 
Chicago, Tuesday, February 27. Harry Short is one of 
the best-known travelers in the commercial stationery 
industry. His Neilan, is associated with him in 
distributing the lines of Columbian Art Works and the 
Oakville Company. The daughter has some acquaint- 
ance among persons in the industry. Harry is as 
proud as any grandfather can be 
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INGENTO 


QUALITY TRIMMERS 


Sell FAST 
and STAY SOLD! 


They have more of the fea- 
tures buyers want. They 
are carefully built of fine 
materials to give lasting 
satisfaction. 









e PERMANENT 
ACCURACY 


The board is marked in 
half inch squares by 
grooving—not printing. 
It will not become dim and hard to 
read .. . Ruler, with one eighth 
inch gradations, is separate from 
board and does not expand with the 
@ GREATER board when temperature changes 
CONVENIENCE occur. It is always accurate .. . 
Exclusi single control v Both blades are of tool steel, spe 
aoe "guide permits aaaline cially tempered to hold their cutting 
sheet after sheet to one sios edges a long time 
without changing position of ' 
guide 
Compare feature fer feature with any 
ether trimmers and you will agree 
Ingente Trimming boards are today's 
best buy. Sizes for every need—é, 8, 
Glossy natural finish birch 10, 12, 15, 18, 24 and 30 inches. Order 
bed. Golden lacquered han- from your jobber. Or write for details. 
die. Brass-piated fittings. Dept. 40A. 


@ SMART APPEARANCE 


IDEAL SCHOOL SUPPLY CO. 


8318 Birkhoff Ave., Chicago 20, Ill. 








ar 
Buckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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ACCO 


originated this type of fastener, and as 


pioneers maintain the highest quality in 
material and serviceability. That’s why 


your customers prefer Acco Fasteners. 


ACCO PRODUCTS, Ine. 


Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 











os 
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~ @CCO FASTENER 
CO FA 

















TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


PROMPT 
SHIPMENTS 





“ CLIPBOARDS 


FIVE SIZES 


No. 120—-6''x9" 
No. 121—6!/,""xl 1" 
No. 122—9''x12!/," 
No. 123—9''x!5'/" 
No. 124—9"'x!7" 

















HARDBOARD FABRICATORS, INC. 


ST. LOUIS 7, MO 


59 BRAWN HS - 
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AMERICAN WRITING PAPER COMPANY, HOLYOKE, 
MASS.—"“The Saucy Steno,” a full color, three-dimensional 
action display (she winks!) has been made by Meo Photo, New 





York City, for this firm. Intended to identify authorized 
“Eagle A” dealers, the display is expected to be a crowd- 
stopper wherever used. 


ARROW FASTENER COMPANY, INC., 30-38 MAUJER 
ST., BROOKLYN 6, N. Y.—A new six-page, two-color mailing 
piece has been issued, containing illustrations and descriptions 
of the complete line of stapling products. In addition, the 
folder reproduces many thumbnail sketches designed to show 
how hand units can be used profitably on wood fabricating jobs. 


BANOV-BERNSLEY & COMPANY, INC., 37-39 E. 21st 
ST., NEW YORK 10, N. Y.—A new catalog and price list has 
been issued describing the firm’s line of desk sets, desk pads 
and desk accessories. Each article in the complete outfitting 
of an executive’s desk is illustrated and described. 


CHARLES BRUNING COMPANY, INC., 100 READE 
ST., NEW YORK 13, N. Y.—A new eight-page, three-color 
booklet describes the new BW Copyflex which the company 
is introducing. Explanations are given regarding the Diazo 
process used to make low-cost, positive, contact-print copies 
anywhere in the office. Requests for the booklet should specify 
Booklet A-1078. 


HORDER’S, INC., 231 S. JEFFERSON ST., CHICAGO 6, 
ILL.—The office supplies, business equipment and furniture 
firm hails its fiftieth anniversary year of 1951 with a lavish 
new catalog, 160 pages detailing what it claims is the “largest 
stock and assortment in the office supply field.” This catalog 
is replete with illustrations and descriptions and contains com- 
plete instructions on ordering by mail. 


MIMEO MANUFACTURING COMPANY, 401 BROAD- 
WAY, NEW YORK 13, N. Y.—Dealer catalog No. A-51 is 
now completed, detailing the complete line of Mimeo stencil 
duplicator machines and supplies, also the complete line of 
supplies for spirit duplicators. Copies will be mailed upon 
receipt of request on letterhead. 


OLD TOWN RIBBON & CARBON COMPANY, INC. 
750 PACIFIC ST., BROOKLYN 17, N. Y.—The new 1951 
edition of the Old Town Counsellor is not simply a catalog 
or a sales manual, but rather a book of information. The 
48-page book is made available on request as a primer for new 
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Designed and created by 


No. 1000 
Revolving Chair 
All Walnut 





Grand Rapi 


Overall 
Height 33 


Overall 
Width 24 


Seat depth 20 


between arms 20" 


Back height 


from seat |7 


Side Arm Chair 
to Match 











GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich 





This 
STEEL 


STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
* 


Here’s a show 
piece of practical 
value with quick 


turnover and 





priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 
Finished in olive green or gray baked enamel. In 


two sizes — 
36” wide, 18 


or 78” high. 
Shipping weight 150 pounds. 


deep and either 72 


Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MaNuracturiNc co. 
V——__—_—_—_——— 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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FOAM RUBBER 
CHAIR CUSHIONS 


‘Perfect od 
FEATURING 


GOODYEAR AIRFOAM 
nae a 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 






Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


“Perfect” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubbe: 
having thousands of alr cells 
that breathe with every move.* 

Colors: Brown, Green. Sizes: 
i” « 18°16" » 17°14," 
« 164%". 


Write for New Illustrated Folder 
Giving Complete information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 


Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 
WIDEST SALES APPEAL 





BRUSH-PUNNETT CO. 


ROCHESTER 11 


SENTRY 545 WEST AVE 


AFE 
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sale 


-—TYPEWRITERS— FTN tauuias |” 


ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNSTRAND—BURROUGHS— VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES GUARANTEED 





CLEARTONE 
CYLINDERS 


. 
WIRE SPOOLS 
- 
SUPPLIES 
* 
DISCS 






MeL Ten 


MONROE—MARCHANT—BURROUGHS REBUILTS — 
COMPTOMETERS—Hand or Electric e 

ROUGH or RECONDITIONED LATE MODEL O'R 

ot ee DICTAPHONES p 

: White nices EDIPHONES ledg 

jor p AUDOGRAPHS cent 

———- SOUNDSCRIBERS Offic 

Also ask about our ADDOMETER, the add- omy 

ing and subtracting machine that retails for ed 


oor haga AMERICAN DICTATING MACHINE CO., Inc. filmes 
RELIABLE TYPEWRITER & ADDING MACHINE CO. sOTASLISHED Se stror 




















































Dept. A-4, 301 W. Monroe St., Chicago 6, III. 65 MADISON AVE., NEW YORK 16, N. Y. that 
Telephone MUrray Hill 4-3554 The 
and 
the « 
3 ra ° t D li From The Originators of Homogenized Byer 
mme id e e iver y Duplicating Inks—Another Fine Top Quality Product. Th 
° W. E 
on quality steel for n 
BULLETIN *332) | 
ransrer Vases the 
7 Offi 
Letter and Legal Sizes presi 
Individually Ca BY erly 
f- 
toned 300-/b. test — _ —_ engag 
furniture box. = : oe "ee Matt} 
. 3 lieute 
¢ For All General Work For The Finest in an : Mr: 
Is SeI 
: * Very Black Copy All Purpose Ink—Try | conce 
* Open or Closed Drums Our 332 Homogenized 
* No Clogging of Drum Bulletin Ink. A Top | New 
* No Clogging of the Pad Standard Since 1932. ) *, 
¢ Will Not Injure Stencils Every Batch Laboratory of Ch 
* For use in Any Climate Controlled to Assure A vom 
| * Canode _ 332 — Uniform and Consistent ulan 
+} Usual Dust-proof cases. Black Duplicating In : . : 
dealer's Solid back & solid Guaranteed as Above. Quality. Available in 
discounts bottom, 24” deep. : - Pound or One-half 
¢ For use on Mimeo and nessied Ciliininnie Uu 
° A Sulphite Stock only. uv mers. 
Write for Catalog of Complete Line | Trade 
Card Files Letter Trays Stationery Racks Private Brand Labels org P 
Cash Boxes Personal Files Steel Box Files WRITE FOR Applied Upon Request and pric 
Desk Dr. Inserts Post Binders Transfer Cases a CATALOGUE 
Desks Ring Binders Typewriter Tables % At No Extra Charge. Import 
File Stools Smokers Vertical Files (ynodt \ Hill, Bir 
Lamps, Desk Sorting Trays Waste Baskets eteoiee oe = 
a ee co. make — 
THE MAYFAIR CO. / INK SPECIALTIES | | ss. 
Mfrs. of famous JET-50 Desk Lamps NN ) Fire—o'} 
\ 523 N. HALSTED ST., CHICAGO 22, ILL. —_! 
315 N. DESPLAINES ST. CHICAGO 6, ILL. ~ j supplies 
5 logs, pric 
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salesmen, a textbook for everybody interested in duplicating 
machines, ribbons, carbons and duplicating supplies, and a 


“Wau 
1 al 
) ath 


work for 


stock, the book has 





reference the experts. Printed on 70-pound enamel 


a cover produced in five colors. 





O’Reilly Office Supply Suffers Fire 


A considerable amount of stock consisting of paper, 
ledger sheets, pencils and other office supplies was re- 
cently destroyed as a result of a fire at the O'Reilly 
Office Supply Company, 217 E. Wayne St., Fort Wayne, 
Ind. The fire was thought to have been caused when 
hot ashes from a furnace in the Kindler Hotel, in 
which the firm is located, were piled against a ma- 
sonry wall and ignited the stock on the opposite side. 
Although the wall was about 10 inches thick and made 
of hollow tile, the heat generated by the ashes was 
strong erough to ignite the paper. Much of the stock 
that wasii't burned was damaged by water and smoke. 
The firm reports that it is anxious to replace its stock 
and hopes that the manufacturers will respond to 
the emergency call 


WU For Record 
1 PROTECTION 


it is the primary job of the modern 
safe to protect records and docu- 
ments from destruction by fire — 
and loss by burglary. 


! @ 


Every Protectall Safe carries the Un- 
derwriters' “C" Label—one hour war- 
ranty — proven ample for the needs 
of the vast majority of business and 
professional places. 

Protectall offers more for the Safe Dol- 
lar—because it is streamlined in design 
— sturdily built and truly protective. 
Single and double door units; fixed 
and adjustable interior. Full range of 
sizes. 





Get the Protectall Story. 


PROTECTALL SAFE CORP. 
926 S. Salina St., Syracuse, N. Y. 


















Byers Firm Sold at Davenport, lowa 

The Byers Office Equipment Company, operated by 
W. Everett Byers at 212 W. Third St., Davenport, Iowa, 
for many years, has been purchased by the Brown- 
Matthews Company, but will continue to operate under 
the old name 

Officers of new company are David W. Brown 
president, and Ben F. Matthews, secretary, both form- 


+h 
Une 


erly of Youngstown, Ohio. Mr. Brown is actively 
engaged in management of the business, but Mr. 
Matthews was recently called to active duty as a 
lieutenant in the U. S. Army. 


Mrs. Katherins 
is serving as acting 
concern during hi 


Matthews, mother of Mr. Matthews, 
secretary and treasurer of the 
absence. 


S 





New Orleans Firm Has Grand Opening 

Carrollton Typewriter Service of New Orleans, La., 
held its grand opening recently under the managership 
of Charles Benedett Office equipment, repairs, sales, 
service and typewriters are featured by the firm at 3813 
Tulane Ave.—EEG 


a Opportunities 


Wanted by Jackson, Miss., 
“2 bank s 
Miss desires t 


- 
< 





I 
office 
trade literature 


Dement 


Trade Literature 
Sout ' ~ equip 


B iflerir 
P. oO. B 


Firm 


eive 


$3 


sh Firm 


ifacturer 


Import Article Wanted by Engli Adolph Arbrenz, Ludgat« 
H I gh k ur and merchant, desires to lo 
could be sold ts 


into England or 


‘ in article which 
¢ 


ld eithe import 


Needs Stock 


Price Lists and Catalogs to 
Fire Off f 


pany, Box 


Replace Those Burned Out in 
100 Ft. Wayne 1, Ind re 
royed a large stock of paper and office 


of 


For Reducing Mailing Costs 
New Dandy 
ENVELOPE SEALER 


Seals Up to 200 Envelopes a Minute 








Pays For Itself In Time and Money 
ANYONE CAN OPERATE 





SEALS PERFECTLY—NO EXCESS MOISTURE 
NO PARTS TO GET OUT OF ORDER 
PARTS MAY BE BOUGHT SEPARATELY 
DETACHABLE ENVELOPE RECEIVER 








LARGE OFFICES USE SEVERAL | 
LIST PRICE $39.50 PLUS EXCISE TAX 


TAKE ADVANTAGE OF THE SERVICE AND THE SAVINGS 
OFFERED BY YOUR QUALIFIED WHOLESALER 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 GREENWICH ST. NEW YORK &, N. Y. 














iate receiving a speedy delivery cata 
e that destroyed by the fire 
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SINCE 1874 


RIGINAL pOHNER 


HANDY CALCULATORS 
‘'THE MACHINE TO COUNT ON'' 








The following example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 
Set Levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 
68 units @ 1.75 ea. 119.00 
15% discount 17.85 
101.15 
Less 2'%2% for cash 2.53 
$98.62 
Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 


Why pay more? 
WRITE FOR BULLETIN RO-43 


Odhner Sales inc. 


IVAN SORVALL, PRES 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 











fe Presenting... 


NEW FRITZ-CROSS CHAIR NO. 410 


Features include foam 
rubber seat cushion, 
new 11%” O.D. tubular 
base, ball bearing cast- 
ers as well as Fritz- 
Cross easy-3-way pos- 
ture adjustments. 
Available in a smart 
range of colors and up- 
holstery materials. A 
worthy member of a 
chair line that builds 
sales and profits in any 
competition. 


The kritt-Cross Gnpany 


300 East Fourth Street 














No. 410 


St. Paul 1, Minnesota 
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IN APRIL OF 1881, WHEN: 


A Boston correspondent noted, “A Boston madame imparts 
to the ladies of the ‘Hub’ the art of high-shouldered writing, 
such as is practiced by the ladies of quality in England, the 
same—the handwriting, not the ladies—being peculiar and 
angular. The style imparts ‘tone’ to visiting and wedding 
cards”. . . . In Chicago, it was reported, “The Sanford Manu- 
facturing Company displays the neatest line of goods of their 
class seen this season. The finish of its goods is illustrated in 
such small points as the attachment of a corkscrew to each 
bottle and patent ink vent, which permits the fluid to be poured 
into a small bottle without spilling. Its black ink is black trom 


the start.” . (From files of the American Stationer). 


IN APRIL OF 1891, WHEN: 

Silicate book slates secured the favor of the Boards of Edu- 
cation of New York and Philadelphia. They were claimed to 
be noiseless, light and unbreakable. . . . Cricket on the Hearth 
was introduced by stationers as a new game, “an improve- 
ment on the popular game of tiddledy winks.” . Eagle Pencil 
Company offered a new box containing one penholder, three 
vials with ink and one dozen pens. . . . Max Sommer of New 
York City devised a pocket automatic copying letter machine 
consisting of a cylindrical case inclosing an apron attached to a 


spring roller. . . . (From files of the American Stationer). 


IN APRIL OF 1901, WHEN: 

Stevens, Maloney & Company, Chicago, opened their new 
store at 143 LaSalle St. . . . William R. Fox and Glen J. Barrett, 
Grand Rapids, Mich., were issued a patent for a typewriter. . . . 
The Frazer & Geyer Company, manufacturers of fountain pens, 
moved to No. 22 Thames St., New York, there to occupy 6,000 
square feet of space. The firm purchased the foundation patents 
of the Horten non-leakable fountain pen. . . . The Cahill electrical 
typewriter was placed on exhibition at the Board of Trade 
rooms, Worcester, Mass. . . . The Hartford was another make 
of typewriter then advertised. . . . The Pelouze Scale & Manu- 
facturing Company of Chicago moved to the new Electrical 
Building at 118-132 W. Jackson Blvd. (From files of the 
American Stationer 


IN APRIL OF 1911, WHEN: 

The Hall Stamp Affixer was introduced as a sanitary device 
with which the user could affix stamps at the rate of 50 per 
minute. . . . The Philadelphia Stationers Association held its 
annual banquet with 50 in attendance. William H. Brooks, 
president, presided. . The Underwood Typewriter Company 
opened its new building at the corner of Vesey & Church Sts., 
near Broadway, New York City. The Barker Roll Paper 
Attachment for typewriters was introduced . R. C. Bushnell 
was named Remington manager at Denver, Colo. . (From 
files of Office Appliances). 


IN APRIL OF 1921, WHEN: 

The Madas calculating machine was claimed to perform 
division automatically—"All that is necessary is merely to set 
up the two factors, turn the crank, and get the result.” .. . The 
Elliott-Fisher Company moved its sales and executive offices 
from Harrisburg, Pa., to New York City John W. Graham, 
president of the John W. Graham & Company, Spokane, Wash., 
made an extended visit in the East... . Steps were being taken 
by the Boston Stationers Association for the formation of a golf 
club, . . . (From files of Office Appliances). 
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the NEW, IMPROVED ‘Lecaurest” 













~_— 
‘ a 





oan . . » Raise the headpiece to ony desired 
OFFICES 

. oa -" position . . . it will automatically stay at 
e HOTELS that position . . . To release the “Magic- 
Sos  ** Hold,” raise the headpiece all the way. 


NIGHT CLUBS ’ ’ 
> tanmenene it can then be lowered to the ‘flat’ posi- 


® pocTors tion. Available in the finest plastic mate- 
 ariieenae rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 


Les WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 
16 1 


a ‘ Ld 1 | a 






















ATTENTION DEALER SALESMEN 
Calling on Banks @ Building & Loans Ass'ns. © Furniture 
© Radio @ Appliance Stores 





SALESMEN 
juaa 41950 1890) 
me 


Different? —Yes—but 
exactly alike in their 
dependence upon 


BEACH’S 












i¥ 


Make Those Extra Commissions 






seo cneck Covers 


Rsonatt 
“COMMON SENSE” STATEMENT, Steg PASSBOOKs 
passsooKs MACHINE 
EXPENSE BOOKS SAVINGS, gg800KS L STR 
LOM AgRCIAL esrttts ay toin wee FORMS 
to keep track of their POCK EY og ENVELOPES Troon CARD 
traveling expenses. EPOStT SE gsBOOKS ome © 
PaAyyeR WALLETS 





Beach Publishing Co. 
7338 Woodward Ave. = 
Detroit 2, Mich. 


> William OXLINE Tue. 


1270 Ontario Street Cleveland 13, Obtlo cnn! 











Uncle Sam Says 


JOIN TODAY 
fe SECURITY 
TOMORROW 

















PAYROLL 


v 
Gama 
Fu= 


pti 


Tre 





DAYTON STENCIL 
WORKS CO. °*cuic" 








All Styles of Ring and Post 


If it's money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 


life. Save the simple, trouble-free 
way—with U. 8S. Savings Bonds. 








Automatic savings through the A complete line of Binders for College and 
Payroll Savings Plan where you Commercial use 

work, or, if self-employed, the Bond- . 

a-Month Plan where you bank, is a Quality at an ATTRACTIVE PRICE 

sure cure for the between pay day 

‘‘heebie-jeebies."” And—your money Write for Catalog 

GROWS—S4 for every $3 you im 

vest, in ten short years. STANDARD LOOSE LEAF & BINDERY CO. 


Us. T D 
reasury Department 1717-19 S$. HALSTED ST. . CHICAGO &, ILLINOIS 
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Wiite 


keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you, W« 


cooperate with dealers all 





the way down the ling 


TYPEWRITER RIBBONS 


CARBON PAPER 
TYP-ROL Type Cleaner 


and Roll Finisher 


write 


420 Lexington Avenue, New York 17, N.Y 





a 





: Factory tiebdianigicdt Conn. | 
PLAS-T-CAP 


AMERICA’S OUTSTANDING 


tHumes tack VALUE 


TACK LIFTER im EVERY PACKAGE 
21 DECORATOR COLORS 








NO MORE BROKEN FINGER NAILS 
SAFE PIN WILL NOT PRESS THRU HEAD 


rwuay ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 


3 FAST SELLING STYLES 









AMERICA'S LARGEST THUMB TACK MFG. 


co. 


SHELTON, CONN. 


SHELTON 


SINCE 1836 

















OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have chosen office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 


Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 








SECURITY 


J . 
Of 


FREE DESCRIPTIVE 
CIRCULAR .. . 


CANVAS PRODUCTS CO. 
Corner Marquette 
& McWilliams Sts. 
FOND DU LAC, wis. 
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KEEP YOUR CUSTOMERS HAPPY 
With Ball Point 


Duadtare Toped 
REFILL CARTRIDGES 
ONE “re REFILL 
FITS OVER 100 MAKES 
OF BALL POINT PENS 


Order Sample Display Card of 
24 Refills from jobber on 
approvol or direct from us. 





757 WAVELAND AVEN 
CHICAGO 13, ILLINC 


FISHER PEN COMPANY 





Norfield 

DOUBLE PURPOSE 
WHOLLY ORIGINAL DESIGN 
1) Ideal for keeping records 
such as Employees Earnings 
Cards, General Ledger Sheets, 
etc., whether machine or hand 
posted 
2) Can be instantly converted 
from a Double-Locked Con- 
tainer to a Posting Tray giving 
a perfect V for easy accessi 
bility 
2 sizes, accommodating sheets 
up to 11 square. Capacity 
about 350 cards. Grey crinkle 
enamel! finish with chromium 
fittings. 


INTASCO CORP. 


3021 W. CARROLL AVE. 
CHICAGO 12, ILL. 


TPE_CLEANING MADE EASIER 


with the amazing 


a A 


CLEANS 
¢ Typewriters 
/e Billing Machines 
¢ Adding Machines 
e Addressing Plates 
¢ Marking Devices, ete. 


TYPE CLEANER 





WRITE FOR LITERATURE 


& DEALERS’ DISCOUNTS 























Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess 
no liquids to spill 
*NORTA THE ORIGINAL PLASTIC 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1123 Broadway, New York 10, N.Y 


ACCURACY 
means QUALITY 


¢ Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 

As to quality, neither can 
be excelled at any price. 

Samples on request. 
@ Carried by the following paper merchants: 
New York City Cincinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co Carpenter Paper Ca 


Pittsburgh Detroit Houston 
Chatfield & Woods Co Seaman-Patrick Paper Co .. 8. Bosworth Co 


THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. € CHICAGO 5, ILL. 


ee 














ORIGINATORS 
SCORED CARDS 
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SINGLE - 
Ink Eradicator 


‘ @ INK-OUT contains no free 
UB) @ INKCOUT moles pore adice- 
nent er 
tions quickly gre a 
INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION = MONTCLAIR NEW JERSEY 


MARKILO- 
AIM LALA ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
hol ders: bill-fold envelopes: stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


8638 8S. Racine Ave. Chicage 9, U. S. A. 





CASH REGISTER 
PARTS 


a 


WORLD WIDE SERVICE HIGHEST 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


2810 W ADDISON ST 


race 18, ILL 
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KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


pe chairs are er 
ned and cages 
true posture sea i Si 
} en feature instant ” Seaway 
er-tip adjustment. 
timate in luxurious 
ca and durability.) Mod- 
ern massive molded aluminum 
Sess, oe canter and 
optiona ackrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models avaliable. 


WRITE TODAY FOR OUR NEW 
WLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Galil. 





cael E 
Loose Leaf |, 


. better than ever at IN 
lower prices! 


Loose Leaf for Every Commercial Use 














Only Ten Day Delivery on Special Sizes 


Write for circular 


ACE LOOSE LEAF 
BINDERY COMPANY 


45 S. WELLS ST., CHICAGO 6 




















“| — SURE TO SATISFY 


MASTER SPEED KEYS 


Springs instead of rubber 





Speed Keys save the operator from 
sore fingers and broken nails, increase 
machine speed and reduce fatigue. 
Typebars respond faster and easier and type impressions 
come out clearer, sharper and more uniform. 








Thousands of sets in use with more being sold every day. 
Talk, show, and demonstrate these fine quality keys at every 
opportunity. Get your share of this KEY business. 


Deoler discounts and sample key furnished on request 


SPEED KEY CORPORATION 28, f, Ohauneey Street 














Over 2000 Dealers 


now sell it. Do you? 


The NEW 


Co-RIGHT 


(line-by-line} 
COPYHOLDER 
Major mechanical improve- 
ments. Office GRAY finish. 
Defense economy creating 
wide demand .. . from new 
users . . . and for replace- 
ments to speed up for defense. 


Copy Right Mfg. Corp. 
53 Park Place, Dept. D-4 
New York 7, N. Y. 


Canadien Agents 
UNDERWOOD Ltd. Toronto |. 
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Plaques of Distinction 


Plastic « Walnut e Bronze 


HONOR ROLLS 


for Servicemen and many 
other purposes. 


NAME PLATES, 


all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 


Plastic & Wood Products Co. 


18229 W. McNichols Rd., Detroit 19, Mich. 





(taque & Name Plat 
Specialists i. 1942) 











oO THE DIXON FASTENER 
NY HAS A HOLE THROUGH ITS CENTER 
fee» WITHOUT REMOVING FASTENER, SECTIONS 

IN OF SHEETS GO IN RING OR POST BINDER 


All brass Dixon Fasteners give sheets 

metal protection at the binder hole to —_ 
stop tearing and wear. The thin, 

curved design holds quantities of 

sheets intact in or out of the binder 

Packaged 24 to envelope, 12 envel- 

opes to carton. Also 100 to box and 

12 boxes to the carton. 


DEALER INQUIRIES INVITED 


Manufacturing Division 


DIXON RESEARCH, INC. 


ROCKFORD, ILLINOIS 











STEEL 
TABLES 





HASKELL MANUFACTURING CO., INc. 


303 East Carson Street 
Pittsburgh 19, Pa. 


“Haskell Built Means Well-Built’’ 











The Ome 


MUSCATINE, OWA 








4x6 and 3x5 FILES 





Handsome appearance and 
excellent finish of H-O-N card files please your customers, add 
to your profit. The Home-O-Nize Company, Muscatine, lowa. 








ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 











Send for Folder 
and prices. 








Manufactured by 


oD. COTTERMAN “2 ¥Senvsed Ave 











FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 


CHAIRS 


TABLET ARM CHAIRS 
METAL CHAIRS 
AUD!ITORIUM UNITS 


peli 


Write 
for 
Prices, 
Information 


JATE 
iMmey VERY! 









All types of wood and steel 
folding, non-folding chairs and 
folding tables in stock Save 


time! State type and quantity 





under consideration 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.), N. Y. 1, N. Y 




















THE HANDY NEW 


Wemo-holl 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
wide by 















ports—3 13/16" 
94,"" long 

Uses regular Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered in 
Roll. 


LIST PRICE 
$1.50 Complete 
Extra Rolls 35¢ each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE. « CHICAGO 13, ILLINOIS 
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Duty + Beauty Neubauer Steel Shelving 


@ Greater Strength. 





@ Finest Baked Enamel Finishes. 


@ Complete Size Ranges. 





@ Most Modern Design. 





@ Unique (pat. pending) corner 
post construction. 





@ 30 day delivery on most items. 








Write today for Brochure and price list. 


atv bAUe, 


METAL Neulauer MANUFACTURING CO. 
VYAZ 2019 CENTRAL AVENUE * MINNEAPOLIS 18, MINN. 


stablished 19 
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lsotopes—radioactive chemicals are be- 
coming increasingly useful in treating 
certain rare forms of the disease. 


In addition, surgical technics have 
been improved so much that once hazard- 
ous operations can now be performed 
safely. And progress is being made in 
the development of tests to detect cancer 
in its earliest stages when the chances 
best. Research has made 


for cure are 


Help Science Help You.. 


~ 


... your gift will reach your 


American Cancer Society Division 


1951 


these life-saving advances possible. But, 
as long as cancer continues to kill some 
210,000 men, women, and children in our 
country each year, we must keep the 
lights burning in the laboratories! Much 
more research needs to be done before 
cancer can be dealt the final blow! 


Your life—the life of everyone you 
know—is at stake. Give generously to 
the 1951 Cancer Crusade. 


Give To Conquer Cancer 


CANCER, 
care of Your Local Post Office 


Here is my contribution of $___ 


to fight Cancer. 
O———————— 
OO 
Sa ae 


State___. 
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Royal takes the extra time to bring 


Two square-tube sections fuse...to become a 
single, continuous assembly of steel. In the glare 
of an acetylene torch, strength is welded to 
strength and cleanline beauty to long-usefulness... 


The welder, the plater, the buffer. . . every Royal 
craftsman in his turn gives each detail his un- 
divided (and unhurried) attention. Time-taking? 
Yes! But only by such “‘individualized assembly- 
line” methods and thoughtful extra operations 
was Royal able to perfect the first modern all- 
metal principle in back and seat construction. 
Time hardly touches long-wearing Royal Furniture 
... Royal takes the time to bring you the very best! 


Now, with government defense orders getting 
first call, and civilian demand alive and kicking 
... Royal deliveries are lagging far behind. We 


228 


you Steel furniture of extra strength 


don’t like that any more than you do. But we’ve 
never scrimped on Royal quality to speed up a 
delivery and we never will! Naturally, we hope 
you can wait. If you cannot, we suggest you see 
our worthy competitors. Many of them make 
products of good quality which we recommend. 


METAL FURNITURE SINCE '97 


ROYAL METAL MANUFACTURING CO. 


175J NORTH MICHIGAN AVENUE, CHICAGO 1 


New York + Los Angeles «+ Michigan City, Indiana 
Warren, Pennsylvania +» Preston and Galt, Ontario 
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Now is the time to 
promote this new 
Heyer number and its 


companion .. . the 






popular 





A COMPLETELY NEW 


PORTABLE 


peal i i WRITE FOR 


- 2 Ry 


¥. - 


NATIONALLY ADVERTISED TO 40,000,000 

























Portable Addresser. 


THE SATURDAY EVENING 
Ads on both items 
now running in these 
two most powerful 


magazines. 


FREE TIE-IN MATERIAL 











MODEL 60 





7 Zales PACKED IN COMBINATION 
STORAGE-CARRYING CASE 


(along with these initial supplies) 
4 Stencils, 2 tubes Black Ink, Ink 
Brush, Correction Fluid, Stylus, 
Writing Plate, Printing Base and 

Instruction Book. 
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Complete Portable Printer 
to retail for only 


$0 EASY TO USE 
Message is typed, hand- 
r drawn on 
w cost stencil 
Squeeze tube of ink into 
ter for several 
mpressions 


K pranter 

















PERFECT REGISTRATION — AUTOMATIC INKING - Simply PRINTS LOW COST STENCILS —Strong 
Our new patented base with squeeze ink from tube into is merely . lof base for and durable—one of the 
TRU-LINE GUIDE SLOTS machine. Ink spreads evenly pare ig be gm ee; famous HEYER QUALITY stencil 
ussures perfect printing on through perforated cylinder, envelopes, iustruction | lines. Perfect for typing or 


very piece . . . 80 important " 
when using penny post cards, saturating ink pad over which 


drawing .. . easy to change 


: 
i 
‘ 


ELIMINATES OFPSET, because stencil is placed. Ink brush cards or You on printer cylinder. 
cards are not normally stacked provided to speed up ink bee aah . . it’s the most Can bercleaned and filed 
during printing process penetration when necessary. flex ever devised. for re-runs. 
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Urge your Customers to 

Change to UNDERWOOD CORPORATION 
Hecto Sets and Hecto Carbons... 
they're Overcoted and Finger-proof 


You can’t blame girls for complaining when 
hands and clothes get stained from hectograph 
carbon. . . especially when they know it’s 

so needless now. i 
Underwood Corporation has put an end to In addition: 

this nuisance of stains and smudges. Underwood Corporation Hecto Master Sets 
The new Overcoted Master Sets are finger-proof and Hectograph Carbon Papers give sharper 
and stainless. They eliminate stained hands masters, more and better reproductions. 


and clothing, avoid need for special stain- There are no typewriter feed roll smudges... 
removing soaps and cleaners. always uniform intensity of type characters. 
Sell Underwood Corporation Masters! “Summerized,” too! Even on the hottest, most 
That’s the easy way to overcome employee humid days, reproductions are sha arp, crisp— 
reluctance to use hectograph carbon, and, of course, free from stains! 


Prove it FREE. Just ask on your letterhead for free samples. The Key 
Please specify purple, black, or blue. to Better Impressions 








